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) AND 96 IDEAS FOR SAVING TIME, LABOUR AND COSTS 
ie WEEK AFTER WEEK—MONTH AFTER MONTH— YEAR AFTER YEAR 


on Dividend Lists, Rate Sheets, Inventory List 
Wherever and whenever clerical repetition work exists 
GRAPH * will do jt FASTER — BETTER — MOR 
AT LESS COST — WITH GREATER ACCURA( 













Art Metal 


Steel Office Furniture @ 
LONDON 


OY Og Fee, | á 
FILING CABINETS ~y ° . 4 
— Steel Furntture for 


ea the MODERN OFFICE 


To-day, with business demanding every possible 





time and labour-saving aid, with ever-increasing 
rentals demanding the utilisation of every foot of 
"floor space, Art Metal Steel Office Furniture plays 
a more prominent role than ever before. 





CUPBOARDS 
Over 80 models 
Cupboard shown 
is 361m, X 76in 

x léin 


So thoroughly complete is the Art Metal line— 
embracing over 300 different articles, from desk 





trays to safes—that every office need is anticipated. 
So thoroughly is it standardised that any piece of 

* Art Metal furniture can be matched whenever 
vou need additional equipment. è 





Add to these advantages the durability and 


BOOKCASES permanency of Steel—its resistance to fire, dust 
With disappearing and dampness—and you can readily understand 
doors. Add a section ; ; i 

at a time why Art Metal Steel Office Furniture is used in 


the offices of leading business institutions th 
world over. 





SEND FOR CATALOGUE NO. 60 


SHELVING A M | 
Any type oy stack rt (Vietal 
standard stock CONSTRUCTION COMPANY 


Offices & Factory: 201, Buckingham Palace Roa 
LONDON, S.W. |! 





howrooms: 31 Kingsway, W.C.2 


WASTEPAPER BASKETS Telephone: SLOANE 5201 (6 lines) 


7/6 each 





VISIBLE SYSTEMS 


Faster posting, faste: 
finding. Control your 
vital records 





With non-glare- “Artolir 
tops. Model shown is 
p éC in x Mir 


£10 10 0 
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WITH THE SALE . 


T used to be said that once a sales 

man had made a sale he had no 

further interest in his customer; 
he got his money and passed on. He 
did not see why he should waste time 
and money looking after a man he 
had already sold. The buyer had the 
goods: the seller had the money; and 
that ended the matter. 


Modern ideas have completely 
ianged that attitude. There are 
ill, of course, salesmen and firms 
ho go on in the old way, but, in 
ie main, ‘‘service after sale’ has 
ome to be recognized as a sound and 
rofitable business policy. It is a 
irdinal principle with every progres- 
ive firm that, when possible, the 
ustomer has to be helped after he 
nas bought. Very large sums of 
noney are spent to-day on inspection 
nd maintenance services that would 
ave been regarded as impossible a 
generation ago. 


The idea of ‘‘service’’ has really 
revolutionized selling methods. The 
capable salesman of to-day does not 
egard it as a ‘‘favour’’ when a buyer 
rives him an order: rather he feels 
hat he is doing the buyer a service 
hen he induces him to buy. And 
hat, assuming the subject of the deal 
is reliable and worth the money 
sked, is a literal fact. The buyer 
ould be grateful to the salesman 
ho introduces a good thing to his 
otice, for, left to his own devices, he 













Ask for particulars of the Dictaphone 
elecord. Records your telephone talks, 
assens congestion on the lines, gives you 
complete unchallengeable record of all 
mportant messages. 


ON KEEPING TOUCH 


7 5 
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j ⸗ y . 4 


THE MERCHANT'S PROBLEM DOES NOT END 
. By THOMAS DIXON 


cannot possibly learn of everything 
worth buying. 


We, of the Dictaphone Company, 
have never regarded the placing of 
an order for Dictaphone equipment as 
a favour to us. We know that in 
introducing The Dictaphone to a 
busy man we are doing him a ser 
vice. We do not want anyone to buy 
Dictaphoines on any ground — 
that the dictating machine will be 


profitable investment that will help 
him. We have never adopted ‘‘high 


pressure’’ tactics intended to rush 
man off his feet and commit him to 
an expenditure that he will later re- 
gret. No man is asked to buy 
Dictaphones until he has absolutely 
satisfied himself that he needs The 
Dictaphone and that it will be a 
genuine assistance to him. In the 
average business office it is a simple 
matter to prove this by actual figures 
which cannot be challenged. 


And, when a sale is made, the 
matter is not finished -so far as The 
Dictaphone is concerned. ‘‘Service 
after Sale” operates: our extensive 
maintenance system sees that mach- 
ines are kept at the top of their form: 
you need never fear the steady de- 


terioration and loss of efficiency that 
affects all neglected machinery. 

Give us a chance to do you a 
service. Let us show you. how The 
Dictaphone will help you. 

It will take down everything you 


want to dictate at any moment of the 
day or night. Your shorthand-writer 
is often out or ill—The Dictaphone is 
alwavs there. 




































It will take your dictatio 
speed—tast or slow, according t 
temperament * the subje 


dictation. Ds 2 LE 4" 


[It does not make nús taki j 7 
it abolishes shorthand—the most fruit 
ful source of errors in transcripti 


It frees you tO WOrK 1051 


please. You get more done, becaus 
you do every job just wh 
to be done. 

It trees your secretary fọ]! 
useful work. You no longer employ 
two people do one person s 10! 


while you are dictating 
busy on something elsi 


The Dictaphone will mal 
for you. That is the cardin 
and that is why we sl 
you a service it you 
you all about The Di 


(sive us the 
coupon to-dav 


char Pos 


e ADONAN nen 


POST THIS COUPON NOW 


THE DICTAPHONE Cx | er 
Kingsway House 


Kingtwa 


Please send free book Wi 


way? 


to 
NAME 
ADDRESS 


IVER 260.000 BUSINESS MEN PREFER THE DICTAPHONE 
































in four 


From this crowd—from any crowd 
—one in four goes back tonight to 
a ‘Radio Times home.’ There are 
3,000,000 of those homes. Where the 
whole family sees the advertisements 
in the Radio Times at least seven 
times a week. 

£10,000-a-year homes down to £3- 
a-week ones. Greater London down 
to the smallest village. No gaps in 
Radio Times ‘coverage.’ You speak 
and sell to 3,000,000 homes which are 
acomplete cross-section of thecountry! 


reads the 








A NATIONAL CAMPAIGN IN ITSELF 
Guaranteed average weekly net sales for 1938—3,000,000 


Member of the Audit Bureau of Circulations. 
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Why big firms select the 
99 LOOSELEAF 
“ROBIN” ~~ s00x 





The “*Robin’’ Looseleaf Book offers 


splendid value because : 
i. les mechanism is simple, easily and quickly operates, 
and does not go wrong. 


2. The sides are of stout English mill-board-—covered 
with durable Buckram., 


3. The inside linings are strong buff holland and cream 
vellum paper. 


4. Every particle is British. 


The unseen parts of the “Robin” are 
as good and reliable as the seen. Examine 
one yourself—on 7 days’ approval. 


SPECIAL TRIAL OFFER 
ROBIN BOOK, 5 ins. x 8 ins., comprising 


looseleaf binder bound full maroon 

buckram, A-Z index and 200 leaves 2 é 
or 

bound half maroon pigskin... ... 12/- 


(feint, cash or double ledger)... ... 
J. W. RUDDOCK & SONS 






USINESS, Published by Business Publications, Ltd., Whitefriars 
= House, Tallis St., E.C.4. Telephone: Central 9891. Subscription 
Rates: 15/- a gear post free, United Kingdom and Continent; 
20/- a year post free, Overseas. „e 


` Looseleaf Book Manufacturers 
LINCOLN 
and at 3 Old Jewry, LONDON, E.C2 





And Now— 


A PORTABLE REGISTER! 


HEREVER internal routine forms— 

requiring carbon copies—are necessary, 
Egry Manifolding Registers will speed up the 
operation. Several routine phases, however, 
preclude the completion of details at a fixed 
point, thus the demand for a Portable Register 
is apparent. 


Small in size, light in weight, and convenient 
to handle, the Handipak embodies the principal 
features of the standard models. One writing 
produces an original and up’ to three carbon 
copies of any essential routine form. The 
discharge of the written set automatically 





THE “400 LINE” HANDIPAK 


brings a fresh set into position, interleaved 
with carbon paper, ready for immediate use, 
thus avoiding the handling of stationery and 
carbons attendant upon the use of the old- 
fashioned manifold book. A receptacle is 
provided, enclosed in the ‘“‘Handipak’’, for the 
storage of file copies of each written set. 


Ask also for details of the Speed-Feed Attachment when typewritten records are required 


EGRY Ltp. 


WARPLE WAY, ACTON, LONDON, W.3 


Telephones : Telegrams: 
SHEPHERDS BUSH 3377 (3 lines) EGRYCOMPAK, EALUX, LONDON 
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papers need |m A crown- 6/6 





B EMPIRE 10/6 
C SOVEREIGN— 15/- 


of 
PENCIL SHARPENERS 


(CLAMPS I/- EACH) 


fastening 














Keep a for 
Velos perfect 
ints 
STAPLER CAVE 
ON jii DESK maf / 
METES GF PENCILS © 











ATTACHING COPIES 
FOR FILING 

AFFIXING INVOICES & 
OTHER ENCLOSURES 


FASTENING WAGE 
ENVELOPES, etc. 






MADE IN 
ENGLAND 











MADE IN 


Base swings back for tacking 
Note rubber feet 


The A No. 323 7/6 (as illustrated) 
B no. 34 15- 


of C vo. 35 22/6 wherever pencil 
STAPLING MACHINES 


are used 
(A and B are also TACKERS) 
See these and other Machines demonstrated on STAND B.912 GROUND FLO 


REES, PITCHFORD & Co. Ltd. “‘Velos’* House, 
OLYMPIA & EARES COURT LONDON Retail Prices are given in each instance Well Street, London, E.C. 


PALME Tia STOCKED BY LEADING STATIONERS OR WRITE DIRECT FOR COMPLETE LIST 
Please mention Business ®& 
” 








1938 
w 


2i FEB ~ 4 MAR 


FOR COMFORT IN WRITING » 
FILL YOUR PEN WITH 


3d. 6d. & | /- Bottles 


FOUNTAIN PEN INK 





WHICH CAN 
BE OBTAINED THROUGH THE ANNOUNCEMENTS 
IN THE ADVERTISEMENT PAGES IN THIS ISSUE 
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OZONAIR N YOUR ESTABLISHMENT 


FAN complete with WILL KEEP YOUR STAFF FIT 
3 yds, Flex, separate WENTEX AIR FILTER OZONAIR PURE-AIR 


Switch and Adaptor 





T. 128 Standard ma cleans the air to the point of sterilization PLANT 
Fan Fitting £7 : 12 : All Problems of AIR PURIFICATION 
T. 128 D. Double DEODORIZATION, etc., solved by 
— ee ae OZONAIR APPARATUS 


—— — OZONAIR LIMITED bert. 3 


tion for 4 stren 
of Ozone and Fan OZONAIR HOUSE, ST. LEONARD STREET, LONDON, S.W- 


£9:12:6 
Supplied —— ie less Telegrams : Ozonair, Sowest, London Telephone : VICTORIA 0012 








n giiia to get out last month’s Statements—hoping to speed up collections 
—with Ledgers still weeks behind and the end of the month coming round 
again ! 


In spite of continual overtime, out of date Accounting methods simply cannot 
cope with modern business requirements. 


Every month more business organisations of all kinds are installing Underwood, 
Elliott Fisher and Sundstrand Accounting Machines—to enable them to keep 
their Accounts posted and balanced to date—to dispatch Statements promptly 
at the month end—to provide complete reports on every phase of their 
operations at the close of each Accounting period. 


With so wide a range of products to offer and with the experience gained from 
many thousands of successful installations, Underwood Elliott Fisher Limited 
is in a unique position to suggest equipment to suit any specific requirement— 


without altering existing routine to fit a particular machine—and will be happy 
to do so without obligation. 


Learn more about the advantages of 


UNDERWOOD MECHANIZED ACCOUNTING 


UNDERWOOD ELLIOTT FISHER LIMITED, 120 QUEEN VICTORIA STREET, LONDON, ECA. 
TELEPHONE: CENTRAL 1080 


Typewriters © Accounting Machines @ Adding Machines © Carbon Paper © Ribbons and other Subhlies 
phi: 


t0 FULLY EQUIPPED BRANCHES AND SERVICE DEPOTS THROUGHOUT THE COUNTRY 








Underwood Elliott Fisher 
Accounting Machines are made 
in three distinct types with a 
wide and increasing variety of 
models in each for all accounting 


urposes. 
perp » 
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from ‘one-man’ te nation-wide business within eight years 


Courage to Scrap and 


Change Marketing: Policies 
Put This Firm On Top 


By F. T. POULTON, from an Interview with 


ARELY eight years ago the now 
B ‘zest manufactory of vacuum 

clothes washers in the world” 
began as a one-man effort, practically 
without capital and with its objective 
a market that was, to put it mildly, 
unacquainted with this type of product. 

William Knowles was the pioneer 
who invented the appliance that 
became known as the ‘‘Jiffy’’ washer. 
In 1930, when he perfected his inven- 
tion, he was associated with a well- 
known Accrington firm that made soda 
fountains. 

Knowles got his idea for a washing 
machine from two sources: (1) the 
latest types of wringing machines that 
were being produced at the time, and 
(2) the simple gas clothes boilers which 
were just then becoming widely popu- 
lar. His ‘‘washing machine’’ was, in 
the main, a combination of these two 
appliances. 

Although he was not then engaged in 
either the wringer or the clothes boiler 
business, it was natural that Knowles 
should notice the development of these 
types of equipment because Accrington 
is the home of the original mangle 
business. In the town were three 
world-famous concerns, pioneers of 
mangles and their modern develop- 
ments, the handy wringer. 


First Attempt at Marketing: a 
á Single Shop 


Knowles foresaw an enormous 
national—if not world-wide—market 
for a machine that was an effective 
advance, on these types. This new 
machine therefore combined the quali- 
ties of both, plus an entirely new 
feature not then possessed by any other 
design of washing machine. I mean the 
principle of the vacuum, by which 
dirt is more quickly and more effec- 
tively removed from clothes. He called 
his appliance the ‘‘Jiffy’’ Automatic 
Clothes Washing Machine. . 

Knowles decided that he would try to 
raise an interest in this machine by 
taking an “empty shop on the coast of 


Lancashire, at Southport, and there toe 








TEMPEST SLINGER, 


Director, 


Jiffy 
Washer Co., Ltd., 


Automatic 


Managing 


Clothes 


A cerington 


Lancs. 


Tempest Slinger, lawyer by profession, became co-director with inventor Knowles 


in his early marketing activities in 1933. 


carry on an actual demonstration in the 
shop window. By this means it was his 
idea to encourage passers-by to go into 
the shop to obtain more information 
about this new type of washing machine. 

No factory was set up to manufacture 
the Jiffy. Knowles left the soda foun- 
tain business and took a small ware- 
house in Accrington, where, with two 
or three men, he built machines from 


HERE was a new type of product : 


parts bought from outside 


Appointed managing director in 1937 


suppliers 


This process was expensive, but there 
was not the cash available for the instal- 


lation of production machinery 
it had been decided to risk 


investment at that stage 
reaction of the market to 


unknown product was untrix 
From Accrington Knowl 
or two assistants whom he 


-eyen if 
such an 
when the 
an almost 


d. 


s and one 


invited to 


universal in application : 


but it was almost unknown among those sound but 


highly conservative ‘prospects’—the housewives of Britain. 
The reason for Jiffy’s success lay in the company’s quick 
perception of market reactions and its courage in completely 
switching sales policies to fit. 


FIRST the market was among the poorer classes where a 
machine was a necessity to banish the drudgery of ‘‘wash 
day’’. Families that could afford to use laundries were not 
prospects. To-day, with the virtues of the automatic washing 
machine better known, the ‘‘class’’ market is rapidly 
growing. Washing machines are displacing laundries as 
their action ensures fabrics a longer life. 
. 


ba 


co-operate with him travelled as sales- 
men throughout Lancashire and York- 
shifte, selling only to retail dealers. The 
method of selling was to give demonstra- 
tions in the retailers’ shops. 

By March, 1933, Knowles had created 
quite a little business in assembling 
machines and selling them through trade 
channels, and he thought it time now 
to consolidate his efforts. He therefore 
formed his first small company : Jiffy 
Automatic Clothes Washer Co., Ltd., 
with himself, his mother (Mrs. M. A. 





W. GeraLD Rocue, General Sales Manager 

since April 1937. Great believer in visual and 

graphical records. Devised the centralized 
system of sales team personnel and 
records control illustrated below 


Knowles), 
directors. 

The first simple experiment in market- 
ing, through trade channels only, was 
successful up to a point. It revealed 
that, while it was right in one main 
principle, it fell far short in another. It 
showed that the principle of demonstra- 
tion was rightly conceived, but that 
beyond this point the method was not 
suitable. At this early stage, with the 
average housewife by no means educated 
up to being washer-minded, the policy 
of leaving the machines in the dealers’ 
shops and expecting them to be moved 
from there was wrong. 


and Mr. T. Slinger as 





Whereas, in each locality one or two 
machines might be bought by house- 
wives who had actually seen the demon- 
strations given by Mr. Knowles and his 
assistants in the dealers’ shops, sales 
thereafter would be practically non- 
existent. Dealers themselves had not 
the convenience, the time, or the know- 
ledge to continue the demonstrations; 
and no average housewife was likeby to 
come along spontaneously to buy such 
a relatively expensive and unfamiliar 
thing as a washing machine, 


Change-over to Direct Selling 
Was Essential 


Knowles therefose decided that if in 
this way he could not bring a sufficiently 
great number of housewives into contact 
with his dealer-limited demonstrations, 
he would take his demonstrations direct 
to the housewives in their own homes. 

This was a highly important decision. 
It meant that he would abandon the 
method of distribution through dealers 
and supersede it by the policy of demon- 
strating and selling direct to the user. 

Knowles fully realized that by this 
decision he was undertaking the most 
difficult and costly of all methods of 
selling. In view of the almost complete 
lack of ‘‘product-education’’ in his 
prospective market, however, he was 
convinced that his projected new plan 
was fundamentally sound. He con- 
sidered, rightly, that a mechanical 
product such as a washing machine 
could only be sold effectively by actual 
demonstration in front of the prospec- 
tive customer. And, what is more, 
Knowles argued, the demonstration, to 
be fully effective and convincing, should 
be conducted, not in a dealer's shop, but 
actually in the prospect’s own home and 
on her own particular ‘‘wash’’. 

It was important that, to introduce 
a machine which was so revolutionary, 
its most practical bearing upon the 
prospect's individual problems should 
be shown. In respect of a new type of 
machine for which high claims were 
made, a woman would be much more 
likely to be convinced if she saw its 
action upon garments belonging to her 
own family than if she saw its applica- 
tion in some dealer's shop and upon 
things that were quite unfamiliar to her. 

In 1934, therefore, another small com- 
pany was formed with a capital of {100, 


*e 
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a loan of somgwhere about {1,000 was 
raised on debentures, and Modern Aids, 
Ltd., came into being as a purely selling 
organization for the Jiffy Automatic 
Clothes Washer Co., Ltd. Modern 
Aids, Ltd., wag to sell direct to the 
public while the parent company con- 
inued to sell tosthe trade as before, i.e., 
with shop demonstrations and to trade 
customers who were stockists. 

The direct-to-public selling organiza- 
tion was based on small demonstration 
teams, each team to have a car for the 
transport of the machine, a salesman 
and a woman demonstrator. In the first 
instance, as a test of the plan, this 
activity was confined to Lancashire 
territory only. Six teams were launched 
as a beginning. 

Even though the selling policy was 
thus fandamentally changed, no attempt 
was yet made to begin manufacturing 
any part of the product. Components 
were still bought from outside suppliers 
and assembled. 


Costs Saved by Manufacturing 
Own Parts 


Later, however, in July, 1934, it was 
considered that the company could 
reduce costs and at the same time secure 
a better control over supplies if it maņu- 
factured its own components. Contracts 
with outside suppliers were therefore 
allowed to lapse, and a small plant was 
laid down in premises in Accrington for 
the manufacture of all parts except the 
wringer, which was still to be supplied 
by a firm specializing in these products. 

Very soon after the Lancashire teams 
got to work results showed that the 
direct-to-user policy was far more effec- 
tive than the original method. Sales, in 
fact, increased to such an extent that 
wider territories were taken in. In suc- 
ceeding months small additional com- 
panies were therefore formed in the 
following centres in this order: Leeds, 
Scotland, Staffordshire, London, and 
Leicester. The name of each company 
was retained as Modern Aids, Ltd., with 
the addition of the name of the centre 
in each case. 

The idea of creating separate com- 
panies was to enable small quantities of 
extra capital to be secured locally so 
that each area could be more or less 
self-supporting. The parent company, 
though, retained a fifty per cent share 
in each division. 

The method of running these com- 
panies was that each should pfrchase 


Sales Control at a Glance 


. 
—— This corner of the statistical room shows 
the ty 
The tight coloured pointers, adjusted against a 
scale, show the position of every sales team at 
every branch in relation to their sales quotas. 
Adjustments are made daily. In the lower com- 
partments (shown open) are kept the salesmen's 
and lady demonstrators’ dossiers and photographs 
so that complete information about every indi- 
vidual, ingluding his or her selling cost, is kept 
close to the moving records. A master board, 
showing branch and company totals in relation to 
quotas, is maintained in Mr. Roches own office 


of visual control designed by Mr. Roche. 
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Sales Policy: to-day is a CO-ORDINATION, ? 
~ of direct selling AND dealer distribution 


machines from the Jiffy Automatic 
Clothes Washer Co., Ltd., which acted 
simply as manufacturer. As the mach- 
ines were sold and book debts created, 
each company stood on its own feet, 
carried its own book debts, paid all the 
expenses of selling and commission to 
salesmen, and generally were managed 
as a separate entity. 

The washing machines were sold to 
each of the selling companies at a fixed 
price which gave them sufficient margin 
to operate their selling organization on 
a profitable basis. 

Each area organization worked ‘in the 
way that the experimental Lancashire 
venture proved to be successful, i.e., 
with demonstration teams operated by 
the salesmen having their own cars in 
which they transported the machines 
and their lady demonstrators from one 
demonstration to another. 

As sales expanded teams were added 
in each territory until, by July, 1935, a 
total of 100 were on the road. 

At this juncture the management saw 
that the small, separately controlled 
organizations were working to capacity 
of both cash resources and man-power. 
The market was opening rapidly, but 
with all the expenses inseparable from 
selling in this way, extra motor transport 
with their sales and demonstration 
teams could not be added to meet the 
demand. 

In July, 1935, therefore, Jiffy Hold- 
ings, Ltd., was formed with a privately 
subscribed capital of £50,000 to enable 
sales to be developed on a really nation- 
wide scale. At the same time, it was 
considered that, instead of having each 
separate area organization under its own 
control, economies, standardization, and 
better administration could be secured 
by centralizing the control of all sales 
activities at headquarters in Accrington. 

For this purpose the Holdings Com- 
pany acquired the whole of the interest 
in three or four of the Modern Aids 
Companies and made arrangements with 
the London company for a new com- 

y to be formed and to be known as 
Jiffy Southern, Ltd. 


All Policy Plans Tested Before 
« Big-Scale Adoption 


At this stage it was also decided that 
the method of transport (which had 
hitherto been provided by motor cars 
owned by the various team salesmen) 
fhould be changed. The parent com- 
pany therefore contracted with Jowett 
Cars, Ltd., to supply 7-h.p. vans capable 
of carrying three or four machines and 
having special seats to accommodate on 
or two lady demonstrators. | 

It is interesting to note how this 
speciality concern, selling a relatively 
expensive and certainly a new of 
product, gradually built itself up with- 
out the big initial capital which it is 
usually the practice of this type of 
organization to acquire 


Every activity was ‘carefully tested °° 


out before being adopted on a bigger 
scale. And it is also significant to 
observe that all this pioneer work was 
done without the aid of advertising 
campaigns. Not even publicity litera- 
ture (descriptive booklets, pamphlets, 
etc.) was used, since it was argued that 
if a prospect was in possession of litera- 
ture, she had an excellent excuse to 
refuse the salesman permission to put his 
proposition and to give his demonstra- 
tion. It is easy to give the answer: “I 
have your literature; when I’ve exam- 
ined it and made up my mind, I'll get 
in touch with you.” 

Every speciality sales manager knows 
what that kind of an answer by the 
prospect means. 

With the formation of Jiffy Holdings, 
Ltd., the concern became centralized 
and formed the basis of the still more 
progressive organization which repre- 
sents its constitution to-day. 

Under the new regime the branches 
were reconstructed to consist of a branch 
manager, with clerical staff, a trade 


representative, a shop demonstrator, 
and an average of ten demonstration 
and sales teams. Each team was made 
up of one of the new Jowett vans, one 
salesman with either one or two, and in 
some cases three, women demonstrators. 


Each Branch Manager Selects 
His Own Staff 


In each case the branch manager was 
given the responsibility of selecting, 
appointing, and training his own teams. 

In the initial stages of development 
team personnel was selected and trained 
by a personnel manager assisted by a 
maMiageress. Experience proved, how- 
ever, that this was not the ideal plan, 
so later the selection of selling and 
demonstration staff was transferred to 
the man on the spot—the local branch 
manager—who is in the best position to 
understand the mentality of the average 
housewife in his part of the country. 

We all know how widely the habits, 
characteristics, and outlook of folk 


Profitable Extra Business has been Developed out of 
This Process 


N July, 1934, Jiffy abandoned the policy of assembling parts made by outside 


Without the aid of extra capital they 


put down a small plant in a 


suppliers. 
Jon warehouse and started to manufacture for themselves all components except 
the wringer, which is still specially made to their design by a famous wringer 


manufacturer. 


The plant they installed included galvanizing baths with acid tanks, which, by 


their nature, demand continuous operation. 


The company had not sufficient output to warrant working three 5-hour shifts 
on their galvanizing baths, so, to fill out, they sought from various other engineering 
firms orders for galvanizing work that would keep their plant working. 

So successful has this idea proved that the company have developed this ‘‘side- 


line’ into a highly profitable business on its own account. 
is, in fact, the only one within a 20-mile radius of Accrington. 


Their galvanizing plant 
Owing to increased 


orders (including Government contracts) additional new baths with acid tanks are 


substantially reduced Ji 
the original and one of the new baths. 


being installed. eek ry 


this policy of taking profitable orders from outside has 
s own manufacturing costs. 


Iiustratigps show one of 








One of the important developments of the company was to abandon the use of salesman-owned 
cars for the transport of machines and sales teams and to provide standardized vehicles 
throughout. Jowett vans were selected and specially fitted to accommodate machines and 

Each branch of the — has its fleet ; the one shown belongs to the Aberdeen 


— 
anch. The company’s fleet tot 


170 vans and 30 saloon cars for branch managers and 


other executives 


differ, even as between one county and 
another. A local man is consequently 
better able to select and train personnel 
to fit local needs, subject, of course, to 
strict adherence to the fundamental 
policy of the company. m 

After personal schooling by the branch 
manager, newcomers are attached to star 
teams to gain practical experience under 
the guidance and control of the team 
manager. This method of individual 
tuition has proved much superior to the 
former method of mass schooling, and is 
now the established practice throughout 
the organization. 

By the beginning of August, 1935, the 
sales staff numbered 360, and campaign- 
ing went ahead with the control centred 
in the head office at Accrington. 

From this time until the end of 1936 
a straight policy of direct-to-user sales 
was followed. No dealers were brought 
into the chain of distribution at all. 

Readers of Bustness are well ac- 
quainted with methods of direct-to-user 
demonstration and selling, so there is 
no need to describe what happened 
during the period in which the recon- 
stituted company operated along these 
lines from, roughly, July, 1935, until the 
end of 1936. Sales expanded steadily to 
about ten times the volume of two years 
previously. 


Why Re-inclusion of Dealers was 
Decided Upon 


At the end of 1936, however, the 
management made another vitally im- 
portant change in policy. After this 
intensive period of direct-to-user selling 
it determined, after very close examina- 
tion of the market, that a higher ratio of 
results could be secured by reverting to 
a policy of distribution through dealers, 
to be additional to the direct activities 
of the company’s own selling forces. 

The main reason for this arose from 
the steadily increasing tendency of 
housewives towards ‘‘washer-minded- 
ness”, and the growing activity of com- 
petitors who were distributing through 
the trade. 

The Jiffy organization found that 
while their personal demonstrations in 
the home were becoming increasingly 
welcome, their ratio of sales was not 
increasing to a corresponding extent. 
And one of the reasons was this: house- 
wives, convinced by the demonstration, 
became ‘“‘sold’’ on the principle of the 
washing machine. But those who did 
not there and then contract to buy 
‘“Jiffy”’ from the salesmen of the demon- 


stration team woud later go to their 
dealer and buy “ʻa” washing machine. 
Such customers might even—in fact, 
invariably did—ask for a Jiffy washer, 
but because the dealer did not handle 
those machines, but did handle competi- 
tive makes, the customer, being satisfied 
with the principle of washing machines, 
would be quite content to accept an 
alternative make offered by the dealer 
from stock. 


Part of Selling Effort was 
Being Lost 


Frankly, the position was that, to an 
increasing extent, the Jiffy organization 
was expanding its pioneering, selling 
more and more housewives on the idea 
of the washing machine, only to have 
a proportion of these ‘‘converts’’ per- 
suaded to buy competitive makes of 
machines from their dealer. 

In October, 1936, therefore, the deci- 
sion was made to distribute, addition- 
ally, through the trade, and for this 
purpose seven trade representatives were 
put on the road to introduce the idea to 
dealers, and in February, 1937, adver- 
tising was launched in the trade papers, 
followed by a campaign to users in the 
national Press. 

As can be imagined, it was not an easy 
job to persuade dealers to take, from a 
firm that had hitherto avoided them, 
a product that was in®competition to 
makes which they had already been 
handling for some time. The attitude of 
the dealers at first was obviously not 
altogether to the advantage of Jiffy’s 
new trade representatives. But this was 
where the merits of the product itself 
had a powerful influence in inducing a 
favourable reaction. 

The Jiffy was still the only machine 
embodying the vacuum action, and this 
factor, as the demonstrations clearly, 
showed, made for outstanding perform- 
ance and effectiveness. 

Gradually, therefore, the dealers 
accepted the Jiffy, on the basis that 
they would become stockists while the 
company’s teams continued their full- 
strength house-to-house demonstrations. 

The reflection of this policy on sales 
was almost immediate. The returned 
ratio of sales to demonstrations clearly 
showed that a firmer grip on the market 
had been secured. 

In October, 1937, another step was 
made to consolidate this position, and 
the company inaugurated their ‘‘Co- 
ordination’’ plan for dealers. 

This plan was fully described in ae 
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special booklets entitled Co-ordination 
and issued to the trade. It set out that 
the company would create 4 chain of 
‘‘approved’’ dealers throughout the 
country. 

The benefit of this to the company 
was that their pfoducts would be in the 
hands of only those dealers who were 
selected as progressive and sufficiently 
well equipped to exploit.sales to the 
best advantage. The plan automatically 
reduced costs by omitting the expenses 
of unenterprising and unprofitable retail 
outlets. 

By agreement every approved dealer 
undertook to place an initial minimum 
order for two complete Jiffy units for 
stock. By agreement, also, dealers were 
bound to maintain standard prices. 

The company, on its part, undertook 
that its mobile, house-to-house selling 
teams would operate intensively in each 
approved dealer’s area for a period of not 
less than two weeks in any one year. 

Thus, though the sales teams operate 
all the year round in this “‘assisted sales 
service’’ to the dealers in general, each 
dealer is virtually guaranteed a definite 
period of demonstrations concentrated 
within his particular local area. 

Even under this dealer distribution 
scheme, however, each Jiffy salesman 
still tries as hard as under the former 
scheme to make actual sales himself, on 
the prospect’s premises. But every sale 
so made is now credited to the approved 
dealer who has supplied the “‘lead’’. 

This arrangement, of course, is a con- 
siderable incentive to the dealer to show a 
lively interest in the company’s products 
when those prospects who have not made a 
purchase from the demonstrating salesman 
come later to the shop to talk the matter 
aver or place an order. 

Another arrangement which many 
dealers welcome is the offer of the com- 
pany to stage demonstrations inside the 
shop. The advantage to the dealer of such 
a display, apart from the additional sales 
of the product it stimulates, is the interest 
it has for all customers entering the shop, 
and the reputation it gives his business for 
progressiveness. 

The company, of course, provides the 
skilled lady demonstrators in every case 
and meets all expenses, but it makes the 
reasonable proviso that the dealer shall pay 
the demonstrator a commission of 5 per 
cent on the list prices of all goods she sells. 
This ntage is a direct payment to the 
demonstrator personally. 


All Sales Personnel Paid a Fair 
Living Salary 


a 

It should be mentioned here that it is an 
invariable point of the company’s policy 
to pay to every member of the sales staff 
a fair living salary, apart from commission 
on sales effected, so that there is no tempta- 
tion among them to use high-pressuf 
methods to force sales to provide the means 
of subsistence. This ensures ‘‘clean'’ sales 
and is a policy that accounts to no little 
extent for the success of the Jiffy selling 
methods. Á i 

Under the co-ordination scheme the com- 
pany also provides the dealer with full 
facilities for selling Jiffy washers on the 
H.P. or the D.P. system. These 
are open to the dealer no matter whether 
sales are made for him by the company’s 
travelling demonstration teams or whether 
he makes them over his own counter. 


(Continued on page 44) 
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Labour Scarcity Turns Publicity 
Manager into Talent Scout 


HORTAGE of skilled labour is still 
S: serious difficulty with many engi- 

neering firms, Last month we met 
the publicity manager of a famous Mid- 
land concern who had perforce turned 
himself into a talent scout—as a tempor- 
ary, but for the moment an almost, full- 
time job. 

Pressure of work in the factories and 
long-period contracts in hand rendered 
his normal services a bit embarrassing, 
so he now writes high-pressure copy for 
a big campaign of ‘‘Employees wanted”’ 
ads. in papers all over the country; he 
also arranges for applicants to be inter- 
viewed by the firm’s technical staff. 

In this firm the area salesmen, cover- 
ing the whole of Britain, have also been 
co-opted into doing all they possibly can 
to find hands whose names and addresses 
can be passed on to the publicity-cum- 
personnel manager for further action. 

This plan, we understand, is bringing 
quite fair results. 


Faults Too Elementary, 
Almost, To Mention 


S we make our tours of busi- 
A nesses and factories we are almost 

ashamed to mention some of the 
snags and faults that we see existing and 
which pile up unnecessary costs. So 
obvious and fundamental are some of 
these things that to talk about them 
makes us feel rather that we are drawing 
attention to something too elementary 
for readers in 1938. 

Yet it is not at all uncommon to see 
businesses forcing their way along, in 
the face of to-day’s competition, putting 
up with conditions that not even a 
modern student would allow. 


Decrepit Unit Holds 
Up Whole Department 


N ong factory we saw a whole depart- 
ment of 50 operatives held up while 
half a dozen men busied themselves 
patching a small steam-heating unit in 
a production line. We quietly asked— 
nęt the management, but one of the 
hands—how often this sort of hitch 
occurred. We asked this question be- 
cause, from the pattern of the unit, its 
age was pretty obvious. 
The man’s answer was: ‘‘Oh, she 
always busts out about twice a week.’’ 
“What do you mean by always?” we 
asked. ‘‘Oh,’’ he said, ‘‘for the last 
couple of years anyway!”’ ° 
You would not find a more decrepit 
and patched steam unit in any old tramp 
steamer. Th® bulk of plant in this works 
was good, yet the management allowed 
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By The Editors 


the whole organization to be thrown out 
of gear, regularly, for the want of— 
what? We confess we do not know, 
though we do know it is not lack of 
money in the bank. ° 

We hope something will come of our 
suggestion to a director about scrap- 
ping the old ‘“‘boiler’’ in favour of a 
simple, thermostatically controlled elec- 
tric element. 


It’s Absolutely Vital, 
This Question 


T is not impossible, seven for the 
| emattes firm, to adopt a similar 

policy to that followed by the great 
motor-car concerns. They have some- 
body whose job it is to look at every 
piece of plant and probe every method 
in the factory, seeking to determine 
“What improvement can be made 
here? ”’ 

In the motor-car plants, of course, this 
critical question is put every day; but 
the small business man could do it every 
week, or month, or quarter. 

A vast number do not do it every year, 
or even every ten years! 


® 
A 
£50,000 Drag 


ERE'S a good one, too. In Nov- 

H erter last we were up on the 
North-east Coast, at a large works 
where they produced heavy power plant. 
We found that in the stores—a huge 
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Management Trends 


place—they had the old “full bin” sys- 
tem of stores control. So long as the 
bins are kept full everything is con- 
sidered O.K. Directly the contents of 
one falls a bit somebody comes off a job 
—comes off a job, and at a time of full- 
pressure work !—to fill it. 

One of our technical consultants was 
with us, and we got him to estimate the 
value of these stores in excess of actual 
current needs. 

The excess worked out at between 
£47,000 and {50,000 ! 

Fifty thousand pounds tied up in sur- 
plus bronze, copper, steel, etc., to say 
nothing of cost of storage bins, space, 
handling charges, insurance, and the 
enormous risk of obsolescence. 

With this firm, also, we left a hint: 
an outline of a modern stock-control 
method that automatically takes care of 
predetermined maximum and minimum 
stocks based on actual needs. 


Profits: The 

Fatal Anodyne 
NE might ask at once: How is it 
that managements can allow such 
glaring and expensive anachron- 

isms to exist? 

Frankly, we are at a loss for a reason. 
Knowing something of the principals, 
we cannot say that it is out-and-out 
inefficiency or ignorance; yet apathy 
seems hardly a sufficient explanation. 

One of the troubles with both these 
firms, of course, is that they make a lot 
of money. Their comfortable dividends 
for the past five years have never been 
in jeopardy. They have made money 


Furnishing that Promotes Efficient Thinking. . . . . . 


For creative business 
thinking one must have 
relief from the noise and 
movement of ordinary > 
routine. The restful sim- 
plicity of this conference 
room exemplifies the ten- 
dency to secure this quiet ` 
atmosphere. Furnishing 
was carried out by ` 
Edgleys Ltd., of Fleet ` 
Street, E.C.4.,for Alfred 
Bates Sons Ltd, S 
Advertising Agents 


Table and panelling are 
in bird's-eye maple with 
cross bandings of Aus- 
tralian walnut. 
are covered in 

hide ; carpet 

e bottle-green 





ig —_— 


12 


in spite of such burdens on the 
oyerheads. ° 

But how much more could have been 
made with efficient methods? If more 
money was not wanted for dividends it 
is not altogether a bad thing to plough 
some back into the business for develop- 
ment purposes. There is such a thing 
as general trade and employment that 
could be benefited. 


These firms have never been forced 
by any emergency to overhaul their 
affairs or to call on an organization con- 
sultant for help. Profits being satisfac- 
tory, methods have been allowed to jog 
along as they were. 


Once again the statement we have so 
often made is borne out: The ‘‘business 
doctor” is frequently more urgently 
needed in the profit-making concern 
than in the firm that is almost on the 
rocks. 

Where management is not inherently 
vigorous and alive to its job profits can 
be such a complete anodyne. 


Office Equipment a Top 
Management ConsiderationTo-day 


VERY day sees the factors of office 
machinery and modern systems be- 
come more vital in the organization 

of business. To-day they are considera- 
tions for top management, not merely 
for the departmental heads concerned. 
Modern office equipment is now so 
scientifically mechanized and capable 
of such huge output of specialized work 















that the selection of it has gone beyond 
the scope of the average office manager. 

To decide upon a modern machine or 
system nowadays involves many hours 
of comparing competitive types. To 
make a selection intelligently it even 
involves visits to other firms where the 
equipment being considered is in actual, 
operation. 

The average office manager, weth his 
everyday duties resting heavily on him, 
has neither the time nor the facilities 
to carry out all this investigation. 

Then there is another important 
point: The introduction of new equip- 
ment quite often involves changes that 
are beyond the authority of a mere de- 
partmental heal to make. Such 
changes may not be very great in 
themselves, but the fact that they can 
reach out beyond the office—into the 
works, stores, branches, maybe even 
the board-room—makes the considera- 
tion a major one if proper balance is 
to be maintained. 


The Average Business Now 
Wants This Specialist 


E time is coming when a 

| specialized individual should be 

employed to study and advise 

the purchase of office machinery and 
systems. 

Many large firms already have a Sys- 
tems Manager, with his assistants, form- 
ing a specialized group for this purpose. 
But the smaller firm is now coming to 
need such a service; it could be pro- 
vided, of course, by one man. 


Inter-O ffice 
Loudspeaker As 
Burglar Alarm 


Radio. 
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This spectalized individual would 
not n y be a buyer; final pur- 
chase would still be left to the manage- 
ment. His job, however, would be con- 
tinually to explore all the machinery 
and systems gn the market; to keep 
abreast of the very rapid developments 
as they are sade and to investigate 
how the various machines and systems 
operate in other concerns. He would 
periodically submit recommendations in 
full detail—and with complete costs 
and estimated advantages and savings. 

But—important point this—while 
working closely with the office and 
other departmental heads; he would 
make his investigations into improve- 
ments from the point of view of the 
business as a whole. It would not be 
a matter of his suggesting mechaniza- 
tion*of an office job here or there (as 
the average office manager is gener- 
ally restricted to doing) but of planning 
the better equipment of the entire 
organization. 


He Introduces Three 
Important Advantages 


HE very fact that office equip- 
| ment has been developed to such 


a scientific standard makes it all 
the more dangerous to deal with its 
application according to the rule-of- 
thumb methods of yesterday. 

Conversely, its consideration from the 
proper angle by progressively minded 
management secures three vitally im- 
portant advantages: (a) it ensures con- 
tinuous knowledge of the latest labour- 
saving and cost-saving equipment and 
methods as they become available, (b) 
it ensures their being applied according 
to balanced plan, a factor that is essen- 
tial for smooth-working efficiency, and 
(c) it leaves the departmental heads free 
to concentrate on the routine work in 
hand. 


ROM a Philcophone user comes this novel use of the inter-room 
[F communicating system which was recently introduced by Philco 
The man’s name has been withheld, as he claims: ‘‘Burglars 
read newspapers, you know, and I don’t want them to know about it.” 

“I live over my shop, so my loudspeaker alarm system was easily 
installed,’’ this ingenious man explained. 
remote unit under the front of the safe in my shop on the ground floor 
and have put the master unit in my bedroom on the first floor. 
‘In testing out the installation, I found that by tuning up the master 


“I have placed a Philcophone 





speaker I could hear a whispered word spoken 
in the neighbourhood of the safe. [Issomeone 
hammers on the safe, it sounds so loudly in 
my bedroom it would awaken the dead. 

“I consider this idea well worth its small 
cost in protecting my shop and safe. It 
cannot fail to arouse me, because the smalPst 
sound is amplified sufficiently to awaken me. 
I am wondering, should a burglar attempt to 
enter the safe, if I would try to scare him 
away by calling back over the speaker to him, 
or whether I would have the presence of mind 
to be quiet and call the police. I hope I never 
have to find out through actual experience.’’ 

The principle of this idea might be ex- 
tended {o meet a variety of circumstances. 
In business premises, for example, it might 
be employed to give considegable help to 
night watchmen or to supplement ordinary 
enti-burglar systems. 
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Is Your Factory In 


New Act ? 


O take you through an Act of 
| 160 sections in the time during 
which you are prepared to listen 
to me involves a rather drastic elim- 
ination of detail, and I have come to 
the conclusion that the least fatiguing 
method to adopt will be to concentrate 
mainly on the requirements that are 
actually new, with the caveat that 
many existing requirements are made 
both more stringent and more presise, 
and that many of them, again, may be 
modified in order to meet particular 
cases. 


Each Person Must Have 
400 cu. ft. Space 
Let us take Part I, entitled Health 
(General Provisions); here my talk is 
easily accomplished by saying that 
adequate and suitable lighting must for 
the first time be provided in all fac- 


tories, and that risk of overcrowding is. 


met by a requirement stipulating for 
the provision of 400 cu. ft. per person, 
instead of 250 cu. ft. as at present. 
The operation of the latter, however, is 
postponed under conditions for five or 
even ten years. 

There is also power to require medical 
supervision in factories in which there 
is a heavy incidence of sickness or in 
which there is risk of injury to the 
health of young persons. 

Part Il of the Act, dealing with 
safety, is so important that I feel I must 
deal with it at some length, and in 
order to bring out the novel features of 
the New Act, I am dividing accidents 
rather arbitrarily into three categories. 

First come accidents, which I may 
call ‘‘kinetic'’’, and which are mainly 
due to moving machinery and vehicles. 
These, though perhaps the most impres- 
sive, are by no means the commonest, 
and, in fact, they constitute only about 
20 per cent of the whole. Their chief 
feature is that there is really nothing 
abnormal about them—nothing has 
given way, and, with very few excep- 
tions, the machine when the accident 
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occurs is simply performing its ordinary 
function. 

The second category, I should des- 
cribe as “‘disruptive’’, and this would 
include accidents due to explosion, 
gassing, fires, electric shock, and break- 
age of plant (such as the bursting of an 
abrasive wheel). These differ from those 
in the first category in that there is, 
generally speaking, no warning to the 
victim that anything is going to hap- 
pen, and injury to the plant in most 
cases accompanies injury to the person. 
Though these occurrences are compara- 
tively rare (only 7 per cent of the acci- 
dents in 1936 were due to these causes), 
they are often catastrophic in character, 
involving the deaths of several persons, 
while in any case the injuries inflicted 
are apt to be serious or fatal. 

The third and largest category 
(amounting to 60 per cent of the whole) 


Every manufacturing business will 
be affected by the new Factory Act 
` which comes into force in July. To 
give readers a survey in advance 
we reproduce here part of an 
address given by H.M. Chief 


Inspector of Factories before mem- 

bers of the Office Management 

Association. The remainder of 

the address will be published next 
month. 





might be termed ‘‘gravitational’’, and 
includes all accidents due to gravity. 
They range from the simple stumble 
and fall (of the Jack and Jill type) to 


the collapse of a building or plant, and 


include the striking of the victim by 
any falling object and injury caused by 
the lifting of too heavy a load. 

Now the present Acts themselves (as 
opposed to Regulations made under the 


Have your workers the 
right amount of cubic 
space? Is your lighting 
adequate? Is there 
proper seating arrange- 
— — rigs 
sit or 
the time at hey fob ? 
Is the temperature cor- 
rect at start and 
throughout the day? 
All these factors are 
covered by the new 
regulations which the 
business man must 
observe under the “‘revo- 
lutionary” new Act 
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In the new Act more stringent regulations 
are laid down for the provision of pro- 
tection against moving machinery. Your 
present guards may not be sufficient to 


meet the new ruling 
Act of 1901) deal mainly with the pre- 
vention of the kinetic type of accidents. 
Now let us see to what extent a wider 
field is covered by the new Act. And 
I may say at the outset that there is 
nothing in the Act at all revolutionary 
in this respect. Some of the clauses 
reproduce almost unchanged existing 
requirements, others are new, but do 
not usually go beyond good general 
practice, while others again merely 
make general requirements which have 
long been observed by certain industries 
through being incorporated in Regula- 
tions. 


Two Methods of Safety 
Used Here 

Taking first the ‘‘kinetic’’ or moving 
machinery of accident, Section 12, 
which requires absolutely the fencing of 
prime movers, is practically existing 
law, with the exception that electric 
motors, and so on, need not be fenced 
if they are kept out of possibility of 
access 


Section 13, dealing with transmission 
machinery, also continues existing law 
as its main provision. This runs quite 
simply as follows : 

“Every part of the transmission mach- 
inery shall be securely fenced, unless it is 
in such a position or of such construction 
as to be as safe to every person employed 
or working on the premises as it would be 
if securely fenced."’ 


As this Section has always been open 
to misconception, and as accidents on 
shafting are still far too common, it 
may be desirable to translate this re- 
quirement, interpreted as it has been in 
numerous High Court decisions, into 
more popular language. 

It will be seen that the employer has 
two alternatives: either he can fence 





























— Ce or prevention of 
ch. 


— overhead shafting | is aatre? 
ced: and low shafting is protected 
rails or other barriers past which a 
man, if he wishes, can get without 
much Sitlicalty. 


sual Warning To Workers 

_ Not Enough 

` cases, añ employer, having 
— on shafting remaining 
n, has assumed responsi- 


mm, and it has been held 


or-casual warnings to workers of 
danger of the practice is no defence. 
he rest of the Section requires cer- 
safe ty devices, namely, appliances 
mmediately cutting off power and 
provision of belt perches and 
ng gear, subject to the power to 
a in suitable cases. 

“14, dealing with other mach- 














with existing law, and treats dangerous 
parts of machines exactly as transmis- 
oo Stone machinery, but there is a proviso 
allowing the use of automatic guards 
- where fixed guards are impracticable, 
-a point that frequently arises in the 

= operation öf power presses. 

But. two important additions are 
made: First; the Secretary of State 
may require the provision of what we 

call “interlock’’ guards, which are actu- 
ee ay “‘fool-proof”’, ‘where these have 
been suitably designed. Examples of 
$ which this could be said 
extractors of the kind used 
N and dough-mixers used in 




























n TE on lathes (which 
infrequently the causes of acci- 
must in future be treated as if 
ere part of the machine, and the 
etary of State may extend this pro- 
mm to other materials or articles, 
h are not part of the machine itself. 
tion. 15 allows certain latitude 
¿strict application of the pre- 
ctions relating to approach 
è machinery. This, however, 
; owed. in exceptional circum- 
ie, where emergency condi- 
ach as hot bearings, and so on) 
when examination or adjustment 
ssitates the immediate removal of 
r where, as in certain pro- 





ing continuously as in paper- 
| flour-milling. Furthermore, 
ion is limited to male adults 
and is subject to such 


the” : Secretary of State 









se w machines, unless certain 
y eraras — as s counter- 





e fat i SA he can elect — 


effective steps to pre- 
from approachiag it 


x exhibition of cautionary 


7 has. certain important new 
: — Its main provision is identical. 


1€. machinery must be- kept» 


ne. important. new. requirement is 





T here “are certain other pome 


= relating to moving machinery. Under 
Section 19, certain minimum distances 


between reciprocating machines (such 
as spinning mules and planing mach- 
ines) and any fixed structure are re- 
quired, to prevent crushing accidents. 
Under Section zo, restrictions dre im- 
posed on cleaning of machinery by 


women and young persons (a frequent 


cause of accident). 

And finally there is an important new 
provision (Section 21) which requires 
that young persons under r8 shall be 
instructed about the dangers of working 
such machines 4s may be prescribed, 
and until sufficiently trained, shall be 
subject to proper supervision while at 
work. This Section is aimed at reducing 
the present excessive—-I am tempted to 
say shamefully excessive—number of 
accidents that occur to new entrants 


owing to lack of proper training and 


supervision. | 
Finally, one section (Section 22) is 


‘devoted specially to the safeguarding of 


hoists and lifts, which have been found 
to give rise to so many serious acci- 
dents. Instead of merely requiring 

“secure fencing” as in the present Act, 
it contains detailed provisions as to 
how such safeguarding shall be secured. 

Turning now to the second category 
of what I have termed disruptive acci- 
dents, certain new precautions are 
required. Means must be provided for 
the rapid escape and protection from 
gassing of workers working in enclosed 
spaces where there is a risk of dangerous 
fumes (Section 27), and precautions 
must be taken against ignition of 
explosive or inflammable gas or dust, 
while work is being done in proximity 
to it, and also against spread of explo- 
sion (Section 28). 


Precautions Needed Also For 
This Equipment 


Detailed requirements (including 
periodical examinations) are imposed 
in respect of not only steam boilers 
(which are subject to the present Act), 
but also steam and air receivers (which 
have been found to give rise to occa- 
sional explosions), and water-sealed 
gasholders (Sections 29 to 33). 

A common class of accident, which 
may be regarded as coming within this 
category, namely, eye-accidents, due to 
flying particles, is also catered for in 
Section 49, which empowers the Secre- 


tary of State to require the provision of 


screens or goggles in processes where 
this risk exists. 

There is also a group of sections 
(Sections 34 to 37) dealing with escape 
in case of fire. These follow with modi- 
fications the same general lines of the 
present Act, but are made both more 
stringent and more detailed. One inter- 
esting innovation is a requirement that 
workers in a factory of any size must 
be instructed so as to be made familiar 
with the means of escape and the 


routine to be followed. 
Section 17, which prohibits _ 


_ Prevention of the third type of 
“gravity” accidents is attempted by,a 
series of new provisions. Both chains 





i (Section 24) are made subjec' 
ber of requirements, designed to ensure 


ment of Women and Young 





ect to a num- 


that they are in proper order when. in 
use. 
in force in certain industries by virtue 
of Regulations.) 

Vessels containing dangerous liquids 
must be adequately fenced (Section 18). 
Floors and ladders must be properly 
constructed and suitable hand-hold 
installed on staircases (Section 19), and 
safe means of access must be provided 
(so far as possible) to the place of work 
(Section 20). 

Lastly, under Section 38, special 
supervision and other precautions may 


be called for by the Secretary of State 


in any factory or class of factories in 
whith there has been found to be an 
excessive number of accidents. 


Even Workshops Must Provide 
These Facilities 


Part IH relates to welfare. A — 
of drinking water, washing facilities, 


suitable accommodation for clothing, 


facilities for sitting for female workers, 
and first-aid equipment must in future 
be provided in all factories (including 
what are now known as workshops). 


There are also powers to make more 


detailed Welfare Orders to apply to 
particular industries. 

Part IV contains certain special pro- 
visions relating to health, safety, and 
welfare. Excessive dust of any -kind 
(not merely dust known to be injurious 
to health as at present) must be 
removed. 

The large number of eye accidents 
which occur at present will, it is 
expected, be reduced by a new pro- 
vision, which requires the use of screens 
or goggles on processes to be specified 
by the Secretary of State as involving 
special risks in this direction. 

Shuttle-kissing (more decorously des- 
cribed as shuttle threading by mouth 
suction) may be prohibited or con- 
trolled by regulation. 

Underground rooms may not be used 
if they are certified by the District 
Inspector as unsuitable in respect of 
general conditions. 

A young person may not lift any load 
heavy enough to cause injury to him, 
and regulations may be made prescrib- 
ing the maximum weights to be lifted 
by any class of worker. | 

My reference to Part V (Notificati 
of Accidents and Industrial Diseas 
easily made, by saying that the p 
sions are substantially those. of ex 
law, and fortunately so, since- fut ire 
notifications will not. invalidate cOm- 
parison with the past. The standard 
of reportability of an accident, for 
instance, remains as an absence from 
usual work of more than three days: S 


Part VI, dealing with the. Empio 





















Part VII, extensions of the Act 
premises which « are e not fash yr 


interpretat n wilt be. ‘published next 
month.—Ep. z 


(These sequirements are already ies by 
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Slight and Localized Recession 


“May Mean 


OR the first time in four years 
there has been a slight check to 
revival, so slight that the masses 
throughout the country have scarcely 


1936 A RECORD 


noticed it, and so localized that short 
time is not being worked to any extent 
outside a 50-mile mdius of London. The 
exceptions in our major industries are 


ACTIVITY FACTORS- comparisons with same month last year 


«—— MINUS 
Business Activity Index 
Steel Production 
Iron Production 
Coal Production 
Imports (total value) 
Raw Material Imports 
Exports (total value) 
Buildings: (total value) = 
Factories, etc. 
Employment 
Wholesale Prices : 
Rail Traffics 
Postal Receipts (net) 
Bank Turnover ® 


Shipping: Entrances 
Clearances. 


Rayon Output 

Raw Cotton 

Wool Text. Wages > 
Electricity Output 
Retail Sales 

Motor Registrations 





Chart: Black bars represent the latest available figures for November. 

Figures show percentage increase or decrease as compared with November, 

1936. Shaded bars represent the previous month's and show percentage 
increase or decrease as compgred with October, 1936. 


furniture, radio, hosiery and motors 
(always slack now). 

So far only the upper middle class, 
which has seen many of its investments 
fall by 40 per cent or more, has been 
affected. This is proved by high Christ- 
mas sales throughout the country, ex- 
cept in Central and West London. If 
the latter should prove to be heavily 
down on last Christmas Stock Exchange 
jitters will not be alone to blame. The 
improvement in shopping facilities in the 
London suburbs has already affected 
the big London stores. Keener com- 
petition from the suburban department 
stores and multiples, and better sub- 
urban entertainment now keep many 
local*shoppers from the West End. 


Record Iron and Steel 
Production 
HE slightness of the recession felt 
this autumn is proved by the 
relatively small fall in employment 
(119,834), by the record steel and pig 
iron outputs and by the rise in exports. 
If many business men are talking 
recession it is because they forget how 
much better trade is to-day than even 
a year ago, and a year ago we were 
reaching the 1929 prosperity peak level. 
Indeed, a year ago our fear was of a 
coming boom: ‘‘quite clearly,” we 
wrote, ‘‘we are threatened with a boom 
of considerable proportions if the follow- 
ing evidences continue to operate— 
‘‘(a) cheap money 
‘‘(b) soaring commodity prices 
‘“‘(c) general wage increases 
“(d)an armament expenditure of 
around £300,000,000 
‘“‘(e) a boom in new issues.” 





Exactly what we feared had hap- 
pened by July. Money was still cheap; 
commodity prices were soaring; wage in- 
creases were becoming general; expendi- 
ture on armament was increasing; too 
many dubious issues were being fathered. 


War and Slump Spoil 
Luxury Trading 
HIS condition had three results: 
(a) manufacturers bought ahead too 
heavily on raw materials in view of 
rising prices; (b) the public bought more 


MILLION £ 5 


RAILWAY 
TRAFFICS — UP 


MILLION £s 


Í NOV. 1937 aes 
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furniture, cars and luxuries than they 
might otherwise have done. 

Then (c) the American recession, the 
Mediterranean, and the Far Eastern 
wars reduced confidence. The effect on 
the luxury trad@és was pronounced, for 
they were hit at a time of peak recovery. 

Already the process of readjustment, 
is taking place. Commodity prices are 
steady; a Christmas boom has gleared 
shelves and will make the textile luxury 
industries busy again; Stock Exchange 
nerves are also better; the jobbers have 
less stock on hand; a good many weak 
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positions have been dealt with. Given 
no further political upset abroad, the 
motor, wireless and furniture industries 
should pick up again. 


Four Factors Guide To 
1938 Business 


LLOWING for the present situa- 
tion, what factors will settle the 
course of business in 1938? The deter- 
mining factors will surely be these four : 

(a) the trend of business in U.S.A. 

(b) the level of wholesale prices 

(c) the level of building activity 

(d) the extent of re-armament work. 

At last there are signs that the 
American slump is tailing off. Steel 
output, now fallen to 27.5 per cent of 
capacity, has remained stable for a fort- 
night. Electric power production has 
actually increased slightly, and Wall 
Street is also less pessimistic. 

When an American slump is checked 
there are always three possibilities— 
one is a very gradual and uncertain 
advance, a second is a meteoric recovery 
within a few weeks, and the third a fur- 
ther recession. Which of these three 
possibilities lies ahead no one can confi- 
dently say, but President Roosevelt will 
do everything humanly possible to stop 
the slump from becoming a landslide. 
To do this the President must get 
private house building going; and he 
must induce the railways to spend again. 
Finally, he must get the big utilities to 
spend their {200,000,000 per annum on 
capital projects and maintenance. It 
is a courageous programme, expertly 
planned: how it will work only the 
event will show. To do this Mr. 
Roosevelt proposes to provide further 
cheap money for building, to reduce 
costs by getting the workers’ agree- 
ment to lower rates of pay, to raise 
railway rates and to reduce government 
competition with the utilities. 


3 Face Slump Bogey 
Fights President 


GAINST Mr. Roosevelt's efforts are 

ranged a series of factors of depres- 
sion. One is his inability to balance 
the budget; another is heavy taxa- 
tion of undistributed profits, which is a 
direct curb on enterprise; a third is a 
lack of business confidence essential to 
stimulate enterprise either in private 
building or in utility development. If 
Mr. Roosevelt wins we can expect a big 
American revival to begin spring. 
Even if he fails, American business 
should be better than it has been since 
July, although it could not possibly 
reach its spring level. 

So able a judge as Colonel Leonard P. 
Ayres, of the Cleveland Trust Co., be- 
lieves that American business in 1938 
will be about six or seven per cent below 
the 1935 level, that wholesale and stock 
prices will be still lower than they are 
now, and that motor production will fall 
25 per cent to 35 per cent below this 
yegr's output. 

Superficially, this forecast looks de- 
pressing, but on the whole it will mean 
a considerable improvefhent on the 
present situation in America. Fortun- 
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ately, rapid recovery is always one of the 
possibilities of the American situation. 


Wholesale Prices May Not 
Drop Further 


F Colonel Ayres’s views as to the fall 

in wholesale prices be*correct, the pre- 
sent check would almosj certainly con-, 
tinue. It is true that by tember 
world stocks of 12 industrial raw 
materials had risen from 83.3 in June 
(1929 100) to 101.5, or, roughly, 18 per 
cent. But the prices of raw materials, 
outside iron, steel, or coal, have fallen 
by anything from 14 per cent to 32 per 
cent in the past year. Obviously this 
fall in price offsets to some extent the 
rise in stocks. 

We now know that the pace of re- 
armaments is slower than was antici- 
pated, but most of the shadow fagtories 
are built, and many are equipped. All 
experience of mass production shows 
that, when the plant is running, output 
normally exceeds schedule. 

The reduction in private building is 
just about what was anticipated. More 
surprising is the fall in plans for factory 
construction. The present extent of a 
decline in building is not sufficiently 
serious, however, to cause heavy unem- 
ployment. Much of the labour displaced 
can be taken into constructional or 
maintenance work in armament and in 
industry. 

More disconcerting than the slight fall 
in (published) building figures is the fall 
in world production from 106.8 in May 
to 101.4 in September, coupled with a 
fall in the League of Nations Index of 
World Trade in the second quarter of 
this year from 100 (its average 1929 
level) to 97.1. 

This does suggest the beginning of a 
reverse cyclical movement. On the 
other hand, the American slump and 
the Far Eastern war are probably at 
the bottom of this fall in world pro- 
duction and trade, just as they are the 
prime factor in the fall in raw material 
prices. 


No Evidence of Cyclical 
Movement 


T least the incidence of any such 

cyclical movement has been ex- 
tremely patchy. For conditions in 
Europe have been improving steadily 
during the past six months. 

The position of France has improved 
of recent weeks: there is no tapering 
off in the high level activity throughout 
the whofe of Scandinavia and Germany, 
nor do Empire countries show any signs 
of a serious recession. With firmer wool 
prices, the recent rains, and an abund- 
ant early wheat crop, Australian pros- 
périty is well maintained. 

Apart from lack of rain, which is 
affecting the farmers’ prospects, South 
Africa is still booming, with building 
plans in hand for many months. Even 
Canada has not been nearly so seriously 
affected as usual by the neighbouring 
American slump. 


Money Cheap and Basic * 
Industries Booming 


N the whole, therefore, the factors 
| which will determine business con- 
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ditions of 1938 are definitely favourable 
when we remember that money is still 
cheap and most of the basic industries 
booming. 

One aspect of the present slight local- 
ized recession is too often forgotten—it 
came in time to prevent a serious boom, 
which we feared a year ago. ‘It has 
shaken out the stock markets and put 
shares on a reasonable level, has pre- 
vented over-expansion in many indus- 
tries and has brought industry back to 
selling at a time when the art was being 
forgotten. Thus it prepares the way for 
a sound and healthy advance as soon 
as confidence is restored. 


For this reason wé believe that 1938 
will be another prosperous year and will 
see the resumption of revival on a 
sounder basis. 


PSS tS ee = 
17 


More Surplus Money For 
- Your Products N 


T bmi real significance of the recent 


building trend to manufacturers 

and suppliers is often overlooked. 
It is this: spending habits may take a 
new turn with the slowing down of 
house building. People have been 
spending their money on houses be- 
cause they wanted better homes as part 
of a rising standard of living. 

Having bought their houses and fur- 
nished them, the public as a whole are 
spending less money on houses and 
more on other things. Providing there 
is no trade depression, this means 
that manufacturers of larger cars, 
finer clothes, higher quality furniture 
and all other household goods will get 
more of the money that was formerly 
paid for bricks and mortar 





NUTSHELL SURVEY OF EVERY 
TRADE AREA 
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London District: Latest 
news of retail trade reveals 
bumper (hris*mas i 
City still depressed bui 
signs of optimism appear 
ing. Strong “no slump’ 
statements by leading 
business men are helping. 
General outlook hopef 
Employment still good 
Factors fairly busy. 


E, & S.E. Districts: Eas! 
Coast ports fish landings 
lower than at this timi 
year ago. Stocks of timber 


high. Trade good, prices 
steady. Oilsee ore have 
fallen. Agricultural out 


look fair but heavy frosts 
have interfered with some 
work. 


Midlands : Engineering 
throughout atea very 
active. Both light and 


heavy sections have full 
order books. Iron and 
steel industry continues 
busy. Demand for elec 
trical goods show increase 
over this time year ago. 
Motor industry doing well, 
exports increasing. Broad 
view of indastry shows all 
round activity with good 
1988 prospects 


W. & S. W. Districts: 
West country wheat 
market fair, prices fall- 
ing, Leather trade dis 
appointing, market weak. 
Clothing factories active, 
Aircraft and other em 
gineering throughout area 
very besy. Swarec tron 
and steel trades active. 
Shipping fair. Coal market 
irregular 


> N.W. District: Trade in 
yarns improved, in piere 
goods restricted. Lancs- 
shire coal in good demand. 
Engineering throughout 
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dustry remains very —* 
In many instances supply 
has not yet caught up with 
demand. Durham, North- 
umberland coal shipments 
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orders coming ip. Ship 
building on Tyne and 
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It Pays to Think About Generating 
Your Own Electric Power WHEN... 


among other things the 
cost of mains current 
rises above 1”: per unit 


By 
J. V. BRITTAIN 


B.Sc., A.M.I.E.E., A.M.I.Mech.E. 


HIS question as to whether it 

pays or not to install your own 

generating plant as an alternative 
to the public supply is an important 
one, especially to those manufacturers 
in areas where the cost of electrical 
power from the mains is somewhat high 
or whose work is of a nature that pre- 
vents the local supply engineer from 
offering an attractive tariff. 

My remarks will also concern manu- 
facturers who cannot obtain a public 
supply and who are anxious to know 
the cost of generating their own elec- 


tricity. 
There are only two types of prime 
movers sufficiently economical to 


warrant installation as new generating 
plant. These are steam and Diesel. 

The large generating stations supply- 
ing the ‘‘Grid’’ are all driven by steam 
turbine, the most economical prime 
mover for large units. This is not only 
because of low fuel cost but also be- 
cause of a turbine’s very small wear and 
tear and consequent low maintenance 
costs. i 

It is true that there are hydro-electric 
stations in Scotland but, while water 
power is essentially cheap, the cost of 
transmitting power over very long 


CAPITAL COST 


2 Generating Sets @ £2,000 
Installation Costs 


ANNUAL OVERHEAD COSTS 


Depreciation (spread over 12 

years, say 7% of cost) 
Interest (say 5% on £5,000) 
Insurance 


RUNNING COSTS 


Fuel, 80 tons @ £5 
Lubricating Oil (6% of fuel cost) 
Cleaning, attention, repairs 


(Fig. 1.) 





4,000 
1,000 
5,000 


TOTAL ANNUAL COST 


distances tends to level up the cost to 
that of a coal fired steam station. 

The steam turbine station must, how- 
ever, be above a certain size before it 
becomes a reasonable proposition and 
for demands of less than 1,000 kilowatts 
(about 1,000 h.p.) a Diesel (or oil 
engine) plant is a better proposition on 
account of the lower capital and 
attendance costs. 


Use Steam if Boiler Capacity 
is Available 


Unless, therefore, your requirements 
total some thousand h.p. the turbine 
should not be considered, but where 
steam is used for process work and 
there is already an adequate boiler in- 
stallation a steam engine driven gener- 
ating set will be economical and 
satisfactory. 

The cost of attention to the boilers 
will be borne almost wholly by the pro- 
cess, generating cost of electricity will 
only be that of fuel. If new boiler 
plant is required in addition to the 
generating set it is usually cheaper to 
install oil engines for electrical supply. 

The Diesel om oil engine is ideal for 
generating current where the total load 
is less than 1,000 h.p., 
and it should be con- 
sidered for even larger 
units, except where a 
specially cheap supply 
of coal is available. 

For generating pur- 
poses oil engines are 
satisfactory in units of 
from a few h.p. to 
1,000 h.p., thus that 
they can be used to 
supply power to a 
large proportion of 
factories as planned 
to-day. 

Before dealing with 
actual generating costs 
I want to stress one or 
two important points 
that affect costs both 
directly and indirectly. 

First, to provide a 
continuous supply oot 
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£1,249 














Some Points In Favour 
of Independent Generators 


Can carry unattractive loads. In 
some industries current can be 
used for purposes which may 
upset public supply. No need to 
worry about power factor or 
unsteady loads. 


Economies can often be made in 
power costs which are not possible 
with public supply. 








Independence may not always 
be of first importance, but it does 
give a feeling of security to know 
that you can carry on if public 
supply breaks down or if public 
tariff is increased. 

















Some Points Against 


Inflexibility. Not easy to pro- 
vide additional power should 
extensions be required. Public 
supply is elastic. 








Uneconomical at low loads. 
When only fraction of total load is 
required this may mean running 
plant uneconomically unless small 
standby plant is installed. 













Supervision. Organisation 
includes an extra department 
which may be undesirable from 
management point of view. This 
depends on whether skilled engin- 
eering staff must be maintained 
for other purposes. 


power as and when required duplicate 


plant must be provided. When com- 
paring costs with the public supply it 
is Only fair to take this into account. 
although it may be convenient and 
satisfactory to have only one plant 
where stoppages for overhaul and 
breakdown are not serious. 


Duplicate Plant May be Smaller 
Stand-by Type 


The general advantages of duplicate 
plant are however important as they 
ensure that proper adjustment, clean- 
ing, etc., are carried out with the con- 
sequent smooth running and long 
life of the plant. It may be that a 
smaller stand-by plant wall suffice, and 

(Continued on page 47) 
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There’s Less for 
the Operator to Do! 


Users of fanfold machines are amazed at the 
simple, automatic action of this remarkable 
new Burroughs Fanfold Machine. 

They quickly realize that it cannot waste 
costly time—that it does not waste physical 
effort. 

‘See for yourself how it will enable your 
operators to sustain high-speed production 
with much less effort, thereby lowering your 
costs of handling fanfold or continuous forms 
of any kind. Ask for a demonstration. 








BURROUGHS ADDING MACHINE LIMITED 
Chesham House, 136 Regent Street, London, W.I. 
Telephone : Regent 706! (Pte. Bch. Exch.) Branches in principal cities 










BURROUGHS MANUFACTURE A COMPLETE RANGE oF MACHINES — 450 DIFFERENT 

MODELS, 2,000 FEATURES — ACCOUNTING MACHINES — TYPEWRITER BOOKKEEPING 

MACHINES — ADDING MACHINES — STATISTICAL MACHINES — CALCULATING MACHINES — 

CASH SREGISTERING MACHINES — ELECTRIC CARRIAGE TYPEWRITERS — FANFOLOD MACHINES 

CORRECT POSTURE CHAIRS -= SUPPLIES 
— — > 




















JUST TOUCH 
ONE KEY— 


Carriage Opens 
Automatically! 


Forms are Released 
, Automatically! 


Carriage Returns 
Automatically! 


Carbons Shift 


Automatically! 


Then—as the operator removes 
the completed set of forms— 


New Forms Lock in Place 
Automatically: 


Carriage Closes 
Automatically! 


THE MACHINE 
-NOT THE OPERATOR - 


DOES MOST OF 
THE WORK 





How We Have 
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Maintained Our EXPORT Business 


is done overseas, and as we handle 
several thousands of different pro- 
ducts, this represents a considerable 
volume of trade. The problem of 
maintaining our sales during recent 
years when export trade generally has 
dwindled to an alarming extent has 
been a thorny one for us. More so, 
indeed, than for the majority of manu- 
facturers, as we have, during our 92 
years of business life, lived almost 
entirely on export turnover. It is only 
lately that we have made a real drive 
to secure part of the home market.e 
At a time when many firms are 
exploring possibilities of markets over- 
seas the details of how we have in part 
maintained our export markets should 
be of value. Many factors have influ- 
enced our success, but there are three, 
we believe, which have been the main 
reasons. They are: (a) our personal 
contacts in all overseas markets; (b) the 
reputation built by our products plus 
the development of the habit of buying 
our goods; (c) the fact that our head 
office executives each have first-hand 
knowledge and experience of the mar- 
kets under their individual control, and 
the agents chosen are the type to which 
we can give a measure of freedom in 
the important work of local control. 


i BOUT 75 per cent of our business 


Sometimes Local Factories Have 
to Be Set Up 


Here we might point out that to meet 
the situation in certain directions we 
arè now manufacturing confectionery in 
India and Java, and jams, spices, 
sauces, etc., in South Africa. Much the 
greater part of our overseas sales, how- 
ever, is still supplied from our English 
factories. 

Empire countries form our largest 
markets, particularly India, South and 
East Africa, Australia and New Zealand. 
We also export largely to non-Empire 
markets such as South America, the 
Dutch East Indies, and so on. 

In many important markets we have 
our own offices staffed by selected men, 
trained in our head office in London. 
In cases where such a policy is not prac- 
ticable we have appointed agents of 
repute who are selected after full 
investigation into local conditions. 
Sometimes the agents are appointed on 
the spot by one of our chief executives. 
We do not have native agents in such 
markets as Africa, India, Burma, 
Malaya, and places with coloured 
populations. 

The business of agents is to look after 
our interests in every respect. They 
see that supplies get through to whole- 
salers and retailers without hitch, they 
investigate complaints, open up new 
accounts, see that our products get 
good displays and fair treatment, send 
us regular trade reports on the financial 


At a time of decline in the country’s export trade 
this firm has maintained most of its volume by .. . 


1. Frequent Personal Contacts with the Foreign 
Agents and their More Important Customers 


2. Safeguarding the Reputation of Products 


3- Having in Control Bxecutives with First Hand 
Knowledge of Overseas Market Conditions 


By C. E. DAY 
from an interview with 


C. and E. MORTON LTD. 


position of customers and on conditions 
generally in their areas, keep us fully 
informed regarding competition—local 
and otherwise—protect our interests 
against such acts as label copying, 
violations of designs, etc., and make 
helpful suggestions generally, as well as 
doing all in their power to advise and 
assist our customers. They may, for 
example, suggest a way to improve the 
labels on our packs or to better the 
packs. They may put forward ideas for 
new lines or new ways of packing goods 
sent to their areas. In short, they 
fulfil the function of management on 
the spot. 


This dealer-display unit looks simple ; 


it IS simple ; but it took much study of 

local conditions in many countries in order 

to produce a planned unit that was com- 

pact enough, adaptable enough, and 

sufficiently illustrative of the products to 

induce a maximum number of overseas 
dealers to use it 





All reports sent in by the agents get 
expert consideration here. This is 
ensured because we have a group of 
men at head office who have been in 
the employ of the company for many 
years and whose knowledge of export 
needs and difficulties is extensive. Our 
directors have had first-hand experience 
in all the most important markets, our 
sales manager has also worked in such 
important territories as India, Burma, 
and Ceylon, and from time to time 
opportunities are given to departmental 
managers to study overseas markets on 
the spot. We feel it is essential, if 
agents are to be properly controlled, 
for as many head office executives as 
possible to have actual overseas experi- 
ence. We feel that this policy contri- 
butes in no small degree to our position 
in export markets to-day. 

Now these men provide the backbone 
of our administration service. They 
strengthen and further the work of the 
agents in every way possible. Tours 
undertaken by our managing director or 
by other active directors, for example, 
help to maintain that vital link-up 
between overseas wholesalers and busi- 
ness men and the firm here in England. 
One function, for example, is for our 
chief executives to go round with the 
agents and meet as many as possible of 
the firm's customers. 


It is Vital to Preserve the 
Products’ Reputation e 


Executive tours are carried out as 
frequently as possible. By this personal 
contact we are able to pick up many 
valuable guides and ideas that help us 
in expanding business. For instance, in 
a recent tour of Australia, New Zealand 
and East Africa, the managing director 
camg to the conclusion that our price 
list must be made more attractive. Now 
this may sound to you a small, rather 
trifling point, but actuallyeit is of the 
utmost importance. 


100 
TIMES 








you pay for 


Can you find any letter or document instantly 

. or does haphazard filing delay the work of 
clerks, typists, salesmen and executives as often 
as their work needs original papers, documents 
or letters? 








FREE! 


Read “Shannon Guide to Files and 
a 40-page book describing the 
possibilities of Shannon equipmen 
Remember, searching is not a profit-earning part 
of business routine. It is a brake on output— 
it keeps executives and all employees waiting 
instead of working. Shannon Filing systems can INSTANT FINDING 
stop this waste of their time and your money. 





You can enjoy the advantages of quick filing and 


A DAY 
aste Time! 


21 


tiing 


can save time and increase the effi 
of any business. Sent free to executi» 
on receipt of business letter-he Idineg 


erf 


instant finding of all documents, whether current p 
or ten years old. Files are always up to date, — 
the eyes instantly spot location, and a limitless — ee 


system of signalling spotlights special records 
and prevents oversights. 


hannon 


FILING SYSTEMS 





INSTANT FILING 


Saves Hours 


week ! 
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— —— of our customers our 


paee list is an indispensable stand by. 
t contains itemized information on 
most of our thousands of lines. Altera- 
tions to it are, therefore, matters of 
much thought and work. We are study- 
ing the problem of getting out new 
price lists in groups of products and 
printed with coloured illustrations. 

The second big point mentioned in 
maintaining our market is that of 
reputation, There is a good deal more 
in this than may occur to you at first 
glance. For example, in countries 
where great masses of the public cannot 
read or write, the people come to know 
your goods by sight. If you have once 
got a foothold in such a market, the 
people will make a habit of buying 
your goods because they know them. 
In that respect we are in a strong posi- 
tion, because we have had our goods 
on display in these overseas market® for 
almost a century. 

An instance which shows the value of 
familiarity and of using clear, picture 
labels on goods is this: some time ago 
we packed lines of vegetables in a can 
that had our familiar colour label, but 
no illustration of the product. Result: 
the natives, not being able to read, had 
to open the cans in order to find out 
what they contained. Good for busi- 
ness, no doubt, but damaging to our 
reputation. 


me | * Abroad: ‘Service’ is More Im- 


portant Than Ever 


The goodwill we have in our markets 
is to a large extent due to the good 
service we give all customers. Our 
method of invoicing, quick dealing with 
orders, sympathetic and patient atten- 
tion to all reasonable complaints, and 
the help given on the spot by our agents 
are a few of the points which have built 


_ up our reputation, so important in 
_ trade with such places as Africa, India, 


and the rest. 

Here’s a small point which illustrates 
what I’ve said. A native dealer in India 
once told me he was often confused and 
worried seriously by the invoices sent 
him by other firms, but that he finds 
ours simple, clear, and straightforward. 
Frequently, this Indian had to send for 
an English-speaking person to solve 
these ‘‘riddle-like’’ invoices. Imagine 
the annoyance and trouble if you had 
to send out for an interpreter to tell 
you what your invoices meant! 


Arm-Chair Planning at Home 
Won't Do 


Our experience of export markets has 


‘shown that it does not pay to sit back 


in England and plan marketing cam- 
paigns without a detailed consultation 
with the men on the spot. Our cam- 
paigns are created at head office confer- 
ences with executives in charge of the 
markets concerned, and are then put 
into operation when the agents’ agree- 
ment has been obtained on all points. 
We do not, for example, arrange world- 
wide newspaper and magazine adver- 
tising. Even that is a local affair which, 
when directed by the agent, can effect 
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considerable savings in cost of space 
and so on. 

. General marketing campaigns are 
conducted along similar lines: the 
agents are the men chiefly responsible 
for putting plans into operation on the 
spot. An instance is a recent effort 
made in Kenya where a door-to-door 
sampling scheme tied up with use of 
folders, letters, etc., sandwich-®oard 


men, and local Press advertising was 
This 


carried out by the agent there. 





plan was created at head office and the 
finished work was sent out. The scheme 
was planned in its first stages with the 
agent when he was in London. 

The value of such conferences is 
great. For example, we found in this 
instance that the use of native boy 
runners was considerably cheaper for 
delivery of letters and announcements 
than was the use of the post. We also 
got guidance on peculiarities in the 
tastes of different parts of the area, 
what goods to feature and so on. We 
pay for such schemes; the agents direct 
them locally. 

Where we have been able to give a 
central service is in display materials. 
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There are difficulties here, however. 
Large display stands of light construc- 
tion are useless in New Zealand because 
of possible earth tremors. Big display 
pieces cannot get space in crowded 
Indian bazaars, The normal types of 
display illustrations don’t please South 
Americans, who prefer the ‘pretty 
girl’’ type of display to a picture of 
canned fish or bottled fruit. 

These are all small points, but they 
are significant in bulk. Unattended, 


Exporters must be 


prepared for unusual 
transport and 
customers. Goods -must 


be packed to stand up to 
the rigours of journeys as 
well as of climate. A 
customer doesn't want 
to be forced to unpack 
and repack goods into 
smaller loads before he 
can move them from quay 
to destination 


they can kill your chance of getting 
good displays. We have been able, 
however, to produce display pieces, 
show-cards, window-bills, and other 
material which is acceptable in most of 
our markets. (See illustrations of a 
successful cut-out display.) 

All of our 200 agents in various 
countries have been carefully selected 
by our executives for their knowledge, 
enterprise, and initiative. We are, 
therefore, confident that the important 
matter of personal representation in the 
markets will be successful. To a firm 
that wishes not only to open but to 
maintain business overseas, this ques- 
tion of agents is vital. 


Marketing TRENDS... 


Leading Business Men Give 
Slump Fears The ‘Pooh-Pooh’ 


UTLOOK for 1938 is good. All 
( ) pointers are that way, despite mis- 

placed fears about “a slump”. 
Most of the latest key figures show fur- 
ther gains—export and imports up 24 
and 18 per cent respectively, rail traffics 
up 4.5 per cent, shipping entrances and 
clearances ahead by 1.2 and 0.2, electri- 
city output increased by 13.7 per cent, 
retail sales up 4.4 per cent, steel output 
at a record high figure of 1,178,000 tons. 
Not facts to foster fearful fancies ! 

Says Sir Frederick Marquis: ‘‘This 
talk about trade depression has been 
grossly overdone, and I look forward 
with a great deal of confidence to a 
period twelve months ahead. .. .” 

H. Gordon Selfridge recently ‘‘told 
the public” from the front page of a 
national daily newspaper that ‘‘There 
is no slump in this happy country and 
nothing to indicate that one is on the 
way.” ee 


By the 
MARKETING EDITOR 


Other big industrialists and business 
leaders (and the Government) say em 
phatically that 1938—and after—will 
yield bumper business crops. 


Higher Profit Policy Is New 
1938 Spur to Sales Managers 


IG firms are framing a new key 
policy for sales managers this year 
—aim to make sales staff ‘‘profit 
conscious’’. Though the trend is not 
necessarily against volume sales, it does 
infer that possibility. Most likely 
effects, however, are restriction of 
‘small profit, little selling lines’’, better 
stariardization of products, increased 


selling pressure on most profitable goods. - 


Says Roland Dunkerley, general man- 
ager and director of Vantona Textiles, 


(Continued on page 40) 





A constant progressive policy in the manufac- 
ture of equipment for the assistance of business 
efficiency has made the National Cash Register 
Company famous throughout the world and placed 


its products in millions of businesses. 


i ATIONAL 


ACCOUNTING MACHINE SYSTEMS 


206-216 Maryleboue Road. London, N.W.1 
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.IDEAS For Busy Sales Managers 


Identification Scheme 
To Build Up Sales 


HE makers of a branded elastic- 

j type yarn have just adopted an 

identification scheme for the 
various kinds of goods in which their 
yarn is used. The idea is (a) to adver- 
tise the yarn and (6) to help build up 
the goodwill enjoyed by the product 
because of its quality. 

Identification is made possible by 
means of rigid woven tabs, trimming 
tabs, stick-on seals, hang-on tickets and 
a general stick-on label. These are 
uniform in design of the name but are 
of different sizes and shapes so that 
they are appropriate for the garments 
to which they are attached. ° 

No results are yet available but it is 
hoped that the scheme will lead to at 
least a ro per cent increase in sales. 


O 


Dealer-Aids That Re- 
tailers DO Use 


ONCENTRATION on window and 

counter displays during the past 

two years has been largely respon- 
sible for a 35 per cent increase in the 
sales of a branded product selling to 
women. 

The manufacturer concerned has 
found that it pays to exert pressure at 
“the point of sales’’—the retailer's 
shop. Moreover, he has pushed up 
sales this way at little extra total cost 
for display materials. Where previously 
he had issued to dealers bulk lots of 
cut-outs of an ordinary type he now 
relies on a few expensive, outstanding 
display units. These are loaned to a 
dealer for a month or so and then 
passed on to the next shop. Not only 
do the units make a ‘‘stopping’’ dis- 
play but they are in constant use, 
whereas the ordinary display pieces 
given to retailers are often quickly 
discarded. 

The special units cost as mucheas 
£5 each, as compared with a few pence 
each of the ordinary show-card kind of 
material. One successful unit is a 
coloured lights sign, another a hand- 
painted figure standing four feet high. 
Such units are so obviously ‘‘attention 
getters” that retailers are anxious to 
dress their windows with them. Each 
new display unit the manufacturer now 
brings out is quickly booked up for a 


year ahead. 
O 


Price Tickets Used As 
Colour Range Indicators 


NEW scheme now being tried 
A out by a textiles manufacturer is 

the use of coloured price tickets 
in window displays. The idea is very 
simple but first reports indicate that it 
is well worth while. 


Retailers are invited to dress their 
windows with a selection of the firm’s 


fabrics. Attractive price tickets are 
provided for each line which not only 
give the cost of the material on display 
but show a full range of the colours 
available in the type of fabric . con- 
cerned. For example, although %nly 
one colour of crease-resisting velvet is 
in the window, the price ticket attached 
is printed to show all the other colours 
in which this type of velvet is available. 
The manufacturer states that over 
half of his retail accounts have tried 
out the idea and have reported good 
results, 7 
O 


Personal Letters Help Increase 
Distribution By 18% 


Y using personal letters to dealers 
Bose: to representatives making a 
sales drive in new areas, a London 
manufacturer of equipment selling to 


New Pack For Men Only 


MEN do not consider it effeminate to use 
talcum powder; even the huskiest 
appreciate it after shaving. But men are shy 
when it comes to buying this useful product, 
ànd one of the reasons for this has been the pack. 
The ordinary talcum powder tin suggests 
feminine beauty aids. To call the contents 
‘after shaving talcum’ is not enough. The 
married man may ask his wife to buy a tin for 
him, then hide it in his bathroom cupboard 
for surreptitious use. The bachelor too often 
does without. 

The Metal Box Company solved this sales 
resistance problem. They have produced a 
talcum powder tin especially for men. Their 
‘Widespray’ tin is different in shape and 
design. Its appeal is masculine. 

The new container is a puffer tin. Under 
the screw cap is a floating valve which 
distributes the powder evenly. No shaking of 
the tin is necessary. 

The user holds the tin in one hand, presses 
its sides and directs the powder on to his other 
hand. It is easily handled, simple to use. 

The shape of the tin lends itself to effective 
design and display. It affords manufacturers 
a means of cr a big market for after- 


shaving talcum powder 





garages, motor agents, hardware mer- 
chants and ironmongers, has been able 
to increase his retail accounts by 18 per 
cent. > 

The normal routine of travellers 
calling on new retailers to sell this pro- 
duct did not break into the market 
quickly. After three calls by repre- 
sentatives on all dealers in an area, 
only 28 per cent of possible distribu- 
tion was obtained. Reports by travel- 
lers showed the manufacturer that 
there was considerable difficulty 
getting to see the right man. 

The scheme of mailing personal 
letter a day or two prior to the sales- 
man’s call was tried. The letters, 
addressed to the principals concerned, 
explained the product and asked the 
executive to see the traveller when he 
called. Explanatory literature was also 
enclosed. 

Figures to date show that in two- 
thirds of the time taken formerly, 46 
per cent of possible distribution—18 per 
cent more than by the old method— 
can now be obtained in a sales area. 


in 
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Lit-up Showcard Raised 
Sales By 8:3 Per Cent 


SE of an illuminated show panel 
has been the means of raising 


sales of a car polish by 8.3 per 
cent in the past four months. 


The panel is fairly costly and is sup- 
plied only to dealers who give a mini- 
mum order for six dozen tins of the 
product. By this scheme the manufac- 
turers have been able to impress re- 
tailers with the value of the show piece 
and have got displays in most of the 
worthwhile garages, service stations, 
ironmongers and the usual retail outlets 
for this trade. 

Attached to the show panel is a lamp 
holder and flex for plugging in to a 
convenient electric point. The actual 
illustration on the panel is similar to 
that used on the firm's ordinary show 
cards but the light makes it much more 
effective. A display grouped around the 
panel now makes a well-knit show -that 
catches the eye. Tests show that 
almost roo per cent of the dealers now 
use the display for a month or more. 
Previously, many retailers never used 
the show cards and a large number of 
those that did used them for only brief 


periods. . 
©) 
Weather 
Influences Almost Every 
Sales Campaign 


URN to the unique chart published 
9 On page 40 and see how the weather 


has influenced the sale of com- 
modities. Correct weather records of the 
past and forecasts for the future can be of 
tremendous help when planniffg your sales 


e, Promotion campaigns. 


SUCCESSFUL 
MECHANISATION 


depends very largely on the correct choice of 
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The Cope-Chat range embraces 
a wide selection in :— 


BINDERS - TROLLEYS 
TRAYS - SPEEDRAILS 
SAFE CABINETS 
FIRE FILES and 
VERTICAL VISIBLE 


+ 
SERVICE 


Cope-Chat experience goes back 

to the inception of mechanisation. 

For many years active co-operation 

with the Machine Companies has 

given us a specialised knowledge 

and a range of equipment which 
are unsurpassed 











_If you are interested in Successful Mechanisation send for our Booklet A.!/ 


THE COPELAND-CHATTERSON COMPANY LIMITED 


EXCHANGE HOUSE . OLD CHANGE . LONDON . E.C.4 


Telephone: City 2284 (4 lines) 
BRANCHES THROUGHOUT THE PROVINCES 
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We are Planning This Year’s Business Expansion 


On these New Market- 


ing Facts and Figures 


Says SIDNEY D. BARNEY 
Managing Director, Keith Bradbury Limited 


F you were asked how much is the 
ES turnover of marketing, as an 

industry, what would be your reply? 
The estimated figure is {2,000,000,000, 
yet, as the Rt. Hon. Viscount Lever- 
hulme says in his foreword to the seeond 
edition of the Marketing Survey of the 
United Kingdom, “it is the least in- 
formed of all industries”. Which means 
that you and I are spending blindly 
some of our money in the ‘‘marketing 
industry”. 

There is undoubted justification for 
Lord Leverhulme’s statement. Market- 
ing problems are so complex and the 
successful selling of goods on a large 
scale so dependent on a variety of factors 
and conditions that guesswork still plays 
a part in, say, the launching of new 
products or branches. Planned market- 
ing and selling has not yet reached 
factory efficiency. 


It Is Our Guide to Opening 
New Branches 


To my mind, the publication last year 
of the first Marketing Survey was a 
notable milestone on the road to scien- 
tific marketing. It contained most of 
the vital facts and figures, intelligently 
presented, essential to the man who does 
plan his marketing. Used properly, it 
enabled him to find out the weak spots 
in his distribution or opened his eyes to 
unsuspected opportunities. I can quote 
its usefulness from personal experience. 
Upon the information in its pages we 
found that it should pay us to open a 
branch in Bournemouth, which we did. 
That move looks to be successful. 

The new edition of the book follows 
the lines of last year’s issue, but has been 
considerably enlarged and developed. 
In looking through it for purposes of this 
review, I was surprised to find how 
important the past 12 months have been 
to sales and distribution executives. The 
return of prosperity, for example, to the 
North-East Coast, Scotland, and South 
Wales has been such that sales plans 
certainly must be adapted to take 
advantage of the situation. 

Some of the new features include 
articles on where the £400,000,000 re- 
armament money will be spent, an 
analysis of the {200,000,000 taken by 
pleasure industries last year, where the 
chief industrial developments are taking 
place, the changes in building activities, 
trends in chain stores and co-ops. and 
so on. 

For the first time an analysis is made 
of the largest markets (towns from 
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40,000 - 50,000 p®òpula- 
tion), the volume of 
tourist traffic, the num- 
ber of boys and girls at 
elementary and second- 
ary schools, a breakdown 
of employment figures by 
categories, the number of 
women workers in indus- 
tries, a list of Marketing 
Boards with the names of officials and 
their duties, a register of nationally 
marketed goods, classified by trades, 
additional retail outlets, etc. 

All the vital figures for any district— 
population, number of private families 
and their incomes, standard of living 
factors such as wireless and car licences, 
telephones, etc., analysis of employ- 
ment, professional occupations, etc.— 
have, in this issue, been brought up to 
date and, in many cases, given in greater 
detail. 

In his preface, Cecil Chisholm, M.A., 
the editor, invites criticism and sugges- 
tions. I would, therefore, like to men- 
tion one or two small points. It is true 
that the list of retail outlets has been 
extended, but there are still some 
notable absentees. Cycle dealers, 
builders’ merchants, paint and wall- 
paper dealers, opticians, ‘‘art’’ shops— 
these are a few that come to mind. 
These retailers are, I think, just as 
worthy of listing as, say, the fried fish 
dealers, who are included! ! 

The articles at the front of the book 
are informative and very useful. The 
analysis by Colin Clark, M.A., on how 
the consumer spent his {£5,000,000,000 
income last year is illuminating, and the 
table showing the cash available for 
surplus products should give sales 
managers many fruitful ideas. 


' 


Helps to Keep Track of the 
Holiday Buyer 


The article by Hugh Weeks, of Cad- 
bury Bros., Ltd., on tracking the holi- 
day consumer should also be helpful, 
especially to those engaged in big 
summer trade. (Incidentally, the figures 
given are published for the first time, T 
understand, with Post Office co-opera- 
tion.) 

Important in this class of publication 
is the manner in which the material is 
presented. With this I can find no fault. 
Section 1, for instance, contains the 
articles which all bear on marketing 
trends; Section 2 gives the Purchasing 
Power Index; Section 3 deals with the 
national market and contains a speci® 
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map supplement on markets; Section 4 
gives the largest markets in analysed 
form, while Section 5 deals with the 
county markets. Sections 6, 7, and 8 
contain information on the register of 
nationally marketed goods, marketing 
boards, and directories of marketing 
services and supplies, respectively. 

The Purchasing Power Index deserves 
special mention if only because it shows 
so clearly the position of all the chief 
cities and towns in the country. Coven- 
try, Luton, and Oxford are shown, for 
example, as Britain's most prosperous 
towns. 

Quite a useful small feature is that 
titled, “18 Ways to Use this Survey’’. 
It gives 18 actual examples of how firms 
used the first edition successfully. I 
think readers will find the feature opens 
their eyes to the multitude of uses to 
which the Marketing Survey can be put. 

This book should find a place on the 
desks of all business men, particularly 
those executives engaged in marketing, 
sales, and advertising activities. 


O 


Can You Adapt This ‘Contrast 
Display’ Suggestion ? 


N Bolton a local women’s association 
1* produced a striking display which 

could be adapted by foodstuffs and 
other manufacturers. The display con- 
sists of two counters for food products. 
Behind one stands an assistant in a 
grubby overall; the food is unprotected 
from dirt, dust and flies; the general 
appearance of the counter is slovenly. 
By the other counter the girl assistént 
is dressed in a clean overall, her hands 
and nails well kept, the food is pro- 
tected from contamination, and so on. 

By means of these two strikingly 
opposite displays local housewives are 
instructed in why they should buy from 
clean, well-kept shops. There is also 
a Igsson on the value of packed and 
wrapped foodstuffs. 

This type of display could be used 
effectively in special sales drives in 
selected areas. It has attracted thou- 
sands of people in Bolton. 


Accounting Costs Cut 


Business executives tell how electrified 
machine simplifies book-keeping . . . 
cuts costs. 


MANUFACTURER 


“We were very ddubtful when first 
approached as to the possibility of 
devising a satisfactory mechanised 
system for our own rather excep- 
tional business. After two years’ 
experience of the Remington Ac- 
counting Machine, however, we can 
truly say that we are absolutely 
delighted with the result, as despite 
considerably increased turnover, our 
counting house is being run wjth a 
much smaller staff than previously. 

“Much more important, however, 
is the fact that the possibility of error 
has been almost entirely eliminated 
and our accounts are now kept in 
daily balance. 

“The importance of having in- 
stantly available accurate informa- 
tion showing one’s position from day 
to day can scarcely be overestimated 
and, even if our new system were to 
cost double the old, we would never 
revert to pen and ink methods.” 


WHOLESALER ‘w: 


have been agreeably surprised to 
find that a steadily increasing 
volume of work has been encom- 
passed largely owing to the ease of 
operation and flexibility of the 
Remington Accounting Machine. 
Our Accounts Department handle 
the books for a number of different 
Companies and for nearly every one 
we are rendering a cash book, 
analysis of sales in quantities and 
value, purchase day books and so 
on, amounting to over twenty 
different records.” 


RETAI LE R “Since mechan- 


ising our Sales Ledger Department 
over seven years ago, Remington 
Accounting Machines have coped 
with a rapidly increasing volume of 
business in a very satisfactory and 
economical manner, and we have 
decided that as the time arrives to 
add to our installation, we cannot 
do better than allow Remington 
Accounting machines to handle the 
extra work for us.” 


PUBLIC UTILITY 


“When contemplating buying a 
Consumer’s Billing Installation, it is 
important to see that the Accounting 
Machines fit your exact needs ... . 
instead of having to make your needs 
fit the machine. That is why we 
went to Remington whose Account- 
ing Machines are the most flexible.” 





27 


WITH THIS SPEEDY MACHINE THAT POSTS 
SEVERAL RECORDS AT ONCE | 


Without eliminating any necessary record you can save time and work on 
accounting. The Remington Model *86"’ posts several related records at one 
time and in one operation. Prevents wasteful delay in your accounting depart- 


ment. 


Reduces human error to the minimum by automatically proving 


figures as the operator proceeds with the posting. Get full details on how 
much the Model ‘‘86’’ could save for your business by phoning Remington 
office in your city or writing to Remington Typewriter Co., Ltd., 100 Grace- 


church Street, London, E.C.3. 


NO OTHER MACHINE, AT ANY PRICE, GIVES YOU ALL THESE FEATURES 


1. Complete electrification of all alphabet 
and numerical keys, and of carriage. 


2. Complete flexibility of registers, pro- 
viding extra accumulations without 
rebuilding or replacing machine. Addi- 
tional registers limited only by length of 
carriage. 


3. All registers visible for columnar 
accumulation and with cross computation. 
All registers equipped with direct sub- 
traction, providing contra-entries within 
specific column, and instant correction of 
errors. 


4. Automatic tabulation. 


5. Complete visibility of writing line, 
permitting easy checking of every entry. 


6. Automatic line proof of each individual 
entry provides instant audit. 


7. Independent control of each related 
form to be prepared simultaneously. 


8. Uniform legibility of all records. 


REMINGTON 


ACCOUNTING 


MACHINES 





FREE SURVEY For a scientific, money-saving analysis of your book- 

keeping costs, without obligation, write to the Accounting Machine Division 

(Dept. J.J. Sh Remington Typewriter Co., Ltd., 100 Gracechurch St., 
ed J 


London, E.C 


or any of the Remington branches in all the principal cities. 


an 
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NEW ROAD TRANSPORT FEATURE: 


Hėtherto there has not been available for the business 
man any descriptions of practical road tests of new 
vehicles written from the purely business point of view. 
A wealth of information relating to technical tests is 
always at hand for the specialized transport man, but 
in the new feature which Mr. Twelvetrees starts below 
we have arranged to describe road tests carried out 
especially to put before our readers, not the usual 
technical facts about mechanism but those facts about 
load-capacity, running costs, manceuvrability, accessi- 
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bility of parts, manufacturers’ service, etc., that the 
business executive needs to know when deciding new 
vehicles for his transport service. 

In every case our tests will be carried out with 
practical loads, i.e., with cases of goods of various 
kinds, machinery and awkward loads, such as timber 
or steelwork. The test this nfonth was carried out 
with a load of sand. This factor will not only test the 
ease, or otherwise, with which a vehicle can be loaded 
and unloaded but it will thoroughly try out the vehicle 
under the actual conditions which a business user is 
likely to impose in his daily work. 


This New 25 - 30 Cwt. Truck Is Well Designed 
From the USER’S Point of View 


‘BUSINESS’ Special Road Test No. 1 


; OW, please don’t tell me any- 
thing about the qualities of this 
vehicle, we shall know all abou 

them by the time the day is out. . . . 

Right at the start I laid this injunc- 
tion on the mechanic from Stewart & 
Arden, Ltd., who came by appointment 
to meet me at Godstone with a new 
Morris-Commercial ‘‘Equi-load’’ 25-30 
cwt. truck. 

Beginning with this first of the new 
series of special road tests of vehicles 
for Business readers, I have established 
it as a principle to start every test 
without any sort of bias that might be 
conveyed by manufacturers’ statements 
about their vehicles. It is my inten- 
tion to pay no heed to their claims as 
to features of design or performance, 
but simply to record the plain facts 
which I observe under actual working 
conditions. 

Having delivered my injunction, 
therefore, I took over the wheel and 
we set out on our first test. 


Excellent Protection is Provided 
for The Driver 


Driving through a winter drizzle over 
slushy country roads was not half so 
unpleasant as you might think, for 
Morris-Commercial Cars, Ltd., have 
spread themselves in the matter of cab 
design. A wide driving compartment, 
reduced in height, equipped with a 
“maxi-vision’’ windscreen and arranged 
for conveniently situated controls, 
makes the driver very comfortable and 


By 


RICHARD TWELVETREES 
* A.M.I.Mech.E. 


Road Transport Editor 
of BUSINESS 





Morris Commercial ‘ Equi-load’ 


curiously at the springs which settled 
down under the weight, but they 
showed no sign of impaired resiliency. 
The weighbridge ticket showed our 
gross weight as 62 cwt., of which 30 
cwt. represented the actual pay-load— 
or test load in this case, as we were out 
on trade registration plates. 

‘‘New Morris-Commercial, eh?” 
queried the pit manager, looking over 
the model with interest. 

“Yes; like to see how it behaves in 
your pit?” we asked. 


Really Rough Going to Seek 
Out Weak Points 


Consent having been given, we left 
the roadway and steered the lorry down 
a I in 4 slope, on which both sets of 
brakes, tried in turn, held without 
creeping, and drove at a lively pace 
over a timber track to where a Ruston 
power shovel was at work digging sand 
from the face. 

I wanted to discover just how the 
‘“Equi-load’’ idea worked out in prac- 
tice under very severe conditions, and 
whether the new chassis layout actu- 
ally has the effect of apportioning the 
weight of the load more evenly to both 
axles. 

The effect was truly remarkable, for 
when bumping across the timbers, the 
whole lorry gave the feeling of being 
balanced properly, instead of sitting 
down hard on the rear wheels, leaving 
the front ones with inadequate adhesion 
for safe and accurate steering. 


relieves him of distractions liable to 
take his attention from the road. 

“Do you like the new overhead valve 
engine?” inquired my companion. 

“Yes, it’s lively enough, but as to 
power—we shall see later when we've 
taken a load aboard and climbed 
those hills,’’ I replied, indicating the 
prominent heights of the distant North 
Downs. 

A little later we pulled in at the 


“For the test run we took on thirty cwts. 

of Sand from the Merstham Pit, Surrey, 

taking our turn with other lorries in the 
course of their ordinary day's work” 


Merstham sand-pit, and queueing up 
with a string of trucks, awaited our 
turn to run under the chute. 

When the man in charge gave the 
word, a full load of sand fell into the 


To verify the observations, my com- 
panion was asked to drive back over 
the same stretch of timber track whilst 
I watched the suspension carefully. 
The surface inequalities certainly set up 
abnormal spring stresses, but these were 
absorbed easily, leaving no doubt what- 
ever as to the quality or proportions of 
the spring leaves. 

“Is that good enough Yor suspen- 


body with a swish. We both looked, sion?’’ asked the demonstrator after we 
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ALWAYS READY WHEN YOU ARE 


EDIPHONE USERS INCLUDE and as sump le to use 


Bedfordshire County 


Council 
When yo ve a ithi pre 
Aai Thomon ouies Co. you have an Ediphone within reach, your post is answered 


Ltd. as soon as read, memoranda are made before you forget them 


The Chloride Electrical 
Storage Co. Ltd. (Exide) 


Ford Motor Co. Ltd. arises. You never have to wait for a typist, and your secretary 


and staff instructions are taken down the moment the need 


The Gramophone Co. Ltd. has less routine, and can plan her work methodically. Ediphone 
imperial Chemical Industries 
Ltd. 


Kodak Ltd. advantages are just as obvious. 


Voice-Writing is now as indispensable as the telephone, and its 


Legal & General Assurance 


— EDIPHONE SYSTEM OF Kis 


Morris Motors Ltd. 


e & a | | 
Oxfordshire County Council OlCe- Apart 
Royal Borough of Kingston a N riting 


AND MANY OTHERS 





THOMAS A. EDISON LTD.. VICTORIA HOUSE, SOUTHAMPTON ROW, W.C.I. BRANCHES AND DEALERS IN ALL PRINCIP; 
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had exhausted all attempts to confound 
‘‘Equi-load’’ theories by practical test. 

*‘‘Looks like 100 per cent effitiency to 
me,” I remarked, mindful of the better 
road-holding qualities, precision in 
steering, reduced risk of skidding on 
greasy surfaces, and more uniform tyre 
wear, all affected by the good springing 
and balanced load distribution. 

By this time we had collected a num- 
ber of spectators, including drivers of 
other lorries who watched the unusual 
procedure with undisguised interest, 
but we had to bring the display to an 
end and proceed with the test in hand. 

In climbing out of the pit workings 
we had to negotiate a r in 4 incline on 
a loose sandy surface, but that caused 
no anxiety. The new overhead valve 
Morris-Commercial engine gives a maxi- 
mum output of 44 b.h.p., and as the 
bottom gear is very low, we only had 
to tread on the gas to pull the®load 
steadily up the slope with power to 
spare. 

It was not just a matter of rushing 
the short gradient, the engine hauled 
us out as if anxious to prove its willing- 
ness to work hard. 

“You see, there’s plenty of power!”’ 
remarked my companion, 


SUSTAINED Power Output: 
What Operators Want 


“Agreed,” I answered, ‘“‘but sus- 
tained output is what the operators 
want; we'll try it out for that soon.’’ 

A few miles of hard going along 
narrow rural by-ways brought us to the 
foot of White Hill, a trying ascent half 
a mile in length, finishing with a 
gradient of 1 in 4, up which trade 
vehicles of the district are obliged to 
travel to reach the residences on the 
Caterham Heights. 

“Now we shall see how your ‘Equi- 
load’ job really works,” I remarked, 
and with that we opened up on second 
gear to make a steady climb towards 
the summit, only changing into bottom 
gear as the 1 in 4 portion loomed in 
sight. 

When the call for maximum ,effort 
was made, the Morris-Commervial re- 
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“There was rough going in the sand 
at the exit. It proved a good test for gener 


eee 


FACTS AT A GLANCE 
Vehicle Tested: Morris-Com- 
mercial “ Equi-load”’ 25/30 cwt. 
lorry. 

Makers: Morris-Commercial Cars 
Ltd., Adderley Park, Birmingham. 


Capacity: 25/30 cwt. 
Body Length: 9 ft. 
Wheelbase: 9 ft. 9 ins. 
Fuel Consumption: 24 m.p.g. 


Pay-Load Ton Miles Per Gal- 
lon: 36. 


Maximum Gradient Climbed: 
I in 4. 

Annual Tax: £20. 

Vehicle Price: {215 as standard 
lorry. 





sponded in no uncertain manner by 
surmounting the critical gradient with- 
out the slightest hesitancy. 

We stopped at the top of White Hill 
to feel the radiator, which was still only 
‘*hand-warm’’, and to look round the 
engine for possible oil leakages. Find- 
ing none, we continued towards a part 
of the route where further tests for 
suspension efficiency were made. 

Loose pebbles and pot-holes failed to 
impair the smooth riding of this nicely 
balanced truck, and I was particularly 
pleased to observe that, even when 
traversing abnormally rough surfaces, 
the vehicle steered accurately with 
finger-light action at the wheel. 


Brake Tests After ‘One in 
Five’ Decline 


A descent of 200 ft. in the next mile 
enabled us to find out all we wanted to 
know about the braking qualities. After 
checking the stopping power once again 
on a decline of 1 in 5, the truck was 
allowed to gather speed with the foot- 
brake applied lightly. The idea was to 
warm the drums thoroughly before 
making further stopping tests, in order 
to see whether the temperature thus 


in 4 climb over loose surface 


and ‘handiness’ of the vehicle” og 
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created would affect the retardation 
adversely. . 

A minute or so later the brakes were 
applied fully, which brought us to rest 
from 30 m.p.h. in less than 3 seconds, 
timed by stop-watch, which is quick as 
anyone wants: Other brake tests were 
made on diffgrent kinds of road sur- 
faces, but in every case the machine 
came to rest without wheel-skid or 


sliding out of its true course. 


NO Engine-Nursing to Get 
this Fuel Test 


Back on the main road again, we 
stopped to fill a one-gallon test tank 
which, coupled direct to the carburettor, 
enabled us to take an accurate record 
of fuel consumption. 

Fgom that point a steady 30 m.p.h. 
was maintained over a part of the test 
itinerary presenting average give-and- 
take road conditions. In view of the 
result obtained, I must mention that no 
attempt was made to economize fuel by 
“‘coasting’’ down hills or other petrol- 
saving artifices. 

In fact, the truck was driven exactly 
as though it was not under test for fuel 
consumption. Several of the hills called 
for long spells of travel on the third or 
“‘trafic-top’’ gear and, on one or two 
occasions, it was necessary to stop and 
restart by reason of traffic obstructions. 

It was only when we had covered 24 
miles that the engine gave a pathetic 
little cough and died out, having ex- 
hausted the one gallon of petrol in the 
test tank. This performance, in view 
of a carburettor setting rich enough for 
the hill work we had already accom- 
plished, augurs well for the economy of 


(Continued on page 48) 
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How They Build 
Modern Factories 


For Better Business To-day 

SPECIAL issue (some 184 pages) 
A devoted almost entirely to the 

modern design, construction and 
equipment of factories makes the 
December, 1937, issue of The Archi- 
tects’ Journal of particular interest to 
business men. 

Especially appropriate is a 50 page 
section devoted to a series of well illus- 
trated, complete schemes revealing 
details of the modern factories of 28 
named firms who are busy manufac- 
turing a variety of products to-day: 
soap, ice-cream, gyro-compasses, ink, 
beds, leather, cigarette papers and so 
on. 
Many sizes of factories are included, 
from the large-medium to the very 
small in size. In fact, the small ones 
are in the majority in this authoritative 
review, which makes the matter all the 
more interesting to the average manu- 
facturer to-day. 

€opies of this issue can be obtained 
through your newsagent (price 1s.) or 
direct from The Architectural Press, 
Ltd., 9 Queen Anne’s® Gate, West- 
minster, S.W.1 (1s. 3d. post free). 
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... “A stitch in time saves nine’’—in other 





words, one worthwhile idea or action can 


: A The PRIMUS attachment, as iS, 
save nine unprofitable minutes out of ten. fits any typewriter and facilitates t ooth 
flow of continuous forms [t allows the 

Just so machine at a moment's notice t sèd for 
either billing or ordinary corres; lence work. 


Continuous Stationery saves six unpro- 
ductive operations out of seven on 
routine tasks like billing, invoicing, 
stock-control, etc. In these tasks 
where a number of copies of each 
record are essential, PRIMUS saves 
your stenographer’s time and con- 
serves her energy and powers of con- 
centration because the use of this 
stationery eliminates all irksome jobs 
such as insertion and withdrawal of 
carbons, alignment of forms, etc. 





















FOR HANDWRITTEN RECORDS, 
the PRIMUS Autographic Register, 
used with PRIMUS Continuous Sta- 
tionery, effects an equal saving of 
time and provides a guaranteed check 
on each transaction because a copy of 


each set of forms is automatically 
= locked into the machine for audit 
purposes. 
0 OM ee: TE OND 


QUEEN ELIZABETH STREET... Se 


Phone: HOP. O204-5-6 
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The Management could not get 
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KEY FACTS and FIGURES in time until... 
We MECHANIZED Our Accounting 


This organization, having moved into a new building 
designed and constructed to meet its special requirements 
and embodying the most modern anti-fire devices, strong - 
rooms, etc., nevertheless decided to install that type of 
office equipment which provides fire-protection at the point 
of work: i.e, files and cabinets that themselves give full 
fire-protection, thus avoiding the need to carry thousands 


d 
of irreplaceable records to and from the strong-rooms 


By LEWIS H. PRATT, F.C.I.S., General Manager 


and Secretary, The Leeds Provincial Building Society 


ag HREE years ago we decided, after 


very careful consideration, to 

change the whole of our account- 
ing system from pen and ink to 
mechanization. 


Pen and ink had served us well for 
many years; indeed, it had stood the acid 
test of the abnormal growth in our assets 
between the years 1930 and 1934, but it 
was proving inadequate to present-day 
needs. 

The question of how to mechanize to 
the greatest possible advantage natur- 
ally took some time to decide. Machine 
experts produced ideas and propositions; 
visits by members of our staff were made 
to existing machine installations in vari- 





ous parts of the country, and their re- 
ports were carefully scrutinized and 
comparisons made. 

Finally we came to the conclusion 
that, provided we could find a machine 
sufficiently flexible to permit of it, our 
best method would be to adapt the 
machine as closely as possible to our 
existing pen-and-ink system. Of course 
we had to be sure that in doing so we 
were not sacrificing any of the essential 
advantages of machine posting, such as 
higher speed, proof of accuracy, elimin- 
ation of peaks, etc. 

It may be asked, then—why change 
over at all? 

The great expansion made by the 
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Part of the machine-room showing machines on the ‘‘ Maybee” high-speed posting 
trays. The whole layout of this room is designed for convenience : good gangways, 
reference equipment in accessible places and good lighting s 
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Society demanded that the vital inform- 
ation the management needed in order 
to base its policy must be produced 
much more speedily than is possible by 
pen and ink. 

We could no longer afford to wait for 
the key factors that had to be derived 
from the checking and re-checking of a 
conglomeration of figures collated from 
the many sources inseparable from a 
pen-and-ink system. This work alone 
created peaks which necessitated over- 
time and all its attendant evils. 


Now: Profit and Loss Figures 
at Month End 


With a mechanized system we are now 
able to furnish the management with 
monthly balance-sheets, profit and loss 
accounts the day after every month end. 
Also, we are able to forecast our returns 
and profits for months ahead so accu- 
rately that at any time we have a 
very effective guide to directional 
management. 

On the īst January, 1937, we were 
able to publish our balance-sheet for 
the year ending 31st December, 1936. 
Obviously this achievement would have 
been quite impossible by hand methods. 

The foregoing results have been ob- 
tained by the application of three 2,000 
Class National Accounting machines, 
which were built to our special require- 
ments. We have eliminated cousfter 
cash books, etc., and introduced post- 
ing slips. We can do three jobs at once; 
all figure, column, and departmental 
totals are automatically checked and 
any information required by the man- 
agement within an hour or two. 

During the month of October last we 
moved into our new building, and it 
has been so planned that the accounting 
is centralized around the banking hall. 

Immediately behind the counter are 
housed approximately 60,000 account 
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++. and ever since Commer have been building 
commercial vehicles, and nothing else! This 





wealth of specialised experience is behind every Ae 


Commer vehicle —behind the vehicle you buy. 


The new Commers—8 cwt.to 5 tons—although 
basically the proved models which have earned 
such an outstanding reputation for reliability, 
incorporate many new and important features; 
the range including two entirely new models, a 
14 h.p. Utility Vehicle and a 4-5 ton 
Hydraulic Tipper under 50 cwts. unladen. 


The appearance of all models has been greatly 
improved; forward control cabs have been 
entirely redesigned ; whilst the value of the 
15 cwt. and 20-25 cwt. models is still further 
enhanced by the introduction of a new and a 
more efficient power unit. o 


= BRITAIN’S BEST BUILT RAN GE L 


BACKED BY A WORLD-WIDE | 
SALES AND SERVICE ORGANISATION 
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Here is a section of the Banking Hall illustrating the machine posted ledgers and 
indicating how their fire-protection cabinets are used effectively as a counter 


cards, covering all our departments. 
The cards are pulled for posting, and, as 
some of the departmental! roll numbers 
(members’ numbers) are very similar, 
the cards have been colour-washed on 
the top left to denote the departments. 
Further, through the colour-wash, there 
is one ‘Paramount’ “V” punch-hole on 
each card, but the punch-hole is in a 
different position for each department; 
thus, if a card did happen to be mis-filed, 
a bridge is formed across the groove of 
punch-holes, and the card is detected 
within seconds. 

The cards are housed in ‘‘Maybee’’ 
trays, 1,000 to a tray (which is num- 
bered) and guided numerically to every 
20. Insome cases the roll numbers jump 
by hundreds, and when the cards are 
pulled for posting they have, of course, 
to be replaced. In order to speed up 
replacement the cards bear the tray 
number and also a consecutive number 
from 1 to 1,000 for each tray, e.g., a roll 
number may be 54,346, and the consecu- 
tive numbef 25 / 896. 

Although our strong room acoommo- 
dation is more than ample for our pre- 
sent requirements, we decided to house 
the ledger trays in fire files, which would 
be placed in such a position that instant 
reference could be made either from 
the banking hall counter or from the 
adjoining machine room. 

It was considered that, if an extremely 
unlikely case of fire did arise, the trans- 
porting of 60 trays, comprising 60,000 
accounts, either by way of the lift or by 
the stairway from the banking hall to 
the ‘strong rooms, would greatly accen- 
tuate any confusion that might arise on 
such an occasion. 

Further, during the ordinary routine 
of business, each morning the trays 
would have had to be transported from 
the strong rooms to the banking hall, 
and back again at the close of business 
hours. Thus we should be moving 
60,000 accounts backwards and for- 
wards each working day. 

In any case, the trays would require 
a stand or counter on which to rest, so 


it was decided to make a counter of the 
fire files. 

The “‘Maybee’’ trays are housed in 
fifteen ‘‘Cope-Chat'’ two-drawer fire 
files. Each file which is desk high, holds 
four trays (two trays to one drawer). 
Covering the top of every three fire files 
there is a beaded lino top which forms 
an unbroken surface over the length of 
the three files. 

At the beginning of the day the trays 
are placed on top of the fire files, and 
instant reference can be made by any 
member of the accounting department. 

By this method we speed up reference, 
conserve space, and, if anything unto- 
ward did happen, the trays can be imme- 
diately dropped in the fire files for safety. 

Everything, so far as the accounting 
system is concerned, has been central- 
ized in and around the banking hall. 
All the ledger cards are within a short 
distance of the counter, and information 
can be instantly obtained for a member 
by moving only a few yards. 


The ‘Work Flow’ is Now 
Evened Out 


The machine room connects up with 
the banking hall, so that again the ledger 
cards are within easy reach for pulling 
for posting. 

Formerly, members of, say, the mort- 
gage department who wished to pay 
their subscription, had to go to a certain 
section of the counter allocated to that 
department; a member of the deposit 
department had to go to the deposit sec- 
tion, and soon. Thus it often happened 
that one department counter clerk would 
get snowed under with work, whilst an- 
other had practically nothing to do; it 
depended entirely on chance. 

With the abolition of counter cash 
books and the introduction of the post- 
ing slip system, a counter clerk can now 
attend to members of any department. 
There is now, therefore, a continuous 
flow of work instead of spasmodic 
rushes. 

Every phase of our accountancy $s- 
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tem, which covers nearly {10,000,000 in 
assets, has been overhauled. Each unit 
runs smoothly. The collation of vital 
facts has been speeded up by weeks. The 
Society's policy can now be based on 
absolute facts, which are to hand when 
required and not, as formerly, partly on 
fact and parély on surmise. 

Our new headquarters provide the 
maximum of comfort for our staff. 
There are canteens and kitchens and a 
well-appointed recreation room. 

The air is continually washed and 
cleaned by an air-conditioning plant, 
and the staff also enjoy the benefit of 
scientifically planned illumination. 

In concluding this article we believe 


the speediest way to effect business effi- 
major factors: (1) A good staff; (2) the 
best methods; (3) the soundest products. 
New ‘Self-Serve’ Shop Idea 
For Branded Goods 

A wear shop, where customers just 
walk through and select ready- 
Canada and might be tried out with 
success here by manufacturers of 
The store is in Toronto. Such articles 
as ties, socks, shirts, pyjamas, braces 
—are displayed, price-ticketed and 
packed ready to be taken away. Cus- 


ciency is to concentrate on these three 
O 
SUCCESSFUL self-serve men’s 
packed goods, is a sales idea from 
branded goods. 
and so on—all well-advertised brands 
tomers select goods as they walk 


For 


MARKETING TRENDS 


turn to 
Page 22 





through. Exit is down a passage past 
the cash desk. While customers are 
paying for goods selected their pur- 
chases are wrapped together into one 
parcel and suspended with a carrier 
handle. The parcel is handed over 
when the cashier's receipt is produced. 
The store sells everything to clothe a 
man—even suits. These, of course, 
have to be tried on and booths are pro- 
vided. If the measurements are not 
satisfactory the customer pushes a 
button and immediately a fitter 
appears. He makes alterations to the 
suit on the spot while the customer 
sits in the booth and reads a newspaper. 
Staff needed for this store is cut to 
two ‘‘salesmen’’. Neither of fhese 
handles the goods. They merely wrap 
into parcels and keep a check on visitors 
in the store. They see, for example, 
that customers do not swap an old suit 
of clothes for a new one, and so on. 
In the short time this shop has been 
operating it has been very successful. 
goods sold in it are, of course, 
branded and advertised products. It is 
the kind of store that could be run in 
London and other big cities by a 
co-operative effort of manufacturers of 
branded goods. 


F O je ERS v TA are gi ivi ing 5 hol ida /S W T ay car 
reir | ployees to obtain full benefit from | t koshi 
l encou raging the formation — Works Holiday a rol 
| hol liday money. o 


n V | DE practical experience lies behi nd the e > advice ar : 
— nce which the National Savings Committee — 
ofter to em penpals rs — wish to introd ae e 


a to arrange for one of ts representatives | to vi dsi a a 
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Time - Saving Ideas frm Busy Offices 


Left: 

All - Electric 
Operation for 
Fanfold ` 
Machine 


letters are generally 
‘“‘routed’’ to the two 
eof the departments 
which the mail distri- 
buting clerk thinks 
might be concerned. 
If it affects none of 
these departments the 
letter is then usually 
pushed along to 
“someone else”. In 
this way it probably 


! ets “lost” or at least 
This new electric Fanfold Machine—which reduces carbon shifting $ 





to one simple motion—has been introduced by Burroughs Adding at any around. ia 
Machine Ltd. T ; : thi 
The functions of any fanfold machine are to type multiple sets of 2 a A 
continuous forms and to shift the carbons from a complete set to Satisfactory state 
the next to be written. The carbon shifting usually requires a and to ensure that all 
number of movements, but this new machine has simplified that. letters get proper 
When the invoice or other form has been typed, the touch of a attention a well- 


motor bar opens the carriage for the removal of the forms and known firm issued the 


automatically places the carbons in the next set of forms. It is following instruction 
a very fast and easy operation and is fascinating to see demon- ty ewe executive: 
strated. The new ine has electrified carriage return, capital 2 
shift and space-up, so that all the work except tearing off the Allletters received 


completed forms is handled from the keyboard 


Helps the 
Machine Book-keeper 


E postin little thing that makes a 


by your department 
but which do not 
concern you must be 





Don’ts 


routine worker's job easier and re- 
duces fatigue is a worth-while point 
for every business to study. 

Here is an idea used in the office of a 
well-known company. A circular table, 
six feet across, with a revolving top is 
used: to carry the ledger trays for a 
machine book-keeper. 

As the operator completes posting an 
account or a section she simply moves 
the table round (a finger push will do 
it) to bring the next tray right to her 
left hand. The table is kept supplied when, 
in the body of a letter which your 


with trays by a junior. In trays, it will 
hold about 6,000 accounts at a time. 

This turntable takes up but little 
space, and can always be used as an 
ordinary table when it is not feeding the 
machine operator. 

In this particular office one operator 
and one book-keeping machine keep 
6,400 accounts posted daily, and, with 
one assistant, complete all statements in 
two days. 

O 


Every Letter Now 
Gets a Reply 


N a big organization it not infre- 
[ormar happens that in-coming 
letters are so written that it is not 
at all clear from the context which 
department they are intended for. Such 


Di 'T address a small envelope 
c 


uef has dictated, he says: ‘‘documents, 
etc’ ...or whatever they are... 
“are enclosed . . .” Find out what size 
envelope is needed to accommodate them. 


O 


ON'T paper-clip together letter, car- 
1) bon and envelope when submitting 
correspondence for signature at the end of 
the day. Give your chief only the actual 
letters and the carbons. Keep the envelopes 
yourself, but make sure you subsequently 
insert the right letter in the right 
envelope. 


O 


ON'T butt in with non-urgent ques- 

tions or matter when your chief is 
concen anes on some intricate or bother- 
some job. If you are a real helper you 
will understand his work, appreciate what 
he is doing and exercise some diplomacy 
in approaching him. 


returned, at once, by hand, direct to 
the Secretary's office. 


The Secretary then decides what shall 
be done with any ‘‘stray’’ that reaches, 
but the point is he decides, and some- 
thing definite is done. 


Speeds Up 
Typewriter- 
Addressing 


LARGE firm using national 
A advertising to offer samples by 

means of fill-in coupons em- 
ployed a typist full time to address 
labels for the sample packages. There 
was*no question of these sample appli- 
cants’ names being required for a mail- 
ing list since the firm does not sell 
direct. They were all single shots, it 
was not necessary, therefore, to make 
addressing machine plates. 

Using the labels in rolls the girl 
averaged 1,300 labels daily. A study 
of her work showed that she instinc- 
tively used punctuation marks, caps 
and small letters, and all caps for the 
towns. These changes wasted time, so 
a special typewriter was made up 
having no punctuation symbols what- 
ever, no figures other than the numerals 
(with the 1 and o added), and the letter 
symbols all caps. 

After a few hours’ practice she raised 
her output to 1,600, and within two 
days reached a steady daily output of 
2,000 without any more fatigue than 
that occasioned by the former 1,300. 


for Secretaries 


These injunctions may seem too obvious 
to need emphasis, yet a Director of a 
well known firm says that to-day he 
finds the faults as prevalent as ever 


message on his desk: 
Ir. Smith’’. Watch for your boss to 
come in then tell him; ‘‘Mr. Smith rang 
up to say he would like to speak to you, 
shall I get him now?” 


O 


ON T, without first inquiring at all 

the sources you can think of, worry 
your chief with questions: ‘‘What ise So- 
and-So’s address’*? ‘‘Where shall I find 
this, that and the other thing?’’ ‘‘What 
shall I do with this, or what happens to 
that?” You will increase your value 
enormously if you relieve him of every 
possible query of this sort. 

O 

ON'T, for goodness’ sake, sit and twirl 

your pencil, gaze nonchalantly round 
the room, draw diagrams on your book, 
hum tunes or show other si of im- 
patience and lack of concentration on your 
work during pauses when your man is a 
bit stuck with his dictation. 


ON’T, if your boss is out, leave a 
‘Please ring 
4 


“1938 demands SECTRIC TIMERS 
In every business” «y m. s 















* In 1938 be free from timekeeping troubles, and from 
constant winding and regulating. Install Sectric Clocks and 
so establish Greenwich time throughout your works, your 
office, your home. Encourage your staff to follow your 
example. Long before the year is out you will be pleased 
you made this move. 


ISSUED BY SMITH'S ENGLISH CLOCKS LIMITED, CRICKLEWOOD WORKS, LONDON, N.W.2 


SMITI 


C * THE PERTH (Bottom) 
K S$ Height 54°. Width éb”. Depth 23° 
Walnut or Mahogany finish 267- 


PLUG I N T O GREENWICH 


+. 


ab, / 
g% 


4 


* THE DELHI (Top) 
12° dial, 142° diameter 
Wainut or Mahogany finish 71/6 













Why should you pay twice as much as you need for your print? One of 
your own staff can do it in your own organization on the ROTAPRINT, 
quickly and easily, at 50% of printer's charges. No stencils, no type- 
setting, no costly blocks, just thin Aluminium MASTER SHEETS of 
all your many printing jobs, such as Stationery and Publicity Literature, 
from which you can print in the quantities you require at any time. 


YOU MUST SEE “ROTAPRINT” TO BELIEVE IT 


Write or phone NOW: CEN. 3184. Kaye’s Rotaprint Agency Ltd. 
Lohdon Showrooms: Cecil House, 57a Holborn Viaduct, London, E.C,4 


ome e- e 





— — — — 
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REGISTERED OFFICE AND WORKS: ¿[HE HYDE, LONDON, N.W.ọ. Branches in Principal Provincial Towns 
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. BUSINESS EQUIPMENT REVIEW 


Trouble With Staffs’ Cycle Storage ? 
These ‘Cycle Parks’ Save Space and 


Cut Out Maintenance Costs 


vehicles in the world to-day is 

the bicycle, mainly because it is 

an economical method of transport and 
provides means for healthy exercise. 

Many industrial concerns are faced 

with the problem of providing adequate 

accommodation for cycles during work- 

ing hours. Indeed, architects now plan 

for cycle parks in new building lay-outs. 


Orv of the most extensively used 


Easy Parking Means Less Lost 
Time For Firm 


For the cycle to be of real value to 
the employee it must be parked in a 
position where it is readily accessible. 
If not, valuable time may be lost in 





parking cycles after clocking-in to the 
works premises. — 

Employees’ cycles are as valuable 
and important to them as are cars to 
executives. Consequently, in most up- 
to-date factories and business premises, 
space is provided for both cycle and car 
parks. 


All-Steel ‘Parks’ Are Strong, 
Need No Upkeep 


When workers first started cycling 
to their jobs wooden racks, in which the 
front wheel of the cycle was placed be- 
tween two wooden battens, were used 
for cycle storing. This primitive method 
secured the front of the bicycle but left 
the back wheel unsupported. Bicycles 
could fall out of these racks. The bat- 
tens, too, caused damage to the front- 
wheel spokes. And as the racks did 
not stand up to rough usage, repairs 
and maintenance costs were heavy. 

Next came a similar type of rack con- 
structed of steel. This was more robust, 
and space was saved by raising alter- 


By a 
‘BUSINESS’ ,INVESTIGATOR 


nate cycles to enable handlebars to 
clear each other. 

Further advances in cycle park de- 
signs have been made by Constructors, 
Ltd., of Birmingham, whose products 
I examined last month. The company 
make various types of patented parks, 
These provide storage space in an econ- 
omic and orderly manner and leave 
every cycle easily accessible. 

The ‘‘parks’’ are available for fac- 
tories, works and offices of any size, 
from the firm with 10,000 employees 


Here is a typical 
example of compact 
cycle storage where 
a wall has been put 
to good use. his 
‘park’ is at the 
factory of Callenders 
Cable & Construc- 
tion Co. Ltd., Leigh, 
Lancs. It is obtain- 
able without roofs 


to that with 50 or so. They can be 
erected in any convenient space in a 
factory yard, to stand by themselves 
or against a wall, and so on. 

Cycles are parked in a specially 
designed steel channel. Support is 
through the medium of the tyres only; 
thus any possibility of damage to the 
cycle is eliminated. Structures give 
complete protection to the parked 
machines. As parks are constructed 





This outdoor type enables cycles to be parked 


at an angle of 60 deg. Economy of space is 
emphasised y the fact that from centre to 
centre of adjacent cycles is only six inches®e 


throughout with steel, repair and main- 
tenance costs are low. Indeed, since 
they were first manufactured, about ten 
years ago, no repairs to any parks in 
use have been necessary. 

For outdoor use 

a popular model 

is the DCPS/A. 
. This is a double- 

sided type, in 
which cycles are 
parked at an 
angle of 60 deg. 

Alternate cycles 
are raised so that handle-bars clear, and 
the distance from centre to centre of 
adjacent cycles is only six inches. As 
cycles are housed in a sloping position, 
with front wheels overlapping, the 
width of the park is only 7 ft. 8 in. 
overall. The park has an arched roof, 
supported by the cycle channels. No 
other roof support is needed. For use 
alongside walls, a similar (CPS/FF) 
but single-sided model with sloping 
lean-to roof is economical. 

For small sites 
double-tiered 
cycle parks are 
available 
(TCP/F) in 
‘ which machines 

‘can be stored 
one above the 
other. Single- 
or double-sided 
parks, with or 
without roofs, 
are supplied. 

Constructors, Ltd., also have a range of 
totally enclosed cycle parks. These are 
primarily for exposed sites. They are de- 
signed to take adyantage of the support- 
ing and bracing effect of the patented 
channel section cycle supports. The 
steelwork frames are arc-welded. Cost 
of this type is much less than the expense 
of putting up a building and afterwards 
installing a cycle park. 

Totally enclosed cycle parks are sup- 
plied to many specifications, from gal- 
vanized roof and walls to brick wdlls 
with R.P.M. or asbestos roofs. Types 
are also obtainable for the parking of 
motor-cycles. 

Incidentally, if you have any problem 
to do with cycle parking, Constructors, 
Ltd., have a Planning Service, which 
they offer free of charge. They have 
been able to solve the problems of many 
firnfs. 

If you are interested in having on hand 
complete details and illustgations of the 
firm's cycle park equipment, write for 
their catalogue No. 201/3. 
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The British Industries Fair, the 
premier national trade fair in the 
world, is of increasing importance 
to the buyer. The grouping of 
trades simplifies comparison of 
price and quality, saves the buyer's 
time and promotes his efficiency. 


Travel concessions by rail, sea and air 
Catalogues of the London and Birmingham 
Sections available February 14th (1/- each 
post free) from Department of Overseas 
Trade, 35 Old Queen Street, London, 
8.W.1, and Birmingham Chamber of Com- 
merce (Inc.),95 New Street, Birmingham 2 





BRITISH 


INDUSTRIES FAIR 


February 2Ist to March 4th, 1938 


. 
London (Olympia and Earls Court) 9.30 a.m.—7.30 p.m 


Birmingham 10 a.m.—6 p.m. 




















The BUSINESS MAN 
CHOOSES 





DPC TOGRAPH 
INTERNAL 
TELEPHONES 





e 
because he knows the danger of delays in business and 
the invaluable advantage of having at hand the infor- 
mation at the moment he needs it. Dictograph 
Telephones are installed in thousands of municipal and 
commercial undertakings throughout the country. 


THEY OFFER THE SHORTEST LINE 
OF COMMUNICATION 


There are no switchboards, no operators, no 
numbers to remember and there can be no 
congestion of calls. 


HY EXECUTIVES NEVER KEPT WAITING 


The moment an Executive calls a sub-station 
the line is cleared for him and he is given 
priority over all calls in progress. 


COMPLETE STAFF INTER-COMMDL.- 
NICATION PROVIDED 


Communication between one sub-station and 
another is instantaneous and effortless. 


* A conversation may already be in progress 

between several sub-stations in various parts 
of your organization, but as far as you are 
concerned ‘‘engaged’’ lines present no obstacles. 
The moment you throw the key connected with 
any sub-station a light appears on that instrument, 
so that the speaker may give you an immediate 
right of way. 


DICTOGRAPH 


INTERNAL 


TELEPHONES 


provide many other invaluable services which will 
increase the efficiency of your business organization. 


DICTOGRAPH TELEPHONES LTD. 
AURELIA ROAD, CROYDON. THORNTON HEATH 2427 (three limes} 
ABBEY HOUSE, WESTMINSTER. Asney OoT2 


Branches throughout the United Kingdom, Irish Free State, and 
representatives overseas. 





(four hnes) 
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-Make it.” 


= ivities in relation to each other. 


distribution. 
_is in keeping with the idea. i 
= penses, for example, should be the seed 








cs Cor . one outstanding need in 
ost businesses is to get the sales man- 


ager profit conscious as. well as sales- 
—— That is the present- — 
| time attitude of the boardroom. Saleg- 
“| managers will plan along these lines in 
1938. ° 


ime conscious.’ 


O 


Makers and Sellers To Get 
_ Together To Send Up Sales 


UCH policy heralds era of closer 


-5M co-operation between sales and pro- 
At duction staffs. 
“4 note. 
that had to be sold. 
sales departments said: 





Balance is the key- 
Once theefactory produced goods 
In recent years 

“We want so- 
and-so, or we can’t please customers. 
| Now the trend is for both 
departments to get together, plan act- 
Sales 
managers and factory chiefs must confer 


| to keep a balance. 


» By discussing production costs sales 


managers get to understand why certain 
lines pay well. 


That is why one north- 
ern firm insists now on its sales managers 
going into factory costs of new lines— 


| they become profit conscious. 


O 
Dot-and-Carry One Ideas To 


‘Keep Tab (On Sales-Profits? 


oy EADING marketing cuti 
| foresee that cost accounting prin- 


executives 


ciples used in factory and else- 
where will have to be applied to sales and 
The new ‘profit’ trend 


for future profit, a conception not gener- 
ally shared by sales executives or their 









staff. Moreover, sales managers should | 


| 7 piknow what relation sales have to profit. 

“| There are big marketing possibilities 
| in this new policy. 
I ae thoroughly. 


O 


: “Have You a Problem Set By These f i 
< Women-Worshipping Display Men? = 
N IY HAT are the chances of getting : 


As your products selected for. dis- 
play in big shop windows? From 


Selling ex- 


PTN 
pi ero eect pn 


ft ae ts ie 
gi |e SEE 
-EEEIIIIIIIII J sanhat 


an survey made of 400 shops. in n and 











women’ s 
wear, 11.5 






gloves, — y — eee 8.0 
novelties, 7.5; footwear, 5.0; food- 
stuffs, 3.5. 


Notice the preponderance of display . 
given to women’s goods? If you manu- o 0 
facture such products, you have retail >. 
display prejudice in your favour. If o = 
you don’t, you’ve got to work hard to. 
get a fair share of window space. | 


O 


This Firm Has Built Sales On 
Facts, The Best Selling Force g 
ELLING by facts and not by =- 
G towers fiction is accepted as the 5 
correct and best-paying method to- `> 
day by many successful manufacturers _ 
and retailers. Tests and experience oo 
show that salesmen armed with soun 
knowledge of their products and i 
esting facts about those produ 7 
a fair quota every time. | : — 
One famous linen- smanufacturinig Srm ae 
has used ‘‘factual’’ selling with great. 
success. Not only their own salesmen >- 
but those of retailers have been. in- 
structed in facts about the firm’s goods. 
Indeed, the history of the linen in- 
dustry has been taught as well as thei 
story of the firm's linen from raw - 
materials to finished product. cused in» 
the home. Result: Sales. have gone 
steadily up. Now they are to be ex. 
panded further by use of films. dealing ee 
with linen in this factual way) 00 
Other firms have also proved. the suc 
cess of these. method i 


them yet? — e 
WWL 









































1938 will see it 





ave you a check on 


POSTAL EXPENDITURE? 


Are you uneasy about wastage and loss 
in connection with your postage account 
—small losses of shillings and pence which ~~ 

in quite a short time are taking pounds RK 
out of your profits? 













Do you find that heavy mailing-days cause 
disruption and expense through your . 
mailing-dept. having to work overtime 
or being supplemented by outside help? 


If you have mailing-problems like this 
you should let us show you how a 
Universal Franking-machine will aid 
you. It provides an automatic check 
on your postal costs, and saves a great 
deal of time and labour because it 
franks your mail many times faster et 
than hand-stamping. — 


UNIVERSAL 


POSTAL FRANKERS LTD 
l-7 Canonbury St., London, N.I. Clissold 3613-5 EE 


— 
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DESIGNED AND 


PECIALIS FACTORIES 
Jeathertight SPECIALISTS 
xf Dae ‘‘Revvo’’ Patent ball 8 FAC TORY 
mo ility bearing castors are a 
real engineering job. A 
wide range of sizes avail- $ i T F 5 


able in steel forgings and 
in pressed steel. Write to 
There is no centre pin TRAFFORD PARK INFORMATION BUREAU 
in the swivel to bend TRAFFORD PARK or BUSH HOUSE 
or fracture—a definite MANCHESTER LONDON W.C.2 
assurance against break- 
downs. 
















Complete Catalogue sent 
upon request. 





PATENT BALL BEARING 
CASTORS 


THE REVVO CASTOR CO., LTD., Archdale Works 
Blechynden St., London, W.II Phone Ladbroke 2609 i NCSIDE 
Also at 191 Corporation Street, Birmir®fham, 4 andata nake 
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fluences can 
sent time. National | 





es w Ta turn usual trends topsy-turvy. But tha a 
kind ‘of interference can be anticipated 
The weather factor is quite a different 
natter. Bad weather can cause an upset.” 
in the type and volume of sales just as. 
effectively as lower wages or increased 
unemployment. 

Weather reports are, therefore, again 
supplied by D. & K. Bartlett, the long- 
range weather forecasters, who gave the 
reports issued with the chart last month. 

In 31935, up to May, the weather was . 
-normal, but in that month serious frosts — 






showers, and the weather did not become | 
warmer until towards the 3oth. Result: 

Food sales kept up well (people eat more 

in cold weather), and non-food sales de- 

clined. Mr. and Mrs. Consumer do not 

shop any more than is necessary in un- 

pleasant weather. 


Freak Weather Sold 
More Foodstuffs 


snow, frost, gales, heavy rain and floods — 
were sandwiched between two little heat. 
waves and some warm, sunny spells. Con- 
ditions kept sales trend in line with that 
of May except that foodstuffs sold more 
heavily. 

Usually there is a lag in buying non- 
food products in November. In 1935, 
however, this did not take place. Why? 
Largely because (a) October started 
stormy, turned mild so that people would 
not at first, and did not want to later, go. 
ahead with early winter buying, and (6) 


_ ULTIMATELY BUSINESS Does it cost you too much to make ? ipa ence uae N sm ecg 
— SUCCESS iS MEASURED AP sake P A gap between gross profits — othing, footwear, etc., were 
BY NETT CASH PROFITS On the manufacturing side alone, is there complete co- First weather highlight of 1936 was the 


mildness of February (from 18th) and 
March. This slowed up food sales. But 
April, being mainly cold, reversed the 
trend; foodstuffs sold heavily. 

In May non-food sales leaped up, stimu- 
lated by warm weather. In June they were 
depressed by a cold period, which, how- 
ever, pushed up food sales, Look at 
November non-food sales line. It dips. 
Why? It was a dull month, with no really 
cold weather to stimulate winter sales, co 

March was very good this year for ‘all 
sales. Easter helped—a sunny though cold 


ordination between the various processes ? Are purchases, 
raw materials, and component stocks stages of a continuous 
and planned process or three separate unco-ordinated items ? 
Can you see immediately the load on the shops and the effects 
of overloads and underloads ? If a hold-up occurs can the real 
cause be located rapidly and the effect of the necessary re-adjust- 

ment on the plan be immediately grasped ? 
Kardex Mechanical Planners and Visible Records perform the 
essential functions of giving rapid visual control of all stages in 
the process of manufacture. But in addition they enable you to 
plan simply and efficiently and to check the performance against 

the plan. Write for Planner Bulletin No. 604. 













j Easter. Hence people got about; but they 


J D F X J l E ADENHALL ST., LON DON . EC3 — a a — 





— i _ | Non-food products continued climbing. 
REPRESENTED IN THE PRINCIPAL CITIES | People bought spring and early summer 
THROUGHOUT GREAT BRITAIN goods. ' 


For HAIR-LINE Reproductions 


Verna 


CARBONS, FLUID, AND PAPERS 
MASTER-COPY PAPERS 
Damping Pads, Impression Rollers, 


etc. Rebuilt Fluid Reproducing 
Machines, Hand or Electric 


VERNON BRUCE & Co. 


89 FLEET ST., LONDON, E.C.4 
* Phone: 3905 Central 





VENUS PENCILS are 
incomparably smooth and 
long lasting, theirstandard 
of quality never varies. 
MADE IN ENGLAND. 
KNOWN THROUGHOUT THE WORLD 
if you will state the nature of 
your work and choose tivo _ 
think most tikely to suit, we 
shall be very glad to send 
you samples to try. 
VENUS PENCIL CO. Lid., LONDON 
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occurred after the rath. Later came snow >= ` 


Freak weather continued into June, when. 











ad Oe Recorder that is an ever vigi- 
lant watchman in your service. These 6 
points tell you why... 


I) 
2) 
3) 
4) 


5) 
6) 


says 
Mr. Sectric 


Electrically Controlled Time — no 
winding, regulation or supervision 


Fully Automatic. No shift lever; late 
arrivals, irregularities, etc. in Red 


Recordings on front of card, acceler- 
ating *‘clocking in'’ rate 


Fool proof. No illegible or mis- 


Issued by: 


placed recordings CLOCKS LIMITED, 
Syren control if desired Cricklewood Works 
Compact all-metal. All British Made 

construction London, N.W.2 


Write for fully illustrated brochure 


The 


One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 


WHUTTLATTME REC 








Your typewriter actually does the work of two machines 
when used with “Fanfold” Continuous Form Adapter, because 
the many time and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of 
regular typing. 


° "Fanfold” Continuous Forms typed over our Attachment effect 


savings in Billing time, and costs, ranging from 17% to 78% 
without affecting the operation of the typewriter for regular 
correspondence and other purposes. 


"Fanfold” Adapter places no strain whatever upon the type- 
writer carriage; because of the very simplicity of construction 
and operation there is nothing to get out of order. 


anfo/ 


Taani mane 


NORTH CIRCULAR ROAD, LONDON, N.W2 
Telephone: GLADstone 5477 (3 lines)®® 





“HERE'S THE GUARDIAN 
OF YOUR INTERESTS” 







SMITH’S ENGLISH 
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INSTANT CONTACT WITH 


SALES MANAGER 
TECHNICAL STAFF 
ADVERTISING DEPT 
SECRETARY 
ACCOUNTANT 
| GENERAL OFFICE 


WAREHOUSE 





Make your office 
fhe nerve centre 


The modern business organization is a delicate 
and sensitive machine—and cannot be run with 
ponderous out-of-date devices. Install the Ericsson 
Loudspeaker Telephone System and your office 
desk becomes the nerve centre of your business. 
Orders, queries, opinions, advice, pass swiftly 
from key-man to key-man. One man—or fifteen— 
you can ‘‘get them together’’ in a second on your 
Ericsson Master Station. 


Here are the advantages ; 


1 Get through instantly to any 

* department without dialling, 
calling a switchboard, holding an 
—— or speaking into a mouth - 
piece, 


Hear replies ALOU D— 
* keeping hands free. 


3 Right - of - way over other 
* conversations 





4 Hold a conference without 
* any executive out of his de- 
partment. 


5 If necessary loudspeaker can 
* be switched off so that only 
you bear replies. 


6. FULL SECRECY 


Can you afford to 
be toithout these 
unique conveni- 
ences and advan- 
tages? Why not get 
in touch with us? 
Ask for particu- 
lars of our mod- 
erate RENTAL 
MAINTENANCE 
or make an ap- 
pointment for free 
demonstration AT 
YOUR ADDRESS 


Ericsson Telephones Ltd., 22 Lincoln’s Inn Fields, 







London, W.C.2 


Tel.: HOLbern 6936 


LOUD-SPEAKING 
INTER-COMMUNICATION 
TELEPHONES 


* 
—— 
























































gS, — e o i com- 
ties, Customs regulations, 
ssue of 23rd December, 
d a supplement giving 
summary of the Pre- 

— of the Census of 
Annual subscrip- 


LYS. C REPORTS The unri- 
ed collection of information pro- 
vided by the Reports of the Depart- 
ment of Overseas Trade on world 
nomic conditions may be obtained 
ularly on a subscription of £2 net. 
sum covers all the reports on 
idual countries issued within 12 

The Reports place before 
ness community a concise, 
ive account of factors affect- 
erce in — ee Empire 





anma pinera anaana Sot HRA aaam NDNA CAE MRE AN 


: y news 

an aspects’ Of Sadustrial pene and em- 

< f ployment including employment. and 
F inemiployment, wages and hours, cost 
“of living, strikes and lock-outs, legal 

ofl gases, ete. 6d. per copy. Annual 

ee subscription, 7s. post free. 
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DEand NAVIGATION 










yo returns give 
volume and value of imports and 
exports for the current month with 
ggregate figures for the previous 
onths of the year. . Similar totals 
‘the corresponding periods in the 
vious two years are given. for pur- 
nses of comparison. Summary tables 
of imports and exports preface the 
detailed statistical analysis. In the 
urn: for. December, preliminary 
figures are given for the past year. 
| Each -o return is adequately 











— ta oct erties ime nn aurem ananasen" 


DEX A monthly statistical 
giving the numbers unem- 
by counties and in over 600 
d showing the figures also as 
f the numbers insured 
es. 16-64. Comparison 
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Or through any Bookseller 






wus year As: rovided. a 
ption T ei 1938 is confidently expected 


Dealers have the choice of oper: fing a 
H. P. or D.P. plan, but they must select | 


| | either one or the other; they cannot operate 


— —— — — — — — —— ——— — — — — ——— — — — — HAA 


OUNTS relating to 


the if 
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both, as this would introduce unnecessary 
complication with the company’s finance 
house and confusion to the selling per- 
sonnel. 


This Bonus js an Incentive 
to Dealers 
To encourage the dealer to increase his 


bulk turnover in Jiffy products, an annual 
bonus scheme has been devised on the 


| following basis: 


On net yearly turnover {100 ... 
A £25050 S ae as 

e “i yf 
£500... 7#% >» 
£750...10 % , 


22 F 27 


In connection with the house-to-house 
selling by the company 's teams, it is inter- 
esting to note that while all sales made in 
this way are made on the dealer’s behalf, 
delivery of the machines is made by the 
team, The customer is either supplied with 


|| the actual machine she has seen demon-. 


strated or, if she prefers an unused 
machine, this is delivered direct from the 
van stock. 

In this way the retailer is relieved of 
all trouble and expense of handling and 
delivering, factors very much to his advan- 
tage and an incentive to business. 

Washing machines, like all mechanical 
products in the hands of the general public, 
need service from time to time. The dealer 
is relieved of this responsibility, too, All 


servicing is carried out by the company’s » 


mobile teams. 


The foregoing is, in brief, the dealer 


co-ordination scheme which the Jiffy Com- 


pany inaugurated in October of last year 
as a direct reversal of their former policy 
of completely independent trading. 


‘Approved Dealer’ Chain Soon to 
be Complete 

Instead of meeting with the strong 

opposition which might be expected to be 

shown to a manufacturer who had pre- 


viously avoided the trade, the scheme was 


accepted very readily. The fact that in 
eight weeks after the scheme’s inauguration 


forty per cent of the full quota of approved > 
had been secured well- 


dealers aimed at 


proves this point. It is anticipated that the 


| complete chain of dealers will be signed up 
before the end of April next. 


Jiffy do not expect to make any more 
fundamental changes in their sales policy. 
The dealer co-ordination plan is considered 
the settled ideal for current conditions—at 
least, for as far ahead as can be seen at the 
moment, 
both direct-to-user contacts and selected 
dealer distribution. And under this 


, m page 10) 






managers), 


24% bonus 


——— on at the moment. 


Its aim is to get the best out of 





are manufactivers of a 
“QUIKWAY” cae FORM STATIONER 
“QUIKPART" CARBON LOADED SETS 
STATIONERY FOR -MACHINE Accot 





A lift. the company into a bigger Shee: 


than it has known before, so far as total 
sales volume is concerned. | 
The control of sales is under the direction 


of W. Gerald Roche, who joined Jiffy in Pe, 


April, 1937. 


Roche -believes strongly in large-scale | i 2 - i 
visual methods of keeping track of his... 
figures, and for this purpose he has devised = os 


the recording apparatus which we show in 
the illustration, page 8. 

From daily reports sent in by his teams 
in the field (via the respective branch 
Roche’s staff adjust the | 
pointers on the panels so that the exact 
position of sales in relation to quota is 
shown for each team at all branches 
throughout the country. This arrange- 


ment literally gives Roche finger-tip control . Be 


of the sales. position over the whole of the 
organization. This is linked up with visible 
index cards of each approved dealer, 


viding a daily picture of the activities: ‘of Poet 2 


each of these, and the progress of each local $ 
campaign on their behalf. : 


Transport Control is One of the i 
Big Problems 


Also under Roche’s control comes the © 
transport fleet used by the selling teams 
and the branch managers. To-day this 
numbers 170 vans and 30 saloon cars. a 
the management of this fleet, splitupas it 


is into units of from 10 to 20 vehicles and. oe 


distributed all over the country, is, one of 
Roche’s greatest problems. 

Control of each individual vehicle of the 
fleet is v. sted in the respective b 
managers. But branch managers, ; 
primarily interested in sales, are not natur- 
ally good transport managers. The most 
economical planning of mileage according 
to the type of territory, the taking in of 
petrol only at points where a contract price 
has been made by the company, the best 











utilization of running time, and so on, aré. =. 





cost-saving factors almost impossible” 









enforce from a head office far removed fr — — 
Yet unless 


the locations of the fleet units. 
these factors are effectively controlled, it 





can be easily realized- that the costs of ~~ 
maintaining the better part. of 200 vehicles 


can mount up and assume a dangerous item 
in overhead costs. 

Fleet control is a problem that Roche is 
With much 
increased activity ahead for 1938, a lot 
therefore depends on the plans a is. able 
to devise in this direction. oe 

The growth of this company in ight. 
years, from a very modest beginning to a 
country-wide organization, has therefore 


‘been almost solely. a selling problem. 


The various preliminary steps takem in. 
marketing, though they had to be super: | 


seded as time. went on, were rightly adapted = 


to the company’s needs in view of - 
that iia issues of capital > were. no 
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The business man to-day is faced with 
entirely new problems—demanding new 
methods, new equipment. Carter-Parratt, 
anticipating the*need, have provided new and 
complete systems that meet the changed 
methods of doing business. 

ə No matter what your problems may be... 
STOCK CONTROL, SALES RECORDS, 
HIRE PURCHASE RECORDS, COUNTING 


Send now for 
folder *Why?” HOUSE RECORDS— 


showing how 
Visible Systems 
keep your business 3 


at your finger-tips. 








Give you the correct answer—instantly. 


Write or telephone for full particulars to— 


CARTER-PARRATT LTD. 


(P. J. Carter-Eve, Managing Director) 
317 ABBEY HOUSE, VICTORIA STREET, 
LOND W.1 





Telephone : ABBEY 3675/6 3501 
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> BOMB-PROOF and FIREPROOF 
< cash and book SAFES — 


new and 
F second-hand, 
k all sizes 
J and qualities 
in stock 


* 


Please give full details 
of your requirements 
when writing 


vvVvVVvVvVvvyY 


XA We carry the largest stock of New and 
Second-hand (reconditioned) Office 
Furniture, Safes, Typewriters and 
Visible Indexes in London, and guarantee 
to supply better value than any other 
firm. 


OFFICE EQUIPMENT CO. 


113 HIGH HOLBORN :: LONDON, W.C.!I 
(Opposite Holborn Tube Station) Telephone : HOLborn 8235 
and 79 VICTORIA STREET, S.W.! 
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OVERCOAT 
BARGAINS 
The extension of Savile Row 
through into Conduit Street 
by the Westminster City 
Council compels us to trans- 
fer to new premises, and 

rather than move our enor- 
mous stock, we have decided 
to give you the opportunity 

of acquiring an Overcoat at a 
very considerable reductio 


and MILLINGTON LTD. 





CONDUIT STREET—BOND STREET, W. 





NOW is the TIME 


to start that new checking 
system. The ‘G.B.’ Recor- 
der will enable you to face 
the future confidently; it 
provides an individual record 
for „each worker showing 
accurate starting and stop- 
ping times. Thousands of 
big firms have secured punc- 
tuality and eliminated lost 


time by means of the ‘G.B.’ system. No 
favouritism, 


no friction. 


Send for details and instalment plan 


TIME RECORDERS LTD. 
38, Empire Works, 


HUDDERSFIELD 





Points in favour of 
STEEL FILING CABINETS 


VALOR 
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@ STEEL-BUILT FOR LONG LIFE 
@ NON-TEAR EDGES AT FOOT 


@ DEEP QUARTO OR FODOLSCAP 
DRAWERS WITH ADJUSTABLE COM- 
PRESSOR PLATES 


@ SMOOTH NON-JAMMING “BUILT TO 
sii |  eLAST” TWO-POINT NICKEL-STEEL OR 

H T GEEN: ROLLER SLIDES 

| @ BRIGHT HARD-WEARING OLIVE 

GREEN FINISH 


VALOR 


BROMFORD, ERDINGTON, BIRMINGHAM — LONDON, 120 Victoria Street, S.W.1 









The complete range of Valor Steel Equip- 
ment includes: cupboards, clothes lockers, 
wastepaper tubs, index cabinets, filing trays, 
letter racks and steel shelving for all pur- 
poses. 


Send for illustrated Lists Nos, 29/05. 


COMPANY LTD. 














Poor Sales 
Literature does 
Your Product 
an Injustice? 





Buyers to-day infer that the · firm 
which issues pleasing sales literature 
is more likely to be enterprising and 
efficient thanthe firm whose literature 
suggests an unprogressive outlook. 


We produce attractive sales litera- 
ture which pleases our customers 
and heir customers. Will you take 
the common-sense course of seeing 
what we can do for you—by asking 
for a layout suggestion for your 
next piece of advertising literature ? 


J. W. RUDDOCK & SONS 
Printers and Advertising Consultants 
LINCOLN 
and at 3 Old Jewry, London, E.C.2 











Concentrated Light 


Avoids Wastage 


hai S 
\ LOCALITE TYPE 


MADE IN ENGLAND 





The “Localite’’ Arm directs a concentrated 
beam on to the job in hand, from any 
angle. It has instantly adjustable friction 


joints, and since no light is wasted, the 
“Localite’’ lowers maximum kilowatt de- 
mand and current consumption. Write for 
free illustrated list. 


WORKSHOP MODEL 


"Localite” fitted with cab tyre flex and 
vitreous enamelled steel shade, "Q" base 
and all electrical accessories, ready for use, 
except for lamp. 


20/- each complete 


WALTER GRAFTON & SON Ltd. 


DEPT. 13b. LONDON, S.E.9 
Phone: Eltham 2121 (5 lines) 


ee 





BUSINESS for JANUARY, 1938 
SOOO 


Mr. Knowle’s original effort could hardly 
have been directed at any other than a few 
dealers. Later, when Modern Aids, Ltd., 
was first formed, the direct-to-user method 
was effective because the public were not 
‘‘washer-conscious’’, they needed the pro- 
duct to be mgre intimately put before 
them. 

Finally, withthe public waking up to the 
value of washers, plus the activity of com- 
petitors, the combination of direct-to-user 
and dealer distribution has proved the ideal 
method. 


Your Retailers Can Become Quick- 
Change Display Artistes 


ARIATION in displays by using a 

\ new type of 42-piece display set is 

being obtained by a Manchester 
knityear manufacturer. He has tested 
the set in a number of shops selling his 
products and has found sales to increase 
between 2} and 7 per cent. 

The set is made of cast resin and is 
available in any combination of five 
colours. The material is almost un- 
breakable and impervious to acids, 
grease, spirits, etc. A set consists of 
five sets of shelves, eleven tubes of 
varying lengths and diameters, and four 
chromium-plated rods of different 
lengths. All units automatically inter- 
lock. There are no clips, brackets or 
hinges. 

One of the big features of the set is 
that it can be byilt up in many different 
ways. A different display can be made 
for every day of the week. It is this 
feature that the Manchester manufac- 
turer has found so effective in getting 
almost continuous display. He uses a 
limited number of sets and loans them 
to retailers for a specified period, 
usually a month. The sets are so easy 
to build up and dismantle that dealers 
are encouraged to carry out frequent 
display changes. 


This Heat Process 
Saves 50 Per Cent In Time 


IME has been cut in half on a 
moulding process in the foundry 
of a Middlesbrough firm. The 
saving has been made by use of gas for 
mould drying. 
By the old ‘‘cold box’’ method, dry- 
ing took 1? hours. Now, with cast-iron 
pipe moulds, erected vertically in the 


TWO ADVERTISING MEN 


working together, seek contact e 
with Directors and Executives 
requiring help in the ——— 
of Advertising Media. Layouts, 
Illustrating, Copy Writing, Cata- 
logue Compiling, etc., etc. 


Sound general experience, prac- 
tical knowledge of all printing 
processes, 

SPECIALITIES: Engineering, 
Corsetry, and Fashions. 


NO EXTRAVAGANT FEES 
‘PHONE: RICHARD GANDER» MAYFAIR 3163 
7 Princes St., Hanover Sq. W.I 


casting shop, the mould is dried by 
means of an open flame gas burner in 
less than an hour. Output has been 
raised by speeding up of the process. 


How To 
Avoid Winter Colds 


OLDS and influenza cost Britain at 
Ox: £50,000,000 a year, a big pro- 

portion of which is a direct loss to 
industry, Much of this loss can be avoided, 
however, if people follow a few elementary 
rules for prevention of infection, 

A small but interesting book, ‘How to 
Escape Colds and Influenza’’ (Leonard 
Hill, Ltd., 6d.), just published, explains 
how and why colds cause so much damage, 
what is their nature and how people can 
avoid them at work or at home. A sum- 
mary of tested preventative methods is 
given. 

The book is authoritative, for it is 
written (anonymously, of course) by two 
eminent doctors. It is a work that should 
be useful in every factory, office, or other 
business place as a means of reducing 
absenteeism and impaired health of staff. 


When to Generate Your 
Own Electric Power 
(Continued from page 18) 


often this is an excellent arrangement. 

Secondly, overhead costs must be 
taken into account. Generating plant 
requires an engine house; it must be 
insured and even the minimum amount 
of attention does have to be paid for. 
Though a skilled engineer may not be 
required, periodical inspection and ad- 
vice is necessary and should be allowed 
for. It should not be necessary to stress 
the need of a correct allowance for 
depreciation and interest on capital 
involved. 

As an example (Fig. 1) of actual 
costs I will take a plant designed to 
give a continuous load of 120 kw. (say, 
120 to 130 h.p.) for normal working 
hours in a factory. We will assume 
that even temporary shut-downs are 
serious and that duplicate plants are 
installed. 

From these figures certain com- 
parisons can be made with the cost of 
the public supply. 

First the cost per unit will work out 
as follows, assuming an average load 
of,100 kw. for 50 weeks of 47 hours. 
Units generated will be: 


100 x 50 x 47 = 235000 units. 


235000 
Cost per unit= 
1249 Xx 240 
1249 x 240 
=—————- = 1.48d. ý 
235000 


I want to emphasize that this is a 
maximum figure, I have allowed for 
every possible cost. By simply using 
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RUTHURSTAT ELECTRO-COPYIST - 


Makes 


True Facsimile Copies by 
your own staff within a 


2 
few minutes 
From LETTERS DEEDS 
PLANS CERTIFICATES WILLS 
CONTRACTS . CLAIM FORMS . POLICIES 
CHARTS . LAYOUTS STATISTICS 


INVOICES . REPORTS . SPECIFICATIONS 
BLUE PRINTS TENDERS . ETC. 


Used by Banks, Insurance Companies, 
Heavy Industries, Consultants, etc. 


Write for full particulars to sole 
manufacturers : 


RUTHURSTAT LTD. 


12-13 ASTOR House, Aldwych, London 
W.C.2 Holborn 4737 





Patent 
Pending 





Full rang of sises from office modei 
lo 42 in. x 32 in. engineering madd 


No Dark Room 
Required 


No Skilled Operation 
No Checking 
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HE desk is beautitully built 

(finished either Ebony Black or § 
Dark _ Brown Oak) with heavily i 
chromiumed drawer pulls and under- 
parts. The writing surface measures 
54 in. x27 in, ere are six drawers, 
including a double filing drawer, with 
automatic locking from the knee space 
drawer. 





An Amazing Announcement 


A Modern Desk 
at under half 
normal cost ! 


Desk: 


fi . tice 
ge 


Compare the price of this 
desk with the usual cost— 
the difference will astound 
you! Never before have 
we been able to offer such 
amazing value 

The chairs are ideal for 
restaurant or hotel use. 


The chair to match has a shaped wood back and seat, supported on extra strong tubular frame—heavily 


chromiumed, resilient and wonderfully comfortable. 


This furniture is suitable for office or home; a private study equipped with a desk and a few extra chairs 


gives a well furnished, modern effect at an extraordinarily low cost. | 
guaranteed, and to approved customers we offer 7-days' free trial. Order a desk an 


carriage free. You risk nothing. 


OSDA 


Remember, desk and chair are i-year 
hair to-day, 


Complete Office Furnishers, 
55/57 Old Bailey, London, E.C.4. telephone Cisy 3313 


Also at 16 St. Mary's Parsonage, MANCHESTER 


Blackfriars 6345 


— | 





































‘SK YOURSELF. ws 


pose | want to call. dn outside help « on a 

cating job g ao 

AN | BE ASSURED | 

; That the job willbe done as Í want it? / 

> © That my personal problems willbe studied? — 

-O That absolute privacy will be observed? 
@ That the job will be done economically? bi 


The answer is an unqualified YES, but in order to 
be perfectly satisfied on these points it will pay you 














A. E. G. MORGAN & CO. 


g asinghall Street, B.C. 2 

















ALL-STEEL . 


For Account 
Books, Records, 
Documents, &c. 


33/- 
Carriage Paid 


Send for complete 
List Free 


: — OFFICE EQUIPMENT CO. 


e Victoria. Street, LONDON, S.W.I 
; Phones : Victoria 6365 ane 6374 





























i RECONDITIONED | i 
“OFFICE FURN ITURE 
8 Better than new and half the price 


in stock in — or 
_ SAFES, | — 





CE EQUIPMEN ENT co. 
iH HOLBORN, LONDON, W:C.1 


Phone HOLborn 8235 
(Opposite Holborn Tube Station) 












| many cases, 


CABIN ETS i i 


d. per unity 


-On these figures therefore there is not 


much difference between the two methods 
and from my. 
experience this is a very fair view of the > 
It must be remembered that in y 


for this size of plant, 


question. 
my private plant I have provided a more 
reliable service than the public supply 
(i.e. if duplicate units are installed) and 
actual costs for attendance, etc., do, in 
work out less than my 
allowance. 

If it is safe to take a longer useful life 
and to use only one engine the cost will 


-} work out as low as 0.75d. per unit but, in 
“| my opinion, conditions of industry to-day 
«| do not warrant an estimate of more than 

Be T2 years actual use. 


BRAVON | 


| Larger the Plant: Lower the 
— Unit Cost | 


ae would be expected, the larger the 
unit the lower the cost per unit, and vice- 
versa. This variation is not due so much 
to more economical fuel consumption as 
to lower proportionate costs for over- 
heads, attendance, etc. 

Since actual costs do not seem to indi- 
cate any great saving by using private 
plant as against a public supply with a 
normal tariff we can ask: what other 
factors are there? 

_ Considering first the advantages of a 
private supply we get the facts shown in 
the panel alongside the illustration. 

_ Final decision, therefore, appears to rest 
on the possibility of obtaining public 
supply at a reasonable price. My own 
advice to manufacturers has always been: 
use public supply if it can be obtained at 
a price of 1d. per unit average cost. For 
a figure slightly above this considerations 
other than cost will affect the decision. 
At ad. per unit there is no doubt whatever 
that generating plant should be installed 
for loads above 100 h.p. 

I should like to anticipate criticism that 
my costs for private plant are excessive. 
I have clearly stated that they are 
maximum figures. It is quite true that 
many plants are running at lower figures, 
but I still maintain that costs approaching 


those given by me should be allowed: for- 


in order to avoid any disappointment. 
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(5 per kw. of max. demand plus $d. Finally gad. — — the 
"i Der naite, These costs would be about: of vi bility, works managers 
4 £ W . ar that providing good’ 
` Fixed charge—120 x £5 = 600 | quality suitable plant is installed) break- 
“Unit charge—2z35000 at $d.= “eoo downs and stoppages will be frequent. 
< Total annual cost 1 „090 Present-day generating plant——whether 


steam. or oil—will give practically 100 
per cent continuous service if properly 


jooked after. 


Morris < Equi —8 
Road Test 4 


(Continued from page say 


the few Morris-Commercial 25/ 30 wt. | 


model in actual service. 


While the fuel‘ consumption test's was ; 


in progress, we had ample opportunities 
for observing the excellent road-holding 


qualities of the new vehicle, being able <=, 
to negotiate all but the very sharp | 5 


curves with very little reduction in toad 
speed. Gear changing is simple 





characteristics, so that one can drive 
economically on all gears as occasion 
demands. 

When we encountered thick traffic in 
and around Redhill the machine readily 
responded to the accelerator when quick 
get-aways were needed, and its easy 
manceuvre in tight places enabled us 
to steal a march on trucks of similar 
capacity when a less handy / vehicle 
might have started a traffic jam. 

Adequate engine power under all con- 
ditions enables the driver to maintain 
very good average speeds when the 


truck is loaded to capacity, and. there _ aoe 
should be no difficulty whatever in 


keeping up with closely timed delivery 
schedules without having to drive at 
excessively high speed with resulting 
detriment to fuel economy. 

The model, as a whole, impressed me. 


as a very robust job throughout, built | — 
on sound. engineering lines and able to 


stand up well to continuous: hard work 
for long periods. - 

The chassis is- particularly — 
from the viewpoint of easy mainten- 
ance, while all details of the bodywork 
are designed with a very clear concep- 
tion of operating requirements. 
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VERY available indication goes to 
suggest that the big improvement 
in business that set in a couple of years 
ago is being fully maintained. 

Reports from the great industrial areas 
of the North tell in graphic terms of the 
great change that has come over these 
districts. The great majority of plants 
in the Steel, Coal, Textile, Engineering 
and Shipbuilding industries are working 
to capacity, and vast areas which a few 
years ago had practically fallen into a 
state of despair are now humming with 
activity. In many of these districts the 
family expenditure during the Christmas 
season was on a scale for which there is 
no parallel, and it is a fact of the utmost 
significance that many savings banks re- 
ported last year deposits on a record 
scale. 

Coincident with the revival in trade 
has come a very considerable overhaul- 
ing of methods and processes. It is being 
more and more fully realized that only 
the latest and most scientific means of 
production will enable us to hold our 
place in a world of competitors, and in 
the opinion of many good judges British 
Industry in general can now claim to 
be on a level, in all material particulars, 
with the most energetic and up-to-date 
rivals. In this, as in so many other re- 
spects, we have been slow starters, but, 
once started, we have made rapid pro- 
gress. It is difficult to see how the pre- 
sent growing volume of export business 
could have been secured except by a 
general adoption of the best and latest 
practice in matters of manufacture. It 
seems safe to assume that the personal 
efficiency of the great bulk of British 
workers has never stood higher than it 
stands to-day. 3 

We, of the Dictaphone Company, lè- 
lieve in the dictating machine simply 


Mina 


and solely because it increases the per- 
sonal and individual efficiency of every 
user. There is no other reason for its 
existence comparable to this. True, it 
saves time and money—always a good 
argument for any labour-saving device 
—but that is simply because of the in- 
creased power it brings to a man to deal 
more swiftly and more effectively with 
his job, to do more work in the time at 
his disposal. No man is asked to buy 
Dictaphones on any other basis or until 
he has satisfied himself on this cardinal 
point. 

Dictaphone bases its claim on three 
essential qualities: It is convenient, 
speedy and economical. 

It is convenient because it is always 
ready for work, never out or ill or en- 
gaged when wanted. It is speedy be- 
cause you can dictate as fast as you 
please, and your dictation is translated 
into typed form earlier than by any 
other method. It is economical because 
it saves the entire labour of one person— 
the shorthand writer—when dictation is 
in progress, and in consequence enables 
her either to do more actual typing or 
to devote the time saved to useful work 
that demands intelligence rather than to 
the purely mechanical work of note- 
taking which the machine will do far 
better. 

Don’t be a defeatist on the subject of 
the dictating machine. Don't think— 
at least until you have fairly investi- 
gated the matter—that ‘‘the Dictaphone 
would not be any use to me’’. Many 
of the best and most enthusiastic users 
of the Dictaphone to-day—men whose 
names are household words in business— 
have been converted to the Dictaphone 
from just that frame of mind. 

You cannot realize, until you have 
actually tried it, the many ways in which 












No sign of a break in the wave 
of Commercial 


PROSPERITY 
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Every indication of continued 


EXPANSION 


e 
By THOMAS DIXON 

e 
the Dictaphone will help you. Try it 
at once. It will cost you nothing and 
pledge you to nothing to make an 

experiment. 

If you don't like it, don’t buy it. 
But, at any rate, give it a chance: it 
may, and probably will, help you to an 


extent you do not realize ‘ 
Call, write or ‘phone to-day and let 
us tell you more about it 


THE DICTAPHONE CO. LTD. 
Thomas Dixon (Managing Director) 
KINGSWAY HOUSE, 


KINGSWAY, LONDON, W.C2 
Telephone: Holborn 4!6!-2-3-4 


And at Manchester, Birmingham, Glasgow. Liverpool, 
Leeds, Bristol, Newcastle-on-Tyne, Dublin, Belfast 


POST THIS COUPON NOW 


THE DICTAPHONE CO. LTD. (Dept. HJ 
Kingsway House, Kingsway. 
London, W.C. 


Please send free book “ What's an Office any- 
way?" to 


NAME 


ADDRESS 


H.1237 


Also ask for particulars of the Dictaphone 
Telecord. Records your telephone talks, 
lessens congestion on the lines, gives you a 
complete unchallengeable record of all im- 
portant messages. 


OVER 260.000 BUSINESS MEN PREFER THE DICTAPHONE 


HES LISTENING 





-TELL HIM NOW! | 


/ He’s a difficult chap to catch, is old Tom. Doesn’t get about 


—4 much. Why, it’s seven miles to the nearest station. And he 


* 
* 


me 


— 


never was much of a hand for reading. But there’s one time when 
you can be sure of catching his eye. And that’s at six o’clock. Out comes his pipe, out comes 
the Radio Times ... and his thoughts begin to wander to the world he seldom sees. Buttonhole 
him. Tell him about your tobacco. Or your radio. Teach him about your luxuries. Or the 
branded foods he’ll ask his wife to buy. Talk to him through his friend the Radio Times. For 
he, and countrymen like him, are the least tapped section of your British market. 

The Radio Times penetrates as deeply into the villages as the cities. Three million copies 
are sold each week. Say twelve million people read your message. Read it, not once, but every 


day of the week. It is the most truly national advertising space you can buy. See that it’s 


included in your appropriation. 


RADIO TIMES 
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And Now— 


A PORTABLE REGISTER! 





YVHEREVER internal routine forms— 

requiring carbon copies—are necessary, 
Egry Manifolding Registers will speed up the 
operation. Several routine phases, however, 
preclude the completion of details at a fixed 
point, thus the demand for a Portable Register 
is apparent. i 


Small in size, light in weight, and convenient 
to handle, the Handipak embodies the principal 
features of the standard medels. One writing 
produces an original and up to three carbon 
copies of any essential routine form. The 
discharge of the written set automatically 








THE “400 LINE” HANDIPAK 


brings a fresh set into position, interleaved 
with carbon paper, ready for immediate use, 
thus avoiding the” handling of stationery and 
carbons attendant upon the use of the old- 
fashioned manifold book. A receptacle is 
provided, enclosed in the ‘‘Handipak’’, for the 
storage of file copies of each written set. 


Ask also for details of the Speed-Feed Attachment when typewritten records are required 


EGRY Ltp. 


WARPLE WAY, ACTON, 


Telephones : 


SHEPHERDS BUSH 3377 (3 lines) 


LONDON, W.3 


Telegrams: 
EGRYCOMPAK, EALUX, LONDON 
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folder “Why?” 
showing how 
Visible —— 
keep your business 
at your finger-tips. 


DEVISED 
TO HELP 
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VIS S EE SYSTEMS 


Business Building Facts within Arm’s 
Reach—Slowness in business is a waste of 
time. Quick thinking, quick acting, demands 
instant review of all the relevant facts. No 
matter what your problem may be... there 
is a Carter-Parratt Visible System devised to 
help you, a system that provides you with 
the answer . . . in a second. 


Use Visible Systems for all STOCK RECORDS- 

SALES RECORDS—COUNTING HOUSE 

RECORDS—HIRE PURCHASE PAYMENTS 
Etc, 








Write or telephone for full particulars to— 


CARTER-PARRATT LTD. 


(P. J. Carter-Eve, Managing Director) 
317 ABBEY HOUSE, VICTORIA STREET, 


LONDON, 5S.W.1 
Telephone : ABBEY 3675/6 3771 





INCREASED BUSINESS 


demands increased efficiency, 
and the simplest way to in- 
crease your efficiency is to 
instal the ‘G.B? system, 
which eliminates wasted 
minutes, reduces unpunc- 
tuality and thereby gives you 
increased profit. Time was 
never more valuable than 
the present—make it fully 
productive with the Gledhill-Brook Time 
Recorder. 


Send for Catalogue, Terms, etc. 


CLEDHILK— BROOK 


TIME RECORDERS LTD. 


38, Empire Works, HUDDERSFIELD 





Your Index to... 


IN THE ADVERTISEMENT PAGES 


PAGE 
ACCOUNTING MACHINES 
(1) Powers-Samas Accounting 
Machines, Ltd. ... exei ae 
(2) Underwood Elliott Fisher, 
Ltd. a * ü 
ADDRESSING MA 


CHINES 
(3) sy? hee —— * 
Ltd. . Cover i 


ADVERTISING AGENTS 

(4) Gibbons, J. J., Ltd. ... Cover iit 

(5) i re Advertising Agency, 
td. * di FAM 


AIR CONDITIONING PLANT 
(6) Midland Fan Co., Ltd. 


Supp. 6 
AUTOGRAPHIC REGISTERS 
(7) Carter-Davis, Ltd. ... oe 
(8) Egry, Ltd. ... * we Sl 
BANKS 
(9) Midland Bank, Ltd. ~~ 36 


BUILDERS’ MERCHANTS 
(10) Ashton Junction Co., Ltd. Supp. 6 


CASH TILLS 
(11) Gledhill, G. H., & Sons, Ltd. 35 


CONTINUOUS STATIONERY & 
UIPMENT 


(12) Carter-Davis, Ltd. ... soca ee 
(18) Egry, Ltd. .. —* AE 
(14) Fanfold, Ltd. - Cover ti 
(15) Manifoldia, Ltd. 38 
(16) Smith, W. H., & Son, Ltd. ... 27 
CYCLE PARKS 

(17) Constructors, Ltd, ... KE 





4 


ie? 
-` 
T 


BUSI 


WHICH CAN 
BE OBTAINED THROUGH THE ANNOUNCEMENTS 


PAGE 
DICTATING MACHINES 
(18) Dictaphone Co., Ltd. enn) 7k 


DIRECT MAIL 
(19) Ruddock, J. W., & Sons ... 37 


DUPLICATING & PRINTING 


(20) Addressograph - — 

Ltd Cover i 

(21) Kaye's Rotaprint “Agency, 
td. a 


31 
ELECTRIC CLOCKS 
22) Smith's English Clocks, Ltd. 
Cover ti 
ENGRAVERS & BLOCKMAKERS 
(23) Nickeloid — Co., 
Ltd. . 86 
FACTORY SITES 
(24) City of Birmingham Supp. 7 
(25) Lancashire Industrial De- 
velopment Council ws. 34 
FOLDING MACHINES 
(26) —— cilia > 
Ltd. Cover i 


LIGHTING 
(27) Grafton, Walter, & Sons, Ltd. 37 


LOOSE LEAF LEDGERS 
(28) Ruddock, J. W., & Sons ... 36 


MACHINE ACCOUNTING EQ 
(20) — - Chatterson Co., 
ted. < = sca S27 


PAGE 
MAGAZINES, NEWSPAPERS. ETC. 
(30) Radio Times aks cue 
MANIFOLDIN a 
(31) Egry, Ltd. ... a) i 


OFFICE EQUIPMENT & eee 
(32) Constructors, Ltd. 


(33) Kevvo Castor Co., Ltd. +a 33 
(34) Valor Co., Ltd. i — 30 
OFFICE FURNITURE 

(35) Shannon, Ltd. e bean, ae 
PENCILS 

(36) Venus Pencil Co.  .., naaf.. O 


PRINTING MACHINES 

(37) Addressograph - sap tis 
Ltd. — Cover 4 

(38) Kayes Rotaprint Agency, 


PUBLISHERS 

(39) Thorson's * — S 
SAFES 

(40) Office — Co. — ae 
(41) Valor Co : —— 


STEEL OFFICE FURNITURE 
(42) Valor Co., Ltd. * 230 
STEEL SHELVING & STORAGE 


EQ 
43) ConStructors, Ltd. 3 
44) Rubery, Owen & Co. Ltd. Supp. 2 


STUDIOS 
(45) Crichton Studios, Ltd. 5. S4 


IN THIS 





ISSUE 


TELEPHONES & ACCESSORIES 


46) Dictograph Telephones, Lid. 33 
(47) Ericsson Telephones, Lid. Comer di 
TIME RECORDERS 
(48) Gledhill-Brook Dinn Re- 

corders, Ltd J 

(49) Smith's English Clocks, Lu $i 


TYPEWRITERS & acta 
(00) Barlows, Ltd o.6 


(51) Taylor's I yr 


L td ' * cr sv 
+ pana BILLING ATTACH- 
(52) A bars Ltd. 4 
(53) India Tyre & Rubber Cò. 

Lid. 4 jad .. 3 
VENTILATING EQUIPMENT 
(64) Heat and Air Systems, Lid 
(55) Oxonair, Ltd. 5 
VISIBLE INDEX 
(66) Carter-Parratt, Ltd. Bai 
(57) Copeland - Chatterson Co., 

Ltd. 17 
(58) Kardex i l 35 
(50) Shannon, Lid 19 
WAGE ENVELOPES 
(60) Lancaster Bros. & Co, — 


WAGE PAYING MACHINE 
(61) wa reg” Automatic Cashier 
td : = 


WEIGHING MACHINES 
(62) Avery, W. & T., Lu Supp. & 





OZON AJR N YOUR ESTABLISHMENT 





FA Nomplete with 


3 yds. Flex, separate 
Switch and Adaptor 


T. 128 Standard and 
Fan Fitting £7 : 12:6 


T. 128 D. Double 
Strength and Fan 
£8:7:6 


T.128 DR with regu 
tion for 4 strengths 
of Ozone and Fan 
Se: 2:26 
Supplied without Fan less 
2:3 AT'::6 
et 


VENTEX AIR FILTER 


cleans the air to the point of sterilization 


WILL KEEP YOUR STAFF FIT 
OZONAIR PURE-AIR 


PLANT 


All Problems of AIR PURIFICATION 
DEODORIZATION, etc., solved by 


OZONAIR APPARATUS 


Telegrams : Ozonair, Sowest, London 


Telephone : 


OZONAIR LIMITED bert. 3 


OZONAIR HOUSE, ST. LEONARD STREET, LONDON, S.W.! 


VICTORIA 0312 














* bp “I know youre 
® busy on wages... 


behind with Ledgers T 
and Statements!” S 


WW ASES records need not cause these costly delays . . . need 
not hold up the whole accounting routine. Underwood 
Elliott Fisher Accounting Machines prepare Wages Sheet, Wages 
Envelopes, and Earnings Record Cards simultaneously . . . com- 
pute totals of Wages Summaries and print*them in the correct 
columns—entirely AUTOMATICALLY! Work takes a fraction 
of the time, leaving the same machine free to handle Ledger 
Posting, Statements, and Analysis. 





Underwood, Elliott Fisher and Sundstrand Accounting Machines, 
made in three distinct types with a wide variety of models in each, 

are to-day the considered choice of a growing number of important — 
organizations . . . to enable them to maintain their books in — — 
perpetual balance . . . to dispatch Invoices promptly . . . and 

to perform the many routine jobs of accounting with the smallest 
possible expenditure of time and effort. 


i ES 
—— 


ELLIOTT FISHER MODEL 


ey ———— 


Our Technical Department, with the accumulated experience of 
thousands of successful installations, is specially qualified to survey 
your accounting problems and suggest machines that will handle 
the work more efficiently and more economically without altering 


existing routine. 


Learn more about the advantages of 


UNDERWOOD MECHANIZED ACCOUNTING 


UNDERWOOD ELLIOTT FISHER LIMITED, 120 QUEEN VICTORIA STREET, LONDON, E.CA, 
TELEPHONE: CENTRAL 1080 

. Typewriters © Accounting Machines © Adding Machines © Carbon Paper © Ribbons and other Supplies. ? 

40 FULLY EQUIPPED BRANCHES AND SERVICE DEPOTS THROUGHOUT THE COUNTRY oe SUNDSTRAND MODEL 
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should be imagined that markets 
“must necessarily begin to wilt again 
almost as soon as they reach a peak of 
fine growth is one of those things for 
which there seems no explanation. 
Maybe that it is an Englishman's 
inherent modesty, his natural instinct 
to decry prosperity to his neighbour 
that sets gradually in motion this talk 
about things being “not so good.” 
But it is nevertheless a fact that 
sufficient of this casual negative talk 
spreads a condition that sooner or later 
_erystallizes into firm belief. 
-. Then the newspapers get busy. 
‘Triple headlined articles by official and 
unofficial “experts” attack this belief 
and try to disperse it. But they fail. 
- The very emphasis they use somehow 
< or other defeats the object. 
- Listen to the comments in the train 
= or anywhere where business men for- 
gather: “When old So-and-So comes 
out with an article like that,” they say, 
citing some well-known economist’s or 
ninister's latest protestations that we 
are sitting prettier than ever on top of 
— ‘you can bet your life 
there's something wrong somewhere.’ 
And so the popular Press, unwit- 
_ tingly maybe, does its little bit in the 
=o cause of fomenting the slump idea. 


: C srouta talk is bad talk. Why it 


More Influence Could be 
_ Exercised Over Markets 


z But news distribution apart: to a far 
< greater extent than is generally thought 


si -the condition of markets is in the busi 


ness. man’ s own hands. 


If more long-range prospecting was 


done, | more planning ahead for the 
ation of new products and BEW 
as alternatives to existing 





fanagement Tackles these 
Bridges over 


successful. in the imme- 
— t ‘would be. done — 
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Managing àD — H Hawker 6 cm — Lt: 


says . + 


prevent temporary recessional periods 
(most people say slumps) from occur- 
ring at all. 


Comparatively speaking, it is rare to 
find a manufacturer with a change of 
product, a different sales policy or some 
other expedient ready for launching the 
moment his existing business shows 
really definite signs of falling off. 


What he usually does is to develop 
an increasingly long face, go about 
among his friends and business asso- 


_ciates declaring that trade is going to 
-pot and gradually * 


convince himself, 






and others, th 
iS. ‘becoming seriou 


“ These seven firms prepared: 
danger signals showed they were RI 
span the gap between contracting mat 


dustrial situation 





Not being . total 
course, he then. s 
for new. o 
generally finds- 
alter his prodi ict S 
appeal; a new line olg 
or a different marketing 
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hefty jolt to his goodwill. He finds that 
a tremendous amount of lost ground 
has to be regained before he can get 
bask where he was. 

This is not exaggerating the situa- 
tion. It has happened over and over 
again. And is in the process of happen- 
ing right now. 

If manufacturers would be more pre- 
pared for these changing conditions, 
would switch over quickly and quietly 
with alternative campaigns planned in 
advance and would cut out the grous- 
ing about slumps, industry generally 
would take on a more adaptable and 
even flow. Recessions, real or imagin- 
ary, would not appear to anything like 
the extent. Business would be more 
buoyant; and buoyancy itself induces 
optimism, momentum and confidence. 

It is not suggested that every single 
manufacturer can prepare, in advance, 
a perfectly cut-and-dried plan and keep 
it on the shelf for emergencies. But 
it is possible to look ahead and to take 
reasonable precautions. 


Turned Greatest Competitor 
Into Greatest Ally 


NE of the quickest and most 
astute plans of this kind was 


made some years ago by a famous 
battery manufacturer. 

He saw the spreading of the electrical 
grid system across the country. In 
view of the fact that a big percentage 
of this man’s business was the manu- 
facture of storage batteries for small 
independent lighting plants he might 
have got a lot of sympathy from his 
friends by declaring that the grid spelt 
business extinction for him. 

But this manufacturer did not bleat 
at all. While the grid was still in its 


- 
early stages he looked ahead and fore- 
saw that, even when completed, the 
grid system would have faults. He 
thereupon switched the whole of his 
marketing policy to offer emergency 
battery sets as safeguards against grid 
break-downs ! 

Business houses, 
tions, department stores, cinemas, 
theatres, hotels, country estates all 
became his prospects from a new angle. 
He practically doubled his storage 
battery business. Instead of suffering 
a slump at the hands of the grid this 
manufacturer turned the grid into his 
greatest ally. 

That was the effective bridging of 
what would have been a slump for that 
manufacturer. True, the threatened 
slump was not a purely economic one; 
it was a matter of being superseded by 
a competitive product. But the example 
illustrates the policy of foresight and 
quick adaptability that I mean. It was 
a planned extrication from a dangerous 
situation. 


hospitals, institu- 


Unprofitable Sideline Becomes 
Front-Line Product 


OMING right on to present-day 
. conditions, I can give an example 

of how, by planning ahead, an- 
other manufacturer manceuvred himself 
beautifully over an economic trade set- 
back that would otherwise have given 
him a nasty buffeting. 

A certain Midlands manufacturer of 
wood products for builders’ merchants 
had for a good long time been doing a 
roaring business, thanks to the building 
boom. 

But this man was not lulled into idle 
dreams by big immediate profits. He 
noticed that, intermixed with his almost 


Specialized Plant, Building, Equipment and 


Highly Trained Staff . . . 


it not only costs money but involves infinite planning to shape these 


factors into a smooth-running production unit. 


Yet recession ofa 


market, however temporary, and this finely balanced organization 


soon rockets up into the red as a staggering expense. 


It is vital 


therefore to plan alternative objectives towards which the work of 
such a sensitive unit can be directed BEFORE the danger point arrives 
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mass production business, was a certain 
amount of special work for wooden 
constructional stuff in offices and busi- 
ness houses generally. A few special- 
ized men were kept at work on it. 

Looking carefully into this small and 
not very profitable side of the business 
the manufacturer saw that his men were 
making quite a, lot of desks, shelving, 
"cabinets, and so on of special sizes for 
special purposes: types of office furni- 
ture that could not be bought from 
firms dealing in standard lines of office 
equipment. 

Many manufacturers doing well on 
other and more straightforward wood- 
work might have considered this sort 
of special order stuff just a nuisance. 
Maybe some of them would have 
jettisoned it. 

But our Midland friend looked further 
ahead, ‘‘What will happen,” he said, 
“when the building boom eases up? 
What about all the new plant I have 
put in and the staff I have trained? 
How shall I keep busy?” 

He therefore set about examining in 
detail exactly what designs of desks, 
shelves, cabinets, etc., his men were 
making to special order. 

Having ‘‘researched’’ into the work 
for several years back he discovered 
that out of the hundreds of designs and 
specifications built to, a number of 
unique and efficient designs could be 
drawn up as standard. 

“Why not then,” said this manufac- 
turer, ‘‘get out a series of standard 
designs of this office equipment stuff to 
which I can switch over the works if 
my builders’ merchants’ market closes 
up on me?” 

The idea was a good one. He worked 
out production schedules in detail, 
made specimen models, had catalogues 
printed and even engaged a salesman 
to make contacts with the prospective 
market, 

To cut the story short the building 
boom did ease up, as everybody knows. 
But this manufacturer was not left with 
any idle plant and capable staff to 
lay off. 

Instead, he put his office furniture 
into production—by this time he had 
already got the feel of his markets so 
he knew exactly where he stood. 

To-day his firm is still hard at work. 
His balance sheets still make good read- 
ing for those concerned. He has 
bridged over the recession. 


‘Fashion’ and ‘Novelty’ Take 
Sag Out of Car Sales 


NE of the industries said to be 
(icing the draught of market 
contraction to-day is the motor- 
car manufacturing business. f 
You cannot suddenly switch over a 
great car works to make foot-warmers 
or walking-sticks, but it is significant 
to note that while the bulk of the popu- 
lar price car makers complain of sales 
being down, two famous makes in the 
popular class are still selling well. 
There must be a reason for this con- 
tinugd turnover of the lucky two. 
There is: and it is not luck, it is fore- 
sight and planning on the part of the 
manufacturers. ° 









of date?” 


This Question Kills Complacency — Starts Action 


—J HE moment the first of a new model comes off 
his assembly line the managing director of a 
famous firm we all know, never sits down and 
meditates on the excellence in his new creation. 
Instead, he thinks; thinks of the future. 
he asks himself, 


‘“What,”’ 
` is going to render this product out 


From that moment hg becomes busy—anticipating : 
forestalling his competitors: making plans for what- 
ever might be likely to crop up and affect his markets. 





In one case it is a popular ‘‘ten’’ 
that has been designed to embody just 
those little niceties that give it a 
“fashion” vogue as well as fine mechani- 
cal performance, and that has been 
marketed under a policy that hag a 
tendency to feminine appeal. 

A clever piece of anticipation that. 
Feminine influence to keep up the sales 
momentum at a time when it might 
otherwise have slowed up. 

The other case is also a popular 
“‘ten,’’ introduced at the last Show, 
but, so much in advance of its contem- 
poraries in design and economy of per- 
formance that, despite the slump 
experience of others, this car shows no 
falling off in sales. 

That just shows what a new type 
product—if it is sufficiently new—will 
do in the way of keeping up demand. 

This car, revolutionary in frame, 
body design, weight ratio, roominess, 
appearance, springing and, above all 
running costs, was planned to be ready 
for the market at the psychologically 
correct moment. Had the management 
of this firm waited until a trade reces- 
sion forced such a new design it would 
have missed the boat entirely. It would 
have been set back two years. As it is, 
the company’s next balance sheet will 
prove the wisdom of planning ahead 
to be ready with something new. 


Another Sideline Comes 
Forward as Mainstay 


_ CASE occurred recently where a 
textile firm bridged the gap of 
falling markets by means of 

government contracts. 

This firm, making women’s dress 
goods, has a large factory employing 
about 1,500 people. It also has a sub- 
sidiary factory, a smaller one, run for 
special purposes. 

Some years ago, when the prosperity 
wave started, this firm specialized in 
women’s dress fabrics and built up a 
large business. The management, how- 
ever, was wise. It knew that the semi- 
fashion textile market was a tricky one, 
always capable of springing surprises 
on the best forecasting experts. 

To guard against being caught, there- 
fore, the management planned to run 
its smaller subsidiary factory on stan- 
dardized. materials for government con- 
tracts. One of the executives made it 
his whole-time job to secure these 
contracts and to maintain a goof 
liaison with the proper officials. 

While the dress goods business was 
going well no gfeat pressure was put on 


securing government contracts. But, 
and here is an important point, the 
small factory was kept well staffed and 


well equipped and facilities for expan- 


sion were provided in the shape of spare 
bays in the main factory, which was 
near by. - 

Some months ago demand in the 
dress goods market began to fall off. 
At once greater concentration was 
directed towards securing bigger con- 
tracts from the government. The 
‘‘second line’’ factory was called upon 
to take the strain. 

At that time, too, the Government 
re-armament programme was launched. 
And as a general re-armament scheme 
covers a good many more items than 
mere weapons of offence, the contracts 
were immediately forthcoming. 

Such a favourable factor as re-arma- 
ment was of course a coincidence, but 
this does not detract from my point. 
The textile firm had a plan; it was 
prepared in advance. 


The result was a completely success- 


ful bridging over of the gap caused by 


the falling off of one particular market, 


In fact with Government work now in 
hand, plus a still quite good volume of 
dress fabrics, this firm now has even 
more work in hand than at any time 
in its history. 


It Pays to Look Ahead 
for ‘Trouble’ 


ND there are many other examples 
Ae could be quoted here, by 

intelligently planning ahead; in 
other words, by looking for trouble, 
firms can save themselves a very great 
deal of the expense and anxiety caused 
by temporary market contraction. 

There is a radio firm that had ready 
a plan for making inter-office com- 
munication systems and electric clocks 
when the radio industry felt a set-back. 

A making nothing but high- 
grade and expensive toilet preparations 
had complete plans ready to market by 
the million, through the chain stores 
and bazaars, a line of its products put 
up in appropriately small packages 
under an entirely different brand name. 

When the time came this scheme 
proved a veritable life-saver to the firm 
concerned. 

More of these gap-spanning schemes 
for new markets, and less talk about 
slumps and hoodoos of that sort, would 
be to the enormous benefit not only to 
the individual manufacturers display- 
ing such foresight but also to Britain's 
industry as a whole. 


a 
Met Rising Costs 
Without Raising Prices 


Standard Motors Saved £20,000 from Advertising Appro- 
priation Without Sacrificing Advertising Volume 


O raise selling prices is the last 

resort which a progressive manu- 

facturer wants to use. The man- 
agements of live concerns put into prac- 
tice every adjustment and efficiency 
measure they can devise to offset the 
rises in material costs while keeping 
selling prices level. 

The Standard Motor Co., Ltd., last 
year made use of a very neat plan to 
hold their prices down while at the same 
time contributing to meet the rising 
costs of raw materials. 

At the time the Standards had in force 
a scheme whereby the Company and the 
dealers stood 50-50 of the cost of dealer 
advertising. The amount allocated to 
this form of publicity was {1 per car— 
of which the Company paid half. 

In June the Company called repre- 
sentatives of their distributors and 
dealers together and put it to them that 
either the retail price of cars must go 
up or some other means must be found 
to meet the Company's rising costs. 
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They asked the trade: “Which will you 
do: sell the cars at higħer prices, 
or stand the whole of your dealer 
advertising, thus scrapping the 50-50 
scheme? ”’ 

This bold offer met with an equally 
sporting response from the trade, who 
agreed to shoulder the Com 
and thus scrap the 50-50 scheme. 

By this move the Company, on the 
output of cars, saved {20,000 on its 
advertising appropriation, and this 
without any reduction in the total 
amount spent on advertising Standard 
cars. 

The Press, therefore, lost nothing; the 
public was spared a price increase; the 
dealers shouldered the burden. 


In selling, a sound sales idea will pro- 
duce more with an ordinary sales force 
than a group of star salesmen working 
without an idea.—Robert R. U pdegraff. 
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The Month’s NEWS in 





Plus-Child Subsidies as 
Labour Stabilizer 


SIGNIFICANT event last month 
A was the declaration by Pilkington 

Bros, Ltd., famous glassmakers, 
to supplement the wages of all employees 
with families of more than three children 
under school age. 

Pilkingtons will pay five shillings a 
week for a family of four children, ten 
shillings a week for five children, and 
so on. 

The firm has about 10,000 employees 
all told; of these about 300 families, 
having in all 500 children in excgss of 
the first three, will benefit by the 
scheme. The cost to Pilkingtons will 
probably be in the neighbourhood of 
£50,000 a year. 


UCH a scheme is not new. In Ger- 

many, France, Australia and New 
Zealand many arrangements of a simi- 
lar kind are in force. And in England 
the staff of the London School of Econ- 
omics has for some time benefited from 
a scheme of this nature. 


N an industrial plant the principle of 
allowances is an arrangement that 
conveniently meets any objections that 


Management Trends 


e toa live firm able to offset it by efficient, 


By The Editors 


might be raised by trade unions in re- 
spect of straight wage increases, while 
at the same time it assists the most 
necessitous employees to meet the rising 
cost of living. e 

Looked at from a managerial stand- 
point, the factor that emerges strongly 
is the effect that such a financial leg-up 
will have as a labour stabilizer. 

Every employer to-day has the prob- 
lem, not only of finding and training 
workers for skilled and semi-skilled jobs, 
but of keeping them when trained. One 
of the surest ways of holding trained 
men, family men particularly, is to make 
conditions so that they can afford to 
stay. To-day, if a good man does not 
get worth-while terms with one employer 
it is very easy for him to get them from 
another. Labour turnover just now 
tends to be high. 

{50,000 may sound a heavy extra 
burden for Pilkingtons to carry; but this 
amount has been estimated to represent 
only from .3 per cent to .6 per cent of the 
total wages bill. Not an excessive burden 


The World’s Biggest Welding Repair Saved: 





£1,500 in cash and 
six months’ delay on 
a £250,000 contract 


[N one of Britain's largest 
cable works two of the 
great hydraulic presses 
used for extruding the 
lead sheathing in heavy 
high tension electric cables 
broke down. A crack 
developed in the head of 
one press and a few days 
later the head of another 
split in two. 

Reserve heads for these 
presses had already been 
on order four months but 
delivery was as far off as 
ever. Meanwhile, the 
breakdown was holding up 
work on a £250,000 con- 
tract. 

Welding was therefore 
decided upon. Barimar 
Ltd. were given the job, 
and one of the completed 
heads is seen below. These 
two repairs saved the 
cable company at least six 
months delay on their 
£250,000 contract and 
saved £1,500 in cash on 
the cost of new heads. 
As a point of interest, 
each head weighs 15 tons ; 
the breaks occurred where 
the metal is from 3 to 5 
inches thick, and the 
repairs took over a ton of 
welding metal. 





economical planning throughout offices 
and works. 


UT no scheme ever conceived, how- 
ever altruistic, was without its 
critics. The trade unions say of the 
family allowance plan: (1) that, should 
depression overtake industry, employers 
would naturally retain only those men 
with the smallest families, and (2) that 
unemployed men with large families 
would stand precious little chance of 
getting jobs at all. 
We cannot here debate points of 
ethics. It is not our job either to agree 


For 


The TREND of Business 


this month see the 


New and Enlarged Feature 


The HOME MARKETS 
beginning on page 40 


that such possibilities are real dangers 
or to denounce the spirit of suspicion 
and semi-hostility that all too often re- 
tards honest endeavour towards higher 
ideals. 


N executive of Pilkington Bros., 

Ltd., wished us to announce that 
they will be glad to give to the manage- 
ment of any other firm interested in this 
policy of child allowances all the details 
they can in regard to the working of 
the scheme as they find it. Addregs any 
communication on the subject to the 
company’s head office, St. Helens, 
Lancashire. 

a 


There’s Room in 
Industry for this New Job 


E have just made the acquaintance 

of a man in a brand new kind of 
executive post. No official title has yet 
been given him, but, in effect, he does 
the factory ‘‘chaser’s’’ job in a much 
more exalted sphere and, of course, at 
a much higher salary. 

A well-known engineering firm” has 
created this new post in an attempt to 
ease the situation caused by the acute 
shortage of raw materials. 

The man for this high-power “‘chaser’’ 
job had to possess distinctive qualities. 
He had to be really representative of the 
management of his firm and to embody 
tkis quality in a friendly personality and 
an inherent tactfulness in handling diffi- 
cult situations. He had to be a quick 

(Continued on page 50) 
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T H E financial and legal 
“merger of a group of 
“ separate companies is a 
simple routine matter compared 
with the 
achieving administrative and 
managerial unification. 
The latter is absolutely essential 
if the combine is to live up to the 
-> results projected as the reason for 
- the amalgamation. Failure, to 
=- create this essential condition has 
. brought about more combine 
-failures than has any other cause. 


(‘How Balanced Control Insures 
Profits,” Business for December, 
1937, page 13) dealt with the difficulties 
of securing ‘‘balanced’’ management in 
a business undertaking. These diffi- 
culties are much increased in a business 
that is not a single enterprise but a 
combination or merger of previously in- 
. dependent concerns. 

The combining of businesses into 
larger units has made great progress 
since the War. Internationally, the 
principle of amalgamation received offi- 
cial blessing with the resolutions on 
Rationalization of the World Economic 
Conference of 1927. 


Wa previous article in this series 


The Results of Combination Are 
Often Disappointing 

The idea of eliminating some of the 

. disadvantages of cut-price competition 

‘by combination has won widespread 

approval, but the practical applications 

of this idea have been less satisfactory. 


How Mergers Sometimes Increase Overheads 





centralized headquarters is introduced. 
~ danger to guard against is the tendency of 
= this centralized factor to develop into a 
- bureaucracy, to become an uneconomic ex- 
© pense, and so to jeopardize the very objects 
| for which the merger was designed 





“The history of many business com- 
binations, in this and other countries, 
has been che 


un fortunate. Public subscription has 


subsequent task of 


a. Position before the Merger 
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been invited on the certified net profits 
of the combining companies—net profits 
which showed over a period of past years 
an ample return on the proposed capital 
of the combine. But, in fact, the results 
of combined operation have been dis- 
appointing, to say the least of it. 


Financial Unification is NOT 
Administrative Unification 


For this there are a number of reasons. 
But, underlying them all, is the simple 
fact that ownership, or financial unifica- 
tion, are not the same things as adminis- 
trative and managerial unification. 


There is many a Board of Directors * 
which controls 100 per cent of the ordi- 


nary shares of some business, and which 


Constit went 
Companies 


* "Adapted from T,R.Jones, "Fo 
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ze i — more is necessary. 
ing a business composed of 
ten or fifty previously inde- 
companies is a task differing 
ttely in character, and in the 
ich should be adopted, from 


~ The whole organization 
sroup should be examined 


ly recast in the light of the new 
tion created by the merger. 
‘The personalities and qualifications 
! equired for the higher managerial posts 
are again different from those appro- 
priate to any one of the component 
units: The work cannot be regarded as 
complete until the staffs of the con- 
so stituent units have been welded into a 
mew whole. This involves a complex 
of new duties and relationships, to be 


carried out with enthusiasm, without. 


aS friction, and understood by all. 


ES Combines Vary Infinitely in Their 
e Circumstances 
—— Iti is a task about which it is impos- 
ere sible to lay down hard-and-fast rules 
because combinations differ almost in- 
finitely. in every respect. The motive 
underlying the decision to combine, the 
degree of legal control over the different 
units, the degree of operating control 
adv sable. or possible, vary in any one 
se all the way from a ‘‘gentlemen’s 
greement’’. to complete consolidation, 
from mere reporting to a head office 
gid centralization. 
historical background of any two 
lations is seldom the same. 
ops from a parent company, a 
-is floated by a financial house, 
is the result of collaboration be- 
competitors of relatively equal 
nd 50 on. 
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inquiry into the history of som 





States revealed an almost rhythmical 
alternation of administrative policy in 
this matter. These changes of policy | 
occurred, irrespective of the principle, 
adopted when the combination was 
formed. Those combinations whieh had 
started by leaving almost all the 
authority and initiative to their con- 
stituent companies, found themselves 
sooner or later losing money. A ‘‘strong 
was brought in to “‘pull the com- 
Excessive centraliza- 


There was a reaction to- 
decentralization, and so on. 
Those combinations which started with. 
a policy of highly centralized control 
followed a precisely similar course, but 
with the curves reversed. 

The main reasons for this uncertainty 
are two. 


‘Formal Organization Of Greater 


Importance In Combines 


The individual company, unless it is 
of the largest size, is usually still suscept- 
ible to face-to-face leadership. The 
personal qualities of those at the top 
compensate in large measure for a lack 
of formal organization. But, the larger 
the company grows, the greater is the 
need for a correct structure founded on 
recognized principles. In the case of 
combinations, this need is particularly 
acute. 

On the other hand, those at the top 
are usually drawn from the principals 
of the former independent companies. 
They are men whose training and ex- 
perience have not enforced a recognition 
of the need for formal organization and 
practice in applying the principles to 
different situations. 


Different Functions Demand 
Different Degrees of Centralization 


Where, however, there is recognition 
of the need for studying organization 
there is often a tendency to think of 
centralization and decentralization as 
opposing principles. The one policy or 
the other is embraced as a whole. In- 
sufficient attention is given to analysis 
of the matters which, in the circum- 
stances, can be dealt with more con- 
veniently centrally or locally, as the case 
may be. Yet the experience of large- 
scale undertakings, other than business, 
armies for instance, certainly suggests 
that for almost every different function 
the degree of authority exercised by 
subordinate management, as opposed to 
headquarters, should also differ. Ex- 
perience with successful business com- 
binations suggests a similar view. 

In every business combination finan- 
cial control tends to be more centralized. 
than the management of production. 


It may be convenient to unify purchas- _ 
ing, but not selling—design, but not — * 
sonnel management, and so on. Er 
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Where pre- 
vious competitors come together by: agree- — 
ment, individuals are quite properl 





anxious to avoid personal friction which = > 
would embarrass their association. Some- - 
times they are so ‘‘nice’’ about each other’s 
feelings that effective management of the 
combination as such is lacking altogether. 

In almost all cases the actual process of 
financial and legal combination is one of © 


». prolonged, delicate negotiation. While this 


is proceeding the organization and manage- 
ment of the new unit, which is in course of =o 
creation are not considered seriously, Bare < > 
gains are struck by which various “key? o= 
personalities are given positions on the <= 
Board of the new company or salaried 
managerial appointments, without. close >00 
examination of their fitness for such posts. 
Where a single powerful individual acquires 

a complex of new interests these interests 

are not always logically related to one an- 

other from the standpoint of operating con- 
venience. The new organization is created 
around the personality of the individual -> 


concerned and, in his absence, lacks — 
cohesion. . = 
Detached Judgment is of 
Vital Importance 
For all these reasons ensuring ‘‘bal- 


anced’’ and profitable management of a 
large combination is one of the most diffi- 
cult tasks in business. It is a task in 
which the detachment of the outside 
specialist can be particularly helpful. 
Being unassociated with any of the con- 
stituent companies, he is in a position to 
give those responsible for the combination 
as a whole an impartial view, based solely 
on the interests of the new company as 
such. 

Accustomed to think in terms of the 
principles of organization structure, he 
can avoid the complexes of “politics” 
and personalities which so often hinder 
clear thinking in the administration of 
combinations. 

Because the issues involved are so often 
political and personal, affecting the work 
and prestige of individuals formerly in in- 
dependent control of their own companies, 
this use of the consultant is not at present 
very widely recognized. 

From cases which have come within the 
writer’s experience it is, however, a direc- 
tion in which the specialist in organization _ 
can do more to restore an awkward situa- = 
tion at less cost than in any other. If the = 
top management structure of a. combina- = 
tion is established on the right lines: 
large economies may be secured. 


















Impartial Assessment of Man. 
ment is Even More Important Tha: 
Impartial Valuation Of Asse 


There is no question that had co ipet 
outside advice been available man 
disappointments and dramatic losses hic 
have been incurred, and are still being in 
curred, in the early stages of business. com 
binations would have been avoided.. 

The principle has already been admitted 
Where it is a question of evaluating 
assets of companies which it is propos 
combine the impartial assessment-of an 
side accountant or auditor. is regar 
Skilled and impartia € 














— The early stages of any combination e P fror * 
“almost invariably accompanied by. 3 acu i 


MANAGEMENT - CONTROL - POLICY 


Find Out WHY 


Firms must expect a certain movement of staff each 
year, but every trained employee who leaves involves that 
concern in a load (it varies in extent) of extra cost. So long, 
however, as the yearly labour turnover remains 6-9 per cent 
among male staff and 17-20 per cent among female staff it 
can be accepted as satisfactory. Higher percentages than 
these are a Danger Signal ealling for full investigation, 


a 


By Finding out exactly WHY your workers leave you 
will be able to remove many of the causes . . . 


AND SO REDUCE YOUR COSTS 


to-day finds it difficult to secure 

good employees of any kind. 
Skilled factory workers are at a pre- 
mium; in a great many big industrial 
centres female clerical workers, too, are 
just as hard to obtain, and juniors for 
training seem abnormally scarce. 

In this situation, therefore, one of 
the main objectives of every manager 
is to hold on to those employees he has 
got; in other words, to keep his labour 
turnover down to the lowest possible 
figure. 

A high labour turnover is an expen- 
sive condition to suffer at any time, 
due to the constant petty disorganiza- 
tions of work which it causes. But 


i LMOST every business employer 


when your work-people are on the 
“here to-day and gone to-morrow’’ 
basis and you have at the same time 
great difficulty in getting replacements, 
then the situation is infinitely worse. 


Do You Know ACCURATELY 
Your Labour Turnover ? 


In an address, ‘‘Staff Grievances’’, 
given at the Business Efficiency Exhibi- 
tion in September last, Mrs. W. 
Raphael, B.Sc., of the National Insti- 
tute of Industrial Psychology, gave it 
as her experience that it was very rare 
to find in any firm that the labour turn- 
over* among men employees was less 
than 6-9 per cent, and among women 


The most prolific causes of staff discontent are the little pin-pricks 


that irritate the human sensibilities. 
trivialities are so inconspicuous in them- 
selves that the management cannot see 
them and they remain for years, sources of 
disorganization and needless cost. 
remedy is a definite, continuous plan to 
study staff conditions and relationships. 










Generally these irksome 
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. Your Employees Leave 





‘These 
ind satis 


less than 17-20 per cent 
she said, ‘‘were quite good 
factory figures. 

“While it is expected therefore that 


a certain number of employees must be 
lost to every firm every year, anything 
over the above proportion is an indica 


tion that something is wrong. If the 
figures reach or exceed 15 and 25 per 
cent respectively there is something 
seriously wrong. 

“I think it is true to say that the 
management in a very great number of 
businesses do not know what their 
labour turnover is, and certainly they 
do not look into the causes of it 

"As a matter of fact it is not at all 
unusual to find firms with a labour 
turnover averaging as high as 50 per 
cent. Indeed, I can point to firms 
within my experience where there exists 
a labour turnover of 100 per cent, and 
more, 


Difficulties are Often Hidden from 
Controlling Executives 


“How, then, can you investigate? 
How can a firm tell what is wrong? 
It is often more difficult for the 
managers than for anyone else to find 
out the trouble in a firm. They are 
too close to operations. 

“Generally, the staff thernselves are 
loath to complain to the management; 
and naturally the departmental heads 
are not too ready to admit discontent 
among their rank and file, even if they 
know about it. They want everybody 
to get an impression that their depart- 
ment is contented. 

“It is very, very difficult, often, for 
the management really to know what és 
the feeling in the firm unless they go 
out to find what is the matter. Only 
last week, I was speaking to the office 


*Labour turnover is the proportion of staff leavi 
every vear expressed as a percentage of the total staff. 
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hat. trouble had arisen from working 
vertime. without notice. 
en a lot of it going on. 


even though, as in this office, the 
se had been unavoidable. 

he office manager commented : 
Vell, why didn’t the staff come to me 
utit?’ But people at the top do not 
alize the hesitation of staff going to 
e them. In a small office everybody 
“more intimate, but in a big office 
ere is much more reluctance ‘to go and 
sce the boss’. 














N recent issues of BUSINESS we 
> f announced an Advisory Service on 
Aall problems of Lighting and the 
employment of electricity generally. 
Here are the beneficial results secured 





: by. three firms that have availed them- | 


-selves of our Consultant’ s services :— 


































OA retail store spendin g {1,200 a | 
‘year on electric light made a | 
rearrangement of meters costing 


ind thereby qualified for an 
tive tariff from the elec- 
upply company. 

er the new rate of charging, 
onsumption of the same amount 
of current was reduced to {911 a 
ear—a saving of £289 a year. 


‘he fee—as it always is—was half 
rst year’ S saving. 


‘An. industri consumer was using 
am. for heating and also for cer- 
n manufacturing processes. 
ectricity. was also being used 
“power and lighting. By 
aking all the services electrical 
p purchasing power of the fac- 
r- for current was so increased 
at much more favourable tariffs 
were possible. | 

Re: an a h 2 over £600 








; DE 1ga Igi = 
here ‘of staff grievances and. we found — 











“One v way ‘of — to iow” 


in for the ‘open door’ policy; to have à 


fixed time when anybody can. call in 


and see him. 


‘In many firms the- very puite l 


policy is in force. Staff are not allowed 
to come except through their depart- 
ment head. Of course, the head of a 
business must always support his de- 
partment head. 

“I am not saying that he should 
jump the responsibility or authority, 
but for all that, every member of the 
staff should have the right of access to 


Cash Savings 
_ Made In These Consumers’ Electricity Bills 


USINESS Consultant rearranged these users’ tariffs in such a 
way that they benefited from a lower scale of charges 


It may be possible to rearrange YOURS 


for whom, at their wharf premises, 
a new scale tariff was arranged—— 
saving about £300 a year. 


Out of £2,250,000 paid annually 
by industry in compensation 
‘to employees for accidents, 
£650,000 (nearly a third) of 


this cost is attributable to 
‘BAD LIGHTING 


From a Report by the 
Chief Inspector of Factories 









> É It is; — ed thing in a big business : 
to arrange for annual interviews, espec- =; 
ally perhapse with the junior workers, — 
at the time of annual increases. 


eeling is for the general manager ‘(ot : 
other responsible executive, according 
to the construction of the firm) to go- 
There had * 

_ Overtime E 
1out notice is hard on one’s private 


— definitely, J— 
office-boy to the managing clerk, should © 






efch employee, from | “the — 


be interviewed at a definite time in the 


year so that they know when they can _ Be : 


bring matters forward. This is success- 
fully done in many big firms. 

“Through the ‘suggestion scheme’, 
too, staff can put forward their views; 
and this plan, if properly carried out, is | 
a very good way by which management ©. 
can keep its finger on the pulse. as — 
rank-and-file affairs. ee 

(Continued on page 29). 





In the same firm’s City offices 
a new scale tariff will save £139 ie 3 
a year. | 


It will be noticed that none of these ` 
economies was obtained by selling to = 
the consumer mere electric fittings. Our -` 
Consultant does not work that way. 

He is quite independent of electrical 
fittings manufacturers. He understands 
and advises on the more economical 


and effective employment of electricity 


as a whole in the fields of lighting, heat- 
ing, ventilating, and power. 


Readers wishing to take advantage of 
this advisory service should note that, 
while fees for actual work done are — 
fifty per cent of the first year’s proved. 
savings, the initial consultation is free- 
and without obligation. The only 
other charge is out-of-pocket expenses - 


-where our Consultant has to travel to _ 


an inquirer who is more than ro miles 
from Charing Cross. 


Address your inquiries to The Editor, 
Business, Whitefriars House, Tallis č = 
Street, London, E.C.4. aie 


Sports Results Over Firm’s Broadcast System 
Cuts Out Wasted Time 


HEN one of our correspondents 

W was visiting the Penn Electrical 

Co., of Gosham, Indiana, U.S.A., 

in the autumn of last year he heard 

the phone switchboard operator an- 

nounce the result of a famous football 

match over the firm’s internal broad- 
casting system. 

Asked his view as to the siey of 
thus officially mixing sport aud business, 
an executive of Penn said he considered 
it the very best way to cut down the 
amount of time inevitably wasted when 


a nationally famous sporting event was 
òn. 


_ This particular football match, he said, 
is as important an event to our rank 








r people at home. 


nd file as the cup-tie or the Derby i isto £ 
E Almost every- — 
dy has his little stake on the result. > 
Before we started to announce > me = al 
























sult officially an enormous amount of... 
time was wasted in the factory by 
people surreptitiously trying to ge 
papers or private phone calls to find 
out the result. People who succeeded- — 
somehow in getting information in this 
way were besieged by hundreds o 
others who also wanted to be in ðn the 
We now get the whole matter: 


news. 
over and done with in about ten 
seconds. 


You can’t possibly divert people’ 
natural interest in big sports events 
but if they know they will be offici 
supplied with the result the moment 
F known — wastes the firm's m 





Industrial Sites, Buildings dui meng Mana gement | 





Planning a SMALL Factory for 
BIG FACTORY Efficiency 


HERE are times when the small 

manufacturer can show to big 

industry points about planning 
for efficient organization. To-day’s 
worship of vast production figures, 
enormous plant and armies of workers 
numbering thousands tends, however, 
to turn all eyes on the big firm as the 
only well-spring of up-to-date business 
thought, planning and efficiency. 

In no field is this trend more evident 
than in that of factory building. Yet 
while it is true that big and wealthy 
firms can and do put their best thought 
into factory layout and construction, 
there is no reason why the small manu- 
facturer should not achieve equally 
efficient results. They do, in fact. 

A first-rate example of all-round plan- 
ning is to be found at this Wythenshawe 
factory of knitwear manufacturers. Mr. 
J. A. Rushworth, managing director, 
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had the factory built to his own design. 
It was, he told me, based on two aims: 
(1) to enable all work to be done in the 
easiest and most efficient manner; (2) 
to take care of the comfort and well- 
being of the staff. 

These two aims, of course, overlapped 
in many instances. For example, the 
layout of the plant is such that will 
cut out all unnecessary movement of 
people and goods. While this saves 
time, and therefore money, it also saves 
the Staff useless movements. 


The Direction of Work Flow 
is Always Forward 


The factory is so constructed and the 
plant laid out that every movement of 
materials from the raw state to the 
finished goods is a step forward. 

The office is in the front centre of the 
building. To the right is the double- 
door entrance for raw materials. From 
this ‘‘inward goods’’ door the manufac- 
turing. processes start and go forward 


Managing Director, J. 






From an interview with 
J. A. RUSHWORTH 


A. Rushworth, Ltd., Wythenshawe 


Knitting Mills, near Manchester 


step by step down the right-hand side 
of the factory. At the end of the build- 
ing the goods have reached a semi- 
manufactured stage. They then cross 
the central open lane, that runs the 
length of the factory, and start an 
upward and finishing journey on the 
left-hand side. Finally, packed and 
ready for dispatch, the goods are loaded 
on trucks at a double-door exit, the 
‘‘goods outward’’ door. 

Thus, throughout, the , em 
circular flow of produc- 
tion is maintained and ¢ 
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Higher Production—Lower Costs 


to the left a show-room for the firm's 
goods. 

Entrance to the factory by this 
approach is effected through the office. 
A door leads from the office to the open 
lane in the centre of the factory, but 
there is no need for either factory or 


Scientific organization and equipment is NOT a monopoly of big 


business. 


To-day, the design and every item of equipment in the 


small modern factory can be planned, just as in the big factory, 

to give the highest possible standard of efficient and speedy output; 

the greatest possible factor of comfort and convenience to staff at 
the lowest economic figure of actual cost 


progression of work is uninterrupted 
and always in a forward direction. 


This Window Gives O ffice-to- 
Factory Contact 


In showing me around his factory, 
Mr. Rushworth pointed out a number 
of simple but very effective ideas which 
help to maintain unity between all 
departments. 

Immediately inside the main entrance 
to the building is a quite warm waiting- 
halé. To the right is the general office; 


office workers to use this door. A win- 
dow serves the purpose of maintaining 
the necessary close contact between the 
two sections of the business. Instruc- 
tions and information are issued to or 
received from the factory via this win- 
dow. This eliminates disturbance to 
workers in either section that usually 
occurs when people pass in and out of 
departments. 

A similar idea is used for the issuing 
of wound wool to the knitting machine 
department. The yarn comes, as I have 
said, through the inward goods door 


a’ 
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straight to the department where it is 


weighed, checked and sorted. It is then 


wound. 

Now this department has to handle 
big and varied quantities of yarns. 
Unless it was clearly separated from the 
other departments and was organized to 
check out supplies to the machines, con- 
fusion might quickly arise. The depart- 
ment is, therefore, enclosed by walls of 
steel wire-netting and issues of material 
and other contacts with the other 
factory departments is made via a 
window. 


Machines’ Output Timed On 
Relative Basis 


The batteries of automatic knitting 
machines comes next, then the hand 
knitting machines. 

Mr. Rushworth told me of an inter- 
esting bit of organization here The 
automatic machines are kept operating 
day and night. This enables the firm 
to give full and constant employment 
to all the finishing departments. At the 
same time, the continuous running of 
the machines to give an even output all 
the year keeps production costs at their 
lowest for this department. Thus, the 
cost of idle machines is eliminated by 
this method of balancing the output 
against the capacity of the rest of the 
organization. 

When the knitwear comes from the 
machines a check is made against given 
standards. The knitted material is 
weighed, measured and passed for 
stitching. Discrepancies of a fraction 
of an inch—or an ounce—are, there- 
fore, observed at the earliest possible 
moment. Any chance of loss through 
over-weight or length is eliminated. 
The check also works both ways and 
guards against shortage of weight and 
length. 

The knitwear is next passed to the 
cutting tables, thence to the overlock- 
ing department, where a number is 
attached to every garment. Of course, 
every order has a number—so has the 
customer. All waste from cutting and 
trimming goes into barrels placed by 
the workers—wool waste into one, 
cotton waste into another. Thi$ waste 
is sold as a by-product. 


Shaped Seats, Shadowless Lighting 
Reduce Fatigue 


Apart from the efficiency of this small 
factory from a production viewpoint, 
there is plenty of evidence of care and 
attention given the workers. The girls 
who are seated at their work—and all 
the staff except the machine-hands— 
have been supplied with a special type 
of chair. Shaped seats, foot-rests and 
movable backs are features of these 
chairs. They are designed to make 
sitting a real comfort, no matter how 
long employees have to sit. 

“The girls like them,” Mr. Rush- 
worth said. ‘‘They have told me that 
the chairs do lessen fatigue.” 

Another feature is the shadowless 
lighting. Whether at close work on the 
finishing tables or attending machines, 
none of the staff feel any ey An 


estrain, 
even and adequate distribution of light 


“Any works executive who 


permits man-power to be 
expended on the lifting and 
carrying of materials when* 
mechanical handling could be 
employed for this purpose is 
fostering an expensive waste of 


production-energy, and time.’’ 


C. W. HANBURY, 


Head of a Large Engineering Concern 





over all working surfaces has eliminated 
this danger. The whole factory is, in 
fact, floodlit without the least bit of 
glare. It is another attention to com- 
fort and efficiency which is appreciated 
by the staff. 

Other evidence I noticed concerning 
staff comfort was the arrangement of 
lavatories, cloakrooms and the canteen. 
Men's and women’s lavatories, one on 
each side, have been placed beside the 
works. There is no need for the staff 
to trudge a long way, go out into the 
cold or to lose more than a minimum 
amount of time in this matter. 

Cloakrooms are accessible by entrance 
doors opening straight on the works. 
Thus, once more, no time is lost in 
walking corridors and travelling un- 
necessary distances. 


A Good Canteen Service is 
Available 


One of Mr. Rushworth’s aims at staff 
comfort was to provide a large and 
comfortable canteen room. Here, at 
the start, hot meals were served at cost 
price at midday. The firm found, how- 
ever, that the staff preferred to stick 
to the old Lancashire habit of bringing 
their own lunches, so the hot meal idea 
was dropped. Instead, hot water for 
making tea is provided and a gas cooker 
is available for those who wish to heat 
their food. 
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Another up-to-date feature to do with 
staff welfare is a ten-minute break at 
ten o'clock each morning. This rest 
pause has become a popular feature 
with the girls, especially as an allow- 
ance is magle for those working on 
piece rates. 

. 


Risk of Fire is Practically 
Eliminated 


Finally, one or two other factory 
features are worth mentioning. The 
packing and dispatch department is 
enclosed by steel network similar to 
that of the wool winding department. 
The reasons for so doing are also 
similar. 

Such highly inflammable articles as 
boxes are kept in a special fireproof 
room under the main office. Two 
entrances, one on the inward goods 
door side and the other into the dis- 
patch department, makes the storage 
and withdrawal for use of the boxes a 
simple matter. Further, the complete 
fireproofing of this room beneath the 
offices gives additional safety from fire 
to the offices. 

In actual fact, the factory is very 
nearly fireproof throughout, as it is a 
concrete and brick structure, 

Efficiency and economy go hand-in- 
hand even in the job of heating the 
building. One boiler is used to steam 
heat factory and offices. 

Although, as I have pointed out, 
shadowless lighting is a feature, under 
normal daylight conditions artificial 
lighting is not needed. Natural lighting 
from roof and from wall windows falls 
directly on the work-benches and 
machines. 

The neat and tidy appearance of the 
factory is enhanced by the staff wearing 
a standard type of overalls. These are 
kept laundered by the firm. Foremen 
and forewomen wear a distinct type of 
overall. All the staff have their number 
sewn on the left shoulder of their over- 
alls. These two small points have their 
uses. At any time the foremen or any 
of the staff can be found without diffi- 
culty by messengers who would other- 
wise waste their own and the staff's 
time. Further, as each person has his 
or her own overall, the tendency is for 
all concerned to take more care of the 
garment. 


CHUTES BANISH ARM-STRETCHING FATIGUE 


HERE mass production opera- 

tives sit facing one another 
and have to pass components across 

a bench these small metal 

chutes were devised to reduce 
the fatigue of repeated arm- 
stretching. A check-up proved 
that this simple plan 
raised output in this sec- 
tion by 15 per cent. This 
picture was taken in one 
of Britain’s biggest radio 
factories, but it is a time- 
saving and fatigue-saving 
idea that could be just as 
effectively used by any 
concern, large or small, 
engaged in this kind of 
assembly work. 







































PROBABLY THE GREATES 
° IN OFFICE PROCEDUR 
INTRODUCTION OF . 
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Enormous reduction on < 
Labour 





Considerable savings i: 
Stationery and Money 





Abolishes re-writin 
copying errors 





Costs little to instal! 
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The illustration shows “Stip-post”’ combined with Cope-Chat 
Vertical Visible to give “At-a-Glance” Works Programme Control 


FIRM IN Í year saven | 33,000 000 c zh 


YOu owe it to YOUR business at least to investigate the method, its simp 
benefits. Simply ask for “Booklet A47” which will be posted to you without delay 
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Is Your Factory In Line with the 


New Act? 


ITH Part VI (Employment of 

Women and Young Persons), I 

come to the hardest part of 
my task. 

These clauses are so involved and 
intricate that a complete explanation of 
their significance would mean not one, 
but a series of addresses. However, I 
must do my best, and I had better start 
with a comparison of what is the 
present law in respect of hours of work 
with the future law. In so doing, I am 
going to deal mainly with weekly hours 
of work, without attempting to eluci- 
date subsidiary matters, such as the 
hours a day within which emploYment 
is permitted, and so on. 

The present requirements may per- 
haps be summarized as follows: 


(1) No legal restriction is placed on 
the hours of employment of men 
over 18. 

The present permitted hours of 
work for women and young persons 
under 18 are 60 hours per week in 
ordinary, and 554 hours per week 
in textile factories. 

Employment beyond these limits 
(or what is known as legal over- 
time) is allowed for women only in 
certain specified processes, subject 
to both daily, weekly, and yearly 
maxima. 


(2) 


(3) 


These requirements apply generally, 
but certain latitude is allowed for 
special industries and processes. 

Now I come to the new requirements, 
which still do not affect men over 18. 
Here I must categorize the group 
known as women and young persons 
still further. I start (in rather a 
cowardly way) with the simplest case, 
that of young persons under sixteen. 
For this class the standard maximum 
is 44 hours per week, and though this 
is postponed for a year, the Secretary 
of State may in certain circumstances 
allow an extension as to 48 hours per 
week. Nothing further (e.g., in the 
way of overtime) is allowed for this 
class. 

My next group is women and young 


Sigs 








By 
D. R. WILSON, 
C.B.E. 


H.M. Chief Inspector 
of Factories 


persons under 18, but 


over 16. For this 
group, what I may 
call the standard 


hours are 48 hours 
per week, but over- 
time is allowed (gen- 
erally and not only 
in specified industries) to the extent of 
too hours per year, subject again to 


Covered last month (page 13): 
(1) Health: space per person, light- 
ing, medical supervision, first- 
aid. 
Safety: accident prevention for 
machinery, explosions, gases, 
fires, electric shock, plant 
breakages, falling objects, etc. 
Welfare: drinking water, wash- 
ing, seating, first-aid equip- 
ment. 
Special health, safety, welfare 
provisions: removing injurious 
dusts, banning underground 
workshops, limiting weights 
lifted by young persons, use of 
screens, goggles, etc. 
Notification of accidents and 
disease. 


month : 


Employment of women and 
young persons; hours, condi- 
tions of work. 

Premises not strictly factories, 
i.e., electrical stations, docks, 
warehouses, etc. 

Penalties for offences under the 
Act and legal proceedings. 


(2) 


restrictions as to daily and weekly 

maxima. - 
My last category is women only. For 

them a further 50 hours a year (making 


Temperature con- 
trol and ventilation 
are points in the 
Act. Air con- 
ditioning cabinets, 
as shown above, 
provide this with- 
out need for struc- 
tural alterations. 

Important changes 
in number of work- 
ing hours for women 
and young persons 
are specified. Hours 
of overtime are 
limited for each 
group. Will your 
staff maintain pro- 
duction under these 

changes ? * 





in all 150 hours per year) can be allowed 
in special well-defined circumstances. 

But the foregoing bare outline is only 
half the story, for numerous other 
powers are conferred on the Secretary 
of State. He can, for instance, prohibit 
or reduce the amount of overtime to be 
worked by young persons on grounds 
of risk to health, and he can modify 
(in agreement with an industry) the 
amount of overtime to be worked 
generally. 

Finally, he can change the assess- 
ment of overtime from reference to the 
factory (every day on which any per- 
son works overtime ordinarily counts 
towards the total of roo hours) to refer- 
ence to the individual (so that each 
worker is separately counted), but if so 
the number of permitted hours is re- 
duced from roo to 75 for women and 
50 for young persons. 

This account, however, is not yet 
complete, for these general provisions 
are followed by a series of special excep- 
tions, relating inter alia to employment 
of lads on continuous processes (involv- 
ing night work), to employment on the 
five-day week system, to employment 
in particular industries in which perish- 
able articles are handled, such as fish, 
fruit, vegetables, and milk, and also to 
employment of young persons working 
as van-boys or messengers, whose 
occupation is chiefly outside the factory 
itself. There is, however, no time to 
go into these. 

Annual holidays amounting in all to 
six weekdays are compulsory for all 
workers. 

The next part, Part VII, exfends 
some of the provisions of the Act to 
certain premises which are not factories 
in the ordinary sense. These include 
electrical stations, institutions, docks, 
warehouses, and all buildings in course 
of construction (not, as now, only those 
buildings in which mechanical power 
ig used). Furthermore, cinematograph 
studios and civil engineering works are 
for the first time made subject to 
certain provisions. J 

(Continued on page 35) 


The Time of your employees is your heaviest 
office expense. How do you do it? Are you 
paying too much for ‘‘Time-waste’’ in filing 
and finding documents and papers. Slow 
working files—whatever the cause—siow 
down the speed of every operation, every 
decision and everyone’s actions. Here is 
the test of any filing system and every file : 
“Is each paper, letter or document instantly 
findable?’ Apply it to your personal files, 


FREE! 


Read the full story—how Shannon Filing 

Systems can be applied profitably to every 

department, Write to-day for free 40-page 

Booklet: ‘Shannon Guide to Files and 

Filing’’—sent free to executives on receipt 
of business letzor-heading. 





— — Bristol, — 





Manchester 























your general and departmental files- 
wherever they fall short of that test 
are * paying — times more in em 








necessary Shannon — : 
this needless leakage of money and t 
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Standing Charges 25s. a Week ..... Running Costs 23d. a Mile 


For this High- Performance 2-3 Tonner 


‘BUSINESS’ Special Road 


N the day fixed for my road test 
Q the Commer 2-3-ton truck 


weather conditions were so bad 
that, had it not been for certain arrange- 
ments made in advance, I am afraid I 
should have postponed the job. 

Roads, snow-covered, with an under- 
layer of ice, do not provide the best cir- 
cumstances for testing out a commer- 
cial vehicle. But, sticking to my policy 
of putting test vehicles to an actual job 
of work (quite a different thing from the 
test-run usually given), I was compelled 
to go through with it. 

I had promised the transport manager 
of a hardware firm in Caterham to bring 
the new Commer along for a day's work. 
In anticipation of this he had put one 
of his own vehicles in for overhaul. In 
spite of the weather, therefore, I had to 
report for duty. 

My pes for this particular test was 








**Ice-bound roads made this test run particularly exacting. In 
these weather conditions, however, the comfort of the Commer 
driver's cab was demonstrated to good advantage” 


to take instructions from the operator 
and during the morning’s work to drive 
the truck over the selected route referred 
to in my article last month. Commer 
Cars, Ltd., were keen on this part of 
the programme as setting up a kind of 
standard for comparing vehicle type 
performance. 

In addition to the Commer representa- 
tive and myself, as test driver, we had 
the hardware transport manager to act 
as observer of the run. 

The roomy cab accommodated the 
three of us in comfort, and we started 
along the main road to Purley and 
thence via the tram route to Croydon 
to collect a load from the Southern Rail- 
way goods yard. 


Slippery Roads Proved to 
be no Bogey 


Haying covered only 200 miles since 
leaving the assembly line at the Commer 
factory, the truck was not fully run in, 
but the company’s representative said 
no harm would come of any hard driving 
while the test was in progress. 

For the first few miles, however, I was 
more concerned with seeing how the 
vehicle behaved on the slippery roads, 


RORE N a “> T. ene 


By 
RICHARD TWELVETREES 
A.M.I.Mech.E. 


Road Transport Editor 
of BUSINESS 


especially as we were running light at 
that time. But I need not have worried. 
The Commer proved extraordinarily 
stable. Without the help of a dead load 
to steady their action the springs 
damped out any bouncing, and the 
treacherous surface was soon forgotten. 

This machine is very nice to handle in 
traffic; the six-cylinder engine, having 
a maximum output of 7o b.h.p. and 
plenty of flexibility, gives a useful top- 
gear performance. 

I discovered a slight snag, however, 
when it came to gear changing. On 
more than one occasion the gears 
were fumbled because the selector 
mechanism was on 
the tight side, 
which sometimes 
happens with a 
new vehicle; but 
this wears off after 
a few days. 

At the goods 
yard I backed up 
against a loading 
platform; the 
smooth action of 
the clutch—which 
will stand plenty of slipping—permitted 
a beautifully smooth movement to with- 
in a fraction of an inch of the bank. For 
this sort of manceuvre in confined spaces 
a truck’s transmission must be entirely 
innocent of harshness, or the rear wings 
and tailboard will suffer. I had no ad- 
verse criticism to offer in that respect 
with this truck. 

Next, the transport manager cast a 
calculating eye over the lorry load area. 
The standard drop-sided Commer body 
measures 12 ft. long by 6ft. 4in. wide 
by 1 ft. 6 in. high, on a 12 ft. 9 in. wheel- 
base, so we were able to put a useful 
load aboard, one big crate and a number 
of smaller cases making up a gross weight 
of 5 tons 10 cwt., as shown by the 
weighbridge ticket. Of that tonnage the 
actual pay-load was 3 tons 8 cwt. 

Having checked out of the yard, the 
transport manager asked for a fuel con- 
sumption test, in anticipation of which 
the Commer people had fixed up a one- 
gallon test tank. This was filled, coupled 
to the carburettor, and we restarted. 

To get a fairly accurate idea of fuel 
consumption over normal delivery 
routes we took a course from Croydon, 
over Mitcham Common and via Sutten 


Commer, Type N.3 


along the main Brighton road, in order 
to avoid the steep hills where subsequent 
tests for maximum performance were to 
be made. 

In Croydon traffic we had to use third 
gear on several occasions, thus consum- 
ing petrol freely, but for the rest of the 
fuel test top-gear work at a steady 30 
m.p.h. was maintained. In these cir- 
cumstances 134 miles were covered be- 
fore® the test-gallon gave out. This 
figure for a new and partly run in vehicle 
carrying nearly 34 tons at 30 m.p.h. 
struck us as being good, giving the figure 
of 45.9 pay-load ton miles to the gallon. 


Important Factors that Keep 
Down Maintenance Costs 


During the run several useful features 
affecting low maintenance cost attracted 
my attention, First the high-compres- 
sion ratio of the engine proved useful in 
slowing the vehicle without excessive 
use of the brakes; its reserve of power 
on give-and-take gradients makes fre- 
quent gear changing unnecessary, and 
a commendably smooth transmission 
evens out shocks liable to set up undue 
wear and tear upon the tyres and final 
drive mechanism. 

The maximum speed is far greater 
than anything actually required from a 
30-m.h.p. vehicle and may tempt drivers 
of a certain class to infringe speed regu- 
lations, as well as ‘‘flogging’’ the vehicle 
beyond reasonable limits. At the same 
time, if driven properly, the big reserve 
of power can be applied to give very 
quick acceleration. 


Liveliness that Saves Time 
in Traffic 


The latter quality was tested against 
a stop watch, which showed that from a 
standing start the Commer can reach 
30 m.p.h. in 25 seconds when the gears 
are used normally; in 37 seconds when 
moving away from a standstill in top 
gear, and the speed can be increased 
from 10 to 30 m.p.h. in top gear in 24 
seconds. These figures will be of special 
interest to people whose delivery work 
involves frequent stops and restarts, 
where every second counts. 

The results obtained from the 
Commer, we were told by the trans- 
port manager, are actually better than 
those produced by a one-ton truck of 
another make now being used for his 
delivery work. But,“ he added, “it 
is quite easy to fake the carburettor set- 
tings to produce freak consumption re- 
sults on these tests.” 

‘““Maybe,”’ I replied, ‘‘but we will soon 
decide whether this engine has been 


(Continued on page 32) 
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* |Posrrive CONTROL OF STOCK 


AW 
T A AN ... against shortage, 
{ left-overs, ete. 


AUTOMATICALLY 
EFFECTED /y 


POWERS 


A user states... 


‘*We installed POWERS — 
and have practically abolished 
overtime. The automatic 
check once a week in each 
item in the stock results in 
fewer shortages and less 


serious left-overs at the end 
This recent statement made by a of the season”. 





POWERS User is typical of the experi- 
ence of hundreds of others who have 
adopted the POWERS punched card 
method of accounting. 


If you are interested in obtaining up-to- 
the-minute accounting economies, we 
will be glad to send you literature 
describing the methods which produced 


the above satisfactory results. 





Powers Equipment may be pur- Powers Accounting Machines 
chased, hire-purchased or rented are the original Punched Card 
on very advantageous terms. Accounting Machines. 


POWERS-SAMAS ACCOUNTING MACHINES, CTO. 





POWERS-SAMAS HOUSE, HOLBORN BARS. LONDON. EC- 





— — —— — — EEFT TPE — * — — — 7 


BUSINESS for FEBRUARY, 1938 


We Now Get 


Up-to-the-Minute Figures 
for SALES CONTROL 


Here was a case where the old method of Sales Analysis was 
falling sadly behind. Pressure of competition and growth of the 


Company demanded a far Quicker, more Detailed and more Accurate 


analysis. The Paramount 


Sorting and Slip-Post Card Systems 


gave all three factors 


ITH the rapid growth which has 

taken place in the organization 

of the Imperial Typewriter Co., 
Ltd., in the last few years the degnand 
for up-to-the-minute statistics became 
increasingly important. 

This applied to all activities, of 
course, but most particularly to sales. 
The keen competition which we were 
facing caused the sales departments 
constantly to demand statistics which, 
under our old system of sales analysis, 
could only be obtained by a great deal 
of special effort, and even then, in 
many cases, the results could not be 
more than approximate. 


Old Methods Helped Us to 
Plan the New 


These demands, however, served a 
very useful purpose in that we were 
able to collate them over a period and 
therefore to obtain a very clear idea of 
the information which was regularly 


called for. We were thus enabled to 
reorganize our sales analysis accord- 
ingly. 

Some few years ago, by a slight re- 
arrangement of our procedure, we 
found it possible to introduce a multiple 
invoice set which we were able to type 
in one operation from the customer's 
order, thereby producing the invoice, 
daybook sheet, sales analysis copy, 
advice note and work's order. The 
part of the set which cannot be 
operated until the order is complete, 
i.e., the customer’s invoice, daybook 
sheet and sales analysis copy, remains 
in an abeyance file and is automatically 
released by a tear-off section of the 
advice note when the goods are 
dispatched. The corresponding in- 
voices are then extracted from the 
abeyance file and from these are ob- 
tained the control total for (a) posting 
the ledgers, (b) preparing sales analysis. 

Until two years ago the statistical 
copy had been a plain copy of the 
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Fig. 1. 





Top form shows the Paramount Backing Sheet of an Invoice, and 


items on this Invoice are shown slotted on the Paramount holes, which holes 
are also slotted for the Territory and Agent, i.e. o11. Rear form shows final 


tabulation of results and Analysis achieved by method illustrated in Fig. 2 





By W. PURT 


Assistant Secretary . 
Imperial Typewriter Co., Ltd. 


invoice, and analysis was obtained by 
hand sorting and listing. It was com- 
paratively easy to agree our analysis 
totals with the control in value, but it 
was becoming of increasing importance, 
both for sales and stock controls, to 
account for machine quantities in 
various carriage sizes. We found that 
the hand method of sorting was too 
slow and limited for our requirements. 
To take the place of the existing sales 
analysis copy we therefore introduced 
into the set a Cope-Chat Paramount 
Card (made by The Copeland Chatter- 
son Co., Ltd.). 


Simple Code System Identifies 
Distribution 


Our products are distributed by 
something like 50 main agents in the 
British Isles, and export agents in other 
countries throughout the world. For 
the purpose of analysis according to 
territories, we introduced a simple 
system of figure coding, numbering the 
various world divisions from o to 9. 
Thus o represents England, 1 Scotland, 
2 Ireland and so on. 

The territories within each country, 
controlled by agents, are numbered in 
each case again from 1 to 9, and sub- 
agents are allotted the next two digits. 
Thus, code orror represents the first 
sub-agent to the agent controlling sgles 
in South-East England. 

This enables us to provide for a 
punching on our Paramount cards as 
illustrated in figures 1 and 3. Punch- 
ings are also provided for commodity 
analysis as shown at the foot of the 
card. We found that no object would 
be achieved by introducing codes for 
commodities, therefore punchings are 
provided according to names. 

As each day’s invoices are dispatched 
they are totalled to obta® the control 
both for posting the ledgers and for 
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Touch & Flow 


S LS 4 A 


PRIMUS 


The PRIMUS attachment, as supplied by us, co * i t fe U oO U S 
fits any typewriter and facilitates the smooth 
flow of continuous forms. It allows the 


mn 
machine at a moment’s notice to be used for 8 T AT i 0 fe E R Y 
either billing or ordinary correspondence work. 





On routine tasks such as invoicing, the forms flow smoothly into the 
billing, etc., a great deal of time machine, so that all the operator’s 
and effort can be saved, and much time is used in actual typing. As 
more accurate work produced, by much as one hour in three is saved. 
the use of PRIMUS Continuous 

Stationery. Here are some of the typical 


This equipment cuts out all those applications of PRIMUS forms: 


time-wasting and irksome oper- Billing Requisitions 


ations like interleaving and with- AA — — 

d f b as Delivery Notes Job Progress 
DaS ee eee SR cli ee Works Orders Inter-departmental 

alignment of forms, etc. Instead, Records 


FOR HANDWRITTEN RECORDS 
the PRIMUS Autographic Register for 
use with Continuous Stationery, en- 





aot S > 84 > Shi ins, $. 
2 FOR 


pos - 


sures the same speedy, smooth oper- 
ation, while a copy of each form 
automatically locked in the machine 
provides your auditor with a check 
on each transaction. 


e cick Davis Bird. 


Queen Elizabeth Street, London, 
Hop 0204-5-6 
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sales analysis, the daybook sheets being 
passed to the ledger section, and the 
Paramount cards to the statistical sec- 
tion. The cards are then keypunched 
for territory and commodity sales and 
then needle-sorted into territories, in 
which order they are vertically filed in 
a tray which is moved about the office 
on a trolley. 

Analysis is done in six-day periods, 
except at the beginning and end of 
each calendar month, and at the end 
of each period the control totals are 
made up for each territory and agreed — —— 


with the posting total. The total for Imperial Typewriter Co. Lid. Home cert, REQNAT. 

each agent is then transferred to a buff- ——— 

coloured Slip-Post card (another Cope- i 

land-Chatterson system) bearing his —— — 

code, and his commodity sales are — — 

obtained by needle-sorting the Para- dato ge EPR Imperial Typewrjter Co, Ltd. NO. AT. 2748 
mount cards under his section, and are HONE BALES DEPT; > 


extended to the appropriate commodity 
column. 7 

Each Slip-Post card as it is written ` TENETE. 
is inserted in a Kraft sheet until the eres Siemon 
series is completed for the weekly 
period, a green Slip-Post card being 
inserted for totalling the sales of several 
agents on one territory to give the area 
sales. Thus, the totals of the buff cards 
for O11, 012, 013 will be sub-totalled on 
to a green card giving the area sales 
for the whole of the South-East of 
England. 

The built-up Kraft sheet is then cast, 
the grand total agreed with the day- 
book control and the cross totals 
balanced with the grand total, a red 
Slip-Post card being inserted to carry 
these totals. The sheet is then dis- 


assembled and each card for the period 

is transferred to its respective section Fig. 3. Illustrates a 5-part Muttipie invoce for Typewriters, the lowest form being 

in a binder. the Paramount Backing Sheet. The punching on this form shows Territory o11 and 

As analysis reports are made for a the sale of Model 50 Typewriters with 12", 15", and 18” Carriages taken from 
Head Office stock 


(Continued on page 37) 
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Fig. 2. Territory Analysis shows h.w the result of one week's sales in areas O1 and o2 is obtained by adding up Shp-Post Sheets 
for each agent in each of these Terorttories. The illustration under Agent No. o11 shgws how the Siip-Post is transferred to another 
Kraft sheet to give the monthly totals of sales for the agent 
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i BUSINESS EQUIPMENT REVIEW 


Is Your Campaign Weak at ‘Point .of Sale’ ? 
Here’s A Machine to Help You 


ANY manufacturers who have 
JM tervise strong advertising and 

marketing campaigns are weak at 
the point of sale. Yet tests have shown 
that pressure exerted when the customer 
is at a shop, ready to buy, can vitally 
influence his choice. 

Sales and advertising executives are 
mostly aware of this weakness when it 
exists in their plans, but a major trouble 
is to provide the necessary strengthening 
at an economical cost. Manufacturers with 
a score to a few hundreds—even a few 
thousands—of retail outlets find the cost 
of producing such ‘“‘points of sale'’ matter 
as showcards, cut-outs, display stands, 
posters, price tickets, pelmets, and so on, 
a drain on their resources. Most of this 
printed matter needs runs of many thou- 
sands to bring the unit cost down to an 
economic level. This fact leads to over- 
production of showcards, display materials, 
etc. It is the cause of much waste of 
materials, disproportionate point-of-sale 
expenses and weakness in the marketing 
campaign. Moreover, such mass produc- 
tion cannot allow for the widely varying 
needs of individual retailers. 

This month I inspected the series of 
Masseeley machines on which can be 
printed at very economical rates all the 
‘point of sale’’ type of material which 
I have mentioned. The machines are made 
and sold by Masson Seeley & Co., Ltd., 
14 Howick Place, Westminster, London, 
S.W.1. They can be used for producing 
advertising matter varying from a small 
price ticket to a 25 in. by 38in. poster in 
an almost unlimited range of colours. 


Process is Much More Simple 
than Printing 


The Masseeley process is quite different 
from the ordinary printing processes. There 
is (1) no make-ready, (2) no intricate pro- 
duction technique, (3) no cleaning of rollers, 
(4) no mixing of paint or inks, (5) no 
finishing process. The latest model, 


Masseeley Universal Machine, incorporates 
the roll-feed process. This means that the 
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Produce tailor-made display units for special needs 


2. Printa small price ticket or a 25 in. by 38 in. poster 


3. Reduce costs to fraction of normal printing prices 


by 
C. E. DAY 


colours used in printing are supplied from 
rolls of dry pigmented foil which auto- 
matically feed through the machine, 

Let's take a simple job and see how it 
is done. The type or die to be used is 
set face down on the sliding platen and a 
sheet of gummed manilla is placed on its 
back. The platen is then slid under the 
pressing surface of the machine. The 
pressure, applied by depressing a lever, 
brings the gummed sheet against a hot 
platen in the machine. (Incidentally, the 
machine is kept at proper heat level by 
thermostatic control.) The heat causes the 
paper to adhere to the back of the type 
and to the hot platen. The sliding platen 
is then withdrawn and the type is in 
position for printing. It is held there 
securely for a long run. 

The rolls of dry pigmented foil are 
arranged on the rollers and fed through 
the machine to pass under those type sur- 
faces. Black foil is passed over that sur- 
face which is to be printed in black, red 
over that part to be printed in red, and 
so on. The paper, board or whatever 
material you are printing on is then placed 
in correct position on the sliding platen. 
This is slid in, pressure applied by depress- 
ing the lever, and the platen pulled out 
again with the price ticket, show card, 
display piece or whatever the job may be, 
printed and ready for use. It’s as simple 
as that. 

The colours are fast and waterproof and 
are dry the moment they are printed. A 
number of colours can be used at the one 


Showcards and 
cut-outs, as shown 
here, can be turned 
out at a fraction of 
ordinary printing 
prices. Yet each 
display piece can be 
produced for a 
special purpose. 
Time, too, is saved, 
Within 15 minutes 
of starting the job, 
a three-colour 
showcard can be 
ready for use. From 
that point onwards 
production can 
swing into hundreds 
an hour es 





time in the manner I have described, as 


long as they are not overlapping. Where 
colours are placed one on top of the other 
as in, say, an illustration of a woman in 
coloured dress, separate runs through the 
machine are needed. 

This example, however, shows only the 
simplest operation and does not give a 
true idea of the range of the machine. 
Most intricate colour work can be carried 
out speedily. Printing can be done on a 
wide range of materials such as all types 
of celluloid, Cellophane, any kind of fabric 
(including leather and velvet), on wood and 
similar surfaces and any type of paper and 
board. 


Highly Intricate Designs Can 
be Made 


Brass dies are mostly used but the 
ordinary zinc line blocks are suitable when 
the runs are not long. It is even possible 
to use cardboard blocks. By this means a 
sketch or lettering and design can be repro- 
duced immediately in ordinary form or in 
reverse. All you do is to make your sketch 
on a piece of cardboard and then cut @way 
from it, or cut it away from the rest of 
the board, depending whether or not you 
want a reverse impression, in precisely the 
same way as when cutting a line block. 
This method makes it a relatively simple 
and speedy matter to print elaborate win- 
dow bills and posters of considerable size 
and irregular shape. A special set of dies 
enables the user to produce elaborate cut- 
outs and display stands on which the 
actual merchandise can be displayed in 
association with the sales-message that sells 
it best. P 

The machine can, of course, do so many 
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different kinds of work that the few simple 
examples I have quoted serve only to show 
how it works. As you can see, the opera- 
tion is straightforward. Normally, an 
intelligent youth or girl can handle the 
machine competently after two or three 
days’ instruction, although proficiency in 
the more delicate forms of Masseeley work 
increases with experience. There's no need 
for the persons concerned to have had any 
experience of printing. With a little prac- 
tice a speed of 500 impressions an hour is 
obtained, while a skilled operator can reach 
the 1,000 an hour rate, 


Machines Fit in With Your 
Existing Routine 


Most of the specific points of advantage of 
the Masseeley machines fit in with special 
needs of manufacturers, retailers, distribu- 
tors and other business men, big and small. 
There are six factors which are of import- 
ance to all: (1) control of production, (2) 
problem of the ‘“‘economic minimum’, (3) 
time-saving, (4) the local and topical touch 
in display materials, (5) need for variety in 
display, (6) money-saving. 

Examine production problems. Under 
ordinary conditions outside artists and 
printers are needed. Whether or not they 
get on with your job at the time you wish 
them to is uncertain. From the time you 
conceive an idea to the day it is complete 
and ready for use, you have minimum con- 









The Scottish 
MANAGEMENT 
EXHIBITION 





McLellan Galleries, Glasgow 
from February 7th to 12th. 


With a 


trol over production and progress. 
Masseeley Unit on the spot, with your own 
operator and complete equipment at hand, 
entire control is in your hands. 

A retail store might want to produce at a 


rush a range of display material. The 
amount in one store must be limited to a 
point where, if the job is a one-time affair, 
printing is wildly expensive—especially 
two, three, four and more colour work. 
Hand lettering, designing and illustrating 
usually answer the problem, despite the 
relatively high cost. This is where the 
Masseeley Unit comes in. For one ticket, 
card, showpiece or what you will—or for 50, 
500 or 5,000—the time and cost are 
economical. 

Time-saving? In fifteen minutes a three- 
colour showcard can be produced and from 


New Time - Saving Equipment .. . 


Right : In this handy stamp book each check sheet accommodates 120 
As each stamp is removed the clerk writes the 
details in the space exposed. Even in firms where stamping or franking 
machines are used many managers use these books for recording branch 
From Manifoldia Ltd., West Bromwich 


Below, right : [Plenty of new features about these roller bearing paper 
(1) Use as an ordinary paper clip; (2) With papers in place 


stamps on each side. 


or departmental stamps. 


clips. 


fold one arm of the clip down, this controls the papers and leaves only 
one arm to hang on a nail or hook ; thus several clips can be kept on a 
single hook; (3) With papers in place fold down both arms and the 
clipped papers can be carried comfortably in a folder or the pocket ; 
(4) Remove both arms altogether and papers remain securely clipped 
and — since no means remains for opening the clip until arms are 
reinserted. 


Use the arms as a Simple loose leaf binder. 


Herbert 


Terry & Sons Ltd., Redditch 
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that point onwards production can swing 
into hundreds an hour. 

Take the case of a manufacturer who has 
a chance to tie-up on a topical event or 
some local happening. He needs to get out 
in an hour or two attractive display material 
to 60 or 200 refailers or more. He can do 
it easily on this machine. Say he wants to 
get in a “‘personal’’ touch with showcards, 
etc. There’s no need for the delay and 
expense of orthodox overprinting. It costs 
practically nothing in money or time to add 
each dealer's name to the standard show- 
cards before they are dispatched. And this, 
by the way, is very important. It ‘‘per- 
sonalizes’’ the material and flatters the 
dealer. He will, therefore, give a good show 
to such material and not be indifferent to or 
even discard it, as happens so frequently. 


Small Quantities and Constant 
Changes are Possible 


a 
There is, again, the value of variety. As 
the smallest quantities can be produced 
economically, both manufacturer and 
retailer can make constant changes in dis- 
play matter. There’s no need to scrap 


costly material or use it long after its effec- 
tiveness has gone, Cut-outs, showcards and 
the rest can, too, be produced in the sizes 
and shapes to suit individual requirements 
of dealers. 

All these factors make it possible to save 
money. 





‘THis is the new feature about these improved pay envelopes. The dark band represents 
a penal rubber preparation which enables the envelopes, when filled, to be folded 
and automatically sealed at high speed without any moistening or fiddling, such as 
is associated with gummed flaps. Wages make-up is thus speeded up. When filled 
these envelopes show clearly, through the perforated holes, the amount of cash ; 
while notes, immovably held, protrude from the other side. 

can check his money before breaking sealed envelope. You can try these new pay 

packets, free. 


Thus, the recipient 


Lancaster Bros. & Co. will send you, 


without cost, sufficient to supply your payroll for one 
week. Use the coupon you will find in their announce- 
ment on page 37. 





For description 
see above, left. 


























= Employees Leave _ 


(Continued from Page 14) 








“Then in any biggish® business, too, 
think it is an excellent thing to have 
taff council, composed partly of the 
staff and partly of the management. 
= “Such council meetings help matters, 
but still there will be a certain amount 
` of nervousness at bringing points for- 
` ward, particularly matters, shall we say, 
connected with supervision or matters 
_. which the staff think show that they 
are slack in any way, or which might 
-> get in the way of their promotion. 
< “The management, on their part, 
Often do not realize the importance of 
small’ things brought to their notice. 
‘We were working in one factory 
here there was a lot of trouble in one 
artment. The girls had to wear 
‘aps. over their hair, quite rightly, to 
prevent it from getting into the machin- 
ery. The cap that the management had 
chosen happened to be a hot and un- 
comfortable cap. The girls complained 
‘to the forewoman, and the forewoman 
chad told the works manager, but it had 
-been left at that. 
= “It was always being raised in the 
departments concerned that the girls 
would not wear their caps, and the fore- 
voman made them wear their caps, 























“bers of the staff left, the rest were com- 
‘pletely unhappy. There was a spirit of 
< Mutiny in the department over that 
= seemingly very minute matter which 
= had been taken to the attention of the 
. works manager, but which he had 
=> simply forgotten about. 


ne Often the Small Things Have 

A Big Consequences l 
o “It sounds small, but you know the 
saying of the—what is it? ‘The pin 
o. prick hurts and the bludgeon merely 
s It is often a number of small 








stuns’. 
“pin pricks of that kind that do have 
= ultimately rather a bad effect. 

> “Tf I was asked to put first what was 
he main cause of grievance I would 
ay: first rank supervision. You all 
know how much it irks if you have 
someone immediately above you who 
is not sympathetic, who is not helpful, 
who nags, who bullies, who is trying 
in various ways. The difference you get 
between departments that way is amaz- 
ng. I know a firm, an office, where 
here are two departments, apparently 
xactly similar. They are doing similar 
vork, the pay is the same. In one there 
is a popular supervisor and in the other 
there is an unpopular supervisor. 
I was speaking of labour turnover 
ust now. In the popular one the labour 
turnover is 15 per cent per annum; in 

1e unpopular one it is 50 per cent per 

n, and they are lucky to have dt 
ow as that. And there is a further 
ig. In the one where there is a 
(Continued on page 35) 





























‘with the result that three or four mem- |- 





Here -äre three famous names ; nati 

_, internationally. known, successful bu 
are proud to number them among ou 
Mark this: in common with so many 
accounts, they did not come to us as ¢ 
They were built up into successes, with i 
tance. Read below the brief recor 
examples of amazing business dev 
this convincing proof of our capacity: 
your advertising pay ! 






Ée To-day the name of Chivers is a quarantee of; 
and quality all over the English-speaking world. 
famous firm «aie into being when a Puj Laren 
plan for making his fruit info | 
5 Bad séling them under his own name. 
Singst the original orchards is now one otd 
prosperous factories in the world — a living 
to business enterprise and fo consistent ad : 















Ér Dr. Allinson was an idealist. He had ¢ 
merely i ; 







the world. Buf the su 
Btighand advertising policy laid down a 
ined by us is shown by the present w 
appreciation of Allinson's pure food products | 
the public and the medical profession. 















the famous firm of Boots began. 

us there were less than a hundred 

e are well over a thousand, Ad ey 
few@branch was opened every week, 

| -Qpbiation as Advertising Agents played a 

association is the advent of Messrs. B: 
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The complete 
range of Valor 
Steel Equipment 
includes; cup- 
boards, clothes 
lockers, waste- 
paper tubs, index 
cabinets, filing 
cabinets, filing 
trays, letter racks 
and steel shelving 
for all purposes. 





Send for illustrated 
list No. 29/V. 105 


THE VALOR 
COMPANY LTD. 


BIRMINGHAM, 
Bromford, Erdington 


LONDON, S.W.1., 
120 Victoria Street. 


At B.I.F. Birmingham, 
Stand No. B. 401. 
0.4 








New Books for the 


Business Man 


Modern Office Management, by H. W. 

Simpson, (Pitman, 7s. 6d.) 

This book was written with a vitally 
important aim in the author’s mind: 
je . to seek out wastes in administra- 
tion and office procedure and to indicate, 
in broad terms, appropriately corrective 
measures.” 

Mr. Simpson—who has frequently con- 
tributed articles to Busmeress—is_ well 
known as an able and progressive business 
organizer. Though he claims only to have 
dealt with broad principles in this book, 
he has in fact been so specific and has 
covered the field so completely that his 
recommendations are actually ready-made 
guides to successful office management. 
The illustrations are plentiful and well 
reproduced. 


Organizing a Sales Office, 2nd Edition, 
by L. Urwick, O.B.E., M.C., M.A., etc. 
(Pitman, ros. 6d.) 

Here is described in specific detail the 
organization of the selling departments of 
Rowntree & Co., Ltd.; further changes 
and improvements made in the past 
ten years; and the application of simi- 
lar centralization in the sales offices of 
John Player & Sons (branch of Imperial 
Tobacco Co. of Great Britain and Ire- 
land), Ltd. 

Mr. Urwick, well known as an organiza- 
tion and management consultant, describes 
every process step by step and finally sets 
out the profitable and highly interesting 
results obtained. 


Business Charts, by T. G. Rose, 
M.1I.Mech.E., etc. (Pitman, 7s. 6d.) 
There is no question as to the vast 

superiority of the “‘pictorial’’ presentation 

of business facts over other and less dram- 
atic ways of setting them out. That ‘‘a 
good picture is worth more than a thousand 
words of text” has always been true in 
the newspaper world; and it is as true in 
any sphere where facts have to be pre- 
sented on paper for mental assimilation. 

A graph is a ‘‘picture’’, and when facts 

and statistics can be presented by means 

of such a picture then the mind can grasp 
them in all their significance in a fraction 
of the time necessary for, say, columns of 
figures. 

Executives in every business can use 
this book. 


Flexible Budgeting and Control, by D. J. 
Garden, M.A. (MacDonald & Evans, 
7s. 6d.) 

The difficulties in many businesses to- 
day lie in the fact that no idea of a profit 
(or loss) is available except at the end of 
a fairly long period. But with a budget in 
operation covering sales, purchases, pro- 
duction and finance based on the fact that 
a definite volume of sales will obviously 
demand a clearly defined and detailed Bao 
duction or level of stocks, then ‘‘all t 
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functions can be co-ordinated with almost 
mathematical precision on pre-determined 
line? and the efficacy of the co-ordination 


tested by results’, That is the secret of 
the flexibility of budgeting control. 

This book dispels the idea that budget- 
ary control has a limited application. It 
is an ABC explanation of the whole pur- 
pose of a budget and a clear demonstra- 
tion of its application as a modern tool of 
business management. 


Factory Administration in Practice, by 
W. J. Hiscox and J. R. Price, A.C.A., 
etc. (Pitman, 8s. 6d.) 

The schemes outlined and the views 
expressed here are the results of practical 
experience in some of the best-known and 
most successful manufacturing firms in the 
country. A book for every member of the 
factory administration staff. 


Wages and Labour Conditions in British 


Engineering, by M. L. Yates, 
M.Sc.Tech., etc. (MacDonald & 
Evans, 6s.) 


Principles of Accounting, by A. L. Prickett 
and R. M. Mikesell. (Macmillan, 15s.) 

Psychology of Selecting Employees, by 
D. A. Laird, Ph.D., etc. (McGraw 
Hill, 24s.) 

The Administration of Marketing and Sell- 
ing, by Harold Whitehead. (Pitman, 
15s.) 

Modern Management, by J. E. Walters, 
Ph.D. (Chapman & Hall, 15s.) 


Stores Accounts and Stores Control, by 
J. H. Burton. (Pitman, ros. 6d.) 


Modern Railway Practice, Facilities and 


Changes, by L. A. Carey, M.I.T.A. 
(Industrial Transport Publications, 
Ltd., 7s. 6d.) 
8 
IF I WERE 


A MANUFACTURER ... 


“And had a difficult problem to solve 
in connection with the production side, 
I would post up an appeal in the works 
that would read something like thi: 


SUGGESTIONS ARE INVITED 


1. For improving the present method 
of tool storage and issue. 

2. For preventing scratches on fin- 
ished ‚surfaces during conveyance 
of parts to stores. 


"CI think that to ask for specific help 
like this would be much more effective 
than waiting on the off-chance for some 
idea to emerge from an ordinary sug- 
gestion-box system.” 


’Phone: Central 3725-3726 


* Electrically controlled Time, constantly 
accurate. No winding, regulation or super- 
vision. 


* Fully automatic. NO SHIFT LEVER. Late 
arrivals, overtime periods or any other devi- 
ation from schedule indicated in red. 


* Recordings are made on front of card, 
accelerating ‘Clocking In’’ rate. 


SÍTA ME REC 


Cecil House, 57 Holborn Viaduct, 


“London, E.C.1 


Branches in Principal Provincial Towns 
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* Fool-proof in use. No illegible 
or mis-placed recordings. 


* Operates automatic syren cop- 
trol if desired. 


* All-metal construction, fully 
guaranteed for 12 months, made 
in England. 
























India Tyre & Rubbe: 
Company.—long 
famous for high 
grade commercial 
vehicle tyres have now, 
as a result of intensive 
research into the re- 
quirements of modern 
transport operation, 
produced a new range 
of COMMERCIAL 
VEHICLE TYRES which 
embodies the results 
of this specialised 
knowledge. 


1855 









Business Road Test 


specially tuned for economy or not; the 
hill-climbing performance will tell us 
that.” 

It was Tilburstow Hill, near Godstone, 
with its maximum gradient of 1 in 6, 
encountered after a gruelling climb of a 
full mile that gave the first direct evi- 
dence of what the Commer can achieve 
in hilly country. The gradient was sur- 
mounted easily on second gear at 13 
m.p.h. without at all distressing the 
engine. 

The behaviour of the Bendix-Cowdray 
brakes, standard to Commer vehicles, 
deserves special mention at this junc- 
ture. After making a fast descent from 
the top of the hill, when the pedal was 
depressed lightly to warm the drums, 
we pulled up from 30 m.p.h. in less than 
three seconds, without getting into a 
skid that was quite expected on the 
snow-bound surface. 


Plenty of Power, Even at 
Low Revs. 


Tilburstow is one of those hills that 
cannot be rushed at the start, and, be- 
cause of the icy surface, we had to make 
a particularly steady climb. The well- 
graded second gear stood us in good 
stead, and the engine pulled gamely un- 
til the crankshaft was turning over quite 
slowly. 

Then came the real test for maximum 
performance at a carefully controlled 
speed to avoid risk of wheel spin. Had 


that happened on the 1-in-4 portion the 
best brakes in the world could not have 
prevented our sliding backwards on 
locked wheels, so the performance was 
quite a convincing bit of work when we 
reached the top. 

Transport operators in the Godstone 
area have told me that road spring re- 
newals account for a heavy maintenance 
cost, which cannot be wondered at if 
their vehicles have to travel often in the 
vicinity of White Hill. 

The particular section of our course 
included one of the roughest roads in the 
neighbourhood. I am not going to claim 
that we had a feather-bed passage over 
the frozen ruts, but, although the 
Commer floundered up and down and 
rocked from side to side, the steering 
gear remained virtually unaffected 
under conditions that might well have 
jerked the wheel out of one’s handg, 
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(Continued from page 20) 


FACTS AT A GLANCE 
Vehicle Tested : Commer 2-3 ton 
standard truck (Type N.3). 


Makers: Commer Cars Ltd., 


Luton, Beds. 

Capacity: 2-3 tons. 
Body Length: 12 it. 
Wheelbase: 12 ft. 9 in. 


Fuel Consumption: 13.5 m.p.g. 
Pay-Load Ton Miles Per Gal- 
lon: 45°09. 

Maximum Gradient Climbed : 
bin 4. 

Annual Tax: £30. 

Vehicle Price: {284 as standard 
lorry. 





Occasional bumps from the rear end 
proclaimed that the springs were going 
through full defiection tests, but neither 
chassis nor bodywork appeared to suffer 
from the terrific gruelling it underwent. 

‘‘Here’s a good test for the brakes,’ 
remarked one of my companions, point- 
ing to a winding drop leading back to 


“With a 34 
ton pay-load the 
climb up this 1 in 4 gra- 
dient surfaced with snow and an 

underlayer of ice was a severe test, as 
any attempt to rush the hill would have 
resulted in wheel-spin. But the engine pulled 
powerfully on a reduced throttle opening and 

the climb was made without a falter” 


the main road. Thereupon I decided 
to keep on direct drive and to rely en- 
tirely upon the Bendix-Cowdray system 
for retardation. It meant, however, 
keeping the brake pedal hard down for 
several minutes—a critical test for drum 
ventilation, and, though at the end the 
drums were quite hot, there was no smell 
of scorched linings. 

The rest of the trip was easy, and a 
quiet run back to Caterham proved that 
éhe Commer was none the worse for its 
winter steeplechase. 

Before the load was discharged the 
transport manager examined the body- 
work critically, expecting, I imagined, 














The BUSINESS MAN 
CHOOSES 


A CASTOR 
OF GREAT 


ADAPTABILITY 


s DESIGNED AND MADE 
By SPECIALISTS ... 
° EQUIPMENT fitted with 
‘‘Revvo’’ ball bearing 
castors moves with ease 
1* and silence. The type 
mobili illustrated is made on 
Af the same patented prin- 


ciple as the heavier 
industrial types—with- 




















out a centre pin in the DIC TOGRAPH 
ball bearing swivel— 

and caf be supplied INTERNAL 
with numerous attach- 

aea which meet most TELEPHONES 


TE AE because they facilitate speedy intercommunication and 

logue, which will be put him into instant contact with his fellow executiv 

gladly sent upon re- secretary or others with whom he wishes to confer daily, 

quest. Dictograph Telephones are installed in thor sands of 
municipal and commercial undertakings throughout the 
country. 


VISUAL INDICATION 
PATENT BALL BEARING OF SOURCE OF CALLS 


CAST ORS Reveals identity of caller and enables 


executives to ignore inward calls if engaged. 








THE REVVO CASTOR CO., LTD., Archdale Works 
Blechynden St., London, W.II Phone Ladbroke 2609 * CONFERENCE WITHOUT 
Also at 191 Corporation Street, Birmingham, 4 CONCOURSE 
FVVVYYYVVVVVVVÝVVVVVVVVVI Three or more associates can converse at the 
same time, 
BOMB-PROOF and FIREPROOF 
< DIRECT CONNECTION 
> cash anil book SAFES— Contact is instantaneous, The simple raising 
of a key gives immediate connection with any 
new and part of your organization. 
second-hand, Conferences can be held among the vanous 
all sizes members of your organization with the same 
ses facility as though each one were in the room 
and qualities Questions can be asked and answered— instructions 
in stock given and acknowledged—even more quickly and 


quietly than if they were delivered in person 


* 


Please give full details 
of your requirements 


when writing 


vwwvvvwws | INTERNAL 


UF We carry the largest stock of New and T E 1 E p ee oO he E 8 
Second-hand (reconditioned) Office 
Furniture, Safes, Typewriters and 
Visible Indexes in London, and guarantee 


to supply better value than any other 
firm. 


OFFICE EQUIPMENT CO. 


113 HIGH HOLBORN :: LONDON, W.C.I 
(Opposite Holborn Tube Station) Telephone: HOLborn 8235 
and 79 VICTORIA STREET, S.W.! 


AAAAAAAAAAAAAAAAAALAAAAA 





provide many other invaluable services which will 
increase the efficiency of your business organization. 


: DICTOGRAPH TELEPHONES LTD. 
< AURELIA ROAD, CROYDON. THORNTON HEATH 242 se limes) 
j 


ABBEY HOUSE, WESTMINSTER ansy 6072 (four limes) 


Branches throughout the United Kingdom, Eire, ami 
representatives overseas. 

















his. entire satisfaction with the exa t 
| tion, for the floor is supported . on. a 
| generous undgrframe and is reinforced 
by metal strips running its oe, length 








This is ‘How the Costs 
Work Out 


With regard to approximate costs of > 
working the Commer N.3 you can put 
down the standing charges per week as 
follows: Tax, 12s.; garage rent, §s.; in: 
surance, 6s.; interest on capital): 2 
giving a total of 25s. per week. 
Assuming a weekly mileage of 300, the 
total cost on the above basis will be the = 
258° standing charge, plus 300 times the > 
all-in running cost of 2$d. per mile, which = 
works out at £4 7s. 6d. per week, less =. 
driver's wages. F 
Therefore, taken in conjunction with = 
the performance recorded above, the 
figures substantiate the claims made fot 
the Commer N.3 as being a — FEES 
economical proposition. — 











THE FUTURE. 





















Lancashire’s past is ike sory of the industrial revolu- 
tion and the rising might of British industry. 







Lancashire's present “displays the same spirit of 
industrial enterprise and foresight. 











535 factories were opened during the years 1932 1936. 
-~ Factory building plans have increased 400%. More 
¿and more industrial concerns are investigating the 
-unique facilities which have enabled — RADA Ice 
Area to achieve this remarkable record. 













Lancashire's future hok | opportunities 
for the still further developmictit 6 ‘modern industry. 






How to Maintain 
Your Brakes 


J is no point about a com- ~ 
mercial vehicle more important 
than its braking. This factor; č o 
apart altogether from its legal aspect, 
influences a transport manager’s costs 
in direct and in indirect ways. —— 
Many fleet operators have installed — 
brake-testing “appliances; but, whether: Re 
you have this equipment or not, it is.” 
well worth while to get the Bendix Ser- — 
vice Manual, Brake Testing”. eS 
This is a free publication, issued by 
Bendix, Ltd., of Tyseley, Birmingham: 
In addition to describing the Bendix- 
Cowdray Brake Tester this booklet gives. 
a lot of valuable information about the = 
— detection of faults and the adjustment — 
1 of all types of brakes. E A 





— for information and expert — on avail- 
able factory locations are treated in strict confidence. 







J. BENNETT STOREY, General Manager. 


i INDUSTRIAL DEVELOPMENT COUNCIL 
_ Ship Canal House, King Street, Manchester, 2 








a, 7 Preliminary information obtainable through :— 






EL AND INDUSTRIAL DEVELOPMENT ASSOCIATION OF GREAT BRITAIN AND 
A + bs Arlington Street, Londons S.W.1, British Empire Building, Rockefeller Canter, New 
l S _ York, and 28, Avenue des ——— — Paris, 












| These Services Are FREE | 

| SUBSCRIBERS are entitled to free 
| information concerning Products, Ap- 
pliances or Services. 

ADVERTISERS who do not employ an 
‘agent (which we recommend them to 
do) are entitled to free Copy Service. 




















VENUS PENCILS ae 
incomparably smoothand 
long lasting, theirstandard 
of quality never varies. 
MADE IN ENGLAND 
KYOWN: THROUGHOUT THE WORLD ; 

















Particulars for the asking from 


| SERVICE Dept., BUSINESS | 
= í | Whitefriars House, Tallis St., ECA | 








(Continued from page 29) 


popular supervisor the sick leave per 
annum is the ordinary average for office 
workers—five days per annum. In the 
department where there is an unpopular 
supervisor the average siok leave is 15 
days per annum. Three times as much. 

“I was in one firm not lohg ago where, 
out of a department of thirty people, 
twenty-nine had spoken vigorously 
about their supervisor and I happen to 
know that last Christmas she had been 
given a gold wrist watch—Christmas 
present—and I said, rather to draw 
people out: ‘Why did you give her a 
wrist watch for Christmas if you are 
feeling like this about it?’ And they 
said that the thirtieth person in the 
department, her friend, had gone round 
collecting for the wrist watch and had 
sent in a list of the names of the pedple 
who were contributing to it, but they 
said she was away when they had a 
meeting of the staff about it and ‘we 
voted equally,’ she said, ‘whether we 
should give her a Mills bomb with the 
pin drawn out or merely a bouquet of 
flowers with some bees in it.’ 

“I knew one extremely well-run 
office of about 300 people where the 
cause of trouble was such an appar- 
ently small thing that I hesitate to 
mention it. Anyway, it had for long 
been the custom that when any girl had 
a birthday the others in her section gave 
her flowers. These flowers were always 
put on the desk and they did make, in 
this rather sombre office, a bright patch 
of colour. When a new supervisor was 
installed one of the first things she did 
was to forbid the flowers-on-desk cus- 
tom. Anyone who had flowers had to 
keep them on the floor. 

“In an office of that size most days 
was a birthday for somebody, and it 
was not long before the spirit in that 
office was almost on the point of open 
revolt. Fortunately the office manager 
got to know about it in time.”’ 

In every business staff happiness and 
contentment—which directly affects a 
firm’s working costs—depends on a 
multitude of little things that bear upon 
the individual’s personal sensibilities. 
Management must therefore thoroughly 
understand this and it must then devise 
some means whereby it can, all the 
time, be acquainted with its employees’ 
personal reactions under working con- 
ditions. Such a policy is not only 
humanitarian, it is good business. 


Is Your Factory 
in Line with 
The New ACT? 


(Continued from page 18) 


[ pass over with relief the next four 
parts of the Act, dealing respectively 
with home-work, particulars of piece- 
work, miscellaneous, and administra- 
tion, as they are practically existing 
law, and come to Part XII, with the 
ominous title of offences, penalties, and 
legal proceedings. 
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An excessive gap between Gross Profits and Nett 
Cash Profits can be explained by erosion—erosion 


at a dozen or more points in the process of manu- BUSINESS 
facture, merchandising, and accounting. Behind S CESS it 
this, of course, is lack of control, often unsuspected. MEASURED BY 
in any manufacturing process, for instance, profits NETT CASH 
are bound to be frittered away if there is not a com- PROFITS 


plete planned control of factors such as the flow of raw 
materials, the movement of stocks, shop loads, etc. Such 

a control must not only continually check the perform- 
ance against the plan, but also reveal immediately the location 

and cause of any hold-ups. These are precisely the problems 
solved by Kardex visible records and mechanical planners, 
which, in addition to giving you a complete control over every 
stage of the manufacturing and sales process, enable you to plan 
accurately and efficiently in the first place. 

Write on your business heading for new booklet of 
Methods and Equipment (Reference B.072). 


1. LEADENHALL ST., LONDON. E.C.3 K A R NE Y à 


SOARING SALES 


increase the risk of leakage. Get the utmost ‘benefit 
from your trading by checking your cash with a British 
Gledhill Register, which keeps a strict watch over every 
penny and acts as an extra assistant in busy periods. 
Over 100,000 Gledhills in daily use, giving faithful service 


Sent for Catalogue, terms, etc. 


G. H. GLEDHILL & SONS LTD. 
50, TRINITY WORKS, HALIFAX 


























. « the Nickeloid camera and 


Nickeloid engravers can make it live 


The laws of progress have made a special- 
ised world. Take selling by print. String 
together some words, throw in a picgure, 
have the result ‘printed . . well, you may 
be lucky, but it’s a wild gamble. But study 
your market, have a specialist write your 
“copy ” (horrid word), put Nickeloid to 
work on an illustration visualised by your 
“ copy ” specialist, weave the components 
into an harmonious whole and have it 
printed by craftsmen . . And, by all the 
powers!... you’ve got something that’s 
selling your wares. 


su elgg alg 


BLOCKMAKERS AND PHOTOGRAPHERS 
UNUSUAL SKILL 


THE NICKELOID ELECTROTYPE COMPANY LTD. 
PRINTER STREET, LONDON, €E.C.4 
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MIDLAND BANK 


LIMITED 
ESTABLISHED 1836 
Chairman: THE RIGHT HON. R. McKENNA 


Deputy Chairmen : 
W. G. BRADSHAW, C.B.E. ; 
S. CHRISTOPHERSON 


Managing Director: FREDERICK HYDE 


Statement of Accounts 
December 31, 1937 


The Midland Bank and Affiliated Banks operate 
2,600 branches In Great Britain and Northern 
Ireland, and have agents and correspondents in 


all parts of the world. 


Head Office: POULTRY, LONDON, E.C.2 





The present maximum fine of £10, or 
where illegal employment is concerned 
£3, is raised (Section 131) to £20, or 
where the offence is continued after 
conviction, £5 a day, while there is an 
important new provision (Section 119) 
which makes a worker who wilfully 
interferes with or misuses any appliang 
provided for his benefit or who wilfully 
and without reasonable cause does any- 
thing likely to endanger himself or 
others, guilty of an offence. 


Interpretation of Terms 


The next two parts (XIII, XIV) deal 
with application and interpretation. 
The present distinction between textile 
factories, non-textile factories, and 
workshops will be eliminated, and all 
places subject to the full application of 
the Act will henceforth be known as 
factories. A dressmaker’s establish- 
ment employing only one sempstress, in 
fact, will in future be technically a 
“factory” 

It should be noted, however, that 
one of the present distinctions between 
factory and workshop is retained, in 
that certain of the provisions (chiefly 
sanitary) will still be enforced by the 
local authorities in factories without 
mechanical power equivalent to the 
present workshops. 

The definition of ‘‘factory’’, which 
will include what is now called a work- 
shop, is but little altered, but the inter- 
pretation Section (Section 149) has been 


The Act in full can be ob- 
tained at H.M. Stationery 


Office, or through any book- 
seller, price 2s. 6d. 





re-worded so as to clarify what have 
hitherto been ambiguous cases. 
already stated, the field covered by the 
Act is also somewhat extended, notably 
through the inclusion of civil engineer- 
ing works and cinematograph studios. 

If I have now succeeded in giving you 
some slight insight into the significance 
of the new Act, I shall feel more than 
gratified. Its requirements, however, 
are minimum ones, and the full means 
of securing the health and safety of the 
worker can never be embodied in an 
Act of Parliament. Much, therefore, 
must always remain to be done, and 
further progress depends mainly on 
\people like you concerned with one or 
only a few works, rather than on the 
Inspectorate concerned with 250,000 
places. 

The wide issue of hours of work is 
largely a political one. The other new 
provisions, however, are not formulated 
from the office desk—they are based on 
the experience of my Department 
accumulated over the last 36 years. 
There is, as I have already said, nothing 
revolutionary about them and they are 
already observed in many works. ee 





EASIER REFERENCE 
TO RECORDS 
IN LESS TIME? 


Because of the absolute simplicity of 
the ‘Robin’ System a record can be 
entered or referred to in a few seconds. 


Well-known firms have literally hun- 

dréds of ‘‘Robin’’ Looseleaf Books in 

use. One uses nearly a thousand. 

Shall we send you a ‘‘Robin’’ Book on 
approval ? 


TRIAL OFFER: One ‘‘Robin’’ Loose- 
leaf Book size 5 in. by 8 in., with A-Z 
index and 200 leaves ruled feint, cash 
or double ledger, sent on seven days’ 
approval for 9/6 post free. 


Catalogue of Looseleaf Books and Office 
Equipment post free on request. 


J. W. RUDDOCK & SONS 
LINCOLN 
also at 3 Old Jewry, LONDON, E.C.2 









Do you want 
A PHOTOGRAPHIC 


MEMORY? 


Many people fail to achieve success because of 
an unreliable memory. They go through life 
accepting forgetfulness as inevitable. Un- 
happily, the x“ does not — there. It breeds 
of confidence, loose thinking, mental 
insecurity and other defects of the mind. 
There is nothi dificult in —— a 
good memory and dynamic mind, and now it 
is not even necessary to enrol for expensive 
_Here are offered three 










courses of tuition. 













oubt, indecision 
Inferiority piace is banished by th the Sore. 
of knowing you have a well-trained 


MEMORY EFFICIENCY 
and how to obtain it 
by J. L. Orton, shows you how you can 
acquire a photographic memo ne that re- 
tains (and can recall at will) all that is heard, 
seen, or read, Memory is the basic mental 
faculty because it represents how much you 
know. If memory failed —— naai 
would be as helpless as a new-born babe. 
This book has helped thousands to overcome 
their weaknesses of memory. Price 3/10 


PERSONALITY: its Nature, its Opera- 

tion, and its Development 
Every successful person possesses 
It is the power which makes leaders, sways 
opinions, and overcomes all opposites: Ir? this 
outstanding book Mr. Orton explains how the 
most a baon —* erat b stro 
personali c sim rev 
the secret of success Price 6/4 
Mi MASTERY OF MIND 
by J. C. Flower. Conscientious study of the 
practical philosophy which is the keynote of 
this book will change your entire outlook. Dr. 
Flower has evolved a system which is startling 
in its simplicity. For shilli —— gives you 

popi s 
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information for which indivi 
ineas. 
et your copies of these important books NOW 
—through your bookseller or direct from 


THORSONS, Publishers 
Dept, 31, 9! ST. MARTIN'S LANE, W.C.2 
Complete Catalogue gladly sent on request. 
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LOCALITE | T¥PE 


N ENGLAND 


SAVED Light Gives 
Increased Efficiency 


By localising light over the job in hand current 
is saved, and efficiency inc ocalise 
t eliminates waste, light is thrown only 
ere it is needed. 
Friction joints make the ‘‘Localite’’ instantly 
adjustable to any angle, and since no light is 
wasted maximum kilowatt demand and current 
consumption are lowered. 
Write for free list for other models. 


“Localite” fitted with ample flex, 
adaptor, switch lampholder, vitreous 
enamelled steel shade and socket, 


Workshop or Office Model 


20/- each complete 
Ready for use except for lamp. 


WALTER GRAFTON & SON Ltd. 


DEPT. 13b. ONDON, 5S.E.9 
Phone: Eltham 212! — lines) 








IS YOUR 
CATALOGUE 
EFFICIENT? 


A catalogue can be nothing more 
than a catalogue—or, it can be 
a salesman. 


It can merely list your products 
—or, it can present them in a 
way which commands attention 
and makes buyers feel that the firm 
responsible must be unusually 
enterprising. 


If you are thinking of issuing a 
new catalogue, ask for our 
suggestions for making a real 
salesman of it-without obligation. 


J. W. RUDDOCK & SONS 

Printers and Advertising Consultants 
LINCOLN p 

and at 3 Old Jewry, London, E.C.2 








The main result of the new Act, how- 
ever, is that they will have to be 
observed universally, and with what 
effect? Taking the safety provisions 
alone, I venture to prophesy that in five 
years’ time our present accident rate 
(which is about 3 per cent) will have 
been reduced to not more than one-half, 
and the fatal accident rate to one-third, 
while the other requirements will even- 
tually conduce to both better health 
and greater comfort among the army of 
nearly six million workers affected. 


* 
Up-to-the Minute 
Figures for 
Sales Control 


(Continued from page 24) 


calendar month, there will be four six- 
day buff cards, and one or two for three 
or four days, inserted on the Kraft sheet 
allotted for each agent. 

On the sheet allotted for area sales 
there will be a corresponding number 
of green strips. These agents’ sheets 
are comparable in nature to personal 
analysis accounts. Physical transfer of 
the Slip-Post cards from the ‘‘period 
analysis Kraft sheets’’ to the ‘‘agents’ 
personal sheets’’ saves the considerable 
work of rewriting (and proving) the 
figures involved. 

A blue-strip is inserted in each of 
these personal accounts on which the 
totals for the month are cast, by Comp- 
tometer, and extracted to a monthly 
sales analysis sheet, which is again cast 
and agreed with the monthly sales con- 
trol total (Fig. 3). The result is that 
the sales departments are supplied with 
monthly reports showing the distribu- 
tion of sales in values, quantities and 
sizes of machines, quantities and values 
of ribbons and carbons, and values of 
office supplies, typewriter parts, etc. 


Interim Facts on Distribution 


At interim periods during the month 
we are able to give information regard- 
ing the distribution of sales on any 
particular territory. The analysis 
required for the monthly reports is 
more extensive than is necessary 


the totals, 
posting the class ledgers. 


The punching of the Paramount cards|: 
sales of any month is]: 
and |: 
sales analysis for the last period of the]: 


of the last day’s 
done on the first day of the next, 


previous month is done on the same]: 
The totalling of the month’s sales | : 
is then proceeded with on the second]: 
day and reports follow within two or|: 


day. 


three days of the close of the month. 
Prior to the 
Paramount card 


nature were not prepared, and it was 
possible only to give a report in the 
broad form of analysis required for our 
final accounts, this not being sufficiently 
detailed to be of any real value to our 
sales departments or for stock controls. 






for | : 
our financial accounts, but by collating] : 
we obtain the figures for]: 





introduction of the : 
and Slip-Posting, | : 
regular monthly sales reports of this] ‘ 


37 


The Evolution of 
Modern Wage Paying 


BY HAND 
( Obsolete) 


TINS 


(Insanitary) 


OPAQUE PAY ENVELOPES 


(Sanitary, but no check and no security) 


TRANSPARENT PAY ENVELOPES 


(An improvement, but flimsy and insecure) 


Lantaster’s Pay Wallets 


with Gummed Flaps 


THE FIRST REAL WAGES CHECK 


And Now— 


LANCASTER’S 
AUTOSEAL 
PAY WALLETS 


WITH AUTOMATIC RUBBER SEALING 


The Modern Method 


No damping required. They are a perfect 
wages check. Notes can be handled and coins 
checked without breaking seals and they cost 
less than transparent envelopes (average 8/6 
per 1,000, according to quantity). 


A UNIQUE OFFER. Test them at our expense. 


Although in regular use by many focal authorities, 
can appreciate a natural hesitation ¢ tstall a 
system. On receipt of a request signed by responsible 
officer of business firm or public author coupon 
below attached, we will send you, entirely free and 
carriage paid, sufficient for one week's test of your pay 
roll, 


we 


new 


ty witr 


PE e eC OC CEET CUTS ee æ ⸗2 


Lancaster’ s Autoseal Pay Wallets 


FREE COUPON FOR 1 WEEK'S TEST 
(WITHOUT OBLIGATION) 


To LANCASTER BROTHERS & Co. 
Fraudproof Works, 
Shadwell Street, Birmingham, 4 


Send free supply of wallets for [on 


: one week's thorough test. The 


number of employees is 


Name 


: Address 


Office heid 


PTeTT Titi eee 


— Brothers & Co. 


Envelope and Cash Bag Specialists 
SHADWELL ST., BIRMINGHAM, 4 





REGISTER OF BUSINESS 
SERVICES ano SUPPLIES 





OFFICE FURNITURE 


RECONDITIONED 
OFFICE FURNITURE 


Better than new and half the price 


Everything in stock in wood or 
steel, including SAFES, TYPE- 
WRITERS, VISIBLE INDEXES, etc. 


OFFICE EQUIPMENT CO. 


113 HIGH HOLBORN, LONDON, W.C.1 


"Phone HOLborn 8235 
(Opposite Holborn Tube Station) 


ADDING MACHINES 
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SERVICE 
o 


Adding Machines and Calculators 
bought, sold, repaired and rebuilt. 


Adding Machine Maintenance Co. 
WATERLOG HOUSE, 56 HOLBORN VIADUCT, 


LONDON, E.C.1 Telephone : CENTRAL 2976 


Adds 


Multiplies 


DUPLEX 


Leather bound pocket 
modelofabove 35 j= 
@ Write for fully deseri ptive illustrative Leaflet A" from 
| K. BISSET & CO., LTD., Grand Buildings, 





l Trafalgar Sq., London, W.C.2. (Whitehall 8275) 


ADVERTISING SERVICE 


Let’s Get Down 
to Brass Tacks 


Are you satisfied with your present Sales Liter 
ature. Most Businesses have not yet discovered 
the ONE IDEA that will produce the greatest 
response from the markets they wish to exploit, 
My first aim is to remedy that deficiency, 


a 
Booklets — Advertisements — Direct Mail 
Box 375 Business 


Whitefriars House, Tallis Street 
London, E.C.4 


W rite to the 
SPECIALISED ADVERTISEMENT MANAGER, 
“BUSINESS” 


"W hitefriars House, Tallis Street, London, E.C.4 


for particulars of this Business Building Section 
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BUSINESS for FEBRUARY, 1938 


About Our New Service... 
HOME MARKETS «se opposite 


November showed 


No Recession 


In The South 


This is one of the surprising discoveries revealed by our new 
series of Regional Indices, a part of the new BUSINESS service, 
Home Markets, which is explained below. 


OR 15 years the Trend of Business 

has been a favourite feature with 

readers of Bustness. Many have 
used it consistently for guidance on their 
own policies. 

We are glad to be able to present it 
this month in an improved and extended 
form. 

Hitherto the difficulty with all such 
reviews has been their general nature. 
Apart from employment, it has been pos- 
sible to deal only with the country as a 
whole in considering most of the factors 
which influence business. 


Scotland And Wales 
Have Own Indices 


In the following pages we have tried 
to give detailed information on the situ- 
ation regionally. By devoting two pages 
to colour maps we are able to print the 
actual number of unemployed and the 
change in the number of the unem- 
ployed, down to a single man, in no 
fewer than 78 cities and towns, thus pre- 
senting an extremely detailed picture 
of the changes in purchasing power up 
and down the country. Also the figures 
given are for January. 

We have also revised the chart illus- 
trating the 22 chief factors which con- 
trol business activity: a comparison is 
now given with both the previous 
month and the previous year. Here, 
again, colour makes the chart more 
easily read. 


Why Regional Indices 
are now possible 


The level of business rarely moves in 
the same direction over the whole coun- 
try. Between 1934 and 1936 Wales, 
Scotland, and the N.E. Coast failed to 
share in the revival enjoyed in the South 
and the Midlands. To-day the special 
areas are increasing in prosperity and 
purchasing power more rapidly than any 
other parts of the country. Yet there 
has hitherto been no easy means (outside 
unemployment figures) for the execu- 
tive to assess the state of trade in one 
area as compared with another. 


Qur'new series of five regional business 
activity indices provide the yard-stick 
necessary. Until a few months ago the 
task was impossible. The best national 
indices available are based on at least 
18 different factors, each factor being 
carefully weighted. Three-fourths of 
these figures are not obtainable by 
regions. 

Through the researches of Dr. C. E. 
Rhodes, however, a new technique was 
opened to us. Dr. Rhodes has proved 
that an index as accurate as, if not more 
accurate than, those normally prepared 
could be composed out of four of their 
factors, viz., employment, industrial 
motor vehicles licensed, electricity out- 
put, and building plans passed. Out of 
a total of 94 points Dr. Rhodes allowed 
74 to the first two. We have followed 
a similar procedure. 


For electricity output and building 
plans passed (both unobtainable by 
regions) we have substituted retail sales 
(now greatly enlarged in scope) and 
bank clearings, weighting them 14 and 1 
respectively. 


Two Scottish Indices Are 
Charted This Month 


In the case of Scotland and Wales, 
bank clearings, being still unobtainable, 
are dropped, the other factors being re- 
weighted accordingly. 

Notice how in Scotland prosperity has 
been affected by the recession in Novem- 
ber, although this is not so clearly 
marked in London and completely unfelt 
throughout the South. 


The Scottish index may be compared 
with that for Scottish Retail Sales on 
page 41, which again shows interesting 
differences, not merely in the long swings 
but in such things as holiday buying. 


This work has been difficult: thou- 
sands of calculations were involved. It 
may be that there are still defects; we 
shall be glad to hear from any reader 
who has a definite contribution to make, 
either to our sources or to our technique. 


MANIFOLDIA LTD. of WEST BROMWICH 
are manufacturers of 


“QUIKWAY”’ 


CONTINUOUS FORM STATIONERY 


“QUIKPART” CARBON LOADED SETS and 
STATIONERY FOR MACHINE ACCOUNTANCY 








HOME MARKETS 


A Survey and Index of Regional Business Activity 





















WATNEY'S 
| SPECIAL BITTER 


THE ONLY BITTER SOLD HERE 


FEBRUARY, 1938 
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. . « perfect lettering, even colours, clean 
= 
finish, facsimile reproduction, ease fo 
experimenting, and mechanical exaci 
ness are the notable features of th 
+e 
Masseeley-made card 
issue é l 
Uess i t 

Your product is sold only when it reaches the ulti 
Eliminate ‘‘chokes” in your channel of distributio! 
your retail stockist with those essential sales-aids wi 
to keep his stocks moving. 
The Masseeley Advertising Unit enables you to produ 
Cut-outs, Display Stands, Window Bills, Van Posters, P 
are alive with colour and humour: suited in size ani 
stockist’s needs: varied in form and message as fi 
desire: embodying the topical reference or local touc! 
retailer: and stressing the ideal selling-message for « 
Made on your own premises and by your own 
immediate control. With a striking saving in cost 
longest runs, and a saving of at least 500 per cent 
THE PERFECT FOLLOW-THROUGH FOR A NATIONAL ADVERTISING CAMPAIG) 


MASSON SEELEY & CO-LTD 


Masseeley Building 
HOWICK PLACE: WESTMINSTER: S-W-I 


Telephone VICTORIA 215! 
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| F HE first business news of 
nee the year is a very mixed ` 


bag. The builders have — 
distinguished themselves and dis- — 


3 proved the prophets with a 12. 5 


increase in plans passed in De- 
cember. Pig iron output made 
an equally unexpected record. 
The prices of commodities are. 
steadier. Thanks to Italy and. 
colder weather, coal sales are up. 


New armament factories are 
rapidly reaching full production. 
Labour is becoming scarce in un- 
expected places. At Yeovil a- 
new armament plant is making it 
difficult for the glove and collar 
people to keep their girl workers. . 
Finally, in spite of President: 
Roosevelt's big stick, American ` 
business men are more optimis- 
tic; rearmament may save the 
situation where all the planners 
have failed. So far the good 
news. 


The sharp rise in unemploy- 
ment is disconcerting. Appar- - 
ently due to bad weather, it 
spreads to too many industries. 
There are now only 200,000 more | 
people employed *than a year- 
ago. For the first time in years- 
there were 92,000 more unem- ` 
payee than a year ago. 


Navy Pipes ‘Tune 
To Shipbuilders 


NHIPPING freights have 

slumped by around 30 per 
cent since September. Naturally 
orders for shipbuilding have: 
fallen off with them, but naval - 
construction is taking up some 
of the lag. 


Rather unexpectedly, con- 
sidering the success of the Show, 
car sales fell by 17 per cent in 
November, and smaller cars are 
being bought at that. The baby > 


How To Read The Ghart; . 
Red bars represent latest avail- © 
able figures for December. Figures F 
show percentage increase or des ` 
crease as compared with December, < 
1936. Black bars représent. the — 
percentage increase or decrease for 
December as compared with the 
previous month-——November. 

























































































yet Fair 
‘HISHOLM, M.A. 
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cars have had a surprising come- 
- back. 

-Yorkshire is suffering a set- 
> back in the woollen industry. 
This is a batch of bad news. But 
we have grown so accustomed to 
wholesale good fortune that we 
may over-estimate fortune’s dis- 
favours at retail. 








There are still many more men 
working than at a year ago. 
Further, wages have risen by 
£780,500 weekly. ~ The miners 
alone are enjoying an additional 
{£167,000 a week. True, the cost 
of living is up, but only by nine 
points, or around six per cent. 


Better still, the problem of the 
Special Areas has been partially 
solved. For nine years South 
Wales has been the worst-hit 
area in the country. Actually 
unemployment in December was 
substantially lower than that 
for any December since 1929. 
This, thanks largely to the heavy 
industries, rearmament, and the 
Government’s energy in locating 
new industries where they are 
most needed. 


Radio Chiefs Tune 
In To New Markets 


HE newer industries of 

rayon, aircraft, commercial 
motors, and electrical construc- 
tion, are all booming at record 
levels. Only wireless has taken 
a knock. Fortunately, the youth- 
ful and resourceful chiefs of this 
industry are rapidly finding new 
fields for their energies, including 
television, electrical gadgets, and 
aircraft accessories. 


Everything considered, our 
foreign trade is maintaining it- 
self surprisingly, outside textiles. 
Here a definite fall in quantities 
is accentuated by falling prices. 





Reading the Indices 


>e For these new indices, the aver- 
©: age business activity in each area 
» during 1933 is taken as the base 
+ (= 100). * For 1934-6, the indices 
= are’ given quarterly, for 1937 by 
`: months. A full explanation of the 
~ indices is given on page 38. 
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a Scottish firms are advertised a 
oe ‘Formed i in TLR, the Agency has 


[each under the direction of a 

















alance is üp to {442,7 


is over {97,000,000 above 1936. Nor is — 


-> it certain that increased dividends, in- 
Arances, and shipping services, will 
balance this increase. On the other 
hand, no business revival can easily 
- be negotiated without a temporary 
adverse balance. In this the upward 
swing of the cycle is running to form: 
and the Treasury will have no difficulty 
in offsetting effects of a net deficit by 
one of the several means available to it. 
We are still at the mercy of three fac- 
tors in particular: 
building, and rearmament. 
trend is still obscure, since each of these 
factors is governed by others. Of com- 
modity prices the United States is the 
pivot, and there politics still affect enter- 
prise closely. Building is itself appar- 
ently dependent on new rearmament 
factories and on new estates for arma- 
_ment workers. Rearmament, too, ab- 
_ sorbs workers just so fast as the bujiders 
and tool makers can get factories ready. 


This Price See-Saw 
No Fun For Experts 
HE course of prices is causing 
deep concern to some experts. The 
Economist, for instance, points out 
. that, though the cost of raw materials 


— is falling, retail prices are still rising, 


while wholesale prices fail to fall. If 
this trend continues obviously our in- 
ternal price structure will get out of 


— with ae Pannan porer: of 








Personal Service... 


‘The Productsofn many well-known 





Maxwell. Nicholls and Partners. | 





officesin Edinburgh and Glasgow, 





resident partner with an intimate 
venowhedge of Scottish adver- 
oL pising problems. 


| | MAXWELL NICHOLLS 
| | AND PARTNERS 


“Registered Practitioners in Advertising 
Ti George Street, EDINBURGH 


tS Hope Street, GLASGOW 
84 Albion Street, LEEDS 
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j | GLASGOW. C. 2 





a PHONE: CENTRAL 1933:34 
Registered Practitioners in | GLASGOW C.I | [SCOTTISH STUDIOS 
| Advertising TELEPHONES | [& ENGRAVERS LTD. 





ear’s “adverse > our customers abroad, and exports will 


82,000, which- 





` suffer. 
cult to see how a nine per cent rise in 


commodity prices,. 
The future 


















| InScotland 


leading manufacturers 
entrust their adver- 
tising to the Agency 
known for its good ser- 
vice, its understanding 
of markets and its 
technical efficiency. 


| David H. Pearson 
Advertising Ltd. 

113. WEST. REGENT ST. 

GLASGOW, C2 


‘SOMMERVILLE 
‘AND MILNE 


| REGISTERED PRACTITIONERS 
IN ADVERTISING 


19 ST. VINCENT PL. 


CENTRAL 1656-7 


While admitting this, it is difh- 


retail prices of 1937 can be dangerous 
against a net rise of raw material prices 
by 15 per cent. In other words, there 
is no evidence that our internal prices are 
getting out of hand, as they have already 
done in the United States. There is 
little evidence, but the danger is there. 
Every business man knows that. 
consumer is still a very shy bird. 


Trade Prophets Cry 
In A Bewilderness 


HAT is happening in — is 
still uncertain. The economists, 


publicists, and the leaders interviewed | 


by the popular Press, unanimously pre- 
dict a minor up-turn in consumer sales 
for the spring and a general resumption 
of the upward trend in the autumn. 
But very similar people made quite simi- 
lar predictions at the beginning of 1930. 
They were wrong then: they may be 
wrong now. 

Perhaps it is not appreciated here 


how much too rapidly prices had risen | 


by the beginning of 1937, nor what a 
shock President Roosevelt’s new Bills 
gave the business world. Apparently 
the President had been elected in the 
expectation that he would slow down 
the pace of “national planning” and 
give business.a chance to recover. Actu- 
ally he is doing nothing of the sort. An 
expert tells me that new orders for capi- 


tal A ONUN had —— begum to fall away 


Phone : 


"Grams: ‘‘Stren‘’ 
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Photegraghers, des igners 


psychology filtered down through the 


The 


Distinctive and arresting 
of a Technical and 
General Nature 


THe R. G. BROWN 


ADVERTISING AGENCY 
166 BUCHANAN ST., GLASGOW 


Douglas [214-5 
, Glasgow 
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196 CLYDE STREET, GLASGOW, C.I, 
and Block Makers: J 





r apidiy | in the late spring. . This feat 


public generally. 


‘Arms’ U.S. Weapons 
To Bring Recovery 


O-DAY American business is wait- 

ing for Congress to reassume control — 
of the situafjon and reverse the trend 
towards “‘planned economy’’. It seems 
rather a forlorn hope to the outsider, in 
view of the jarring agricultural and in- 
dustrial interests represented by the 
Congress. However, rearmament, and 
the hope of inflation have done won- 
ders for Wall Street. The future of 
prices, and therefore of British business, 


depends to an alarming extént on how 4 
far these forces can succeed in getting ~ | 


American business men to spend money 
on development again. 

Judging by the new figures, the build- 
ing revival is safe for several months. 
Notice that house building registers a 
25 per cent rise over last year, chiefly 
in the North and in Wales. This con- 
firms my prediction of provincial build- 
ing booms over a year ago. 

Taking all of the short- and long-swing 
factors into consideration, it is clear that 
a slight recession is in progress, but the 
degree of decline is so small.as to cause 
little anxiety. There is no single symp- 
tom of a serious decline commencing. 
Indeed, the new building, steel and re- 
armament figures point to the recession 
zong Epea within narrow v lirpits. 


MITCHELLS 


-for preference 


coe PLETE 
ADVERTISEMENT 
SERVICE 


68 
GORDON ` ST. 


GLASGOW.. G.I. 
Phone : Central 1205/6 
Grams :  Mitchelad 





On questions relating to 


is advisable to seek the | 
aid of a Scottish Agency. | 
Preferably one with long |. 
service in the interests. 
of Scottish Advertisers. 
PETER A. MENZIES 
A.|.P.A., 111 Bath Street, | 
Glasgow, has 50 years’ 
| experience, and can 
| make the most of your |. 
: eda appropriation. | - 
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“BUSINESS” SURVEY OF HOME MARKETS 


SCOTLAND and THE 
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POPULATIONS 








> Aberdeen .. 476807 Leeds ... .. $80,500 
+ Clydebank .. $67,520 Londonderry ... 45,180 

Barrow ... ... 64.720 Middlesbrough... 140,000 
| Saa es ge 480,000 Motherwell ... 6,487 
| Blackpoo — ie 8* 8.306 
F Bradford ae 200,500 taes tle sae z 
| Burnley + ORT soe: $ —* 
b Darlington 75,500 Paisley ... as 0.075 
f Dundee ... ag 178,602 Port Glasgow ... 10,580 
L Edinburgh .. $64,130 Preston ... . 175,200 
F Gateshead . 110,034 South Shields... 111,800 
| Glasgow ... 1,115,804 Stockton te 66,860 
b Greenock II 8o.s24 Sunderland  ... 184,170 

Hartlepools ... 70,720 York — * 89,680 
i KEY 


É The * figure gives change in number of unemployed at 
f the January count as compared with the December count. 
Total number of unemployed is shown by second figure. 
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Scotland’s National 
Newspaper should certainly be your first choice of media 


in Scotland for approaching unusually 
influential business and social markets. 


NORTH BRIDGE, EDINBURGH 2 63 FLEET STREET, €.C.4. 
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lil AFRICA HOUSE, KINGSWAY, LONDON, W.C.2 
|i) MIDLAND PLACE, DERBY | 
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for divect mail material @ 


AS GLLNGHAM STREET, ECCLESTON SQ., SW-t | 7 
S Phone: VICTORI AB 









——— ——— — — | 7 Ta When your catalogue, booklet or folder reaches 
ee aril o your prospect it is “the picture that sells.” 
— DO YOU WANT Eo zo bey a That, sir, is where we can help you. 
More time for your important ||| =~. We are artists and photographers, ready to 
tasks during 19387 Less- ae —— your product to the best advantage. 
worry about petty detail and “We are process engravers, doing work for many 
routine matters ? An infallible a 

oof the largest advertisers. 


|’ reminder that will work for. r 
-you while you get down to if A Make sure of your picture, then, by en- 
< . trusting it to R&C, 
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wmy staff: time and: worry: y hroughaut 
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: the big things in your job? E — 
ee ree oe ats device dit The following suggestion will, we believe, 
that will save you and your simplify your work and diminish your worry. 
staf time and worry, and 
| format, make necessary drawings, take photo- 
$938 at-a- negligible cost. graphs and make the blocks — so that the job 
An enguity involves you in 
| the coupon to-day. af J $ E You will have only to deal with one man—a 
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GREATER LONDON 
New Markets For Old is 


twist 
to London's latest inventions. Many- 
factoried I.C.I. have thought up water- 
repellent textile finish, and cheap way to 
get sulphur from waste gases—"‘ Neoprene’™’ 
is metropolis’s rubber substitute, and a 
new plastic makes all kinds of lenses— 
Capping creators but not troubling pubs 
yet 1s London’s first automatic beer-selling 
machine. Which suggests robot salesman 
can do day and night service for manu- 
facturers of clothes, foodstuffs, personal 
type goods, etc. 


Time To Sell Electric goods in 
London area never better than now— 
Housewives showing deep interest in 
cookers, irons, kettles, curlers, fires and 
other appliances—Instance of market's 


response; 300 women a day turned away - 


at Hammersmith’s electric cooking, ètc., 
demonstration week. Associated electricity 
concerns stimulating extra interest by 
opening new showrooms. 


Central Selling Idea is growing, 
latest effort being London Buying Centre, 
New Oxford Street, place for city’s visitors 
to look over all up-to-date lines without 
touring all West End—In prosperity news 
is populous Battersea, where under 50 
shops and business premises are empty. 
Hint here to check over retail outlets in 
borough, see you get full distribution but 
not overlapping. 


SOUTH 


Kent Is Spending over {1,000,000 
weekly now on consumer goods. Grow- 
ing, too, as S.R. carries out big electriti- 
cation plans inducing more peopl® and 
businesses to settle in area—Guildford is 
spending £200,000 in new buildings, helping 
keep its unemployment below 4 per cent 
mark—Wage increases totalling {12,000 a 
year is Portsmouth town fathers’ news to 
marketing men, while a new aircraft firm 
is giving work to 1,000 and 14,000 dock- 
yard workers are getting 3s. a week wage 
rise, 


Southsea For Winter sales is aim 
behind {200,000 plan of sea front develop- 
ment, making resort year-round holiday 
centre—Watch Bournemouth district, 
where population is increasing 2,000 a 
year, holiday crowds increasing by thou- 
sands and £500,000 being spent on public 
works—Brighton, benefiting from railway 
electrification, is also getting tens of thou- 
sands more visitors a year, indicated by 
increase of nearly 2,000,000 in passengers 
carried by local transport 1937 over 1936. 


More Cash Available for goods at 
Southampton these days. General Motors, 
Ltd., are to open new works on dockside 
estate, employ 600 men at start—Heinz & 


will help in shaping 


your Sales Campaigns 


Co., are opening 15,000 sq. ft. build- 
ings—Meyer, Ltd., have built 2) acre 
works, offices, yards, and S.R. are erect- 
ing two model factories on dock estate— 
30,000 more passengers, 100,000 tons more 
goods landed at port in 1937 than in 1936. 
Fruit trade booming, citrus fruits alone 
being 1,000,000 packages up—Which all 
means more work and pay locally. 


MIDLANDS 
Five Shadow Factories in Mid- 
lands now starting production. Four at 


Coventry cost {§2,400,000, one at Birming- 
ham £700,000, and give work to 10,000— 
Ten military aerodromes now being built 
in area are costing over £100,000, most 
of which goes in wages—Over {2,000,000 
being spent on conversion of Midland 
factories for re-armament work. All big 
iron, steel, foundry, machine tool, engin- 
eering concerns in area have arms work 
on hand totalling millions, absorbing 
production for next 24-3 years. 


£3,000,000 Power Scheme oli 


Britain's Central Electricity Board is 
sanctioned, a start being made with the 
{1,500,000 extension to Birmingham's 


Hams Hall Station—Myatt & Co., Ltd., 


Richard Thomas's 
£10,000,000 Ebbw 
Vale iron and steel 
plant is now pro- 
ducing, giving work 
to thousands. People 
paying off debts, eat- 
ing more food, buying 
more clothes, refur- 
nishing homes, etc. 
Here's a revitalized 
market worth selling 

to this year 


Birmingham razor makers, have booked a 
year’s full factory output in getting the 
British army contract—G.E.C,, Ltd., are 
taking on hundreds of workers to cope with 
expanding trade and to man their new 
20,000 sq. ft. Witton factory for making 
steelclad mercury arc rectifiers, 


NORTH 
Mills Pay Profits again is good 


news to sales managers, meaning mill 
workers are ‘in the money’’. Nearly 
{500,000 more profits in 1937 than in 
36 is the record—Elsewhere workers are 
getting plus cash, 6,000 at Chorley getting 
extra week's wage, 10,000 at Prescott and 
Helsby getting /1 adults, ros. juniors, 
bonus, while Forsters, Ltd., St. Helens, 


Current Facts that 
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Here is NEWS of Home Markets 


have given 3,050 workers increases ranging 
from 1s. to 2s, 6d. 


54,000 Out Of 60,000 looms in 


Burnley hum to-day, 10 new industries 
employ 3,000 persons and a new firm 
locating there are to employ = 2,000 
workers—Holden Vale's luck is in with 
a {200,000 company opening up to make 
‘chemical cotton'’. Warrington’s the 
home of a new £120,000 cable manufac- 
turing firm. Mossley, Blackburn and 
Eccles are centres for new companies 
giving work to over 1,000 men and women. 
Vickers-Armstrongs works, Barrow, have 
taken on 4,000 men in past few months, 
now employ 17,000 and pay £50,000 a 
week wages—All of which marks out Lan- 
cashire for sales drives this year. 


Improved Liverpool Market is 
resulting from {1,250,000 aircraft factory 
being built at Speke, work being given 
to 5,000 persons and 41,000,000 a year 
being paid in wages. Bolstering this 
improvement are 15 new factories on same 
estate, employing some thousands. 


WEST & WALES 


“New Spending Power’? is South 
Wales's message, backed by 28 new 
lactories, 16 extensions, recently estab- 
lished on Treforest estate and elsewhere in 
area. Eight more factories booked for 
building, score of firms asking about sites 
—About 3,000 men are to get work in 
or through Pencoed’s new oil-from-coal, 
£650,000 plant. Orders worth hundreds 
of thousands of {s already booked—Caer- 
philly’s latest resident is Welsh Metal In- 
dustries, Ltd., which firm is to build 
factory on 5-acre site, to employ some 
hundreds, 





‘SCOTLAND 


All Space Booked is latest news 
of Glasgow's Empire Exhibition, opening 
in May. Aberdeen and North-Easte Scot- 
land, taking this chance to publicize attrac- 
tions, have booked g00 sq. ft. space for 
composite display; nearly 20 big electricity 
firms have taken space; Rubber Growers’ 
Association has booked 4,000 sq. ft. for a 
rubber pavilion; biggest private pavilion 
will be that of Beardmore & Co., Ltd., and 
Colvilles, Ltd., which will have its own 
cinema, seating 250. Distillery reopening 
# good news from Clackmannanshire, 
where plant, derelict over 20 years, has 
been reconditioned and is employing 200 
men—Glasgow's first newsreel cinema, 
seating about 600, is being built. 


MARKETING - ADVERTISING - SELLING 


47 


Trumping The Big Competitor’s Ace 
“This Area Try-Out Showed Us that 
We Could: Beat the Closed Price 


break our way into a virtually 

closed market were two of the big 
problems facing us when we decided, in 
August, 1937, to manufacture sparking 
plugs. 

In six months we have made import- 
ant progress. We have been successful. 
So successful, indeed, that we are now 
making the second enlargement to our 
plant and are planning scheme? which 
will put Crown Plugs on the market on 
a really national scale. To reach this 
position we bave had to stmke out on 
vigorous and original lines. 

But let us go back a bit in the story 
and deal with policy before we come to 
method. 


T> beat a fixed-price ring and to 


gr megan PU oeh a arol aaa T 
day end perol uti eaga, berer 


THERE i$ A TYPE OF CHOWN PLUG 
MADE Ys GVE MAKIMUM KEPIGA NOY 


ESTABLISHED 1919 


ON AIR MINISTRY LISTE 





Guaranteed plugs for half Ring price. This sales 
compaign opened with a direct-to-public appeal 
in Midlands area. Why Midlands was picked as 
test ground is explained in the article. This 
11-inch triple is typical of the series used in 
newspapers. Note how copy, stressing new price, 
cites Britain as only country with high-price 


ring for plugs 


Igna Sparking Plugs, Ltd , came into 
being largely because almost every coun- 
try in the world except Great Britain 
had a sparking plug that sold for about 
23 6d. Mr. H. Cressman, our managing 
director, wondered why this condition 
existed. Were there special circum- 
stances which prevented low-cost manu- 
facture of plugs or low price selling? 
The answer was emphatically No. Yet 
the general selling price of plugs to the 
British public remained around 5s. 

From the viewpoint of manufacture 
there were no outstanding difficulties 
Equipment and machinery for produc- 
tion were available both here and 
abroad. In the United States, for in- 
stance, top-quality plugs were being pro- 

duced and sold for 

the equivalent of 
28. 6d. New types 
of machines for the 
work were available. 

We imported these 

machines. 


In the meantime 
: we saw that we 
needed the right 
type of skilled labour 
and a small, suit- 
able factory located 
| where we could draw 
” supplies from close 
at hand and whence 
. we could distribute 
the finished products 
economically. 


We also felt that a 
new company mak- 
ing a product to 
sell at half the price 
of those established 
many years on the 
market would have 
some difficulty in 
getting public conf- 

- dence. If, therefore, 
' our concern could 
> be given a ‘‘back- 
ground” our chances 
of getting people to 
try the product 
would be improved. 


The Midlands, be- 
ing the big centre of 
the motor industry, 
had the right kind of 
skilled labour, and 
at King’s Norton 
Factory Centre we 
found a suitable fac- 
tory. It was in a 
central position for 


— w — ~ A 


supplies and for 
distribution on a 
national scale; the 


rents, rates and other 
charges were econo- 
mical, and there was 
room to expand. 


Ring...” 


From an Interview with 
H. CRESSMAN 
Managing Director 

Igna Sparking Plugs, Ltd. 


Search for a background ended with 
the purchase of a sparking plug manu- 
facturing concern at Wednesbury, near 
Birmingham This small firm had been 
established since 1919, and, although 
not widely known, it did provide (a) a 
background, (b) the nucleus of a skilled 
staff, (c) plant and equipment, and (d) a 
certain number of marketing channels. 

Thus, from a decision, in August, to 
manufacture a sparking plug of periorm- 
ance equal to, or better than, that of 
plugs on the market, yet selling at half 
the price, we were ready to start produc- 
tion in October. 


Our Problem : What Sales Policy 
to Adopt 


Now came the two vital tests (x) sell- 
ing and (2) repeat sales. We were sure 
that, once we got the plugs into a motor- 
ist’s car, repeat sales would follow 
automatically But how to make initial 
sales? Through the usual channels of 
trade distribution—wholesalers to re- 
tailers? Straight to the retailer? 
Backed up by trade and general adver- 
tising, sales schemes, promotional work, 
and so on? 

A little thought and investigation on 
our part had shown that we were up 
agaist many snags There was, for ex- 
ample, the usual indifference of many 
wholesalers and dealers to a new pro- 
duct There was a natural suspicion of 
a product selling at a “cut price’. 
There was the disadvantage of not hav- 
ing the support of a national advertising 
campaign In any case, the plugs were 
unknown; therefore ıt needed effort to 
sell them. Inertia, hostility, ind:ffer- 
ence, heavy costs—these and a host of 
other reasons were marshalled against a 
normal scheme of distribution and sale. 

Our conclusion was to go direct to the 
public. Time enough later to get dis- 
tribution through ordinary channels 
But direct appeal was not, ın our opm- 
ion, enough We had to make an attack 
as specific and arresting as the plug and 
ifs price For that reason we decided to 
trust the public, to give a 30-day trial 
period. If the motorist did not like the 
plugs he could return them within the 
month and pay nothing, if they were 
satisfactory he could send us the money. 

Now this offer showed two outstand- 
ing points: (1) complete confidence in 
our plugs and (2) confidence in the hon- 
esty of the individual motorist. Such 
a sale-or-return offer stamped the plugs 


- time being We 
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as ‘“‘good’’ despite the half price. For, 
af most business men know, you can 
breed distrust by charging too low 
prices. Our scheme forestalled the pos- 
sible comment: “They can’t be any 
good at that price.” 

We need hardly stress the point that 
to market a product successfully in this 
way the product must be all and more 
than you claim. e knew that Crown 
Plugs would stand up to any compari- 
son. As we have shown, they are pro- 
duced in an up-t te plant and are 
designed in the light of the most scienti- 
fic knowledge of the function of plugs. 

All the plugs are identical for all makes 
of car, except for ing lengths of in- 
sulator. The longer the insulator the 
hotter the plug, and the shorter the in- 
sulator the cooler the plug. 

Hotter or cooler|plugs in the Crown 
range are identified) by numbers on the 
body. Thus, motorists can easily pick 
out the correct plugs for their cars. And 
we knew from theory, experiment and 
test, that the right set of plugs in an 
engine would result in greater petrol 
mileage, better engine performance and 
a guaranteed plug-life of 20,000 miles 


Direct to Users Through the 
Area N ew spa pers 


We took the simplest way to reach the 
public—through newspapers. Triple- 
column 11-inch spaces were used in 
these newspapers: Midland Daily Tele- 
graph, Liverpool Echo, Yorkshire Post, 
Birmingham Mail, Glasgow Evening 
Post. All adverti pments splashed the 


price feature, ed copy explaining 
how the plugs — to the 5s. type 





and stated the savings in petrol, etc., 
that would be made. 
the plug were us Coupons for clip- 
ping and sending in for the 30-day trial 
offer were also included. 

Results more than justified our 
methods and policy. Some thousands 
of replies came in. Many people sent 
the money for the plugs; most of them 
paid up on receipt of the plugs or within 
a few days. The! percentage of non- 
payers has been insignificant—a tribute 
to the honesty of the British public 

The success of et scheme tan be 


Illustrations of 





judged by the fact that we have been 
advertising for the 
e now in the process 
lant for the second 
When we have 
uction and are ready 
e shall go into the 


compelled to ceas 


of enlarging our 
time in six mon 
caught up with p 
for bigger sales 
national field. 


Why the Midlands as Our 
Test ‘Area ? 


You may ask why we did not start 
on a national scale and why we chose 
the Midlands and North for our initial 
cam : 

We knew we could not meet a national 
demand if respo was as good as we 
gauged it would be. Furthermore, we 
considered it sounder policy to start on 
a modest scale, profit by any errors we 
might make, keep a firm control of costs, 
and thus build up the business steadily. 

Now about the area. We chose it for 
several reasons. One of the most im- 


: 


portant’ was that it held an industnal 
population—people who knew the facts 
about factory production, who could 
readily understand how we produced 
the plugs and why they could be as good 
as Claimed and still be sold at 2s. 6d. 
We preached to the enlightened. Gener- 
ations of industrial experience had done 
the missionary work. 

The area, too, was economical to 
cover, and it also contained a number 
of wholesale and retail outlets which 
handled the plugs. For we had, of 
course, the market channels used by the 
Wednesbury firm open to us. In addi- 
tion, we did advertise in the trade Press, 


yf 
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but this was done chiefly as a prepara- 
tion for our distribution in the future. 

The point we have reached now is one 
where it is possible for us to get distribu- 
tion through the usual trade channels. 
Our development in this respect will be 
speeded up by use of general advertising. 
This will create demand for the plugs 
and help break down any price bias or 
closed market policy that may still be 
kept against us. 

But these plans for the future are in 
a formative stage. Until we have got 
them completely worked out our present 
successful policy will help us to further 
progress. 


Trade Taboos Flouted but 


Sales went UP, not down 


BLACK jackets for books beat Colours 
say HODDER and STOUGHTON LTD. 
and Black wins records for Chocolate Packs 
declare Rowntree & Co., Ltd. 


RADE taboos, hke many other 

l ‘“don’ts”’, yield profit when broken 

by well-reasoned and intelligently 
planned action. We have just proved 
this by the successful marketing of our 
new “‘Black Jacket’ series of books. 
Although launched only in November 
last, we are already reprinting some 
books of the series and are planning to 
publish others. 

Let us confess that when the scheme 
was first discussed many of our execu- 
tives were doubtful about the colours, 
black and white. The titles? Yes, 
they were good The price? At 28. a 
volume they were excellent value. But 
tke black jacket idea . Many wise 
heads were shaken in doubt. 


These Alleged Prejudices were 
Agatnst the Black 


A black jacket was a trade taboo 
The colour was funereal. Retailers 
wouldn't give good displays to such a 
series The public wouldn’t buy. No 
firm had done it before. The old prac- 
tice of bnght, cheerful colours was 
essential if we were to get ahead in a 
crowded market and against knife-edge 
competition. 

Just as ordinary businesses have 
staple lines, so have we staple books— 
the kind which we know will always 
sell in sufficient quantities to make a 
pront it is on these that we rely, so 
to speak, for our bread and butter. 

Naturally, our policy is to use these 
staple products judiciously. We must 
not overwork them. We must not 
bring them out in various editions that 
clash. 

For example, the flood of cheap 
editions of every kind of book thathas 


swept into the market in recent times 
has created a special situation. It has 
brought about intense—and in some 
measure uneconomic—competition, a 
competition that is largely in the field 
of staple products. It affects, there- 
fore, our steady profit lines. 

For this reason popular price editions 

of steady selling books may not be so 
successful as in the past. We saw, 
therefore, that (a) our new cheap series 
must be excellent value, good enough 
to attract buyers from the mass market 
for the cheapest books; (b) the range 
of the series must be wide enough to 
appeal to a discriminating and well- 
read public, (c) the series must be mar- 
keted in a way that lifted ıt out of the 
ordinary. 
With these factors the success of the 
series, therefore, comes back to the 
colour of the jacket. The director who 
put forward the scheme was confident 
that, trade taboo or no, the dramatic 
quality of the black and white cover 
would (1) lend itself to impressive dis- 
play by retailers, (2) arouse the 
curiosity of the occasional as well as 
the regular reading public and (3) be 
so different from anything ın the book 
market that it would make the books 
familiar as a series. 

To date, these reasonings have been 
correct. The series is already a success. 

We may add that selling methods and 
distribution have been normal. We 
have not broken with tradition in those 
respects. The special condition of the 
market and how we beat it by using 
the forbidden colour is the interesting 
part of the story. But, as you have 
seen, such a break with accepted prac- 
tice and belief has been carried out on 
a sound basis. The black covers served 
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to put over a good product that was 
. first-rate value for money. 


Black Stands Out Amid Con- 
Jectionery Colours 

While the black jacket was the first 
defiance of a book tråde taboo, -a 
chocolate manufacturer was an earlier 
adventurer. 

Rowntrees’ Black Magic chocolates, 
in their handsome black cartons with 
just a touch of white relief, caused quite 


Marketing TRENDS 


Key Figures Mostly Give 
‘O.K.’ to 1938 Markets -., 


ESPITE set-backs in some indus- 

tries, most key figures still point 

to continued prosperity, promise 
well for months to come. Take a 
few examples: business activity is 
running 4 per cent above that of 
year ago; iron, plus 17 per cent, steel, 
plus 8.3 per cent, and coal, plus 20 per 
cent, show satisfactory increases; im- 
ports up 12.9 per cent, exports up 8.3 
per cent, building ahead 12.5 per cent, 
rail traffic increase 3.1 per cent, are all 
encouraging rises. 

Latest retail sales figure shows a rise 
of 7.1 per cent. Reports on recent trad- 
ing are good—above last January’s sales, 
most retailers claim. 

Disturbing set-back is that of motor 
industry. New registrations show a 13.3 
per cent decline. 


O 


Hush Methods Help Small 
Firm Enter Shut Markets 


eG with little capital, un- 
known product, no organization but 
a good knowledge of the market con- 
cerned, could you sell and survive in a 
monopoly field? It can be done. It is 
being done by a small firm in sugar 
trade. They are selling a brown sugar 
that is made in a special way and has 
specific food values not retained by ordi- 
nary sugar. 

Outwitting and hoodwinking the big 
firms is the secret. Tom Thumb in giant 
land is the story theme; not merely sur- 
vival but growth, the problem. 

From the cane on plantations to sugar 
cubes in café cups, sugar is within the 
grasp of well-established concerns. Few 
moves can take place without their 
knowledge. Any menace to the market 
can be met immediately. Problems, 
therefore, were: (1) to remain unobtru- 
sive;. (2) to avoid the- overwhelming 
competition; (3) to establish and grow 
up in some secluded part of the market. 


O 


Sections of Stronghold 
Fell to Triple Approach 


HESE problems were poog for 

the Tom Thumb sugar . They 
launched the product into the “health 
foods’’ market. By so doing they 
attracted little attinton, avoided heavy 
competition. 


as much flutter in the confectionery 
business, where brilliant colourings and 
pretty pretty designs had held the field 
since chocolate was invented. 

But Rowntrees had a good argument 
to stockists who were sceptical of this 
flaunting of tradition. They stressed the 
point that nothing in any confectioner’s 
shop could give such a contrasting and 


Tene display as Black Magic 
cartons 
And the trade saw the point had 
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strength. Among the kaleidoscopic 
masses of competitive products Black 
Magic would stand out in dignified 
isolation. 

Sales, instead of flopping, soared in 
every type of district. And after the 
revolutionary brand had been launched 
for some weeks retailers declared that 
this chocolate was one of the very few 
that customers asked for by name—a 
sure sign that popularity of the brand 
had ‘‘clicked’’. 


the MARKETING EDITOR 
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How to Read This Chart 


ARKET investigations of Scotland 
reveal that conditions differ a lot from 
ose of the rest of Britain. In provincial 
England and Wales, for instance, food sales 
are heaviest in February, March, August, 
September, October and November. In 
Scotland the peak months are pronounced: 
June, September and December. Signifi- 
cant fact, this, to foodstuff manufacturers. 

Take non-food products. Peak months 
are June, November and December. Notice 
that June is good for food and non-food 
sales. Why? Many Scottish folk take 
holidays at this month Visitors, too, flock 
in. Weather, also, isan attraction. D & K 
Bartlett’s weather records show this. In 
1936, for example, the ‘‘best weather in 
Great Britain’’ was in Scotland. 

Looking broadly on the market, upturn 
in food sales starts from January and 
reaches a in June; for non-food sales 
the climb starts in February, reaches top 


Approach to sales was triple: (a) re- 
liance on specific food values of the pro- 
duct; (b) personal letters, followed by 
calls on health food shops; (c) discreet 
appeal to doctors, clinics, editors of 
health journals, to test and recommend 
the sugar. 

All points, you see, that help segre- 
gate two or three specific sections of the 
sugar market yet do not need the making 
of much marketing noise. 


O 


Giant Slaying is Made 
Simple by These Plans 
WO years old, this policy and 
attack on the sugar stronghold. 
Reguilts? National distribution through 


in June. Downswing in sales of non-food 
takes place in July and August, July alone 
for food. Then both classes of goods sell 
im increasing quantities till December, ex- 
cept food sales which lag in October. 
March, 1937, weather, Easter 
and earlier Coronation visitors helped swell 
trade in all classes of goods. There was also 
a noticeable rise in May, Coronation month. 

Exceptions to general trends are ex- 
plained vividly by weather Take, May, 
1936 Food sales slumped Why?’ Weather, 
although warm, was foggy Not a month 
to stir appetites Then in November, same 
year, non-food sales lagged. Weather was 
often very foggy, followed by heavy winds 
Not shopping weather. 

Scotland ıs probably more affected in 
sales when weather is good or bad than 
other parts of the British Isles Long-range 
weather reports will help you solve this 
marketing trouble. 


one-third of possible health store outlets; 
20 per cent success in clinic recommend- 
ations; 15 per cent of doctors approached 
(apart from clinics) now recommending 
the product; 350 per cent increase in 
sales last year over those of 1936. Hun- 
dreds of inquiries, resulting from pub- 
lished analyses in health journals, were 
given to dealers near source of inquiry. 

Here is progress—and a lesson in mar- 
keting If you are to beat a monopoly 
your product should have specific, out- 
standing qualities. Side-step competi- 
tion: that isa key rule. Sell first to the 
market which must readily respond to 
your goods. Select it for this reason 
first; secondly, because it allows cheap, 

uick distribution and sales build-up; 
thirdly, because it can be worked 
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quietly, without iwing withering fire 
of wealthy competitors. 


O 


John Public Says ‘No’ to 
Car Makers Big 10’s Push 


URN now to watch the rich and 

vigorous car industry being rebuffed 
by John Public. is a pull for wor- 
shippers of boost and boom to swallow : 
car sales are going) down. November 
registrations show 13.3 per cent drop on 
November, 1936, figures (20,645 against 
23,801). Worse still, 10, 12 and 14 h.p. 
car sales are going;down. But 8 h.p. 
sales are going up.; Almost a third of 






new registrations, passenger cars, 
are Hights. 
This has vast significance. Motor 


car industry’s millions of {s are behind 
pressure to sell Tens. Lavish costs have 
gone in experiment, design and produc- 
tion. Readers know (‘‘The Battleof the 
Tens”, Busness, December, 1937) for- 
tunes have gone in new plant, huge 
advertising, showmanship expenditures. 

Conclave of motor magnates said: 
“*82,000 Tens sold last year, it must be 
95,000 this, retailing at £16,000,000, fac- 
tory turnover of £{12,000,000.’’ And the 
drive started with a glittering Olympia. 


Mind-Peeping Marketing 


Men Read Wrong Signs? 


F propaganda, dolay; argument and 


every other sales! persuasion used by 
the car ind fails to stem the trend 
back to 8 h.p cars, what does it prove? 


That marketing methods are wrong? 
Public lack confidence ın the future? 
Not the right product? 

Sales of Tens have been rising for some 
years, carefully nursed by motor car 
makers. That seems to answer all three 
quaries. Obviously, no single factor is 
to be blamed. Even if sales have been 
forced, it proves methods successful to 
a point. 

Hostility to price rises may be the 
key to this set-back. Which suggests 
faulty reading of public mind. Out- 
standing in recent months has been 
public’s refusal to pay even slightly 
higher prices if avoidable. A mayjor 
problem, this, facing most consumer 
goods manufacturers. 


Management TRENDS 


(Continued from page 10) 


thinker, resourceful and widely experi- 
enced, not only in the technical details 
of his own trade but also in the ramifica- 
tions of business generally. 


IS actual job is to smooth away 

any obstacles that may block the 
supply lines of raw materials between 
the producer and his own firm as 
consumers. 

The moment any hitch threatens in 
the delivery of any order this executive 
immediately starts to trace back along 
the line of supply and to find the hitch. 
Hs may discover that the transport ser- 
vise ig not being properly loaded at the 
rail head, or that the supplier cannot 
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get railways wagons, or that the supplier 
is being held up by some of his suppliers. 
Or he may discover a price disagreement 
somewhere, or a plant breakdown, or a 
strike 

It is possible to visualize a hundred 
contingencies;*but, whatever and wher- 
ever the hitch, the executive chaser has 
a roving commission to travel right to 
the source of it and to negotiate at once 
with responsible men at the trouble end. 


HIS firm has found that far better 

and quicker results have been got by 
this executive ‘‘chaser’’ than were for- 
merly obtained when employees of the 
order department did their routine tele- 
phoning about delayed supplies. By 
reason of the fact that the executive has 
freedom of movement and the status to 
appyoath top-line men he can get 
straight on to trouble sources without 
being hindered by the hedging and 
alibis of irresponsibles below. 


HE above, of course, is purely an 

emergency measure, but, as a direc- 
tor of the firm emphasized to us: “It 
has opened our eyes to the ultimate 
economy of using a highly placed man, 
with the nght qualifications, for more 
liaison work between a manufacturer 
and his contacts outside. I think that 
businesses could be made to run more 
smoothly if the difficult situations that 
arise sometimes with competitors, distri- 
butors, agents, and even single cus- 
tomers were handled by bigger calibre 
men than are usually sent out on these 
jobs.” 





ARẸ YOU ERT? 


It 18 our business literally to create aimosphere—to make air “‘just right” for erts and 
inserts—for humans and for dead materials. 
FOR MATERIALS —you have your own problems—air needs to be just 
right—it needs to be controlled—not too hot, not too cold; not too wet, not too dry; 
not too fast, not too slow; tt needs to be clean. 
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HOMANS—well, humans can stand a lot; but if you have any ideas on 


Efficiency—or Keep Fit Campaigns—or Working in Comfort—or Asthma or Hay 


Fevyer—why, then, pure air is cheap; 


is expensive. 


and bad air—dirty uncontrolled air— 


We; would like to discuss your problems. May we have the pleasure of hearing 


from you? 


EAT AND AIR SYSTEMS LTD. 


Sole distributors for 


ESTINGHOUSE AIR CONDITIONING 


172 BUCKINGHAM PALACE ROAD, LONDON, S.W.1. 
a 


Tel.: SLOane 8245 


re, 
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Home of 1,200 Different Trades 
Birmingham Has 8 Big Reasons Why 


It Is A Factory Centre— 


IRMINGHAM is such an outstand- 
B: example of the might and 

complexity of a modern industrial 
centre that it is magnetic in its power 
to attract new factories. The area to- 
day is an almost automatic choice for 
location of dozens of industries, yet that 
happy position has been achieved with- 
out specialization in any one field. The 
full force of this fact is shown by the 
1,200 different trades carried on in the 
area. 

The good fortune and foresight of 
Birmingham in developing its industrial 
life upon such a wide basis has been pos- 
sible through a number of factors. They 
can be summed up under these heads : 
(1) nearness to all British markets; (2) 
first-class road, rail, water and air trans- 
port facilities; (3) cheap supplies of elec- 
tricity, gas and water; (4) abundance of 
every kind of skilled, factory labour; 
(5) nearness to supplies of raw materials; 
(6) available buildings and land for rent 
or purchase; (7) supplies of semi-manu 
factured goods, factory plant and equip- 
ment on the spot; (8) a wealthy doorstep 
market. 

Diversity of Industry 
A ‘Synthetic Reason’ 

There are a number of other reasons 
which have also had some influence. 
Such considerations as the co-operation 
of local authorities, housing for work- 
people, ideal conditions in which to build 
factories—these and many more have 
played their part. With the big “reasons 
why” mentioned they have helped to 
build up that diversity of trade and in- 
terests which is now one of Birming- 
ham’s main attractions in the eyes of 
industrialists. 

This diversity cannot easily be over- 
emphasized. It is far reaching in its 
effects. To mention only one, but a real 
factor, it gives the area an economic 
stability which is of all-round value to 
the business world. In slump or boom 
there is always activity in Birmingham 
factories. If a thousand different trades 
are depressed there are the other 200 
which may not be affected. Even at the 
worst of the recent depression there 
were scores of factories in the area whigh 
continued to work full time. That must 
be so with such ‘‘industrial spread’. 
And that means much to the progress 
and development of the city and its in- 


1. Central for Home Markets 
A.I. Transport facilities 
3. Cheap gas, power, water 
4. Wealth of skilled labour 


dustries, and to the value of the door- 
step market. 

If any proof of the worth of diversified 
industry is needed you can find it in the 
depressed areas. The big reason for 
their collapse was their reliance on two 
or three major industries—coal, iron and 
steel, shipbuilding, to quote the well- 
known examples. And every business 
man knows that, generally speaking, the 
collapse of a district adversely antects all 
businesses in that district. That is why 


N 


the Government is following a policy 





of attracting a variety of industries to 
the stricken areas to-day. It is an 
attempt to give them an economic 
security which Birmingham built for 
itself. 

Now let us look at the reasons which 
have brought so many factories to Bir- 
mingham. Unquestionably, nearness to 
markets is of front-rank importance. 
The city's central position is of strategic 
value. To the south is London; to the 
south-west, Bristol and South Wales; to 
thy, north-west, the Cheshire and Lan- 


5. Nearness to raw materials 

6. Buildings & land to reni 

7. Supplies of plant, goods, ete. 
©. 2,000,000 doorstep market 


cashire 


industrial areas; to the north 
cast, the Yorkshire, Durham and North 
umberland markets. And al! around is 
the big and wealthy Midlands market 
Such a central position neutralizes dis- 
tances to all the main centres of popula 


tion in the country 

London is only two hours by rail from 
sirmingham. The road journey can bt 
done in a little longer time Thus, the 
London docks are, in effect, a port for 
Birmingham. So are the other big ports 
Liverpool, Manchester and the Mersey 


Industry for industry 
is one of Birming- 
ham's attractions to 
the factory owner. 
Here's an instance of 
it. Illustration shows 
the world’s largest 
magnet separator 
(for separating iron 
fragments from cane 
sugar) made in a 
Birmingham factory 


are only 90 miles distant 
the ports on the River Severn 
Bristol Channel are miles 
away, as are the South Wales docks 
Hull, Grimsby and Southampton are 14 
miles distant. 

The value of this nearness to myer! 
ant centres and to most of ti Dig ports 
is shown in a number of ways. The 
head of one firm, for instance, told me 
that the ease with which he could distri 
bute his products to customers in Lon 
don, Bristol, Sheffield, Manchester and 
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RUBERY OWEN 
PATENT STACK 
PANS, ALL 
TYPES OF 


STEEL 
SHELVING 


FOR WORKS, 
OFFICES, 
LIBRARIES, 

STORES and 

GARAGES, Etc. 


PATENT No. 16182/33 


B.I.F. Birmingham, Stands Nos. D703/602 and C.B. 705 
STANDARD ADJUSTABLE SHELVING STEEL AND GLAZED PARTITIONS, 
STEEL CUPBOARDS, BINS, RACKS, 
CLOTHES LOCKERS, FILING CABINETS, 
DESKS, TABLES, LETTER RACKS AND 
TRAYS, DESK TIDIES, TRANSFER BOXES, 
STEEL FRAMED MOTOR HOUSES WITH 

ROLL-ASIDE DOORS 
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DARLASTON, SOUTH STAFFS 
LONDON : BIRMINGHAM :: COVENTRY 


IMPERIAL BUILDINGS, LOMBARD HOUSE, BRITANNIA WORKS, 
56 KINGSWAY. W.C.2. GREAT CHARLES ST. PAYNES LANE. 
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other parts of Yorkshire and Lancashire, 
not only saved time and lowered distri- 
bution costs but enabled him to keep 
stocks at a minimum. He is able to 
keep free by this means several thou- 
sands of pounds capital that would 
otherwise be tied up. ° 





Both L.M.S. and G.W. main lines 
run through Birmingham. They give 
express passenger and goods train ser- 
‘vices direct to all the big centres such 

I have mentioned. The free delivery 
area of the railway companies takes in 
almost the whole of the city’s 50,000 
acres. The system of goods depots, 
wharves and warehousing is organized 
on a scale to take care of the needs of 
any manufacturer in the area. 

Birmingham was a pioneer in town- 
planning schemes and among the first 
to provide for main arterial roads 120 
feet wide and secondary roads 80 feet 
wide. This construction has naturally 
helped the city in its development as an 
industrial centre, a point which is proved 


by the 43 per cent increase in the city’s ' 


traffic during the past seven years. 

Main roads radiate from Birmingham 
like spokes from the hub of a wheel. 
Traffic can flow swiftly into, out of and 
through the city. Neighbouring and dis- 
tant centres can thus be reached by 
direct routes. Typical of the roads that 
did this rapid transport is the Birming- 
ham-Wolverhampton highway, 100 feet 
wide. Its construction has cut out the 
need to travel through such congested 
areas as West Bromwich, Wednesbury 
and Bilston in the journey to Liverpool, 
Manchester and other north-west points. 
To the south-west there is the double- 
carriage highway, the Bristol road. An- 
other example is the well-known Lon- 
don, Coventry, Birmingham highway, 
one of the busiest roads in the kingdom. 

Further development of the city’s 
road system is now under way. Ring 
roads are being built to link up all the 
outlying industrial districts and suburbs 
with each other. 

Naturally, Birmingham's favourable 
central position and all this road dé- 
velopment has encouraged the growth of 
transport companies in the district. 
Fleets of lorries leave the city every day 
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and night to deliver goods to all parts of 
the country. A great number of firms, 
of course, find it economical to operate 
their own fleets. One company director 
I talked with told me that all their out- 
ward and most of their inward transport 
is handled by their own lorries. This 


Birmingham's fit- 
ness as a business 
and industrial cen- 
tre is aptly illus- 
trated by the 
records of local 
firms. This picture 
shows the main 
office at W. & T. 
Avery Ltd.'s new 
Digbeth head- 
quarters. The 
offices are on the 
site occupied in 
1730 by the firm's 
pdip 


company even brings in its own coal by 
truck. 

For slower traffic there is water trans- 
port. Here Birmingham is in a central 
position to the main canal system of 
England. The system takes the form 
of a giant St. Andrew’s cross over the 
country. Its four ends touch London, 
Liverpool, Bristol and Hull. Birming- 
ham stands where the four arms of the 
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cross converge. Thus, there are direct 
water routes to all the centres mentioned 
and a link-up with all branch canals. 

In the immediate vicinity of the city 
there is a network of canals 160 miles 
in length. These waterways provide 
means of economic distribution through- 
out the Midlands. 


Movement of freight along the canals 
has been speeded up with the use of 
powered barges, and, therefore, this 
means of transport continues to play an 
important part in the industrial affairs 
of the city. Millions of tons of copper, 
tin, lead, zinc, coal, timber, cocoa beans, 
sugar and other raw materials and food 
stuffs are carried into Birmingham each 
year via canal. Recently improvements 
in the canal system have been carried 
out. Over {1,000,000 spent on the 
Grand Union Canal, for example, has 
made its route from the Midlands to the 
River, Thames navigable for large- 
capacity, motor-driven boats. On the 
Severn motor vessels of I 30-Ton capacity 
get within 22 miles of Birmingham. 

Transport has taken to the air to-day. 
The importance of this new means of 
moving people and goods rapidly over 
big distances is growing with the de- 
velopment of the commercial type of 
aeroplane. And once more Birming- 
ham’'s geographical position is of dis- 
tinct advantage. It has many claims 
to become the junction of internal air 
lines in this country as well as a terminus 
for Continental lines. 

At present regular services from the 
city are operated by Railway Air Ser- 


vices, Ltd., and other companies. The 
time-table schedules flights to Lon- 
don, Liverpool, Manchester, Belfast, 





Over £500,000 is being spent on Birmingham's new airport, to complete the city's modern 
transport services. Now, centre of the canal system, served by two main railways and a 
network of up-to-date highways, factories in the area are strategically placed to organize 


in- 
o 


out-going traffic to save money and time 
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Glasgow, Nottingham, Cardiff, Bristol, 
Plymouth, Portsmouth, Blackpool, Tor- 
Teignmouth, Brighton, Hove, 


fay, 
Worthing and the Isle of Man. Services 
connect with the Continental air lines. 
Goods, as well as passengers, are car- 
ried. Special ‘planes can be hired at a 
moment's notice. 

An important development is the 
building of a 700-acre aerodrome about 





Diversity is a key to Birmingham's industrial 

Strength. Local factories turn out complicated 

manufacturing plant, jewellery, office equip- 

ment or such articles as shown here—Belisha 
beacons 


six miles from the city’s centre. When 
completed later in the year this trunk 
airport will be the most up to date in 
the country and will, it is known, attract 
new air services to Birmingham. The 
administration buildings, of modern 
“‘functional’’ design and built of rein- 
forced concrete, are already being 
erected. The equipment and facilities 
of a great airport are to be installed. 

The essential services of power, gas 
and water have, of course, grown as 
Birmingham has developed. They now 
form an attraction in the eyes of most 
manufacturers. Take the electricity 
supply, the largest municipal undertak- 
ing of its kind in Britain. Output last 
year exceeded 712 million units. Over 
175,000 consumers take the current, 
while mains laid now total 2,513 miles. 
In the past six years the total of con- 
sumers’ apparatus connected to the sys- 
tem has been doubled, the figure now 
being equivalent to 645,000 kilowatts. 

Two big power stations, both selected 
under the Central Electricity Board's 
grid scheme, provide ample supplies for 
any likely additional demand for years 
to come. Recent extensions at the 
Hams Hall station have doubled its size 
and output. Further additions planned 
will bring the generating capacity of the 
station up to 240,000 kilowatts. 

The cost of electricity is favourable, 
rates varying down to .25d. per unit. 
The price depends on the nature and 
extent of the load. Special low rates 
are available for bulk supplies to 
industrialists. 

The gas department can make even a 
bigger claim than the electricity depart- 
ment—it is the biggest municipal gas 
undertaking in the world. Output last 
year totalled 15,000,000,000 cubic feet. 
Of this about a third was used for indus- 
trial purposes. 

A valuable free service to manufac- 
turers is provided by the Industrial Re- 


search Laboratories maintained by the 
Gas Department. Here work on all 
types of heat processes is being carried 
out constantly. The laboratories are 
fitted with modern equipment for ex- 
perimenting and testing. Manufacturers 
can, and do, go to the laboratories for 
free advice and help on their particular 
problems of heat processes. The labora- 
tories also find out for them the exact 
production costs for this type of work. 
A number of firms told me that they had 
received from this source help and ser- 
vice that had saved them thousands of 
pounds. 

Prices for gas vary according to con- 
sumption. This sliding scale enables gas 
to be bought at 1s. 9d. per 1,000 cubic 
feet when total consumption exceeds 
8,000,000 cu. ft. The cost per therm at 
this scale works out at 4.42d. At the 
other end of the scale the charge for sup- 
plies ranging between 5,000 and 25,000 
cu. ft. is 3s. per 1,000 cu. ft., or 7.58d. 
per therm. The rate decreases until it 
reaches the 1s. gd. charge quoted. All 
prices are less 5 per cent for prompt 
payment. 

There are not many big industrial 
centres which have never had to restrict 
use of water. Birmingham claims that 
distinction. Since the water undertak- 
ing came into being the resources have 
always been ample for every need. 
Over 31,000,000 gallons daily are used, 
while the possible daily supply totals 
75,000,000 gallons. 

The undertaking is municipally ad- 
ministered. The supply comes from 
Mid-Wales and is carried by pipeline 
70 miles to the city. The area supplied 
totals 120,000 acres and includes such 
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adjacent local districts as the town of 
Coventry, an area of 68,000 acres. Addi- 
tional pipelines are being laid as the de- 
mand for water increases. Altogether to 
date Birmingham has spent £7,500,000 
on its water scheme. 

Analysis shows that the water is pure 
and soft. The comparative absence of 
calcium content enhances its value for 
all industrial as well as domestic uses. 


Local Workers Have 
An Inherited Skill 


The skill of Birmingham's workers is 
too widely known to need any proving. 
The wide variety of trades needs a diver- 
sity of labour which cannot be obtained 
in most industrial areas, and that is 
where the city scores heavily. Its 
workers have advanced in skill in 1,200 
different trades since the time Birming- 
ham grew from a small market and 
trading town to a metropolis of modern 
industry. Whether in delicate jewellery 
work or in heavy foundry work, there 
are skilled specialists available in the 
vast pool of labour that has accumulated 
in the area. 

An analysis of the employment in the 
leading industries of the area’s 463,000 
insured workpeople shows what wealth 
of labour is available for incoming manu- 


facturers. Here are the approximate 
chief figures : 

Number 
Industry employed 
Metal i . 52,500 
Motors, etc. ... . 45,000 
Distributive ... ‘i ..» 42,000 
General engineering . 22,000 
Building K .. IQ,000 
Jewellery . 16,500 

Working and 

living con- 

ditions are 

always being 


improved, Over 
90,000 houses 
have been built 
since the War ; 
34 public parks 
and 93 recrea- 
tion grounds 
give the city 
over 4,000 
acres of open 
space 





Whatever’ your Weighing, 
Counting or Testing problem 
may be there is an Avery 


Machine for its solution. 


W. & T. AVERY LIMITED 


Established !730 


XO H O .FOMNDR ¥ 


Telegrams : Avery, Birmingham. e 


Branches everywhere. 


BIRMINGHAM. 


Telephone : Smethwick 1112 


6 
Brass, etc. ... 15,500 
e Electrical engineering +. 12,000 
Copper, brass mfrs., etc. ... 10,000 
Cocoa and chocolate 8,900 
Electric cables, etc. 8,000 
Printing and photography... 7.500 


There are, of course, scores of other 
important trades employing some thou- 
sands of persons each, but these main 
ones give a good idea of the diversity 
of skilled labour available. That so 
many industries are so successful in the 
district speaks highly for the adapta- 
bility of the labour. It is one reason why 
entirely new types of manufacturing 
- work can be established quickly in the 
area. Workers have such wide experi- 
ence of many kinds of factory and tech- 
nical work that they can readily learn 
new jobs. 

Most of the manufacturers with whom 
I spoke were emphatic about the value 
of local labour. All cited labovfr as a 
major reason why they chose a Birming- 
ham location. 

Another interesting point brought out 
was that Birmingham attracts skilled 
men and women from other parts of the 
country. Thus, the chances of getting 
a trained staff are increased, despite the 
fact that the total of unemployed among 
insured workpeople is but little over 
three per cent. 

Nearness to sources of raw-material 
supplies is always an important factor. 
At Birmingham coal and iron are right 
at hand, as the South Staffordshire 
mines adjoin the city. Within the city’s 
boundaries are rolling mills, metal re- 
fineries and a host of other basic indus- 
tries which supply other manufacturers 
with raw and semi-raw materials. Being 
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on the spot, cost of transport and time- 
waste are cut to a minimum. 

The cost, too, of bringing in raw 
materials from overseas is lessened by 
the nearness of the city to many of the 
big ports. I have mentioned one in- 
stance of saving in this respect as com- 
pared with manufacturing at a port. 
The big point is that ‘‘raws’’ can usually 
be transported in bulk at special through 
rates from port to factory, whereas the 
finished goods normally are dispatched 
in small lots. Any extra cost of bringing 
in raw materials is more than offset by 
the saving in the distribution costs for 
finished products. 

Although the centre of Birmingham is 
fully developed, there are wide stretches 
of country around the outskirts where 
























FOR 








ASTON 
JUNCTION 
Co. Ltd 


+ 
* 


BUILDERS’ MERCHANTS 
SLATING & TILING 
CONTRACTORS 


39-41 ASTON RD 
BIRMINGHAM 


Telegrams - - = = 
Phone - - =- = -œ 


MODERN 


FANS 
SHAVINGS REMOVAL 
PLANTS, VENTILATING 
AIR CONDITIONING 
DRYING & HEATING 
PLANTS, FUME 
REMOVING 
PLANTS, 
DUCT-WORK 


















TELEPHONE: ASTON Cross 5463 


EQUIPMENT 


THE MIDLAND FAN CO. LTD. 
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new factory estates are being built. 
Here sectional factories, small individual 
works or giant buildings are available 
at rates comparable to those obtained in 
any other industrial centre. The {50 a 
year rent type of factory that has special 
appeal to the small manufacturer can 
be obtained, but charges, of course, vary 
according to the size of building, services 
available and the location. 

While in the district I visited several 
factories which stand in open ground. 
There are acres of land available for 


future development. At Darlaston, for 


example, the big factories of Rubery, 
Owen & Co., Ltd., cover many acres, but 
the firm has ample space for new build- 
ings despite is rapid expansion in recent 
years. 








Concrete, Birmingham 
Aston Cross, 0952-3 
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BLAST” B’HAM 


The manufacturer who has his factory 
in Birmingham shares the prestige and 
distribution facilities of a mighty city. 
He enjoys the conviction that his 
factory is in the midst of those con- 
ditions which have placed Birmingham 
at the forefront of the world’s great 
industrial centres. 

Free literature from City of Birming- 
ham Information Bureau, Council 
House, Birmingham 1 
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Mr. Everyman’s Current Bank 


Account: 


LL the factors that attract indus- 

trialists to the Birmingham area 

elp to make it one of the wealthi- 

est markets in Britain. And this fact, 

in turn, becomes a reason why manufac- 

turers of consumer products find it worth 
while to locate in the district. 

A few key facts and figures can usually 
give an idea of the value of a market. 
Take the population figure. Birming- 
ham accounts for 1,043,000 people. 


Within a radius of 20 miles there are 
over 2,000,000 persons. 
the unemployment figure. 


Better still is 
Of the city's 
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With £24,000,000 
at the Municipal 
Bank standing to 
the credit of 
439,000 Birming- 
ham citizens, 
there's a doorstep 
market of high buy- 
ing power. Pop- 
ulation ; 1,043,000 


1,043,000 the number of unem- 
ployed totals only 1.4 per cent. 
Look at it another way. Here 
is a comparative table of public 
assistance, It shows the figure per 
10,000 per head of population fe- 
ceiving poor relief in Birmingham 
and other comparable cities: 


Birmingham 176 
Manchester 442 
Liverpool * oo," O4E 
Average for the country 343 


Those facts indicate the flourishing 
state of this Midlands centre. Further 
figures back this up. Building, for in- 
stance, is always a vital indicator. Since 
1930 the city has spent £56, 000,000 on 
buildings (all types) and in the past year 
has approved plans for buildings worth 
£8, 000,000. Of this total over {2,000,000 
is being spent on factory and “workshop 
construction, which suggests that, as 
a factory centre, the area ‘“‘has its 
charms’’. 

Another important building figure is 
that of housing. Since the war 44,750 
houses have been built by private enter- 
prise and over 47,000 by the Corpora- 
tion. The cost of the municipal housing 
schemes has passed the {24,000,000 
mark. All these houses are wired for 


£24,000,000 


electricity or supplied with gas. In 
many cases both services are laid on. 
The annual rent roll paid to the local 
authorities is over £1,200,000. Rentals 
of municipal houses range from 5s. rod. 
to 16s. rod. a week. Over 194,000 
people—about one-sixth of the city’s 
population—are housed on the muni- 
cipal housing estates. 

Rents and facilities such as these leave 
a fair margin of the weekly pay packet 
of the 463,000 insured workers for spend- 
ing in other directions. Over 13,000 
persons, for example, have bought their 
own homes through the facilities 
offered by the Municipal Bank. For 
this purpose the bank has advanced 
nearly £5,000,000, 

An interesting figure which shows 
the wealth of this market is that of 
open accounts at the Municipal Bank. 
There are 439,000 of these, to the 
credit of which stand {£24,500,000. 
A tidy sum of reserve spending power 
to be held by the 
working-class citi- 
zens of one city. 

The number of 
students attend- 
ing evening classes 
is about 19,000 
and gives an in- 
dication of the 
character of the 
Birmingham 


They are keen to learn, and, 


people. 
although shrewd and well provided with 
common sense, they are not unrecep- 


tive to new ideas. Indeed, the progress 
of the city is evidence of receptive minds, 
for modern Birmingham is largely built 
on new ideas in industry. 

Sport and recreation take up a lot of 
time and interest of the population. 
Most of the big concerns in the area pro- 
vide their staffs with recreation and 
sports grounds, but there are also ample 
provisions in this respect by the munici- 
pality. There are, for instance, 28 swim- 
ming pools, five golf courses, 180 foot- 
ball pitches, 115 cricket pitches, 415 
tennis courts and 45 bowling greens 
under municipal control. The swim- 
ming baths are visited by over 2,000,000 
persons a year. For other recreatsonal 
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purposes there are 34 public _parks, 
coverage * 1,381 acres, tion 


grounds, covering in total ke,414 acres, 
and 36 other open spaces ogcupying an 
area of 34 acres. i 


i 
FACTORY PLANT 
is Made Locally 


UPPLIES of semi-manufactured 
S goods, factory plant and equipment 

on the spot has had a big part in 
attracting hundreds of manufacturers to 
the Birmingham area. The advantages 
are many and important. The vital 
factors of time and cost, for instance, 
ar® sefluced to a minimum. Delays in 
getting through supplies or in carrying 
out replacement and repairs to factory 
machinery can be largely eliminated. 

Most of the metal industries, electrical 
and general engineering trades come 
within the category of ‘‘industry for in- 
dustries’’. More specifically, there are 
at hand manufacturers of machine tools, 
chemicals, bearings, chains, factory 
plant, rubber products and a host of 
other equipment and semi-manufactured 
materials needed in factories. 

An instance of the available supplies 
is to be found with The Midland Fan 
Co., Ltd., a firm I visited. This com- 
pany make various kinds of ventilating 
equipment which is used extensively in 
factories, offices and other business pre- 
mises. If, for example, you find you 
have a dust problem in your works here 
is a firm on hand to install a dust- 
extracting plant without delay. Work 
can be started within an hour of your 
decision that action must be taken. 
Should there be a breakdown in your 
ventilating system the experts are on the 
spot to put it right. 

Take the case of Rubery, Owen & Co., 
Ltd., Darlaston. This big company pro- 
duce a wide range of goods used in fac- 
tory and office. They manufacture, for 
example, 480 different sizes of pulleys. 
They also produce all kinds of steel office 
equipment and furniture. They make 
components for aeroplane and motor-car 
engines, stacks pans and adjustable steel 
shelving for factories, warehouses and 
offices. They also produce structural, 
steel. 

The company are a good example of 
the value of having industrial supplie 
on the spot. They can supply the nuts 
and bolts that are used in your every- 
day work, or the framework of the fac- 
tory which you build. If there are any 
special processes in the working of 
metals which you cannot do in your own 
factory it is probable that the company 
can do the work for you. They have 
big resources in machines and equipment 
and have over 4,000 skilled workers 
available for your service. 

Quite a different type of firm, but one 
which is also of service to many manu- 
facturers and other business men is 
eW. & T. Avery, Ltd., the makers of 
weighing, counting, measuring and test- 
ing machines. Any of these machines 
may be needed in your factory. If so, 
they are on hand, immediately available. 


“For very many reasons 
I prefer the 
Dictaphone” 


That is the practically unanimous 
verdict of everyone who tries out 
the dictating machine system against 
dictation to a shorthand -clerk 











In the matters of instant availability at all times, speed and accuracy, 
the Dictaphone leads invariably. There is no comparison and, in 
addition, you effect a big economy in time, labour, and money. 
No thought worth remembering can be forgotten if you dictate to 





THE DICTAPHONE 


(REG. TRADE MARK) 


With no more delay than the lifting of the mouthpiece 
you can instantly dictate anything you wish at any 
time—letters, instructions, notes of telephone talks and 
interviews, any good idea that strikes you. 
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Test it for yourself—no 
cost or obligation. Write 
to-day for free copy of 
“Whats An Office, 
anyway?” 

ALSO get particulars of 
the Dictaphone Telecord. 
It gives you a perfect 
record of all telephone 
talks and messages, saves 
time and lessens congestion 
on the lines. 


THE DICTAPHONE CO., LTD. 


(Thomas Dixon—Managing Director) 


(Dept. H.), Kingsway House, Kingsway, London, W.C.2 


Telephone : Holborn 4161-2-3-4 
and at Manchester, Birmingham, Glasgow, Liverpool, Leeds, Bristol, Newcastle-on-Tyne, Dublin, Belfast 
— — e a — — — — — — —— a — ee ee ee mm ea nt oe Ue eee — 


POST THIS COUPON NOW 


THE DICTAPHONE CO. LTD. (Dept H.), Kingsway House, Kingsway, London, W.C. 2 
Please send free book “What's an Office, anyway? ™ to 


Address —ñif RODERA A E S 


— — — — — — — — em — — — — — — — — — — ee ee w o — — — —— — — — ee ee — Se eee * = 


OVER 260,000 BUSINESS MEN PREFER THE DICTAPHONE 
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HOW OFTEN 

DO YOUR 
TRAVELLERS 
CALL HERE ? 


Ry * M 


Ae ‘ 
— 





No, it isn’t on the main road. And it hasn’t a neon sign. And perhaps 
those jars of sticky sweets might have been displayed a little farther from that new 
shampoo. But Mrs. Bennett’s village store serves a good hundred odd families. 
Serves them with groceries and vegetables and ironmongery and toilet goods. Serves 
them well, too. For Mrs. Bennett’s secret is to let her customers choose her stock. 
What they ask for, she buys. And, you can depend on it, what they ask for they’ve 
seen advertised. 

How would you woo Mrs. Bennett’s custom, then? Send a traveller once a week? 
Apt to be a bit expensive. Or would you talk to the village folk direct? Talk to them 
through the Radio Times. For the Radio Times is their friend—it penetrates into 
rural areas and lonely hamlets, as no other publication does. It increases your 
distribution as no team of travellers could. Every day of every week it is read by 
upwards of twelve million people in cities, towns. villages and isolated farms. The 
Radio Times is your truly national advertising medium. See that it’s included in 


RADIO TIMES 


your appropriation. 





A National Campaign in Itself 





GUARANTEED AVERAGE WEEKLY NET SALES FOR 1938: 3,000,000 @ MEMBER OF THE AUDIT BUREAU OF CIRCULATIONS 
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A PORTABLE REGISTER! 


HEREVER internal routine forms— 

requiring carbon copies—are necessary, 
Egry Manifolding Registers will speed up the 
operation. Several routine phases, however, 
preclude the completion of details at a fixed 
point, thus the demand for a Portable Register 
is apparent. 


Small in size, light in weight, and convenient 
to handle, the Handipak embodies the principal 
features of the standard models. One writing 
produces an original and up to three carbon 
copies of any essential routine form. The 
discharge of the written set automatically 





THE “400 LINE” HANDIPAK 


brings a fresh set into position, interleaved 
with carbon paper, ready for immediate use, 
thus avoiding the, handling of stationery and 
carbons attendant upon the use of the old- 
fashioned manifold book. A receptacle is 
provided, enclosed in the ‘‘Handipak’’, for the 
storage of file copies of each written set. 


Ask also for details of the Speed-Feed Attachment when typewritten records are required 


EGRY 


WARPLE WAY, ACTON, 


Telephones : 
SHEPHERDS BUSH 3377 (3 lines) 


LTD. 
LONDON, W.3 


Telegrams: 
EGRYCOMPAK, EALUX, LONDON 








*Phone: Central 3725-3726 
Cecil House, 57 Holborn Viaduct, 
London, E.C.1 
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OZONAIR HUMIDIFIER 


FOR AIR CONDITIONING 


This simple electrically worked apparatus keeps the atmosphere at its correct 
state of humidity. Acts as a purifier and in hot weather cools the air to an 
appreciable degree. Standard type for ordinary size rooms and one for treble 
capacity. Power consumption nominal. 


Standard Size £3 : 10:0 A.C. 44:15 :0 DC. 
Treble Size 48 : 15:0 49:10 :0 ,, 


OZONAIR LIMITED DEPT. 3 


OZONAIR HOUSE, ST. LEONARD STREET, LONDON, S.W.! 
Telegrams: Ozonair, Sowest, London Telephone: VICTORIA 0312 
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even now they're 


out-of-date and inaccurate !”’ 
Why wait days on simple figuring jobs? Underwood 
Sundstrand Adding and Subtracting Machines add and 
subtract with an ease that is astounding. An operator 
can list and total over 3,500 items per hour—and no 
mistakes! With the simple 12-figure keyboard and 
3-Point Control only one hand is needed for all 
operations. Touch Operation comes naturally with 
only a few hours’ practice. No wonder Underwood 
Sundstrands are speeding the figuring work of organiza- 


tions, large and small, throughout the country ! 


We suggest a trial of the Underwood Sundstrand in 
your own Office on your own work, as the best method 
of proving its value and this will be willingly 
arranged without the slightest obligation. 


UNDERWOOD ELLIOTT FISHER LIMITED 
120, QUEEN VICTORIA ST., LONDON, E.C.4 


Telephone : Central 1080. 


Typewriters © Accounting Machines œ Adding Machines 
Carbon Poper, Ribbons and other Supplies 


40 FULLY EQUIPPED BRANCHES AND SERVICE DEPOTS THROUGHOUT THE COUNTRY 
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3 POINT 
CONTROL— 


Only 3 keys to control 
these six functions : 


I—Adding . . . . 
2—Subtracting . . 
3—Non-Adding 

4—Sub-Totalling . . 
5—Totalling. . . . 


6—Printing Credit 
Balances 





















































HEN trade rides along on 
the crest of a prosperity 
oY wave almost inevitably the 
nternal costs of firms increase. 
Speaking of businesses generally, 
‘one may say that: 
. Orders are plentiful, expenses on 
= the selling side are therefore perhaps not 
. so critically examined. 
Immediate money is not so urgently 


` needed, accounts receivable may there- 


fore be less closely followed up. 

Buying is done on a more rapid 
and lavish scale, prices, discounts, and 
"extras? are not so exhaustively 
: scrutinized. 

zoods move fast and in bigger volume, 
nventories are not so rigidly checked. 
can Everybody on the whole staff feels the 
¿oo “freedom” of prosperity, normal econo- 
mies are overlooked and little extrava- 
= o gances creep in at a thousand points 
‘throughout the organization. 
_ After a period of this sort of happy- 
go-lucky condition all these increased 
costs tend to become established prac- 
. tice. Their growths, though they may 
have been fairly rapid on the whole, took 
= place at such widely diverse points that 
the incidence of each one was barely 
perceptible. That is the trouble. 

A sales director, for example, would 




















‘men’s cost-per-order. But when the 
increase is very slight and evenly spread 
over the whole sales force, he is rather 
apt to lose sight of it in the. glowing satis- 
‘faction of increased business. 

© Then, in the face of tightening con- 
ditions such as exist at the present 
-moment, he is likely to turn his attention 
‘more to campaigning against the in- 
creased sales resistance than to look back 
long his increased costs. The sales 





is eyes forward, not backward. 





— Executives are rather too 


Rawiplug Co., 


have his attention called to a grossly 
obvious increase in, say, one or two. 


ector is essentially a man who casta- 


i now pe manent con- 


MANAGEMENT ¢ CONTROL POLICY 








1H elp You Balance Up by Cu + — 


From an Interview with 
S. W. LEVERS, 


dition the cost situation that has imper- E 
_ceptibly been built up. 





Ltd., London, S. W. I. 


When Sales Resistan ite 
PLUGGING P 


bank statistics, volime 
— motor-car regist 


In our own case we have adopted a : the wic 


policy of preventing the expansion of. . 
these costs rather than a campaign for 
<a policy, the facts and infos 

open to all, but it is unfortuna 
that: in — concerns their s 


curing them. 


Two years ago we foresaw what condi- 
tions were likely to develop and laid our 
plans so that we did not feel the strain . 
of maintaining sales and profits. How = 
successful we have been shows clearly in 
our 1937 results. Sales were 10.8 per 
cent higher than for 1936, and we. 
increased our dividend from 35 to 40- 


per cent. 


This sort of progress is not maintained. 


by ‘‘cure’’ methods. It calls for long- 
range planning in all phases of business, 


particularly in those vital sections, the 
factory and the purchasing department. gales woul 
| The direct: answer to that 7 
rise in retail prices of the p 


When Does Change of Policy 
Become Necessary ? 


It is here that we have built our. 
present, and made possible our future, 
And linked with our policy in 


success. 
these two fields is that concerning adver- 
tising which, as I will later explain, has 
played an important part in keeping the 
profit trend upwards. 

_ Before such policies can be made, of 
course, there must be in force manage- 
ment which does more than exercise 
day-to-day control. How, one might 
ask, do executives come to know that a 


change of policy is necessary? Informa- 
tion on which action is based is” not 


drawn from the air. 








nd so it tends to be with the M tic 


business was on ifs way t z ‘hoo 


_ these’ conditions ruling, the i 


more than the price which 


advertising. 


- noticed, we looked to 
l answer to. our p 





- The answer is simple : we use infor 


Any amm of. course, “can er 


a i — own eee — | 
Two years ago, then, 





sales would climb almost at 
that raw material prices, 
and selling costs would certai 
business activity increased, 7 

There is no magic in seei g that 








ot keep up t 


with branded, fixed-price g 
public do not respond tog 











established by advertising. 
ducts not branded and pri 
price fluctuation can be feet 
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Increases 

Acting on this — wE 
three key policies: {1} io 
chasing; (2) reorganization 
and production works: 














In all three instan 
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materials : 





not only ` 





ent or more, but deliveries have 
very ertatic and often long delayed. 
roduction and selling costs have 
ded. to get out of hand because manu- 
uters’ schedules have been thrown 
sly out of gear. 
Our policy has to a very great extent 
us out of this trouble. 
the time of our adjustment, prices 
aterials were low. We were able 
ontract for regular supplies for one, 
Oo, and more years ahead. Producers 
only too pleased to have our orders 
oO give us very favourable forward 
ying terms and guaranteed schedules 
{ deliveries. 7 
These guaranteed terms of delivery 
in themselves a tremendous advan- 
e, as they enabled our production 
aning to be made on a much sounder 
basis. But the cost advantages of for- 
ward buying terms were even greater. 
How important they were can be judged 
by 
jute, iron, steel, etc., two years ago 
und comparing them with the prices 
ruling to-day. 
Naturally, in this heavy forward buy- 
ng we had to be very sure of our facts 
nd our interpretation of them. The 
de.view of the economic. conditions 
bad: to be lined up with the narrower 
— of the specific — con- 


en that we pontacied oat for 
onths t to a year ahead; in some cases 


a matter. of accurately adapting the 
ilities to one’s specific needs. 


ras i naturally, a vitally Tapoan 
— Here, of course, all our figures 
ast: consumption formed a reliable 
uide. Linked up with these Were our 
udgeted forecasts of sales increases. 


We Made Our Own Internal 
Adjustments 


hroughout the. past year we have 

very fortunate with our deliveries. 

ey have come through steadily as con- 
ted and have dovetailed into our 

organization. 

— we adopted a two- — 











looking up the costs for such things 


All work was time- studied and wages 
were put on a “payment by results” 
basis. Here the value of carrying out 
the reorganization by our own men was 
again emphasized. Often firms find 
hostility and resentment on part of the 
staff towards time-study systems, especi- 
ally if they are put in by outsiders. 

In our case the people who carried out 
this important research work were all 
well known to our staff. Consequently, 
through friendly explanation, the staff 
quickly got to understand and appre- 
ciate the principle behind the proposed 
improvements. They therefore gave 
their full co-operation, since they 
realized that the reorganization would 
be as much to their own benefit as to 
the firm's. 

Actually, we find that we are now 
paying higher wages per person than we 
did under the old system. 

Another adjustment made was that 
concerning staff. In our investigations 
we were able to find out those people 
who were not suited to their jobs. By 


moving them to other work for which 


they were more suited, everyone profited 
—the firm, the persons concerned, and 
the other workers. 

The fact that we were able to carry 
out such big improvements in so many 
ways does indicate the necessity for 
management to be alive always to the 
possible improvements in methods and 
technique. 


After all, we were a successful firm at 


the time the new policies were put into 
effect. It had seemed that our factory 
and other sections of the business were 
functioning efficiently. Yet the improve- 
ments have been such that we have 
increased our profits under many adverse 
circumstances. And certainly the very 
fact of constantly improving policies 
and methods prevents those insidious 
increases in costs that are so liable to 
occur, as I mentioned earlier in this 


For 


Your Guide to Markets 
See Page 54 


Ideas for Sales Managers | 
See Page 20 


About This New 


Factory Act See Page 4: | 


Trend of Trade for 
March 


“BUSINESS” Road Tes 


See Page 48 
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our plan to maintain sales and profits 


for a wide measure of control anc 


. department’s activities, is to Mefe 
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Aa Guise is the 
way we now deal with the demand for 





Instead of manufacturing them as s the 3 
orders come in, we now estimate our. 
total sales for the year and switch the 
machines to produce that quantity in a 
period of uninterrupted operation. 

The cost of keeping the products in 
store is much lower than that of periodic- 
ally switching machines to cope with, a 
current demand. he 

Besides taking this work out of * PAT : 
and valley” periods, we can now employ 
the machines at a time when the total 
demands on production are at their > 
loys. This policy not only keeps down. 
production costs, but it makes the works — - 
manager's job much easier: he can 
follow a much smoother and less worry- 
ing routine than would otherwise be 
possible. | 

Behind the work I have described- 
stands our advertising policy. I men- 
tion this activity because it has been a 
valuable ally in our progress. But adver- 
tising can be used in different ways. 
There are strong advocates for its use. 
as a direct selling agency where every 
advertisement published is expected to 
bring in a definite amount of actual 
business. Then there are those who use 
it in a way that is not precisely defined, =; 
just, in fact, ‘‘as a necessary link in our». 
sales promotion plan’’ — 


We Kept ‘ Peaks’ Out of 
Advertising Policies a 
Finally, there is what is known as: 
goodwill advertising. This involves: 
steady policy of propaganda with th : 
object of constantly keeping the adver- 
tised products in front of the public's 
notice rather than of directly pulling any 
specific amount of business. l 
Our advertising policy is in this last |. 
class. We are thus able to keep its. . 
volume steady and quite devoid of inten. 
sive campaigns designed for seasonal 9 
other circumstances. 
The slight increases in appropriation: 
that we make from year to year are to. 
keep pace with our steady expansion. 
We operate advertising in the same spirit 
that we run machines—to perform, 
economically, a certain amount of work 
To stop and start a machine frequently 
to run it day and night for a period, then 
to allow it to remain inactive for. th 
following period is obviously bad man 
agement. We think the same is true of | 
advertising. That is why we have set a 
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co-operation. To have, for instance, thi 
sales department ignorant of what. 
works department is doing, and. bot 
without knowledge of the- purc 





— hei er 3. jobs, t 


Ee. 





— aR eae > Ă— EEE == 





MANAGEMENT - CONTROL - POLICY 


a ca aTi aAA * 


The Month's NEWS in 


Management Trends 


Price Puzzle Pointer 
To-day is: ‘Stay Put’ 


T this moment when every pos- 
Ai effort should be devoted to 


keeping sales channels open, the 
factor of price policy is of prime import- 
ance to management. 

The state of the market is so precari- 
ously poised just now that the least dis- 
turbance is likely to upset Finn 
To raise selling prices is almost ce ly 
to introduce such a disturbance. So the 
golden advice—for the next month or 
two, at any rate—is: do not advance 
your selling prices unless absolutely 
driven to it. Take smaller profit margins 
as an infinitely wiser alternative. 


A FEW months ago the pressure that 

was driving manufacturers to raise 
their selling prices was almost inexor- 
able. 

But this pressure to-day is much less. 
The prices of many raw materials, for 
example, have ceased their steady climb- 
ing. Quite a number have actually 
dropped, and still show a downward 
tendency. 

In mapping out forward selling price 
policies, therefore, managements must 
consider that their costs are just as likely 
to fall as to go up. 


HE case has come to our notice of 

one manufacturer who made a bad 
mistake in slightly advancing the price 
of one of his lines. 
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The product consisted of two main 
components—one paper, the other metal. 

This line had been selling well to the 
public at 3s. 6d. The manufacturer, 
however, faced with the increase in 
paper prices, raised his retail price to 4s. 

Soon after the rise had been put into 
operation it was seen that the price of 
metal used for the other component 
would drop. This drop was sufficient to 
offset completely the rise in paper prices. 

If this manufacturer had made a 
more careful study of metal market 
tendencies, he would have foreseen this 
change and would have avoided raising 
his selling price. 

As it was, however, the advance to 4s. 
hit him a bad blow. Customers would 
not have it. In less than no time his sales 
returns were dropping like a plummet. 


Fixed Price Fetish 
Becomes Boomerang 


ANUFACTURERS in practic- 
ally every trade where the pro- 
ducts go to the public are feeling 
this strong resistance to price increases. 
It is not only that the average man or 
woman objects to the mere fact of pay- 
ing out more money. There is another 
side to it. 
The head of a very well-known con- 
cern put it to us in this way: 
“The public,’’ he said, ‘“‘get used to 


Workers Like 
to Know These 
Inside Facts and Figures 


N the notice board of this firm 

the management posts such 
statistics as these. They serve to 
emphasize the fact that the objec- 
tives of management and work- 
people are parallel and not 
divergent. 


In this firm works councils have 
done much to harmonize and blend 
the management-employee view- 
point. 


Through co-operating with the 
councils the management intro— 
duced holidays with pay, improved 
lighting and safety conditions, etc., 
long before these things came in for 
legal consideration. 
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By The Editors 


associating a certain article with a cer- 
tain price. We will say that price is five 
shillings. Now that article may, in fact, 
be very cheap at five shillings and might 
still be most excellent value at five-and- 
sixpence. But if the manufacturer raises 
his selling price to that figure, it is nine 
chances to one that his sales curve will 
at once show a sickening dip. 


ʻ OW this,’’ he continued, "is not 
because the purchaser cannot 
afford the extra sixpence, or that the 
product is not well worth it. But the 
trouble is five shillings is the sum fixedly 
associated in the customer's mind as the 
price of that article, and at the demand 
for five-and-sixpence this ingrained asso- 
ciation is thrown right out of gear. 

“On reasoning it out with himself, the 
customer will probably come round to 
accepting the higher price as equable, 
But the vast bulk of people are actuated 
by mere reflexes and not by logical 
reasoning. The result is they say: 
‘Poof! Five-and-sixpence? I am not 
paying it." And they do not 

‘Multiply this reaction by a million 
and add to it the several times that each 
of such precipitate people mention the 
‘outrageous’ price increase to their 
friends, and it is little wonder that those 
distressing dips so suddenly show in the 
sales curves.” 


Clean Air: Industry's 
Best Doctor 


O less than three large firms men- 
N tioned to us last month that air 

conditioning had definitely re- 
ducede staff absenteeism through sick- 
ness. Colds and influenza were speci- 
fically mentioned as being reduced. 

In view of the fact that these two ills 
probably account for more lost working 
hours than do any other types of dis- 
ability, air conditioning would seem 
worth while on this score alone. 

But in one of the three firms that men- 
tioned this subject to us we found that 
in their new building the general office 
and all executive offices were sealed from 
outside noises. There were windows in 
plenty, admitting ample light, but they 
were of plate-glass and not made to 
open. 

The quietude was very noticeable, but 
the air was warm, fresh, and dustless. 

We spoke to several of the office 
workers and asked them how they liked 
being insulated from street noises and 
noises from part of the factory. The gist 
of their replies was: ‘“We do not know 
how we stuck our old building.” 

No management can afford to ignore 
the power of thus being able to cut down 
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sickness and absenteeism and to reduce 
the bugbear of noise. Air conditioning, 
whether it is being considered in connec- 
tion with gas-proofing part of the pre- 


mises or not, should be looked into. 


This Way Lies Con- 
structive Management 


N page 11 Mr. Graham Cunning- 
() nan puts much-needed emphasis 

on one of the’ most important 
aspects of modern management. 

There is no question about there being 
better results in the way of output and 
personal relationships when manage- 
ment and staff realize the unity of their 
aims and set about reaching them in an 
intelligent and harmonious way. 

Whether or not a profit-sharing 
scheme is in operation, the manage- 
ment can get closer to its employees and 
work more constructively with them. 

The most effective way of doing this 
is to institute works committees. By 
this means members of the management 
and of the rank and file are automatic- 
ally brought together. But the point to 
be watched is: never let the spirit of 
these committees deteriorate. If it does, 
then the whole object and purpose will 
become wrecked. 

We have seen cases where at the first 
meetings the managing director and per- 
haps other fully responsible executives 
enthusiastically represent the manage- 
ment side. Then as time goes on the 
chief himself becomes more and more 
frequently absent. Then the next senior 
drops out, and then probably someone 
else, until finally the management is not 
truly represented at all. 

Under such conditions the status of 
points discussed deteriorates; the rank 
and file see that there is no authoritative 
_ backing to the plan, they become dis- 
appointed, then incensed, and the whole 
idea falls into disrepute. 


* all but the largest organizations it 
is very desirable that the managing 
director—or whoever is the ‘‘boss’’ him- 
self—should personally be enthisiastic 
about such a scheme and that he should 
personally attend the various meetings. 

There is a certain amount of snobbish- 
ness in all of us. The rank and file do 
appreciate being able to meet the boss on 
level terms. And the boss, if he is wise, 
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will understand that through works com- 
mittees he has the very best of oppor- 
tunities for (a) fostering the intelligent 
co-operation of his workpeople, and (b) 
finding the snags in his organization and 
of promptly applying the remedies. 


AS example of (b) came recently to 
our notice. In the canning depart- 
ment of a certain large factory there was 
a heavy percentage of rejects due (appar- 
ently) to the faulty putting on of tin-lids. 

The works manager visited his com- 
plaints on the forewoman of the section 
concerned, and she in turn censured the 
operatives under her. 

But the fault persisted. The fore- 
woman became particularly severe and 
would not take the girls’ retort that the 
lids themselves were faulty. They cer- 
tainly seemed perfect, even on close 
examination. 

The girls, however, resented the fore- 
woman's attitude, and the whole depart- 
ment was becoming very unsettled. 

Fortunately, a works committee meet- 
ing was about to sit for its monthly 
session, The matter was raised: fore- 
woman and two of the girls were specially 
invited to attend. 
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The managing director was present 
and, after hearing the evidence, he sent 
for the man responsible for buying the 
cans. It transpired that the lids were 
coming from two different suppliers and 
that those from one of the suppliers, 
when accurately gauged, were found to 
be too big. 

With the fault thus properly estab- 
lished, it was easy to find the remedy 
and to make everybody happy again. 


ITHOUT such a round-table talk 

such a fault might have gone on 
much longer, and with goodness knows 
what further upset. 

But even at a committee meeting it is 
doubtful if such prompt diagnosis and 
remedial action could have been taken 
by anybody but the boss himself or at 
leae@Dy a senior director. 

Workpeople know that the boss him- 
self has power for action. That is why 
they like to consult him. 

And, after all, the boss should be a 
man of action. To have at its head a 
man with the knowledge and the power 
to act has always been the great advan- 
tage the single business has 
over the combine with its less agile form 
of committee management. 


k 
Modern ‘Knife-Grinders’ Are Needed 


R. KNOWLES, live Secretary 
A of Sheffield Chamber of Com- 
* merce, is vitally concerned with 
the cutlery trade. Speaking of the 
knives used daily at meal tables in 
hundreds of thousands of hotels, res- 
taurants and homes throughout the 
kingdom, he said: ‘‘Their edges are like 
cricket bats, due to the mistaken belief, 
still prevalent, that stainless steel can- 
not be sharpened. 

“Stainless steel knives can be 
sharpened; they will take on an excel- 
lent edge. Hotels,” added Mr. 
Knowles, ‘‘are the worst offenders 
against knife sharpening. Why doesn’t 
someone start up a proper knife- 
sharpening service for hotels?’’ 

We have often wondered why the 
thousands of retail cutlers—and even 
hardwaremen—do not offer, and adver- 
tise a properly organized after-sale ser- 
vice for knives. 

Buyers of radio, cars, 
cleaners, washing machines, 


vacuum- 
watches 


After their disastrous 
fire officials of H.M.V. 
Ltd.’ expressed great 
satisfaction at finding 
all papers in these files 
(supplied by Art Metal 
Construction Co.) per- 
fectly readable. Only 
damage the papers re- 
ceived was done by 
water, due to the files 
being of the simple non- 

locking type @ 


and clocks, fountain pens, even suits, 
can all get skilled after-sale service 
from the retailers concerned. Such ser- 
vice is advertised and properly organ- 
ized. Yet knives want more frequent 
and regular tuning-up than any of these 
things. The cutlers are losing a lot of 
extra business and goodwill connection 
by not organizing, in conjunction with 
the suppliers, or otherwise, this impor- 
tant matter of proper and regular 
sharpening. . 


Magic Lanterns 
Booming Once Again 


HE ‘‘magic’’ lantern business is 

| not dead. On the contrary, for 

the last five years a steady revival 

has been operating, but the old- 

fashioned name has disappeared. Pro- 
jection lanterns is the modern name. 

Projection lanterns of course are of 
no use without slides, and the slide 
finishers say they are touching a new 
record peak this season. 

According to The Photographic 
Dealer it seems that the cinema has 
been largely responsible for this come- 
back of the lantern. Screen pictures 
are big, life-like, brilliant. So thou- 
sands of snapshotters are having their 
‘“‘prints’’ made into slides instead of 
paper enlargements. 

The new ‘‘magic’’ lantern boom does 
not cut into the younger ‘‘home 
movies’’ business, a slide finisher told 
w. Amateur cine-fans are, generall 
speaking, quite distinct from the “‘still’’ 
photographer. So the revived lantern 
and the home cine-film businesses will 
develop side by side. 
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Management Needs the Knack of. 


Closer Touch 
With Its Employees 


Management and Staff must think along parallel lines, not 

divergent ones, if a business is to give of its best. But this 

unity of thought can be secured only by ‘the boss’ and his 

workpeople getting to know one another better. HERE IS 
ONE WAY OF DOING IT 


By GRAHAM CUNNINGHAM 
Managing Director, Triplex Safety Glass Co., Ltd. 


pm. 





URING the past five years em- 
]_) piovess have come to recognize 
that the major factors of business 
management undoubtedly centre around 
the various aspects of personnel control. 
Lord Perry, of the Ford Motor Co., 
Ltd., recently emphasized this fact in 
the pointed phrase: ‘‘Men are more 
important than machines.”’ 

In an age when the development of 
mechanization has brought out so many 
critics who declare that the machine is 
ousting the man, this statement is more 
than ever significant. 

Real understanding of the personnel 
management factor in business, how- 
ever, is still not developed to anything 
like the extent it should be—to which, 
in fact, it must be if business is to be 
assured of continued prosperity. 


A Business Head’s First Concern 
is With MEN 


Let me quote a statement by the head 
of another famous firm. It is a remark 
with which I am wholly in accord, and 
which points directly to the detail im- 
plied by Lord Perry's broader state- 
ment. The remark was as follows: 


“It can even be said that the main 
contribution which a chief executive 
can make is to spend his time getting 
the right employees, and developing 
the right relationship between them 
and their jobs and between them and 
their fellow workers of all grades.” 


Speaking in a general sense, I believe 
that employers are not sufficiently close 
to their employees. This, I think, is 
because it is not yet realized that man- 
agement and rank and file must think 
along parallel lines. 

There is still too much persistence in 
the outworn idea that the aims of em- 
ployer and employee are antagonistic; 
that the two elements are in totally* 
different classes; that the natural law is 
for each to exploit the other. 

The persistence of this idea has been 
—and still is—the cause of most of our 


industrial troubles. But the blame for 
its persistence does not lie so much with 
employees as with employers. 

Management has always had the 
facilities and the power to convert this 
mutually hostile attitude into an har- 
monious understanding. Until lately, 
however, it has made little real effort to 
do so. 

To-day, as I say, management is 
rapidly getting to understand this power 
which is in its hands, and is turning it 
to good account. The result is the 
rapidly increasing number of well-run, 
profitable businesses. 


Control by Boardroom Formule 
Out of Date 


Management’s most important job, 
therefore, as I see it, is to give up try- 
ing to manage wholly by boardroom 
formulz, and to do it more by person- 
ally seeking the intelligent co-operation 
of the men and women on the staff. 

To do this, management has got to get 
into touch with the workpeople, and has 
got to keep in touch with them. 

It has got to educate them into under- 
standing why employers’ and employees’ 
aims interlock and are similar. It has 
got to show them how those aims can 
simultaneously be reached by happy 
co-operation. 

Different businesses must go about 
this task in different ways. The whole 
management must participate in the 
plan, but the best man of all to do the 
important campaigning among the rank 
and file is the boss himself; yes, person- 
ally. 

Since I have been associated with the 
organization of which I am now the 
head, it has been one of my main objec- 
tives to educate our employees along 
these lines. It has been my aim to get 
them to understand : 


(1) Their true and essential position in 
the scheme of industry generally. 

(2) The relationship between, and the 
responsibilities to, themselves, their 
employers, and the company’s 
Shareholders. 


(3) Their attitudes towards their jobs 


This education, I am happy to say, 
has been very successful. In our organi- 
zation (which consists of a group of 
three manufacturing concerns) the fol- 
lowing results have been secured 


(1) Political and personal friction has, 


in the main, disappeared. Any 
minor dispute that may on a rare 
occasion arise is quickly and 
amicably settled ‘‘within the 
f ily” 


Over the past four years, when 
manufacturers in almost every trade 
have had to raise selling prices, we 
have actually reduced ours every 
year except one, when we made no 
alteration at all. 

The standard of earnings of all em- 
ployees has consistently increased. 


(2) 


(3) 


These achievements are, to my mind, 
far greater as indications of successful 
business than any record-breaking list of 
mere cash profits could possibly be. And 
in makifig this statement I have the full 
endorsement of our shareholders 

As facts they are, if I may say so, 
guarantees of our successful futwre—in 
these days of severe competition a much 
more important thing for management 
to think about than just the money 
profits of the moment. But how can the 
management, or the boss himself, in a 
big organization get close up to his 
employees and maintain this educative 
contact all the time? 


Heads of Big Businesses Can 
Do It 


Admittedly, this is not so easy as it is 
in the small single business. For a large 
firm with head office in London and fac- 
tories in various parts of the country, the 
idea certainly presents some problems. 

Following my conviction that the boss 
should ‘‘show himself’ more, | make 
frequent personal visits to all our fac- 
tories. But I certainly do not follow the 
routine of dropping in just to meet the 





ead of destroying it. 
ee my visits I make a definite 








id there. I cannot hope to remember 
ybody by name, but we have a low 
bour turnover and I can therefore 
rember a great many and never 
il to address a man by his name if I 
w it. 
ike to create the feeling of sincere 
nfidence, and I am not a little proud 
of the friendly and familiar greetings 
passed to me as I make my rounds. One 
of the things I should dislike to see most 
would be a man suddenly bend 


atching sight of my approach. I 
should hate to think that “the boss” 
was regarded as this kind of industrial 
policeman. 

- Quite frequently I give talks to the 
workpeople. Not only on matters con- 
cerning their immediate jobs, but on the 
wider aspects of life: politics, the econo- 
mic and industrial situation, recreation, 


at least the equivalent of it, is to be 
maintained, periodical visits and talks of 
: this kind, however, are not suficient. 


: ‘Using Personal Messages to i 
_ Supplement Personal Talks | 


upplement these by means of pérsonal 
messages sent out enclosed in the wages 
and salary envelopes. 

> Here again the messages are not con- 
fined to routine business matters. Cer- 

























body likes occasionally to read some- 
* that inspires him in hjs actual 
ork, but it is a thing that can so easily 
€ overdone. And overdone pep talk 
incurs ridicule; it does more harm than 
I therefore try to make any nessa ee 
ducative in the broader sense.. The 
ntelligent worker, I have proved by 
xperience, definitely likes to know 
ething about world affairs, about 
economic meaning of wages, profits, 
oyment, and so on. 

3 mple proof that my supple- 
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d — way ‘to — that of the man’s immediate superiors: 


vealthy “‘labour versus capital” idea 


, of having a chat with people here 


is. work with spectacular vigour. 


If personal contact with employees, or 


: in our own organization, therefore, J 


-in a regular publication. 


un. of indirect contact through 
anvelope messages is appreci- . 
week there come to my. 
aking up various points I- 


es these letters deal only with 














tery Teter acknowledgment. 
the subject written about concerns some 


l aspect of a man’s work, I never act 


rbitrarily or without the co- -operation 


charge-hand, foreman, works manager, 


. or whoever it might be. 


The men know this, but they also 
know that any action subsequently 
taken by a foreman or other superior 
will thus be with the full knowledge of 
the boss. 


They Prefer Putting Problems 
to the Boss 


They consider that a complaint or a 
request or a suggestion put direct to, 
say, a foreman might invoke only a 
pointed rejoinder dictated by self- 
interest, whereas if the boss knows about 
it no such austerity can be practised. 

Let me say at once that, so far as I 


know, no foreman or works executive of 


ours would attempt to exercise tyranny; 
that state of mind, as I have already 
pointed out, is one of the things we have 
pretty well overcome. But, as every 
employer knows, in any big body of 
employees it is impossible to get perfec- 
tion. Human nature being what it is, 


_ therefore, our men like best to put their 


troubles before the boss. 

I have been asked why I distribute 
my “news sheets” via the pay-packets 
instead of through a properly organized 
house magazine. 

My reply is that the very regularity 
of the house organ makes it ineffective 
for my purpose. Once started, a house 


magazine must appear on its appointed 
_ publishing dates, irrespective of whether 


the importance of news warrants it. 
Readers soon lose their initial interest 
My personal 
messages, however, are spasmodic in 
their appearance; there is always the 
element of surprise in their advent. 


. Moreover, they invariably have a point; 


I never dictate matter merely for the 
sake of saying something. 

The result is a quarto sheet every now 
and again that contains just two or three 
items of specific topical interest. Written 
by the head of the business, it captures 
attention. A regular magazine covering 
a far wider range of subjects and pro- 
duced by less responsible people would 
not secure this interest. It would be far 
more expensive, too. 


Profit-Sharing Gives Employees 
New Viewpoints 


Now, going back to my basic plan of -itg representatives, and both sides mee 
employee relationship, I want to say 3 
that the factor which has helped more ` 


than anything else in cementing the 


management and employee lines of 


thought into one direction has been our | 


profit-sharing scheme. 


. Personally, I consider that the whole. 
i of. Britain’s industrial and economic. 
_ Situation could be vastly improved by | 








the allocation of business profits on 
different basis from that generally. prac 


: ised. to-day. 
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raise real wages as — ‘the cost of oe 
living. A yastly more prosperous and 
progressive-minded community would, 

as a result, soon put up an unassailable 
front to the world. 

But this takes me into a sphere cf 
business strategy that is a little beyond 
the scope of this short article. _ 

The part played by our profit-sharing 
plan in assisting the management's and 
employees’ aims to become one has been 
very important. E 

To explain how, it is not necessary to — 
go into actual financial details. What 
proportion of profits go to management, 
shareholders, and staff does not matter. > 
Tae™Important point is that the em- = 
ployees do share the profits they help to 
create. Because they do this, therefore, 
they have got to understand the respon- 
sibilities and liabilities as well as the 
benefits that are involved. 

Employees who share profits must ©. 
know the full meaning of the term =~ 

“profits’’. They must understand the ~~ 
economic and the working conditions 
that are necessary so that profits can be 
made. They must understand some- 
thing of the equable division of profits 
and of the investment of surplus profits. 








This Secures 75% of Employees’ 
Interest 


Many of my personal talks to our 
employees have been in the nature of 
explanations of these things. In the. 
ordinary way, to employees having no 
personal connection whatever with the 
finances of the company they work for, 
such talks, of course, would be merely. — 
boring, if not actually offensive. 

But by giving employees a financial 
interest in the profits of their work, you... 
go seventy-five per cent along the way > 
towards making them see eye to eye with 
the management: that vitally important: 2 
point I emphasized just now. . 

The remaining twenty-five per cent is — 
easily accomplished by management's: 
continuous contact in the form of talks- 
and meetings with the staff to keep the 
scheme progressive. - 

In this way management will achieve - 
what I mentioned earlier as getting 
closer to their employees. | 

As a matter of fact, with the profi 
sharing scheme which we have in forc 
this closer contact is automatically mac 
easy. To run the scheme each section 
of the employees has its representative 
committee. The management also has 


























for discussions and recommendatio 
. 80 these reasons, even if no others 


and co-operation. 7 
I think I should answer here o: 





profit-sharing. 
A few years of prosperity. for: a firm 




















NEW ELECTRIC 
DUPLEX CALCULATOR 


FOR ALL ADDING AND CALCULATING WORK 














GRAND TOTAL ——— 


or the Net Result 


Any amount in the lower dials 
may be added to the amount in 
the upper dials, by touching the 
plus key—or subtracted from 
the amount in the upper dials, 
by touching the minus key. 





INDIVIDUAL 
TOTAL 


or the Result of a 


Single Calculation 


Direct to the Net Result! 


This new Burroughs Electric Duplex Calculator — compłete with direct 
subtraction and two sets of accumulating dials—saves needless steps in hand- 
ling any adding or calculating work. It is the latest addition to the range of 
over 30 different models of Burroughs hand and electrically operated 
non-listing machines. The lower dials show the net result of each individual 
addition or calculation; the upper dials show the grand total or the net result. 
Thus the complete adding or calculating job can be done on this remarkable 
machine with one handling of the figures. This means a considerable saving 
in time, money and effort. For a demonstration or complete information 
telephone or write the nearest Burroughs office. 


BURROUGHS ADDING MACHINE LTD., 136 REGENT STREET, LONDON, W.I. 


Telephone Regent 706! (Private Bch. Exch.). Branches in principal cities 


BURROUGHS MANUFACTURE A COMPLETE RANGE OF MACHINES - 450 DIFFERENT MODELS. 2,000 
FEATURES - ACCOUNTING MACHINES - ADDING MACHINES - STATISTICAL MACHINES - TYPEWRITER 


BOOKKEEPING MACHINES - CALCULATING MACHINES - CASH REGISTERING MACHINES 
ELECTRIC CARRIAGE TYPEWRITERS - FANFOLD MACHINES - CORRECT POSTURE CHAIRS - SUPPLIES 
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of the average manufacturer's costs, 
the Ministry of Labour’s cost of 
living index is a vitally important 
figure. For the level of prices is now 
tied up closely with the wages level. 
The interesting point, therefore, is the 
amount of wages that go back to manu- 
facturers in over-the-counter sales. 
How can we get at this figure? The 
best way is to analyse how much the 
average man spends on the various 
items that make up his weekly and 
ly budget. That gives a key to 
how much is spent in any specific mar- 
ket and allows the manufacturer to 
estimate what should be his share of 
that market. 


Goris wages constitute 60 per cent 


What Comes Back From Wages 
Paid Out? 


We know from official records that 
over 87 per cent of our population earn 
£400 or less per annum, and that of this 
a high percentage comes within the £5 
weekly limit. The average John Citizen 
is often likened to the man who earns 
£5 weekly. To trace his outgoings, let 
us compare his expenses in pre-War 
days against the year just closed. 

Momentous changes since 1914 have 
left their impact upon world trade and 
social standards. In this country we 
are enjoying a standard of living which 
is far higher than that of any other 
European nation. Just how these 
changes have occurred, and the reasons 
why, can best be deduced from the two 
diagrams reproduced here. 

Expenditure on food still remains 
the largest single item in the average 
family’s budget, but less is being spent, 
and this may perhaps account to some 
extent for the C3 nation said to be 
growing up. On the other hand, how- 
ever, we are getting far better value in 
foodstuffs. While such items as beef, 
bread, and potatoes are higher, the 
other more concentrated energy-pro- 
ducing products such as sugar and 
cocoa are lower in price than in pre- 
War days. Women also buy cosmetics 
and permanent waves, while patent 
medicines and eating in public places 
take a big share. Asa rule when prices 
of commodities are upgrade food values 
ascend first, and invariably are the last 
to decline. 








Gone are the days when Io per 
cent of earnings was considered 
adequate for rent. Just before the 
War home ownership, and the kin- 
dred luxuries implied, began to ab- 
sorb 20 per cent, but in recent years 
the trend has been more marked. 
To-day we spend 30s. out of every 
1oos. earned (in this class of wage- 
earner) on rent, which includes in- 
terest on capital, repayment, rates 
and taxes, repairs and insurance. The 
outgoings for furnishing are included in 
this group, while associated conveni- 
ences such as electrical appliances take 
an increasing share. Travelling expenses 
are also included in this group. 


He is Better Dressed at 
Less Cost 


In clothing we are actually getting 
more for our money, as we are better, 
though not as expensively, clothed. In 
1914 we demanded home-spun woollens 
and lasting cotton goods; to-day we are 
satisfied with the cheaper substitutes 
which the products of wood pulp have 
provided. Mass production and instal- 
ment selling are largely responsible for 
to-day’s big but cheap market. 

Thus we have a reason for the com- 
paratively lower turnover in textiles 
than in other industries within the past 
two decades. Far more is being sold 
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Mr. Average-Man... 
HOW Does He Spend? 


By E. F. BRAYHAM 


Economist and Business 
Consultant 


(World copyright reserved) 
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— of electrical contrivances such 

wireless-sets, heaters, cookers, laun- 
dry machines, sweepers, and toasters. 
Cooking is certainly done by gas if not 
by electricity. Thus, having enlarged 
our means of heating, lighting, and 
cooking, our allocation in this group has 
increased to 5 per cent. 

Social services in 1914 were confined 
to public-houses and bus-rides which 
absorbed 3s. out of the 1oos. earned. 
Now the cinemas, social clubs, new 
sports, and a larger variety of enter- 
tainment has stepped up costs in this 
group to 5s. Annual holidays are part 
of this expense. Gambling gains and 
losses are also included whether added 
or subtracted. 

Then there is the question of insur- 
ance which did not seriously exist 24 
years ago in the average earner’s 
budget. Since the War, and for good 
reasons, we have had compulsory 
insurance against unemployment and 


health. 


On the left we show how the pre-War average man divided up his spendable 
money. Compare it with the divisions on the right which show how the 
average man of 1938 now apportions his income 


now, due to the fact that there is twice 
the number in active employment. In 
1914, for instance, the electrical, motor, 
radio, and associated industries were 
either in their infancy or not seriously 
thought of. 

Heating and lighting cost John 
Citizen 5 per cent of his wages. In 
pre-War days electricity was not used 
in the average home; to-day it is. 
Indeed, it is usual to find a working 
man’s home in big cities equipped with 

a 


In addition, we are now inclined to 
take care of our ultimate needs more 
methodically. Thus industrial insur- 
ance for burial expenses has become 
normal for the average wage-earner. 
We spend 5s. on insurance in these 
days. 

Saving, which was a virtue, is to-day 
impracticable, for the range of luxury 
products (cars, for example) has been 
greatly increased. It will be found that 

(Continued on page 37) 
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LOOR space is valuable. It costs rent, rates and the 

salary of the man who works there. Every time he 

makes a needless journey or fumbles for papers, re- 
ports, or facts, he wastes time because his desk is not 
working | 
A desk must be correctly related to its departmental 
duties to stop this waste. It must supply its occupant, 
whether typist, clerk, salesman or executive, with all 
workaday information instantly. Shannon desks do! 
They eliminate delay and its expensive by-product—fatigue. 
They stimulate mental efficiency. Shannon desks are obtain- 
able ‘made-to-measure’ from a ‘ready-made’ standardized 
range. 






Ask yourself these 
6 auesTIONs | 


1 Does your desk save you ? | 
needless journeys A 


routine work 


... keep the facts at your 7 
Write for our 28-page Booklet "Lost Motion''—the Office finger tips ‘ 
Planning and Equipment Specialists’ case for a profit earning 
office. Sent free to Executives on receipt of business card 


2 «+» cutdown time spenton } 
or letter-heading. | 


A O 


.. provide the key to vital > 
statistics, documents, etc. * 


i 

I } 5 ... contain the link between > | 

a Tl on your duties and other de- *° 
partments | 





6 ... add to the prestige of ?} 
your office ; | 


MADE-TO-MEASURE DESKS 





THE SHANNON LTD., IMPERIAL HOUSE, 15, I7 & 19 KINGSWAY LONDON W.C.2 
Birmingham, Bristol, Manchester, Liverpool, Glasgow, Newcastle-on-Tyne 


We Thought 
This Market 


"set in our sales forecast. 
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ECEMBER, 1937, completed our 
first year’s operation in Britain. 
We sold 25,000 Schick Dry Shavers 
—an initial retail turnover of some 


£75,000 in one of the most traditionally 


conservative markets in the world. 

We were well satisfied with that result. 
The figure went beyond the point we had 
In fact, it 
exceeded some of the higher aims which 
we mentioned in our preliminary talks, 
but which we refused to consider seri- 
ously. We imagined they were quite out 
of reach of a single year’s campaigning. 

With our highest hopes manifested 
before us in the form of solid business, 
however, we were convinced that our 
marketing policies were basically right. 
They needed only extension in applica- 
tion to yield a pro rata increase in results. 

For 1938, therefore, we have planned 
to double our sales: to sell 50,000 Schick 
Dry Shavers by December, 1938. 

We do not cite this figure boastfully. 
Part of the 1937 achievement was made 
when our organization was in its most 
elementary stages. Throughout that 
year we carefully shaped and con- 
solidated ourselves within. We devel- 
oped such highly important factors as 
the detailed activity of our sales force 
and the precise manner in which our 
service department should work in order 
to give the fullest help to our new users 
and so render additional aid to the 
promotion of sales. 

Our doubled budget for 1938 will 
therefore be backed by a considerably 
stronger and more experienced organiza- 
tion. This, together with the facts that 
the product itself still has a strong 
element of novelty and has also a high 
degree of merit, suggests, I think, that 
the quota we have set for the coming 
year is not unduly optimistic. 

I will sketch briefly the position at the 
time we took over sales of the shavers 
in this country. At that time they 
had reached success in the U.S.A. and 
Canada. Over 1,500,000 had been sold. 
In Britain and Europe, however, only a 
few had been distributed via an agent 
through wholesalers to retail outlets. 
But the price was high, £4 19s. 6d., and 
no real attempt had been made to sell 
them to the public. 


These Were Among Our First 
Difficulties 


Many factors had to be considered, 
chief of which were: (a) the price was 
high, even for the class ‘‘A’’ market; (b) 
a good deal of educating the public had 
to be done to introduce the product; (c) 
people here were not so ‘‘electricity- 
minded’’ as in Canada and America; 
(d) there was no reason to suppose that 
sales could be rushed to big numbers 
economically. But despite these factors 
we were convinced that a big market 
could be developed. 
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Would Be A Hard Nut 


Traditionally it is the most conservative in the 


world, but these merchandising policies sold it a 


brand new product ... . Says 


SIDNEY H. MUGFORD 


Distributor for Gt. Britain 
Schick Dry Shaver 


By importing from the Schick factory, 
St. John’s, Quebec, we were able to take 
advantage of the favourable tariff on 
Empire products. This made it possible 
to sell the shaver in Britain at £3 3s. od. 

In October, 1936, I started a personal 
investigation of the market and retail 
outlets. The few dealers who were 
already stocking the shaver were visited, 
and we gathered from them any views 
and information they had to offer. New 
retailers were approached and the matter 
discussed with them. 

This preliminary work was confined 
to the London area because it is the 
richest single market in Britain. It is 
compact and is the most receptive area 
for a new ‘‘luxury”’ type of article. 


Why We Decided a Fixed 
Price Policy 


Now this market survey helped us to 
form our policies and methods. We laid 
it down, for example, that retail sales 
should be made at an absolutely fixed 
price. All retailers becoming stockists 
have to give us their agreement to this 
injunction. 

Such a rigid policy is not merely a 
means adopted to protect the ordinary 
trader, but rather to safeguard ourselves 
and users of our products. 

With an electric shaver a certain 
amount of servicing may be necessary, 
as the average new user is quite un- 
familiar with this type of product. It 
takes some time before a man can handle 
the shaver satisfactorily, as the tech- 
nique is entirely different from that of 
ordinary shaving. We have, therefore, 
established a service department to assist 
the individual user. 

We know our shaver is an efficient pro- 
duct, but we also realize that it is more 
important than ever at this introductory 
stage of our business to ensure that every 
new user becomes a hundred per cent 
satisfied with his purchase. It is not 
merely slogan-quoting to say that a satis- 
fied user is our best advertisement, it is 
a very active truth. 

Conversely, to allow a user to become 
disappointed through being unable to 

. 





use the shaver properly would be to our 
great detriment, so we have necessarily 
to perfect our initial selling and our 
after-sales service. 

Our rigid price maintenance policy is 
therefore designed to eliminate the cut- 
price stockist and those types of distri- 
butors to whom the price factor is the 
be-all and end-all of selling. 

We also decided to avoid using whole- 
sale houses, our reasons being: (a) retail 
dealers would have the maximum dis- 
count; (b) we could select the suitable 
type of dealers; (c) we could keep a 
bigger control over price maintenance, 
as every shaver is serial numbered and 
therefore traceable to the retailer. 


One Standard Discount To 
Prevent Dealers Over-stocking 


Only one discount, 33} per cent, is 
allowed the trade, no matter what quan- 
tity of goods is taken. This discourages 
the ordering of big lots for the sake of 
additional discount. Small or large re- 
tailers therefore take only as much stock 
as they think they will sell. They do 
not have shavers lying on their shelves, 
an invitation to clear them out at price 
reductions. Such a policy also encour- 
ages the small dealer to sell our goods 
because he is competing on equal terms 
with big businesses. 

Our policy in regard to dealer selection 
is also strict. We do not allow any type 
of retailer to sell Schicks. For this 
reason we have, in the main, avoided 
what might be called the ‘‘barber 
shops’’. Here is too much chance of 
cut-price sales, too much indifference to 
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Yes—but it’s quite in order. One flick of the wrist, and she has ripped 
six typed copies of an invoice, perfectly aligned and registered, out of the 
machine. Another flick of the wrist, and the next batch of forms is positioned 
for writing. No interleaving of carbons—no insertion or removal of forms— 
no troublesome aligning is necessary. 


CONTINUOUS 






QUEEN ELIZABETH STREET - 


P US 


assures uninterrupted rapid work 
on all repetitive routine work such 
as invoicing, billing, works orders, 
job-progress, inter-house records 
etc.etc. The PRIMUS Typewriter 
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FOR HANDWRITTEN RECORDS 


the PRIMUS Autographic Register for use with 
Continuous Stationery, ensures the same speedy, 
smooth operation, while a copy of each form 
automatically locked in the machine provides 
your auditor with a check on each transaction. 


arter Davis Lied. 


LONDON S.E.I > 


STATIONERY 


Attachment, for use with PRIMUS 
Forms, facilitates smooth feeding 
of forms to the machine and allows 
the machine to be used at a 
moment’s notice for either billing 
or ordinary correspondence work. 
It fits any typewriter. 
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service and the proper selling method. 
We have, therefore, ignored what might 
have been considered a logical field of 
retail outlets. 

Our retail outlets have been chosen 
among chemists, department stores, and 
men’s outfitters, of which we have some 
4,000 on our books. Most chemists are 
fairly good-class shops. They have 
intelligent sales staffs and are logical 
outlets for an electric shaver. In the 
department stores our product is sold in 
the good-class cutlery departments. 

Men’s outfitting shops are the most 
surprising outlet. There are two reasons 
why they have been so successful: (1) 
they deal exclusively with that market 
to which we are selling; (2) many of them 
—especially the larger types—have a 
good-class barbering department run by 
responsible staffs. 


Retailers Had First to Learn 
New Shaving Technique 


Our first shavers arrived from the 
Canadian factory in November, 1936, 
and distribution was made in the London 
area. But our task was not simply to 
get the goods into the shops, set up show- 
cards and start advertising. We had first 
to teach the retailer and his staff how the 
Schick shaves. It is the primary job of 
our travellers to tell the ‘“how and why’”’ 
of the product, then to demonstrate, and 
finally to get the retailer to use a shaver 
himself so that he and his salesmen will 
know from actual experience how to use 
it. We encourage the dealer to take a 
shaver for his personal use before stock- 
ing them to sell to the public. We back 
this argument with a booklet giving a 
detailed explanation of the shaver, what 
it does and why, how to use it, and a 
diagrammatic explanation of the tech- 
nique. 

The value of this initial instruction is 
shown every day. In chain stores, for 
example, where our staff has not in- 
structed the salesmen we find many 
customers appeal direct to us for help. 
Where the retailer has been personally 
instructed and uses a shaver himself, 
customers quickly acquire the correct 
technique. 

In May, 1937, we started advertising. 
Our appropriation was small, %2,500. 
We had to make it doa lot. We had to 
explain to people who had never heard 
of an electric shaver just what that 
shaver was and what it would do. But 
we had a good story to tell. For instance, 
here are some of the outstanding advan- 
tages: no soap, water or brush; no 
scraping, blades or lotion; no towels, no 
risk of cuts, no danger from electrical 
accidents, no reason why a man should 
not shave twice a day—or more if he 


likes. 


Sensationalism Rigidly Kept Out 
of Advertising 


A revolutionary product such as this, 
heralding the biggest change in shaving 
since the first beard was cut thousands 
of years ago, could easily be treated in 
a sensational manner. We could have 
launched a spectacular campaign against 
established methods of shaving, but we 
set our minds against such a policy. We 
were appealing to men in a good-class 


YOULL NEVER 
REALISE HOW 
PERFECT A 
SHAVE CAN BE 
UNTIL YOU CHANGE 


f^ ro SCHICK 
\ SHAVING 


The Modern Way of Shaving 


No Soap No Blades 
No Water 
No Brush 
No Scr 
You can 
No Moving Bladi 


touches yi 


ping 


iS HOW AND WHY 
DRY SHAVER == S- 
Ort ia O . i 


a ON THE MORE YOU USE IT 
1e taAa ye je i 


SUII ` 


ASK FOR DEMONSFRATION 


Advertising experts condemned this lay-out of 

our main showcard as fundamentally bad: 

too "spotty", and too bizarre in four bright 

colours. Results, however, proved it our best 

design. Figure using the razor and close-up 

of razor itself are points we included in all 
our publicity 


market. We considered that they 
would appreciate concrete facts. Sensa- 
tionalism, we realized, would but rouse 
their contempt. 

From the start all advertising has been 
handled by the Freeman, Chipperfield 
Co., Ltd. (now working in association 
with Erwin, Wasey & Co., Ltd.), and it 
has been planned and written on facts. 
We have made no attempt, for example, 
to gloss over the truth that it takes some 
practice before a new user can get the 
best shave with a Schick. We point out 
that, as a mechanical appliance, the 
shaver may need servicing from time to 
time. We invite every user to take 
advantage of the service department 
which we have organized for this pur- 
pose. We tell them that they have to 
learn afresh how to shave, that to be 


Average Weekly Sale Schick 
Dry Shavers 


Dotted Line ; In each month of 
1937 (Total 24,232) 


Solid Line: Estimate for 1938 
(Total 48,464) 
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successful they must follow instructions 
and persevere with the shaver. 

The “‘how and why” angle is included 
in all advertising. A head of a man, with 
a Schick held at correct shaving angle, 
is a frequent illustration. A drawing or 
photograph eof a shaver is also used. 
Through these frequently repeated illus- 
trations we find that men, picking up a 
Schick for the first time in a dealer's 
shop, instinctively hold it at something 
like the right angle. In other words, the 
‘“‘how’’ advertising takes the prospect a 
valuable distance along the road towards 
correct use. He simply needs final coach- 
ing in detail by the retailer. 

We have, too, inserted a line in each 
advertisement inviting people to write 
or call at a local shop for a brochure 
which gives detailed information about 
the uct. 

ublications selected for advertising 
up till the present time are: Evening 
Standard and Evening News (London), 
Daily Telegraph, Chambers’ Journal, 
Punch, Wide World Magazine, Humor- 
ist, Men Only, and London Opinion. In 
the newspapers the spaces taken have 
been 8-inch double columns; in the other 
publications sizes have varied from half 
to full pages. 


(Continued on page 38) 
































WHEN FIRST AOVERTISING 
CAMPAIGN STARTED | 
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Ideal Transport 
for the S alesman — 
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Especially when it costs less than third-class travel 
by any other medium. 

He votes solidly for the FORD ‘‘ TEN ’’ (develops 
over 30 B.H.P., £7.10s. Tax), because experience 
has taught him that no other car performs nearly as 
well, looks nearly as good, or costs—first and last 


—anything like so little money, as a Ford ‘‘ Ten.” 


FORD ‘TEN’ SALOON £150 


Double-Entrance Saloon, as illustrated, 
or Touring Car, £162. 10s. 


ALL PRIGES: AT WORKS 


Catalogues on Application, or from Ford Dealers, 
Throughout Britain. Every Ford Dealer is 
Delighted to Demonstrate any Ford Product, 
Without Obligation. 


FO 
RD MOTOR COMPANY LIMITED - DAGENHAM - ESSEX - LONDON SHOWROOMS : 














88 REGENT STREET - 
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Steals a March on 
Big Competitors 
SMALL importer of sugar, find- 
A ing business extremely difficult 
on account of pressure from the 
bigger houses holding a virtual mon- 
opoly, has created a sound and profit- 
able connection by branding a particular 
type of sugar and attaching to it a 
specialized sales appeal. 

Taking a pure, brown sugar, this im- 
porter branded it and stressed the par- 
ticular dietetic values which it possesses. 
Instead of marketing his new brand 
through the usual retail channels, and 
thereby coming in competition with the 
big houses, this importer made a special 
drive for the health food stores. He also 
directed special propaganda to clinics, 
hospitals, doctors, sports clubs, and 
so on. 

This plan has been highly successful, 
and a nice business is being built up. 


K 
Film Backed by Samples 
Get Bigger Sales 


T the cinemas in a number of Can- 
Å aian towns where a chocolate 
manufacturer’s publicity film was 
being shown free samples of a new choco- 


late were offered to patrons as they left 





IDEAS For Busy Sales Managers 


the cinemas. To announce this feature 
the final scene in the film showed uni- 
formed attendants distributing these 
samples outside a cinema. Announcer’s 
voice on the sound track commented: 
“And don’t forget to collect the sample 
we shall be happy to give you as you 
leave this cinema. ’’ 

Backing a film in this practical way is 
an unusual feature; but the Canadian 
manufacturer states that better sales re- 
sults have been secured in this way than 
by film alone. 


Proof of ‘Washability’ 
Sold more Rayon 


Y giving a practical test of ‘‘wash- 
Baiis" sales of a rayon fabric 

were increased by 40 per cent over 
a steady period of four months in a large 
department store. 

An electric washing-machine was 
used, and a demonstrator, operating 
on half-yard pieces of the fabric, dried 
and ironed the strips and exhibited 
them to visitors in the store. Women 
liked this visual test-before-you-buy 
idea. 


New Device for 
Quicker, More Accurate Control 


(Left) This new device is the Tri- 
Colourgraph, designed to enable planning 
engineers, sales directors and manage- 
ment generally to have a better command 
over the activities they control. The 
device, in fact, introduces a new element 
of control: automatic colour classifica- 
tion of conditions. 

Three primary colour strips are pro- 
jected through rollers over a common 
scale set in a channel. These strips being 
transparent, produce in all nine com- 
binations of colour bars. The setting of 
the strips is exceedingly rapid, and the 
settings, once made, can be locked so as 
to render them tamper-proof. 

Three major factors are present in 
most control problems. Thus: (1) Sales 
quota (2) Current sales (3) Past sales. 
(1) Raw material (2) Scheduled output 
(3) Actual output. (1) Current budget 
(2) Current expenditure (3) Past ex- 
penditure, (1) Reservations (2) Actual 
sales (3) Production forecast. (1) Stock 
issued (2) Stock received (3) Orders 
received. 

A primary colour is allotted to each 
factor, and the operator merely sets the 
appropriate coloured strip to the scale 
value. The condition obtaining after 
the settings is automatically classified 
both as to colour and extent. 

Thus raw material short of schedule 
would appear pink without any con- 
scious action by the operator; it just 
appears automatically, according to 
the relationship of the strips as set 
individually. 

Briefly, if you have three factors they 
will combine to give nine combinations. 
When dealing in terms of figures a con- 
siderable mental effort is called for to 
appreciate the relationship and signifi- 
cance of these combinations. In many 
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business situations the full facts are not 
grasped, and many errors and false judg- 
ments arise from this cause. 

The Tri-Colourgraph is a Kardex pro- 
duct. Full details can be obtained from 
Library Bureau, Ltd. (Kardex Division), 
1 Leadenhall Street, E.C.3. 

Gai 
Helps Dealers Sell 
Non-Advertisable Goods 


HE market, as represented by the 
professional photographer, is a 


difhcult one for the manufacturer 
of photographic materials to stimulate. 
Yet the problem set up here is in lots 
of ways analogous to that which must 
be faced by many manufacturers who 
cannot go right to the ultimate consumer 
—the general public—with advertised 
lines of branded goods. 

The only solution in cases like this is 
to concentrate on making the dealer 
realize his opportunities and to help him 
capitalize them. 

This is exactly what Kodak, Ltd., are 
doing. And, wisely, they have set out 
their campaign to run a five-year stretch. 


HERE are three main points in 

the plan: (1) the issue of a monthly 

publication, Selling Portraiture. 
The aim of this is to make the portrait 
photographer actively and progressively 
sales-minded by giving him the how of 
creating a bigger and steady demand 
from all classes of customers. 

Point number (2) is a series of well- 
planned, dynamic dealer-aids for win- 
dow and shop display. And number (3) 
is a comprehensive plan to help the 
dealer organize his business more 
effectively. 


NCLUDED within this plan are vari- 
Jo: other business-producing aids. 

For example, Kodaks have designed 
two sizes of standard photo frames, to 
be sold complete with cartons. ‘‘Mile- 
stones’’ is a photo album designed to 
induce the public to keep photographic 
records of their children. Both these 
are strong inducements to people to be- 
come more frequent customers. 

In this way Kodaks aim to get really 


‘well behind the professional photo- 


graphic business. 


New Type Shop 
Breaks Tradition 


NEW idea in retailing is attract- 
A ing a lot of attention to its sponsor 

in New York. It is a ‘Sleep 
Shop’’. Here are gathered together, in 
one shop, all the items associated with 
bedroom comfort. There are beds, bed- 
ding, bed-jackets, electric blankets, 
reading lamps, bedside tables and book- 
shelves, eye-shades, cigarette-hoklers 
and a host of other bedroom comfort 
gadgets. 

The broad idea has been to ignore the 
tradition of opening a specific trade 
shop, such as a furnisher’s or electri- 
cian’s, and to open, instead, a shop 
offering all the related requirements for 
a particular need. 
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because Cope-Chat Control methods provide real Control 


Amongst other things they help the Sales Executive to 
ensure that:— 


1. New accounts are opened in sufficient numbers. 
2. Existing customers are called on regularly. 


3. Existing customers are giving all POSSIBLE business, 
and buying all POSSIBLE lines. 


4. Prospects are adequately followed up by mail, call, or 
special offer campaign, etc. 


5. Salesmen handle all lines 
effectively in all areas. 















6. National or Local, indi- 
vidual Line or Full Range 
publicity campaigns are 

The Paramount Hand-Operated Punched Card method should be 

investigated by all who need analysis of Sales for any purpose. 

Automatically, from invoice or order copy, a junior can give 

you up-to-the-minute figures at any time. Ask for Leaflet A.3. 


effectively and economically 
conducted, 






The keynote of all Cope-Chat Sales Control methods is 
SIMPLICITY. Devised by practical people who are always 
handling Sales Problems they are designed to provide for 
almost automatic Executive insight at nearly half the clerical 
cost. Some of the largest (and smallest) installations in 
this country for Sales Control have been put in by Cope- 
Chat. Nearly 50 years’ experience in handling problems 
is behind our Service, which is FREE. Why not ask for 
leaflet A.al? 


COPELAND-CHATTERSON Co. 


EXCHANGE HOUSE + OLD CHANGE 
LONDON, E.C.4 


Telephone : CITY 2284 (4 lines) 
BRANCHES THROUGHOUT THE PROVINCES 
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Figure Paradox Hides 
Salesman’s Paradise ? 


ONFLICTING trade figures cause 
some misgiving among sales man- 
agers as to plans for coming 
months, but—rightly—optimism is still 
keynote to marketing policies. Good, 
from mass market viewpoint, are heavy 
industry statistics, with steel production 
up 8.2 per cent, iron ahead by 17.2 per 
cent, and coal output increased by 2.9 
cent. This activity shows that 
elsh, Midlands, North, and Scottish 
markets are in buying trim. 

Other figures back up this view. Most 
important are: business activity + 1.0; 
imports +12.0; exports + 5.0; building 
+2.2; employment +0.7; electricity 
output +9.5; retail sales +8.3. 

Increase in unemployment as com- 
pared with previous month’s figures is 


For 
News of 
Active Home Markets 
Turn to Page 54 





source of worry to some. Overlooked is 
fact that there are more at work now 
than in February 1937, that returns 
show seasonal decline. Important, too, 
are building figures, which show this key 








Current Facts 
that will help in 
Shaping your 
Sales Campaigns 


industry is active and likely to remain 
so. Incidentally, Yorkshire, Lancashire, 
and Cheshire, North and West Midlands 
and Wales are centres of building work 
just now. Jot that in your note-book for 
selling furniture, furnishings, and house- 
hold goods in these areas later this year. 


And Squirrels Store 
Nuts, Don’t They ? 


O not overlook food storage sugges- 

tions now being made to public by 
Government spokesmen. It is the indi- 
vidual’s job, say officials, to lay up 
stocks of storable food. Newspapers 
give support to idea. Which suggests 
foodstuffs manufacturers would find it 
worth while to try out a ‘‘stock your 
larder’’ campaign. 

Different in source but similar in effect 
is to-day’s drive by radio industry to sell 
a ‘‘spare’’ set to every home. Argument 
adopted is this: often two or more people 
in one house want to listen in at the same 
time to entirely different programmes. 
Rather than disappoint one and possibly 
cause resentment, etc., have a second set 
in another room. 

Reports say this campaign has had 
some success. It and the food storage 
idea—apart from the latter’s tie-up with 
war scare—do suggest a new angle to 
marketing when sales are ‘‘sticky’’. The 


Easy-to-Read 
Thermometers 


With the coming tightening 
up, by the new Factory Act, 
of temperature regulations, 
together with the provision 
that a thermometer must be 
shown in those rooms to 
which the temperature regula- 
tions apply, the easy-to-read 
type of thermometer warrants 
attention. The one shown 
here is one of many designs 
produced by the British Roto- 
therm Co., Ltd., Merton 
Abbey, London, S.W.19 
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e TRENDS .. . 


* By the 
MARKETING EDITOR 


idea of ‘‘carry a spare’’ is not new, of 
course, but its use to market ordinary 
consumer-type goods provides a fresh 
twist that is worth trying out. 


EW sales technique applied to old 
markets sometimes pays—witness 
branded ties success. Here, old-world 
trading ideas and method prevailed until 
recently. Then a nationally known firm 
found they had tie materials going to 
waste. Came the idea of mass-produced 
ties, branded and selling at a fixed price. 
Country-wide advertising in volumes 
used for pushing other types of branded 
goods did the trick. Tie-selling tech- 
nique became up-to-date overnight, 
proved again that any product turned 
out in mass can be sold in mass. Which 
is a lesson to manufacturers who think 
that ‘‘because it has not been done before 
it cannot be done to-day’’. Given right 
policy, good product, and sound market- 
ing, there is business to be built in fields 
yet untouched by modern methods. 


Sales ‘Shock Squads’ Help 
Beat The Big Competitors 


OLICY of small manufacturers to 

provide ‘“‘shock troops’’ as well as 
sales-getting ammunition in struggles 
against big competitors is meeting with 
success. 

Instance of this is found in milk indus- 
try’s bottle versus carton war. Huge 
capital investment in bottle-washing, 
filling plant make big dairies tardy in 
taking up carton, change-over to which 
would mean scrapping plant. Small 
milk retail firms, not yoked by heavy 
plant investment, are using cartons, 
pushing up sales on claim of cartons’ 
hygienic qualities. 

Carton-makers find, however, that 
sales to milk dealers is only a start to 
their fight. Big bottle-using concerns, 
able to advertise and push their claims 
extensively, can ‘‘out-market’’ the little 
dealer. Hence need for more than 
“‘dealer help’’ methods. 

Best answer to date is found in sales 
“shock squads’’. These are teams of 
expert, door-to-door salesmen who, co- 
operating with the local dealer, make 
seven-, ten-, and 14-day attacks on 
selected districts. Primed to talk hygiene 
and advantages for carton-packed milk 
plus special qualities of the local dealer, 
these shock troops are building sales for 
retailer and manufacturer. Usual local 
advertising, gift schemes, etc., are used 
with these tactics. 

Success of these policies and methods 
suggests way of attack for other manu- 
facturers faced with withering competi- 
tion from rich competitors. 


Existent in the business world is an ever-increasing 


conviction that Accounting Machines manufactured by 


the National Cash Register Co.—_embodying as they de the 
highest possible standards of manufacture and perform- 
anece—are the most satisfactory mechanical accounting 
equipment available. 

An invitation to see “Nationals” in operation is issued to 
the interested exeeutive who feels that the efficiency of 
his business could be increased by the mechanisation of 
its accounting records. 

A demonstration of National Accounting Machines will 


ineur no obligation. 


NATIONAL ACCOUNTING MACHINE SYSTEMS 
NATIONAL CASH REGISTER COMPANY LIMITED 
206-216 MARYLEBONE ROAD LONDON, N.W.1 
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Work is Hardest at the Journey’s End 


This 2-Tonner proves the importance of ‘Terminal Efficiency’ 


‘BUSINESS’ Special Road Test No.3 .... . 


* HAT we must have for this 
kind of haulage are trucks that 
will stand up to terrific stresses 

produced by work in places where loads 
are collected and delivered. If vehicles 
are strong enough for that, there is no 
need to worry about road performance 
between terminal points.” 

The above statement from Mr. H. 
Fairall, of Godstone, Surrey, who sup- 
plies building material on a large scale, 
summarizes his views on haulage 


vehicles, based on many years’ experi- 
ence in operating various makes. 
standardizing his fleet on 


Since 





Bedfords, Mr. Fairall says that these 
machines have established a quality of 
performance by which other makes can 
be judged fairly. As a matter of fact, 
I have heard the same opinion expressed 
in other quarters when discussing motor 
trucks with hauliers and have beén asked 
to give an opinion as to whether such 
and such a model is as good as a Bedford. 

While I have no intention of commit- 
ting myself by comparing any one make 





By 
RICHARD TWELVETREES 
A.M.1.Mech.E. 


Road Transport Editor 
of BUSINESS 


with another on the present occasion, 
many readers will be interested to know 
how a Bedford 2-ton truck behaved 
when, with the assistance of an exacting 
operator, I tested the vehicle with par- 
ticular reference to ‘‘terminal effici- 


“We took advantage of 
the really bad conditions, 
snow and pitted ground 
under water, to give the 
Bedford a gruelling try- 
out, but the flood water 
proved no barrier what- 
ever” 


ency’’, a well-understood phrase in the 
haulage world. 

For the purpose of this special test a 
standard Bedford 2-ton drop-sided truck 
was placed at my disposal by Vauxhall 
Motors, Ltd., Luton, who gave full per- 
mission for its use over any route I cared 
to select and left its treatment entirely 
at my discretion. 

Things did not look too promising 
when we arrived at the Godstone sand- 


“On the frozen gradients 
it was dangerous to make 
' braking tests, so they had 
to be omitted this time, but 
despite the snow the ‘Bed- 
ford’, with an overload, 
climbed steadily 1 in 4 and 
1 in 34 gradients. 

“In wintry conditions the 
outstanding comfort of this 
vehicle’s driving cab was 
most noticeable. Comfort 
is a great aid to drivers’ 

efficiency" a 


Bedford Two-Tonner 


pit to collect our test load. Snow had 
fallen heavily overnight and more 
threatened, part of the track leading to 
the mechanical shovel was submerged; 
but, declining an offer of a more easily 
reached load from a near-by heap, I 
decided to let the Bedford demonstrate 
its aptitude for rough work under the 
worst possible conditions. 


Here Was Evidence of Good 
Waterproofing Qualities 


Anything may happen when one 
enters deep waters on a strange vehicle, 
but the Bedford gave rise to no anxiety 
as we made steady progress through the 
ford on the way to the pit face, thanks 
to the ample protection of vital engine 
parts from chance splashes. 

On taking the usual precaution of 
drying-out the brakes by several long 
applications, their normal efficiency was 
soon restored, and no other portion of 
the chassis mechanism suffered in the 
least degree from the presence of water. 

Next, while running light over the 
snow, the truck revealed remarkably 
good driving-wheel adhesion, and its 
finger-light steering enabled us to keep 
a true course with no tendency whatever 
to skidding. 

It was interesting to observe, too, 
that with no load to damp the natural 
resiliency of the springs, the suspension 
system kept the vehicle quite steady and 
free from bouncing, even where the track 
was roughest. 

The long wheelbase model, by reason 
of the chassis layout adopted for all 
Bedford models embodying a six- 
cylinder engine mounted well forward 
in the frame, gives a body space measur- 
ing 11 ft. 6} in. long by 6 ft. rin. wide, 
so that after the mechanical shovel had 
dropped 3 cubic yards of sand into the 
truck, there was plenty of room for 
more. 


Dealing with an Operator's 
Overload 


I should have objected to the over- 
load, but Mr. Fairall explained that his 
Bedfords always carry a bit of overload 
quite easily, so in order to carry out the 
test under genuine operating conditions 
I let it go at that. It should be realized 
that, while not agreeing with the average 
operator's views on the subject, I had 
undertaken the task of testing the Bed- 
ford under conditions to which the type 
is often exposed, whether such condi- 
tions be fair or otherwise. 

One reason for allowing myself to be 
persuaded as to the amount of sand put 
into the truck was that when loaded the 
springs retained a reasonable amount of 


(Continued on page 36) 
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Bh See As convenient as the telephone 


AND AS SIMPLE TO USE 


Ideas flow too fast for longhand, and often for shi 
too, even if a stenographer is available, but with an 1 


at your elbow you can choose your own dictatio: 


and speed. The boon of | dipi one Voici W riti 
throughout the office: your secretary can 
methodically; less time is taken with routine; a! 


organization benefits. Ediphone Voice -Writis 
real need that, wherever adopted, it is takes 


like the telephone. 


EDIPHONE system oF 
i Voice-Wul ting 


WRITE FOR FULL PARTICULARS OR FREE DEMONSTRATION AT YOUR DESK 


Every responsible executive is invited to ‘‘sample’’ Ediphone Voice-V¥riti 
obligation. You buy nothing until the Ediphone proves its advantages 


THOMAS A. EDISON LTD., VICTORIA HOUSE, SOUTHAMPTON ROW, W.C.I. Branches & Deale 








Planning The OFFICE Side Of A 


Quick-Action 
Sales Control 


By ‘Business’ CONSULTANT | 


on Office Organization 


the precise type of sales control I 

recently installed in a well-known 
firm, I am taking a concern having ten 
lines, or ten groups of lines, sold nation- 
ally, through retailers. 


Fre. this example, which illustrates 


These are The Various Points 
Provided For 


As is usual with most firms with this 
type of sales management problem, 
some of these lines are advertised lines, 
some are not; some are consequently 
easier to sell than others, which are per- 
haps more profitable to the firm. Terri- 
tories and their possibilities differ and 
so do salesmen, and I am assuming the 
usual difficulties in ensuring that— 


(1) A good proportion of new accounts 
are opened. 

(2) Existing customers are regularly 
called on. 

(3) Existing customers are giving all 
possible business and buying all 
possible lines. 

(4) Prospects are adequately followed 
up by mail, call, special offers or 
campaign, etc. 
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Customer’s Record Card. 
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Control Signals show : 
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1 (green) Month of 


traveller's last call; 2 (red) Month of last order; 3 (pink) If customer’s sales 


are UP, DOWN or NORMAL 


; 4, Each line distinctively coloured as pur- 


chased ; 5 (yellow) Line customer COULD buy but does NOT 


(5) Salesmen sell the whole of the lines 
wherever possible and do not take 
the path of least resistance by 
taking advantage of publicity- 
created demand and so neglect 
the other, harder to sell but more 
profitable lines. 

Local and national, individual line 
or full range, publicity campaigns 
are conducted efficiently and econo- 
mically and synchronize with sales- 
men’s efforts. 


(6) 


The basis of this sales control scheme 
consists of two cards—a Customer's 
Record Card and the appropriate Šales- 
man’s Call Card. The system is the pro- 
duct of Copeland-Chatterson Co., Ltd. 


Customers’ Purchases Analysed 
As will be seen from the illustration, 


— seo inl trades. 


Remarks ; 
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The Town Record Card analyses sales by lines per town. Coloured signals on front 


of card show month under review and 
shows reverse of car 


rcentage rise and fall of sales. Lower part 


carrying other useful data 


the customer’s record card is ruled so as 
to show in total and in analysis, over 
lines, the customer’s purchases together 
with the date of purchase. This card is 
doubled and with four recording sur- 
faces provides a long life record. On 
the visible edge is a printed scaling so 
arranged that typing in customer’s 
name, address and other details is easily 
accomplished. 


Control Signalling 


The printed scaling shows a range of 
months and over this are to be placed 
two signals—green (or other colour) to 
indicate the month of traveller’s last 
call, and red to show the month of last 
order. Here it is advisable to mention 
that weekly calls and ordering can be 
covered just as easily as monthly calls 
or orders. No matter what the need 
is, it can be met with an individual 
scheme. 


Non-Purchasers indicated 
and Classified 


This method of visible signalling 
shows up at once those customers who 
have not purchased for one, two, or 
three months, or any period specified, 
and, without disturbing the filing order, 
provides classified lists for appropriate 
action. 

It is assumed that the bulk of cus- 
tomers buy fairly regularly, and as sales 
to them are recorded, so the signals are 
moved, leaving outstanding, in direct 
period classification, those who have 
failed to purchase for any period. In 
the same way the signals show up imme- 
diately any neglect by the salesman to 
call, or his failure to secure an order 
upon his call. 


Allotment and Control of the 
Salesmen’s Work 


To ensure that the salesman will 
call, and to secure details of sales and 
other information, a salesman’s card is 
utilized. This card is placed in the 
folded customer’s card and is to be seen 
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SALES LEDGER WITH STATEMENTS 


Three vital records posted at one operation with the 
completely electrified Model "86". (1) Customers’ 
Statement (with duplicates if desired); (2) Custo- 
mers’ Ledger; (3) Journal. Daily and monthly 
control figures supplied automatically without any 
additional operations or personnel, 


TALES LEDGER PAOO! BEET 





WAGES ACCOUNTING SIMPLIFIED 


No need for separate posting machines or extra 
clerks. Model ‘'86"' prepares all the following wages 
records at one posting. (1!) Employees’ Wage Record 
Card showing gross earnings and all deductions ; 
(2) Employees’ earnings and deduction stub; (3) 
Employees’ envelope ; (4) Wages Sheet. All cross 
casting and column totals are automatically made by 
the Remington ‘86’. 


WAGES SHEET + the parsone viepinged fer the wert ming = —— i5) 
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CHEQUES AND CASH BOOK 
Certainly this is the way to write the Cheques, pro- 
duce and add the Cash Book and protect the cheques— 
all at one operation. Get the work done In one-third 
of the time, on the Remington *'86"', 
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Up Goes Business 


. » « but down come accounting costs with unique machine 


that posts any number of records at once. 


S business increases and new conditions demand more and more 
many company heads are wondering how to keep book-keeping 


down. 
Here is the answer, already proved by successful use in th 
concerns the Remington model “86” machine which posi 
of related records in one simple operation, 
Computation is fully automatic. 
accumulated totals at a glance. 
. . . all records are prepared with uniform legibility. 


Just a brush of a finger on any key and the machine does the rest 


the model ‘‘86” on the basis of how much it can save your 


compared with pen posted methods or ordinary accounting maci 


Phone Remington in your town for free accounting analysis or write Ri 
Typewriter Co., Ltd., Reference J.J.189, Accounting Machine 
100 Gracechurch Street, London, E.C.3 
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Visible registers let operator 
Printing mechanism is completely el 


of 


mington 


VISI 


Th. 


No other Machine, at any price, gives you all these features 


I. Complete electrification of all alphabet and column, and instant correctior 
numerical keys, and of carriage. 4. Automatic 
2. Complete flexibility of registers, providing form bars. 
extra accumulations without rebuilding or 5. Complete visibility of writing 
replacing machine. Additional registers limited easy checking of every entry. 

only by length of carriage. 6. Automatic line proof of each i 

3. All registers visible for columnar accu- provides instant audit. 

mulation and with cross computation, All 7. Independent contro! of cach relat 
registers equipped with direct subtraction, be prepared simultaneously. 


providing contra-entries within specific 8. Uniform legibility of all records 


errors 


tabulation, and incerchangeabdle 
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can be arrang 


ete The card 
to accommodate special 


* * instructions for each customer, such as 


inducements to take greater supplies, or 
to purchase a greater number of lines. 

It would contain information of use 
to the salesman, such as name of buyer, 
terms, phone number, best day and 
time to see, principal lines purchased, 
lines bought away and reason, etc., and 
would also cover matters requiring 
attention on call. 

While the card is in the possession of 
the salesman the clear punched hole in 


_ the customer's card reveals the absence 


from the record of the salesman’s card. 
The value of being able to plan and 
determine the salesman’s work is enor- 
mous. Amongst other things it ensures 
that intensive sales effort by executive, 
ntatives, and publicity is per- 


 fectly synchronized. 


i 
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Fluctuations in Purchases 
Indicated 


The next control facility is afforded 
by the two spaces marked D. U. upon 
which a signal is placed to show if 
sales tọ the customer are Down or Up, 
normality being shown by placing the 
signal between the two spaces, 


The Sales X-Ray 


It must be remembered that no less 
than 124 cards are visible, so it is easy 
to detect at one glance all those who are 
giving smaller orders. Seen in large 
numbers like this it is much easier to 
assess the merits of a salesman or to find 
out weak spots or places and customers 
for whom special action seems desirable. 


Intensive Selling 


Then there is a further scale upon 
which is a list of numbers representing 
the lines carried. As each order is 
placed a signal is put over the number 
representing the line purchased; on the 
list of customers there are indications 


Many firms have’ a — — eed, similar in principle 
to that involved here. Readers can therefore visualize how 


the flexible and widely analytical system explained here by 
our consultant could be applied to their own particular cases 





showing what these customers buy. 
Using, say, a blue signal for this pur- 
pose, it is of great value to use, say, a 
yellow to show the lines which each 
customer could but does not buy. 

In other words, a classified prospect 
list is incorporated in the customer’s 
list, and it is thus easy to direct an 
intensive as well as an extensive sales 


campaign. 
Judicious Mailing 


Mailing for various lines can be judici- 
ously done and sales effort properly 
directed. Customers cost a lot of money 
to get. It pays to build on the founda- 
tion laid by making each as far as 
possible a 100 per cent customer. 

Use can be made of signals for various 
purposes, such as a red signal in the 
extreme left-hand corner for ‘“‘stop 
credit’’, and so on. 


Summary for Comparisons 


In the under-section of the previous 
pocket, that is, facing the customer’s 
current record card, is placed a further 
card which carries full details of the 
customer. His status, referees, bank 
and other details, together with a quar- 
terly or other period summary of his 
purchases. 

This summarized portion is the com- 
parison of the analysis showing the 
progress made with the customer and 
indicates the Down—Up—Normal of his 
dealings with the firm. Altogether a 
very valuable combination of records. 


Town Results Shown 


Separating the customer by towns is 
a Town Record. This is a detailed and 
analysed current record card showing 
sales of lines in the town, and a sum- 
mary card which would show neyo 
and comparison. 

The rulings can be the same as for 





These cards give visible records of each line per whole territory ; coloured signals 
give percentage rises or falls of sales 


customers’ cards, in fact, the same cards 
will do, and the division and distinction 
can be made by a coloured insert strip 
to carry the altered signalling scheme 
for town and territory control. 

Upon the strip is printed a scaling 
showing the percentage rise and fall of 
sales in that town. A further scaling 
indicates the month under review. 

The town current record card is in the 
facing pocket—it is exactly similar to 
the customer’s current record card, but 
the summary card, in the under-portion 
of previous pocket, can show town de- 
tails, such as number of possible and 
existing customers, population, market 
or closing day, trades carried on, or 
other information of interest. 

These cards cover several years, and 
the information and the comparisons are 
valuable. 


Territories Controlled Through 
Analysis 


As a means of further tightening up 
the control by getting a more compre- 
hensive view of the activities, a territory 
and line record is shown. I suggest that 
territory and line cards should differ in 
colour from customers’ cards. 

These show sales of lines by territories 
on the basis of a card for each line, a 
set of the 1o-line cards being arranged 
under each territory card. Provision 
has been made in the ruling for the 
total of the current month’s sales to be 
entered in one column, and an accumu- 
lative total for the progressing year to 
be entered in another. 

In each case a column is provided for 
recording the percentage of increase or 
decrease of sales of the particular line, 
and to enhance control, and make the 
portrayed result more striking, tele- 
scopic signals show the position of each 
line, whilst the territory signal would 
show the aggregate for the territory 

Aggregates are dangerous and can 
lead to false positions, so in this case 
the aggregate shown on the territory 
card, for all lines in that territory, is 
detailed below on the line cards, and 
shows the actual position for each indi- 
vidual line. Thus attention can be 
properly focused, weak points can be 
strengthened and strong points made 
stronger still. Here the comparison is 
on each card, and the analysis is made 
by a series of cards. 


Line Analysis and Control 


Finally, line cards covering the sales — | 


of each line over all territories, showing 
totals, accumulative totals, and percen- 
tage, plus and minus, and signalling the 


latter important facts are listed under * 
one comprehensive master card which _ 


shows the sale of all lines over all 
territories. 


Thus from the most minute details to à 


the most inclusive and important fact, 


the whole of the selling side is efficiently 


and ——— covered. 
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Mechanical Checker Raises Output 
of Office Machines by 8 Per Cent 


STATISTICAL machine used by 
A a nationally known manufactur- 

ing and retailing firm has been 
made to produce 8 per cent more work 
through means of a production check- 
ing device. In addition, this increased 
output (a) has made unnecessary the 
purchase of further expensive office 
equipment and (b) is taken care of by 
the existing staff. 

The company concerned have a 
highly mechanized office, one of the 
most efficient in the country. The 
enormous volume of records handled 
by their office made it possible to 
operate economically a battery of elec- 
trically operated statistical, accounting, 
book-keeping and other machines. The 
organization of this machinery and the 
work done was such that the firm 
thought they were using every machine 
to its fullest capacity. Indeed, their 
system of control was so good that the 
cost of the smallest operation or the 
least amount of material was known 
down to decimal points of a penny. 


Saved the Expense of Buying 
More Equipment 


Thus, when the company found they 
needed additional statistical information 
they were prepared to buy new equip- 
ment, provide extra staff and find 
additional floor space. But before they 
did this they were persuaded to test 
their existing office plant by means of 
a mechanical recorder. This recorder, 
a small machine which operates through 
the vibration of the plant to which it 


Obviates Coin Counting: Thi ; 
amount of petty cash in hand. For giving change, paying out, asse 


it saves time and reduces risk of errors. 


This cash counting tray (the 


Even worn coins do not in 
had in various sizes, including a large model —— and key, from 


is attached, gives a minute by minute 
record of whether the machine being 
checked is idle or in operation. 

When the company fitted this work- 
measuring apparatus they were scepti- 
cal, but results soon changed their out- 
look. The recorder charts showed that, 
in total, the machines were idle almost 
8 per cent of the working week. 

This time waste was more than 
enough to cope with the special work 
to be done, and having gained precise 
knowledge of how their machines were 
running every minute of the day, the 
company were able to reorganize opera- 
tions to take in the additional work. 
No extra staff was needed, nor was it 
necessary to buy a single piece more 
of office equipment. 


Similar Savings Made On 
Factory Plant 


Since this unexpected success in re- 
vealing inefficiency the company have 
made use of the recorders on machines 
in their factories. The same sort of 
check was carried out and similar dis- 
coveries of considerable periods of non- 
working time came to light. Insignificant 
stoppages that hitherto had gone 
unnoticed were revealed by the recorder 
charts. On one key machine, the out- 
put of which affected the whole factory, 
the check resulted in a 7 per cent 
increase in production, This came 
about because all the tiny stoppages 
were clearly shown on the charts and 
subsequent investigations into the cause 
of these hold-ups showed unsuspected 
small weaknesses in organization. 
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Coindexꝰ) tells at a glance the 
mbly when making up wages, etc., 
terfere with its accuracy. Can be 
Quickfor Ltd., 40 Furnival Street, 
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The recording apparatus which has 
been responsible for these economies 
can be attached to any office or factory 
machine. It can give records down to 
a fineness of 10 seconds check. In other 
words, if you wish to know what any 
machine is oing every 10 seconds of 
the day, you can find out by means of 
this type of recorder. 


Sheffield’s Automatic Guide 
Helps Business Visitors 


Would Prove a Boon in Every 
Large Industrial Centre 


O save time and trouble for busi- 
| ness visitors to Sheffield who do 
not know the city well, the 
Shefheld Junior Chamber of Commerce 
have installed 
at the city’s 
two railway 
stations, elec- 
trical indica- 
tor-maps. By 
their use a 
visitor can dis- 
cover not only 
the exact loca- 
tion of the 
office of any 
one of a very 
large number 
of Sheffield firms but also the nearest 
point at which public transport to the 
premises can be secured. 

These maps, which have proved a 
boon to thousands of visiting business 
men, are “‘managed’’ by the Sheffield 
Junior Chamber of Commerce out of 
small fees paid by the firms whose 
names appear. These fees are as low 
as 20s. a year for the two or the first 
three years and 13s. 4d. a year 
thereafter. 

This is a good example of how 
a live Chamber of Commerce 
can initiate schemes that are 
really practical and helpful both 
to their members and to the 
thousands of business men with 
whom they want to develop 
association. 

& 


How Office Printers 
Cut Costs 


E were present with the 
W executives of a Notting- 

ham firm when they ran 
off their first job with a newly 
installed office printing machine. 
The run was 5,000 of a rather 
complicated leaflet in half-tone 
illustration and type, printed 
both sides. 

The cost of the machine plates 
for the run was {4 10s.; but the 
executive told us that a similar 
job had always cost over {10 for 
half the quantity when done by 
an outside printer. 

This firm is planning now to 
print all its publicity and sales 
promotion matter, as well as 
stationery, inside the office. 
The machine used was a Class 
1,000 Multilith. 


PRACTICAL KNOWLEDGE obtained, from twenty 
years of experience and experiment lies behind the * nce 
which the National Savings Committee is able to offer to 
employers who wish to introduce savings. facilities fi 
benefit of their — 


—— schemes, based on — provi — A 
firms, can be submitted. 


ee gards arn etc, — èd — 


Enquiries should pë — to the ee ee 
NATIONAL SAVINGS COMMITTEE (Dept. B 6.F) LONDON 
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BUSINESS EQUIPMENT REVIEW 


= TIME CONTROL . . . Vital To Business To-day 
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‘Minute Check’ Is Given On All Work Hours By These Machines 


to-day it is usual to find that all 
o tions are calculated as time. To 
distribute stores, to make a casting, to 
produce a given quantity of goods—these 
are reckoned as worth so much time, not 
this or that amount — In some 
concerns wages are seldom referred to 
except in terms of minutes and the minute 
wage rate. The composite term, ‘wage or 
labour cost’’ is the product of time and 
wage rate, and since the latter is subject 
to arbitrary change, measurement is best 
related to time. This trend towards think- 
ing of costs in terms of time is extending 
throughout the business world. 
Fundamental to this policy is accurate 


T the world’s most up-to-date factories 


timing of the number of hours worked by 


employees. It is a key factor in costing 
Bad: smooth working of TE i 
there are still hundreds of that use 


the roughest methods—if they use any at 


all, of checking staff in and out, morning, 


noon, and night. Until this elementary 
job is carried out efficiently, the value of 
costing and control is in doubt. 


Control Is Maintained By 
These Recorders 


Time recorders — simple and 
effective answers to these problems. Take, 
for example, the recorders made by the 
Gledhill-Brook Time Recorders Ltd., of 
Huddersfield. I examined the range of 
them last month. They rank among the 
best machines of this kind that can be 
uced to-day, a fact that is reflected 
the big volume of sales built up by the 
firm. 
Most ple know a time recorder looks 
like a clock. It must be a ect time- 
keeper as well as an infallible time recorder. 


—— — —— 
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Here is shown (a) front of a weekly time card used for recording time worked each day, 





(b) back of the same card used for summary 


job cards are in different colours to denote 


ma (2. Meme f — m 26 
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By a 
‘BUSINESS’ INVESTIGATOR 


That is why Gledhill-Brook clocks are built 
on the fusee and chain principle which 
ensures an equable drive every day of the 
week. The ordinary clock, driven by 
springs, has no compensation for high and 
low tension, therefore it is driven by vary- 
ing force from day to day. The proved 
principle of the G.-B. clock is made more 
valuable by the quality of material and 
workmanship. he mainspring, for 
example, is made of steel 300 per cent more 
expensive than that normally used for such 

urpose. Thick plates, dead-beat escape- 
ment, machine-cut pinions and gears are 
other features which ensure perfect clock 
movement. 

Similar quality of material and manu- 
facture is found in the patent time print- 
ing mechanism and day-change. Charac- 
ters for printing hour and minute figures 
are machine-cut. There is a positive drive 
to the hour wheel, thus ensuring time 
recorded on cards and time indicated by 
the clock dial are always identical even 
though the clock hands are turned back. 

Summed up, the advantages of the 
recorders are these: They (1) save time; 
(2) save money; (3) are fool-proof; (4) are 
fair to employer and employee; (5) are 
enduring; (6) are usable in production-cost 
systems, etc. 

Points number one and two are quickly 
proved. The introduction of a time recorder 
to factory, office, shop, or other business 

rovides an immediate check on time lost 
by late arrival, early leaving or any other 
irregularity. Staff, knowing the machine 
is fool-proof, see that they punch their 
cards to time. 
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oF Jobs, and (c) individual job cards. These 


of work and make easy the sorting to 
costs 





Time lost when no impartial check exists 
is therefore saved through the machine, 
which means a money saving. In instances 
where slackness is rife, a firm can quickly 


make savings that will y for the 
machines. There is, too, a big saving to 
be made on clerical labour. Often it is 


sufficient to pay for the machines in a 
year. The saving comes from short-cuts in 
dealing with pay-roll, labour statistics, 
allocation of costs and other time-factor 
operations in which the recorders play a 
part. 

The mechanical features I have men- 
tioned, together with other technical fac- 
tors, make the machines fool-proof and, 
therefore, fair to both employer and staff. 
The quality of material and workmanship 
ensure long life no matter how roughly 
the recorder is used. Indeed, it is because 


they must stand up to hard use that they 


are built so sturdily. 

Time and production cost-control I 
found the most interesting feature to do 
with the recorders. The Gledhill-Brook 
company offer a free organization service. 
They have specialized in devising methods 
and systems which are simple, direct, time- 
and money-saving. Costing, cost control, 
wages and labour statistics, office and works 
costing—these and many others come within 
their scope. 

No rigid system or method is advocated. 
G.-B. experts examine each case and 
suggest a cheap and quick solution to its 
special problems. This free service has 
been the means of saving firms, big and 
small, thousands of pounds. 


System Keeps Track of 
Job Times 


Let us take a simple example, the com- 
bined time and job card for recording 
complete labour cost. It is a sy 
particularly suited to works where pes 
are completed by one man and where long 
runs are made. The “‘in’’ and ‘‘out’’ 
time of the workman is recorded on the 
card. So also are the times when jobs are 
changed. Time on jobs is cast out at the 
side of cards. Total hours are entered in 
the job number column under the job 
number. . 

Cards give complete time costs of all jobs 
finished within the week covered by the 
card. Unfinished jobs are entered at the 
foot with the job number. Total hours 
worked are entered under the column 
headed ‘‘Carried forward’’ and are trans- 
ferred to the column ‘Brought forward’’ 
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: Time or this- week” column. TE the 


added and entered in the “Finished jobs”? 
column; if uncompleted, the total is carried 
orward into the next week and so on until 
the job is done. ° 


© Where several men are working on one 
job, the weekly total of time can be posted 
o-a cost card or sheet. This shows all 
me spent by all the men on the one job 
i luring the week, 


Such a system as this is simple and 
direct—about the simplest that can be 
devised. Nonetheless, it works excellently. 
An instance is the fact that a clerk can give 

the total time on any job at any minute of 
the day. 


.. . Another system is that of “‘one man job, 
‘one card’’. With this method a weekly 
attendance card takes care of the overall 

time spent in the factory. Times of arrival 

_and departure are printed by the recorder 

on one side of the card. Separate job or 
peration cards are issued and these are 
locked: ‘‘on and off’. Job cards, when 
locked off (and at week- ends), are 
summarized on the reverse side of the 
attendance card, which is the proof that 

_all time paid for has been allocated to the 

appropriate cost account. The individual 

cost cards are sorted to jobs and operations 
and entered on comparison sheets. 


. Time recorders, linked up in this way 
with factory, office or shop control, are 
more than “mechanical watchmen’’. That 
is one of the strong points made by the 
sledhill-Brook concern. It is the reason 
why they have developed a staff of systems 
xperts. These men will investigate, free 
of charge, your problems of time and 
production costing and control. 












































Cash Register That Checks 
Daily Returns 


HE successful future of a shop or 
store depends largely on the 
efficiency of its  cash-checking 
system. The cash register is, therefore, 
‘an essential part of equipment. 

There are many good registers on the 
market to-day. Those produced by G. H. 
Gledhill & Sons, Ltd., Halifax, I investi- 
© gated last month. Their latest production 
-has many novel features, including: flexible 
keys by which the largest amount can be 
‘registered with two fingers only, thus 
‘preventing awkward finger-stretch; new 
detail strip which gives a printed state- 
ment of every transaction and prints the 
‘total takings at any period. 

o The sub-total can be read and printed 
hourly, daily, or as often as required, but 
the adder cannot be zeroised by the sub- 
-total key. This enables the manager to pay 
cash into the bank and send a printed card 
.to head office. 

- The grand total enables the proprietor or 
lis deputy to make a periodical check on 
he daily returns sent in by the manager or 
























yeing an audit check upon receipts. 3 
‘by means of the grand total key can the 
dder be set to zero, ready for the next 
financial period—weekly, monthly, or as 
esired. 
~The ‘‘Monarch’’ Cash Register was intro- 
duced in 1931. Since then many improve- 
ments have been made, notably the visible 
dder and the detail-strip model. 


“his ‘‘all-British’’ cash register has been 
successful in the past two years. The 
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hs. A new three-story factory was 
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job is completed in the week, total time is] 


roduced has been doubled every- 





direct with the public. In sion 1 hee 
magnitude to carry the whole firm g 
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% When this Pande City business decided to make. use of advert ing 
wanted “something different.” They came to Smiths’. The originaliby 
advertisement which we produced places it in that small and se | 
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We are proud to number them among our clients. | Mark: das E 
with so many SMITHS’ accounts, P did not. come fo us as 





































— — — — — 


34 


A FOOLPROOF REPRODUCTION 
OF ANY DOCUMENT 


made by any of your 
staff in a few minutes 


RUTHURSTAT 


Bee GC’ RO@ COPY IS:T 


Laborious typing and checking of original documents 
such as intricate specifications, etc., is now a thing of 
the past. The Ruthurstat reproduces exact and speedy 
copies of‘almost any original. It is used by leading 
commercial houses, banks, and the heavy industries, 
etc. Apart from documentary copying it saves tracing 
of detailed plans, and furthermore will make copies 
direct from blue prints. 









Patent 
Pending 


Copies : 
Letters Specifications 
Deeds Claim Forms 
Plans Policies 
Certificates Charts 
Contracts Blue Prints 
Statistics Reports Full range of sizes from office models 
Bills of Lading Tenders to 42 im. x 32 in. engineering model 
etc., etc. 


Write for full particulars to sole manufacturers : 


RUTHURSTAT 


LTD. 


12-13 ASTOR HOUSE 


ALDWYCH. W.C.2 HOL. 4737 


No Dark Room 
Required 


No Skilled Operation 
No Checking 
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A PRACTICAL, 
TIME-SAVING RECORD- 
KEEPING SYSTEM 


Hundred of concerns, big and little, 


use the “‘ROBIN"’ Looseleaf Book 
system of record-keeping. It is so 
simple—so efficient. Any entry can 
be referred to in a few seconds. No 
“‘dead’’ records need waste time and 
space. Flexible, compact, reasonable 
in price and upkeep. Would you like 
further details ? 


SPECIAL TRIAL OFFER 


ROBIN BOOK, 5 ins. by 8 ins. com- 

prising looseleaf binder, bound full 

maroon buckram, A-Z index and 200 

leaves (feint, cash or double ledger) 9/6 
or 

Bound half maroon pigskin 





A FREE SERVICE 


SUBSCRIBERS are entitled to free 
information concerning Products, 
pliances or Services. 


Ap- 


We will advise, secure printed particularsand, 
if desired, put you in touch with firms supply- 
ing services or products in which you are 
interested, 


Service Department, 


BUSINESS, 
Whitefriars House, Tallis Street, E.C.4 


= Ade 
J. W. RUDDOCK & SONS 


Looseleaf Book Manufacturers 


LINCOLN 
and at 3 Old Jewry, LONDON, E.C.2 


“QUIKWAY"”’ 
“QUIKPART’’ CARBON LOADED SETS and 
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Management 
Needs the Knack... 


(Continued from page 12) 


so that when an adverse year comes 
along, and there are no profits for dis- 
tribution, considerable dissatisfaction 
becomes manifest. 

To this let me say, if such a disturb- 
ance arises, it shows first of all that the 
management has not taken the trouble 
to explain fully the principle of profit- 
sharing. And secondly it shows that the 
scheme was badly administered. 

In our organization risk of the first 
contingency is disposed of by rightly 
educating the employees. The second is 
guarded against by providing out of the 
distributions a substantial investment 
fund. 

Our employees’ investment fund at 
the moment, for example, stands at over 
£10,000. On mutual agreement this 
could, in the case of a bad year, be drawn 
upon to maintain the cash distributions. 


Responsibility Improves Their 
Business Understanding 


Our employees’ committees administer 
their own investment fund. But they 
are given assistance and advice by the 
management, and here again is manage- 
ment’s opportunity to educate em- 
ployees into understanding how it is 
possible, out of a business, to accumu- 
late money for investment. How to 
handle investments; what are the bene- 
fits of invested money, and what are its 
responsibilities and liabilities are also 
things that must be explained. 

Here, then, I have tried to point out 
how employees can be raised from the 
standard of mere wage-earners to the 
status of responsible men and women 
co-operating with the management of a 
business instead of being hostile to it. 

This improvement alone would be of 
tremendous benefit to industry as a 
whole. But improving the mental status 
of the employee is not the only factor 
introduced. Intelligent profit-sharing, 
by raising the real wages of the em- 
ployee, raises his standard of living and 
makes him infinitely more valuable as a 
‘‘consumer’’ of the nation’s goods. 


HAT is claimed to be the most up-to- 

date ball-bearing plant in the world 
is now being operated in Wolverhampton. 
During the last eighteen months the com- 
pany concerned, Fischer Bearings Com- 
pany, Ltd., has transformed five acres of 
the old Sunbeam Motor Works into a highly 
efficient manufacturing plant. 


MANIFOLDIA LTD. of WEST BROMWICH 


are manufacturers of 
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TO SEE IS 
TO KNOW : 


instantly ! 


Send now for 
folder ‘*Why?"' 
showing how 
Visible Systems 
keep your business 
at your finger-tips 


— — — — 


| How long does it take you or your executives | 
to get VITAL BUSINESS FACTS?—Far too | 

| long if you do not use VISIBLE SYSTEMS. | 

| 

| 


VISIBEES¥STEMS 


keeps ‘‘key"’ facts continuously before you— 
shows you instantly—how many orders 
Jones booked last month—when he last 
called on Smith’s—where credit has reached 
limit—which lines are moving or not moving— 
every fact known  instantly—at-a-glance. 











Write or telephone for full particulars to— 


CARTER-PARRATT LTD. 


(P. J. Carter-Eve, Managing Director) 


317 ABBEY HOUSE, VICTORIA STREET, 
LONDON, S.W.1 
Telephone: ABBEY 3675/6 
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One Machine does the work of Two 


Continuous Form Billing in addition to regular typing 


Your typewriter actually does the work of two machines 
when used with "Fanfold™ Continuous Form Adapter, because 
the many time and money-saving methods of the Continuous 
Form Billing Machine are added to all the advantages of 
regular typing. 


“Fanfold’’ Continuous Forms typed over our Attachment effect 
savings in Billing time, and costs, ranging from 17% to 78% 
without affecting the operation of the typewriter for regular 
correspondence and other purposes. 


“Fanfold"’ Adapter places no strain whatever upon the type- 
writer carriage; because of the very simplicity of construction 
and operation there is nothing to get out of order. 


anto/ 


NORTH CIRCULAR ROAD, LONDON, N.W.2 
Telephone: GLADstone 5477 (3 lines) 
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INSTANT CONTACT WITH 
SALES MANAGER 


_ 
5. * 
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Make your office 
the nerve centre 


The modern business organization is a delicate 
and sensitive machine—and cannot be run with 
ponderous out-of-date devices. Install the Ericsson 
Loudspeaker Telephone System and your office 
desk becomes the nerve centre of your business. 
Orders, queries, opinions, advice, pass swiftly 
from key-man to key-man. One man—or fifteen— 
you can ‘‘get them together’ in a second on your 
Ericsson Master Station. 


Here are the advantages: 


1 Get through instantly to any 4 Hold a conference without 
* department without dialling, * any executive out of his de- 

calling a switchboard, holding an partment. 

earpiece, or speaking into a mouth- 


piece. 5 If necessary loudspeaker can 
Hear replies ALOUD — ve be switched off sò that only 
2. keeping hands free, you hear replies. 


3 Right - of- way over other 


conversations 6. FULL SECRECY 


Can wou afford to 
be without these 
teniu conveni- 
ences and udcan- 
tages? Why not get 
in touch with us? 
isk for porticu- 
lars of our mod- 
erate RENTAL 
MAINTENANCE 
or make an ap- 
pointrnent for free 
demonstration AT 
YOUR ADDRESS 





MASTER STATION 


Ericsson Telephones Ltd., 22 Lincoln’s inn Fields, 
London, W.C2 


O Tel.: HOLborn 6028 







LOUD.-SPEAEING 
INTER-COMMUNICATION 
TELEPHONES 
Se 
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run... 

the tougher the 
job. 

the better you 
can rely on me... 


















































































free action in absorbing road sur- 
ace inequalities. 


A Few Over-Severe Tests to 
Start With 


Before leaving the pit, however, I 


deemed it wise to see how the vehicle 
would behave on one of the stiffest 
gradients in the workings; so that, if 


FACTS AT A GLANCE 


Vehicle Tested: Bedford Two- 
Ton Drop-sided lorry. 


Makers: Vauxhall Motors Ltd., 
Luton, Beds. 


Capacity: 2 tons. 

Body Length: 11 ft. 6}in, © 
Wheelbase: 134 in. 

Fuel Consumption: 18 m.p.g. 


Pay-Load Ton Miles Per Gal- 
lon: 39°6 


Maximum Gradient Climbed: 
rin 34. 

Annual Tax: £25. 

Vehicle Price: £256. 


necessary, we could drop enough sand 
before starting the road test to reduce 
the load to about 24 tons. 

Any misgivings I might have enter- 
tained with regard to taxing the Bedford 
abilities beyond reasonable limits were 
dispelled quickly by making a few ex- 
perimental climbs up gradients of about 
tin 4, rendered more difficult by several 
inches of snow. On this model you have 
a bottom gear of 44.76 to 1, which, with 
a six-cylinder engine developing a maxi- 
mum output of 64 b.h.p., makes easy 
work of any climb where the surface will 
give enough adhesion for the driving 
wheels. 

After spending an entertaining time 
in climbing the worst gradients the pit 
afforded and making numerous tests of 
brake efficiency, I was quite satisfied 
with the general behaviour of the heavily 
laden vehicle, and set off to see how the 
Bedford would deal with the load we had 
collected in such adverse circumstances. 


Comfort Ensures Better Work 
From the Driver 


The makers of the Bedford truck 
attach considerable importance to 
making things really comfortable for 
the driver, as is evidenced by the design 
of all their cabs. The wide seat provides 
sufficient room for three men of normal 
girth, the ventilation is excellent, and 
a sloping rear squab supports the driver’s 
back properly. 

Another refinement in the cab con- 
struction is its flexible mounting which 


damps out all vibration and prevents. 


rattles or drumming from developing. 


a _ Driving against the full force of a bliz-. 5] 
gard produced no discomforts whaéever, t 


r ‘thus leaving apie scope “for and ar 
quite weli; even when all but th 











creen-wip 


sector of the screen became obs ure 
snow. 
All these — are very important te 
the wise operator who knows that true 
driving comfort increases the working ~~ 
efficiency of each driver-truck unit in = 
his fleet. After all, when so much is 
expected of drivers at both ends of their 
road journeys they are entitled to all the 
comforts a truck of good design can 
afford. 
Personally, I found that after our = 
exploits in the Godstone sand-pit, travel 
in the Bedford cab came as a very wel- 
come relaxation, its general comforts. 
being quite comparable with those of the 
average touring car. ——— 













The Fuel Test 


That by the way, however, for there ... 
were other things to engage my attention 
while the test was in progress. First of > 
all there was the matter of petrol con- ã u 
sumption to be investigated, and, 
following the usual procedure for these 
Bustness tests, we connected a one- 
gallon test-tank with the carburettor, 
checked the mileage recorder reading, 
and proceeded at a steady 30 m.p-h. 
over a give-and-take main road route to 
obtain the required information. 

At that speed, notwithstanding its 
overload, the Bedford engine hummed 
rhythmically under very light pressure. 
on the accelerator pedal, leaving an... 
ample reserve of power when occasion 
demanded its use. No effort of any kind. 
was made to obtain abnormal mileage —_ 
from the one-gallon test supply, and 
therefore the figure of 18 miles, shown 
on the trip recorder when the tank ran” 
dry may be taken as representative for- 
this useful model, when driven under 
similar conditions. 


Tests Only, Not For Regular 
Practice! 


While I am much against the common = 
practice of habitually accelerating any: 
truck engine violently, there is no better- 
method of testing a power unit or, inciso- 
dentally, of wearing it cut if persisted in. e < 
under working conditions. 

Of my three usual acceleration tests. I 
will dismiss the first, i.e., pulling away 
from a standing start in top gear, 
the remark that the engine, clutch, (e 
transmission withstood the abnormally 
severe momentary stresses to my 
plete satisfaction, while the vehic 
moved off without so much as a shudder 
from the propeller shaft. D A 

But please don’t let your drivers - 
the experiment, the test is far too drast 
for ordinary use. AL, 

The result of the second test fro n 
standing start to 30 m.p.h. by using 
gears in the correct manner produ 
figure of 18 seconds,. thus ‘pro’ 
ready response from the powerful engin 
a a efficient clutch, and ice 























-Taken all round, the resalts are suffi- 
cient to convince the operator that the 
Bedford 2-tonner can be relied upon for 
haulage work at very good average 
speeds without imposing unnecessary 
wear and tear or heavy fyel costs by 
travelling ‘‘flat out’’ on every possible 
occasion. 






Road Conditions Too Dangerous 
For Braking Tests 


On the occasion of this test [ was com- 
pelled to omit the usual stopping tests 
on account of exceptionally treacherous 
road surfaces, so the usual figures must 
be replaced by my assurance that the 
Bedford braking arrangements never 
gave me a moment’s anxiety throughout 
the whole course of the test. l 

The truth of the statement quoted at 
the beginning of this article, having been 

- proved by the conditions encountered at 
=< Godstone, was emphasized to a still 
- further extent when, at the suggestion of 
Mr. Fairhall, we drove the Bedford to a 
building site known as Dome Hill Estate 
in the hills on the south side of Cater- 
ham. In delivering material for con- 
structional work in progress on the 
higher slopes of the estate, lorries have 
to negotiate a concrete road having a 
i. maximum gradient of 1 in 34, so my test 
©. concluded with another spell of really 
< rough going and a faultless ascent of the 
very formidable incline, which left no 
doubt whatever in my mind as to the 
capacity of the Bedford 2-tonner for 
really hard work or satisfying every 
condition coming within the general 
category of “terminal efficiency”’. 


Mr. Average-Man 


How Does He Spend ? 
(Continued from page 14) 


where a car is owned by the £5-a-week 
man there are usually no children or 
just one child. Sometimes there are 
additional juvenile earners who contri- 
bute towards their upkeep. Often, too, 
it will be found that the cost of car 
maintenance cuts into food expenditure. 
Food is usually the first to suffer. 

The present trend is towards more 











PENCILS 


VENUS PENCILS are 
_incomparably smooth and 
long lasting,their standard 
of quality never varies. 


MADE IN ENGLAND 
: ENOWN THROUGHOUT THE WORLD 

















nr ‘most likely to suit, we 
li be very glad to send 
— to try. 






Wee TERT EESD 


ULTIMATELY BUSINESS 
SUCCESS IS MEASURED 
BY NETT CASH PROFITS 


Does it cost you too much to make ? 

is there an uncomfortable gap between 
and nett cash profits ? OG: 

On the manufacturing side alone, is there completa: w ESS 
ordination between the various processes Ù Are pur So 
raw materials, and component stocks stages of a con 
and planned process or three separate unco-ordinated ite 
Can you see immediately the load on the shops and the 
of overloads and underloads ? if a hold-up occurs cant! 
cause be located rapidly and the effect of the Necessary rea i 
ment on the plan be immediately grasped ? Seen 
Kardex Mechanical Planners and Visible Records perform: thas = 
essential functions of giving rapid visual contro! of all sta 
the process of manufacture. But in addition they enable you. 
plan simply and efficiently and to check the performance aga 
the plan. Write for Planner Bulletin No. 8.07%. 
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USE THIS COUP 


If you desire information from the Editor or from Advertisers attach tins coup 
which should be signed by a responsible executive, io your business letteria: 
and post to :— 


BUSINESS Service Department, Whitefriars House, Tallis ne ot EC. 


Please send, without obligation, more information in connection with z 
ment (or advertisements) in the March, 1938, issue of 
numbered below. 
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and more comforts, even at the cost of 
mortgaging the distant future. And 
there are many more comforts and 
luxuries upon which to spend money 
to-day. — 

The distributions given previously re- 
late to the ‘‘fiver-a-week’’ class. Those 
within a lower or a higher group have 
varying allocations. In the former 
more is spent on food, less on rent and 
clothing. In the latter more is spent 
on social services, clothing, and rent, 
with a tendency to spend less on food. 
These notes are, however, given with 
reservations, for they are outside the 
scope of this analysis. 





Keep your stock in order, 
clean and handy with 






STEEL SHELVING 


LOCALITE TYPE 


i\ 


.) MADE IN ENGLAND 





® Extra Strong and Durable 

© Light or Heavy 

® Adjustable Shelves 

® Open or closed backs 

© Angle, Sheet Metal or Tee 
Iron Types 

© In Units of any dimensions 

® Olive Green Enamel Finish 


Schick Shaver Launched 
in British Market 


(Continued from page 18) 


These media were selected for two 
reasons: (a) to reach the market of men; 
(b) to get at a class of customer that 
could afford to buy the Schick. It will 


LOCALISED LIGHT 


Increases Efficiency, Cuts Costs 


By concentrating light over the job actually in hand, 
efficient work is assured because light is thrown 
only where it is needed. At the same time current 
consumption is saved, because maximum kilowatt 
demand is lower. Friction joints make the 
“Localite” instantly adjustable to any angle. 


** Valor’ 


Open-backed 
adjustable 
shelving for 
offices, works 
etc, 


There’s a type for every purpose 


Write to-day for a complete illustrated list, 
No. 29/V105. 

We can quote to your own requirements for 

Lockers, Shelving, Bins, Sheet metalwork, etc. 


THE VALOR CO. LTD. 


BROMFORD,ERDINGTON, BIRMINGHAM 
London Address: 120 Victoria Street, S.W.|! 
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be noticed, too, that concentration was 
chiefly on London and the Home 
Counties. The higher-class publications 
were used most, although, of course, our 
small appropriation did not give us great 
scope in heavy use of any one medium. 

A point which might be raised is this: 
why did we start advertising in May? 
We had built a distribution that would 
carry economically the expense of adver- 
tising, deliveries of goods were coming 
through to meet anticipated demand, 
our service department had been organ- 
ized and our sales staff were ready for 
expansion. 

As I mentioned before, all advertise- 
ments had an invitation to write for an 
explanatory brochure. These inquiries 
were passed on to dealers. Incidentally, 
I might add that most replies per £ spent 
came from the Humorist, but there was 
not a great difference between the lowest 
and highest cost per reply from any of 
the media. 


Sales Volume Was Increased 
Ten Times 


Our sales graph tells the story of the 
advertising. When the campaign was 
launched we were selling 650 Schicks a 
month, but within four weeks sales 
jumped to 1,465 a month. From that 
time the climb was steady. By the end 
of the year it had exceeded 6,260 a 
month, Now, as compared with Janu- 
ary, 1937, sales have increased by almost 
1,000 per cent! 

I am not suggesting by these figures 
that the advertising is solely responsible 
for this big rise. Itis not. It has been 
a valuable ally co-operating with our 
carefully laid plans and policies. With- 
out the intensive groundwork that I 
have outlined such results would not 
have been possible. The product, by 
admirably doing the job for which it was 
designed, has been the primary factor in 
our success. The substantial and fixed 
rate of discount we allow, the price 


(Continued on page 46) 


Write for free list for other models. 


“‘Localite'’ fitted with ample flex, adaptor, switch lamp- 
holder, vitreous enamelled steel shade and socket. 


Workshop or Office Model 


20/- each complete 
Ready for use except for lamp 


WALTER GRAFTON & SON Ltd. 


DEPT. 13b. LONDON, S.E9 
Phone: Eltham 2121 (5 lines) 














Are Your 
Sales Problems 


Unusually 
Difficult ? 


To increase the sales of an out- 
standingly good product is not 
always easy. To increase the 
sales of one offering few advan- 
tages over competitive products 
is more difficult still. But it can 
be done—at reasonable cost— 
as our clients have proved. 


If you would like experienced 
advice on the best method of 
increasing your sales, tell us 
your problems and we will put 
our considered recommendations 
before you. 


J. W. RUDDOCK & SONS 
Sales Consultants 
LINCOLN 
and at 3 Old Jewry, London, E.C.2 
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‘Hand-Made’ Quality is Aided by 
Modern Factory, Planning and Methods 


HE decision to build our new 

| factory was governed by three 

main considerations : (1) the need 

for increased production; (2) the possi- 

bilities of lowering manufacturing costs; 

(3) the opportunities to make new lines. 

The single-floor, 40,000-sq.-ft. factory 

we have built has enabled us to achieve 
these three aims. 

The business of this company is 
mainly the reproduction of ‘‘period”’ 
furniture. This has, naturally, been a 
guiding factor in planning the new 
works. Mass-production technique, for 
example, is out of the question. The 
goods are largely hand-made and of a 
quality superior to those on sale in the 
general market. They sell to people 
who want furniture “ʻa bit different’’ 
and are willing to pay higher prices. 

Nevertheless, we needed in our new 
factory all the modern aids to the most 
efficient production, but applied in such 
a way as to improve and facilitate 
specialized craftsmanship. In other 
words, to raise still higher the standard 
of “‘hand’’ work and not in any way to 
reduce the processes to mass-production 
level. 

We certainly had to introduce certain 
types of new machinery. But only 
where it would do work that was defi- 
nitely superior in quality to hand work 
did we introduce this mechanical plant. 

This policy is reflected in the layout 
of the factory. Although there is 
planned grouping of processes, there 
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This front sec- * 
tion of the factory is the 

only two-storied part. The 
second floor is used as a showroom (see 
illustration below). 


The spacious, concrete yard 
not only adds to the factory's appearance but gives ample 
traffic space for vehicles. These run in to the loading bays through 
the sliding doors shown on the left. Deliveries of raw materials are made 
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to the yard at the rear of the factory. This avoids delays through traffic congestion 


From an Interview with 
LESLIE BERRY 
Managing Director, J. Berry & Sons, Ltd. 


is not the usual type of strict regimenta- 
tion. We deliberately avoided this, 
purely on account of its psychological 
effect on the staff. All our workpeople 
are highly skilled craftsmen. To regi- 
ment these types of ‘‘individual’’ 
workers into straight lines and squads 
on the mass-production plan would be 
to destroy altogether the pride they 
have in their ‘‘aloofness’’—if one can 
call it that. 
So we 


have 


“orderly disorder’’, 


planned to give a system of modern 
forward working, but devoid of mechan- 
ized routine. 


Work moves from the raw material 
stage to the finished product. The 
groupings of craftsmen are arranged to 


handle work progressively Storage of 
wood is at the rear of the factory. The 
first step is to the mill, thence the pro- 
gress is through the various departments 
towards the front of the building. The 
last of the line of work before stacking 
for transport is the polishing and finish- 
ing department. At the front end of 
the works are two loading bays. Lorries 
run in here to collect the goods. 


All Parts of Building Are 
Fire-Resisting 


The factory building, constructed of 
steel and brick and having a granolithic 
floor, is fire-resisting. It is insulated 
and has a sprinkler system throughout. 
Granolithic flooring is used for its 
special fire-resisting qualities as well as 
its durability. 

Two of the most unusual features 
about the new works are (a) the light- 
ing and (b) the heating system. The 





The showroom is used for display of all lines in 
production. 
Space into sections to arrange individual period 
settings. Such display organization s necessary as 
retailers frequently send their customers along to 
—— to inspect the whole range of available 
goods. 
therefore, the chief “display centre” for all dealers 


Later, it is planned to separate the 


This 10,000 sq. ft. showroom becomes, 


on the firm's books 





former is arranged with individually 
<ontrolled lamps. Each workman can 


‘switch on or off at will the light over 


his bench or working area. Thus, one 
or a score or a hundred lights can be 
in use at a time. The number makes 
no difference, but the system does make 
a difference to the rate and quality of 
production and to the size of the light- 
ing bill. More point is added to this 
method by the fact that natural lighting 
of the works is very good. In summer, 


(ior “‘sandpapering™’ processes) is an 
example. Other machines, such as that 
which does the straight veneer work, 
are kept fully employed to produce at 
arate to meet factory demand. In such 
cases as this big savings are effected. 
Veneering by machine, for instance, 
takes 8 to 10 minutes as compared with 
half an hour or more by hand. Then, 
to match this speed, an automatic glue 
mixer and an automatic glue spreader 
for veneer work is used. 





The arrows show (1) the cord switch by which workers can operate, independent of 

all others, the light illuminating their bench or working area ; (2) the arrangement 

of the “fanned hot air” heating system, located on the steel cross members ; (3) the 

position of the canteen separate from, yet in, the factory, a condition which leads to time 

saved for the firm and the staff. The illustration also shows the “individualized” set-up 

of production lines. This deliberate evasion of regimentation helps foster the spirit 
of craftsmanship among the workers 


artificial lighting is rarely needed at any 
time of day in any part of the factory. 
Even in winter lights are not switched 
on most of the working time. When 
they are, it is one at a time as and when 
needed by the craftsmen. 

The heating system has three specific 
points in its favour: (1) it takes up no 
working space; (2) fan distribution of 
warm air from above helps to keep 
air movement correct and eliminates 
‘“‘pools’’ of coldness or heat; (3) being 
linked to the works hot water system, 
operation is economical. 

The hot water radiators are placed on 
the steel framework overhead. Air is 
drawn over the pipes by fans. Thus 
warmed, it is distributed evenly over the 
work-benches. Actually, this method is 
used because other systems tend to 
create a dry heat which is harmful to 
wood. Now we find it is not only 
more economical but functions more 
efficiently. 

The policy of restricted use of 
machinery brings its own special prob- 
lems. Some processes that could be 
done by mechanical means are not so 
treated because the volume of output 
would outpace production in other 
departments. Yet some machines can 
be kept idle part of the day and still 
be profitable. The triple drum sander 


It is by methods such as these that 
the level of production is controlled. 
With all machines now used there is a 
margin of ‘‘slack’’ which can be taken 
up at peak output times or called into 
use as expansion takes place. Inci- 
dentally, under this scheme of planning 
and through the favourable conditions 
of work for the craftsmen, the output 
per person employed has risen by more 
than ro per cent. 


Staff Welfare Is Good— 
And Pays 


Care for the working comfort of the 
staff not only results in goodwill and 
co-operation between workers and man- 
agement, but it is reflected in quantity 
and quality of output. Individual light- 
ing is one example. Ample working 
space is another. Adequate heating a 


third. There is, too, the presence of 
a maintenance engineer who keeps 
machine tools sharpened and the 


machines in good running order. He 
sharpens the men’s own tools if they 
wish, a little service which is sometimes 
appreciated. 

The canteen is another example of 
making working conditions pleasant. It 
is located in a partitioned section of 
the factory. The men have no distance 
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to go for hot food, which is good and 
cheaper than that obtainable outside. 
And linked to this is the 15-minute 
break allowed in the morning and the 
30-minute tea interval given in the 
afternoon. These breaks are not only 
beneficial because they give a needed 
pause; they help to keep in the men’s 
minds that they are looked upon as 
more than factory workers. They are 
craftsmen whose skilled creative work 
is important to the firm. Just a little 
point of policy, this, but worth while. 

In addition to the 40,000 sq. ft. of 
factory space there is a 10,000-sq.-ft. 
showroom. This is located on the only 
part of the building above ground level, 
the front section of the factory. 


Our Showroom Sells To 
Dealers’ Customers 


The showroom exists for a special 
reason. Many customers—retailers— 
come to the works to inspect new lines. 
They need, therefore, to see them on 
display. But more important still is 
the fact that many dealers send along 
their customers to inspect the goods. It 
is vital, as you can appreciate, that 
these people should see under favour- 
able conditions the furniture they 
intend to buy. And there is scope in 
a 10,000-sq.-ft. showroom to display the 
goods to advantage. 


New. Inexpensive 
Air Conditioner 


NDER the new Factory Act working 
temperatures will have to be still 
more carefully considered by employers. 

But temperature should never be con- 
sidered apart from humidity. 

Ordinary heating appliances, while rais- 
ing temperatures to the required levels, 
necessarily dry the air. 

Such air is definitely not the best for 
breathing. Furthermore, it is actually 
harmful to many manufacturing processes 
and materials. 





Here is a small, inexpensive humidifier 
which automatically conditions the air in 
office or factory to precisely the right 
degree of humidity. You simply attach 
it to the electric main. Current consump- 
tion is negligible. 

It also cleans the air of smuts, dust, 
etc., and, combined with a small ozonizer, 
it acts as a deodorizer. 

The small unit, measuring 12 in. by 
12in. by 11 in., is sufficient for a room 
up to 3,000 cu. ft. capacity and costs 
but £3 ros. Made by Ozonair, Ltd., 
St. Leonard Street, London, S.W.1. 





INDUSTRIAL MANAGEMENT 


What Shall We Do 
About This Factory Act ? 
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ANUFACTURERS all over the 
counts are busy asking them- 

selves how the new Factories 
Act, which comes into general operation 
in July, will affect their own businesses. 
They want to know if their overheads 
will be increased or lessened, whether 
in their own case the new provisions as 
to hours, etc., will involve a complete 
reorganization. 

The time to face these and similar 
questions is now, and in these articles 
1 shall endeavour to supply such 
answers as I think will be of assistance. 

Lecturing in the past six months on 
the new Act to audiences of firms’ 
executives varying in numbers from 30 
to 500, and in all parts of the country, 
has afforded me a fairly clear view of 
the practical difficulties which firms 
have experienced in seeing how to 
apply the new provisions to their own 
factories. 


That 400 Cu. Feet Per Person 


The new minimum standard of cubic 
space to be given in every workroom is 
400 cubic feet per person (as against the 
previous minimum of 250 cubic feet). 
But your factory may not come under 
this new regulation for some time and 
for the following reason: 

Any workroom so used on 30th July, 
1937 (the date of passing of the Act) 
will still remain on the 250 cubic feet 
minimum until 30th July, 1942 (unless 
the factory inspector thinks that 
mechanical ventilation should be pro- 
vided there and you refuse to comply, 
or unless the workroom has had a 
change of occupier since that date). 

Then, from 1942 to 30th July, 1947, 
that workroom will still remain on the 
lower standard if mechanical ventilation 
is provided. 

From 1947, 400 cubic feet will be the 
general standard for all workrooms. 


It is useless to Try Raising 
Ceilings 


An important point to remember is 
that if you try to provide increased 
space by raising the ceilings, this will 
in many cases be useless. The rule is 
that no account is to be taken of any 
space over a height of 14 feet. 

If a room has a gallery, the room 
and the gallery are treated as entirely 
separate units. 


By H. SAMUELS 


Author of “Law Relating to 

Industry”, “Law Relating to 

Shops”, “Factories Act 1937”, 
Etc. 
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In calculating space on these lines the 
Act makes no mention of the machinery 
in a workroom. It seems absurd to sug- 
gest that workpeople have the same 
amount of air space in a room crammed 
full with machinery as in another room. 
The official practice is, I believe, to take 
account only of an abnormal or exces- 
sive amount of machinery, but any 
reader who desires confirmation of this, 
or of any other reference to official prac- 
tice which I may make, had better ask 
his District Inspector or, failing him, 
the Factory Department of the Home 
Office for himself. He can be sure of a 
courteous reply. 

Another matter which must on no 
account be overlooked is that in every 
workroom a notice must be posted as 
to the number of persons who may be 
employed there. 

Whether one notice should be con- 
sidered sufficient in one of those enor- 
mous manufacturing shops which cover 
almost the entire length or breadth of 
the factory is questionable, but the Act 
does not seem to require more. 

These provisions do not affect offices 
in factories. The health conditions of 
ofice workers, so far as they are safe- 
guarded at all, are supervised by local 
authorities under the Public Health 
Acts, and no similarly precise standards 
as to space are laid down. 


To assist readers to understand how 
the new Factory Act affects their 
businesses we have asked Mr. Samuels 
to contribute six special articles ex- 
plaining, in straightforward language, 
the main points of the Act. 

+ 
this page he 
Requirements, 


deals with 
Temperature 


On 
Space 


and Lighting. 


In next month’s issue he will ex- 
plain the new provisions for Accident 
Prevention; Machinery Guards; Con- 
ditions of Floors, Stairways, etc.; 
Falling Objects; Dangerous Condi- 
tions such as gas, electric shock, 
explosion, etc. 













A Minimum Temperature Must 
be Maintained 


The new provision as to heating is 
that in sedentary work not involving 
serious physical effort a minimum tem- 
perature of 60° F. must be maintained 
after the first hour, and a thermometer 
must be kept in that workroom. 

It will be noted that a maxsimum 
temperature is not laid down. That will 
doubtless be done by the Home Secre- 
tary, to whom the Act gives power to 
lay down standards of reasonable tem- 
perature for all the different classes of 
factories (from foundries to refrigerating 
plants), as well as power to veto harm- 
ful methods of heating 

The enforcement of the heating pro- 
visions is a matter which will now for 
the first time come within the province 
of the local sanitary authority so far as 
concerns factories which do not use 
mechanical power. Hitherto the factory 
inspector supervised this. 

Another new requirement is that 
adequate ventilation must be secured 
by the circulation of fresh air in every 
workroom. 


Important Lighting Regulations 


As the law stands now, factory em- 
ployees, generally speaking, might work 
in Cimmerian darkness. From July 
you must properly light every part of 
your works in which peopl work or 
pass. 

If there is a spot outside the main 
building, but within your outer factory 
wall, in which you may occasionally 
set anyone to work, that spot must 
be lit at any rate when that work is 
proceeding. 

If your workers use other exits than 
the main exit on leaving at night, those 
also must be properly lit 


The Home Secretary ma’ tell you 
what strength of lighting you must 
maintain, but he may not dictate of 


what kind it is to be (e.g., that it should 
be gas or electricity). 

Nor is there any reason why in places 
where work is not regularly done a port- 
able lamp should not suffice as long as 
it gives sufficient light 

You have further to see that windows 
and skylights are kept clean on both 
sides. But you will not be forbidden to 
whitewash or shade them against the 
heat or glare. 
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Would It PAY You To Move ? 


There are ‘lifers’ on most boards—directors who want to ‘stay 
put’. A traditional location is good enough for them. They don’t 


think buildings, for example, become obsolete. 


Yet in recent years 


the factory location problem has changed completely, making industry 
mobile and heavy capital outlay unnecessary. Choice of sites, once 


restricted, is now country-wide. 


OW that the new Factory Act is 
N coming into force, the whole ques- 

tion of equipment, machinery and 
buildings will be a prominent feature of 
boardroom discussions. The first two 
usually come under the review of direc- 
tors each year as a matter of policy, but 
the question of buildings is often left 
until circumstances thrust it before the 
board. 

Such circumstances exist to-day. The 
Act may make necessary extensive 
alterations to factory premises; the cost 
of meeting standards of safety, health, 
welfare, efficiency, and so on may be 
heavy. This being so, directors may well 
find it is worth while building or taking 
over a new factory. 

The points that influence such a deci- 
sion are many. In a country-wide survey 
conducted by Business, over 600 indus- 
trialists put in 1, 2, 3 order the reasons 
why they chose new locations. Here is 
the list of those reasons, arranged in the 
order of influence: (1) nearness to mar- 
ket; (2) possibility of renting buildings; 
(3) cheap and accessible transport; (4) 
nearness to raw materials; (5) abundance 
of skilled labour; (6) low rent and/or 
rates; (7) ability to buy land in small 
portions for development; (8) suitability 
of climatic conditions; (9) presence of 
open spaces around factory; (10) ade- 
quate housing and pleasant living con- 
ditions for workers. 

The importance of this problem, how- 
ever, goes deeper than these ten good 
reasons why you might find it worth 
while to move. Just as individuals can 
stay too long in one place, so can firms. 
In saying this I do not advocate rapid 
change merely for the sake of change. 
The idea is that boards should shake 
themselves out of the groove of taking 
for granted that the existing buildings 


So don’t let ‘lifers’ hold you back ! 


By 
© E. DAY 


z E 
aa 
— e > 
·— -i T ETM EI 
x eao : * 
E. a ’ ~~ 
in —— 


and location of their businesses need no 
periodic examination. 

Too often it never occurs to some 
executives that the firm should check up 
the value of existing buildings and site 
against the advantages obtainable in a 


location elsewhere. There are hundreds 
of concerns, for example, that started 
business in a two-, three-, or four-storied 
building and have stayed there. Because 
the firm continues to make a profit and 
to grow it is no argument for continued 
use of obsolete premises. It is most 
likely that, operating in a modern, 
single-floor factory, not only would costs 
go down, but production would increase 
without addition to staff or machinery. 
Certainly the margin of profit would go 
up. 

Premises that are the least out-of-date 
must be a factor of inefficiency. Old- 
fashioned construction does not line up 
with new-fashioned ideas for factory 
layout. Buildings which are hard to 
keep clean cost more than mere cleaning 
charges; they retard production, have 






i Typical of 
the ideal build- 
_ Ing laid out to the ideal 
plan ts Facchino’s Purity Bis- 
cuit Co.'s factory, Birmingham, as 
shown here . 





ill-effects on the health of the staff, and 
help to create a spirit of inefficiency. 
Many premises of this kind are difficult 
to light properly or ventilate correctly. 
Insurance premiums are usually heavy. 
Frequently, too, such factories are set in 
crowded areas of towns and cities and 
are, therefore, in an unhealthy spot. 

Perhaps I have cited circumstances 
which are not general, but only true in 
part. Even so, this query arises: Will 
it pay us to move? 

The advantages are overwhelmingly 
on the side of new premises. If you build 
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a factory to your own specifications, 
every detail of design and layout can be 
made to fit your precise requirements. 
Fireproof materials will bring down in- 
surance costs. The use of steel, concrete, 
and other modern, enduring materials 
means elimination of 90 per cent of 
maintenance charges. Lighting, heat- 
ing, ventilation, safety measures, and 
other important matters can be put 
in as an integral part of the building, 
not superimposed on a structure not 
designed to take them. 

Some effects of going to a new location 
cannot be immediately measured in cash 
savings, although these do ultimately 
result. The change can have a ‘‘toning 
up” effect. Interest in the new surround- 
ings, fresh interest in work and more 
consideration of the firm, its aims and 
objects, often take place in the staff. 
This is particularly true where the move 
from a “‘make-shift’’ type of building to 
a really up-to-date factory occurs. 

An instance that comes to mind is that 
of a small manufacturing firm, employ- 
ing 150 men, that moved from a crowded 
part of London’s East End to a ‘‘garden 
site” on the outskirts of the metropolis. 
The managing director told me that pro- 
duction has risen by 12.3 per cent. 

‘This rise,” he related, ‘‘is due to 
efficient layout of plant in a building 
constructed to meet our particular needs 
plus the ‘pepping up’ effect on the staff. 
We have not taken on any more staff, 
yet production is still climbing as the 
organization settles down to smooth 
running. I do not suggest the interest of 
the workers has a major effect on the 
results, but without doubt it has some. 
The men have shown their interest in a 
practical way. They have made all sorts 
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Electrically Controlled Time 4. Fool-proof. N egible or 
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Walpamur Paints make life brighter 


and healthier ~ A 
for your 
workpeople 


Industrial and Welfare 
Research have revealed 
the importance of 
bright, interesting surround- 


A 





ings in promoting staff efficiency. @*WALPAMUR Water 


It has been established that clean 
bright colours do much to re- 
duce fatigue, and the use of wall 
paints which reflect the maxi- 


mum of light without harsh, © 


irritating glare will avoid the 
possibility of eye-strain caused 
by undiffused light. 

Walpamur Paint Products have 
been tested and proved under 
all conditions of service in 


Industry. The special problems @ 


associated with paints for fac- 
tories, workshops and offices 
have been carefully considered, 
and satisfaction is assured by the 
use of Walpamur Paints. 


Colour cards and further particulars 


Paint, for walls and ings 

a durable, nomn-absorbent flat 
finish wh ct is wathabhbie re 
resisting and hygier avail- 
able in 70 delight! hades 
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répeates washing 


50 distinctive c i 


‘FEROX’ White lor Factories 
presents an egr-ahel finish 
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any desired ah cn be 
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= ot suggestions for smoothing out snags 
= ein the works.” 


That is the spirit a change of location 
can inculcate. It is all the more notice- 
able where firms move to factories situ- 
ated in open spaces, where canteens, 
rest-rooms, gardens, and sports grounds 
are on the spot. During meal breaks 
workers can get completely away from 
the strain of factory rush and bustle. 
The result is that nerve strain is lessened, 
eye- and head-aches are reduced and the 
production curve is better maintained 
during the ‘‘fatigue hours’’ prior to 
midday and late afternoon. 

Investigation of the various factors 
influencing choice of sites showed that 
*“possibility of renting buildings’’ played 
an important part. It means that most 
firms need to rent rather than to erect 
a factory. 


Factories At £1 a Week 
Now Available 


There is no need to-day for a board 


to commit itself to any crippling expen- 


diture. Nor need directors be content 
with renting an old building in order to 
keep down costs. Most of the “‘garden 
estates’’, such as Welwyn, Slough, 
Wythenshawe, Letchworth, King’s Nor- 
ton, Speke, etc., and the Government- 
subsidized estates at Team Valley, 
North Hillingdon, and Treforest, now 
have sectional factories of 10,000 sq. ft. 
floor space for rent at fr a week or 
thereabouts. These little factories are 
equipped with water, light, heat, lava- 
tories, wash-rooms, clothes closets, and, 
They are 
laid out and ventilated in keeping with 
modern standards. They are, in short, 
planned as are big factories, but built 
on miniature scale. 

Similarly, big factories at proportion- 
ately low rentals are available to-day in 
all factory centres in this country. 
Where there is not a building to meet 
your special needs, arrangements can 
be made usually to have one built for 
rental. Thus, one of the great draw- 
backs to small and big firm alike has 
been removed. A new approach to 
factory location is possible, even advis- 
able. A change does not necessarily 
mean big capital outlay nor long-term 
commitments. 

In the past two or three years I have 


talked with managing directors who 


have transferred their works from 
London to the north of England and 
vice versa. In every instance the change 
has been beneficial along the lines I have 
sketched. It is interesting, too, that in 
several cases the change has been 
primarily to get near a chief market. In 
pre-War days it was almost imperative 
to get near the supply of raw materials. 
Modern transport has lent wheels to 
industry. To a fanciful mind, the 
modern industrialist has the makings of 
a nomad; he can follow his markets. 
The full significance of this change in 
conditions has not yet reached every 
board-room. When it does, directors 
will assess the value of buildings in a 
way similar to their present method of 


- assessing the value of plant, systems, 


personnel and the rest. When 4 site 
becomes obsolete, it must go. That is 
a 1938 policy. 
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Even the BEST Lighting 


Can’t Compensate for 


Defective Eyesight 


becoming more and more aware of 

the very great influence which 
properly planned lighting can have in 
advancing the quality and output of 
work, there is still far too little apprecia- 
tion of the fact that lighting and the 
state of workers’ eyesight are inseparable 
factors. 

I want to state quite frankly that busi- 
ness men who make cash investments in 
improved lighting are simply wasting 
much of the money if the eyesight of a 
proportion of their workers cannot bene- 
fit from the improvements. 

Last month I was with the director of 
a manufacturing firm and was making a 
survey at his request of the lighting in 
one of his main shops. 

His existing lighting was up to normal 
standard and output was normal, but 
this director was interested in having 
scientifically planned lighting so that 
work could be improved as a natural 
consequence and without extra effort on 
the part of his staff. 


à LTHOUGH to-day management is 


Test Revealed Staff of 
One-Eyed Workers 


In walking round the benches, how- 
ever, I had noticed several of the girls 
holding their heads in ways that indi- 
cated defective eyesight. Some of the 
girls were squinting slightly, others were 
holding their heads too close or too far 
away from their work. 

I pointed this out to the director and 
suggested that I took several of the girls 
at random and tested their sight. He 
was not at all keen on this idea: he 
thought it might upset the girls. But on 
my pointing out that the results of light- 


By 
‘BUSINESS’ Lighting Consultant 


ing are entirely dependent on the re- 
sponses to it made by the workers’ eyes, 
he agreed. 

There were about a hundred girls in 
the shop and I tested the eyesight of 
eighteen of them. Six of this number 
had sight so defective that they had 
practically no binocular vision at all, 
each was working virtually with only 
one eye. Six out of eighteen were one- 
eyed workers! Only three of the re- 
mainder had what the test classified as 
first-class sight. 

I told this employer quite frankly that 
no money spent on improved lighting 
would help these operatives turn out 
more or better work. 

He was amazed at the eyesight tests. 
If such a proportion of defectives was 
found in eighteen persons taken at ran- 
dom, he said, what about the hundred 
in the whole shop? 

Yes, whatabout them? And from my 
long experience I can state definitely 
that the eyesight standard found in this 
firm is not at all outstandingly bad. 

[ think I should mention here that the 
eyesight tests I make are not elaborate. 
There is nothing complicated that might 
in any way awe the workpeople. I use 
a specially devised instrument called a 
steroset; it is something like one of those 
old stereoscopes, only much smaller. 
The person to be tested simply looks into 
the ‘‘box’’ and reports the position of 
certain dots. 

This test does not diagnose in the way 
the oculist’s instruments do, it simply 
indicates defectiveness. 

One of the greatest difficulties I find in 
going round business organizations of all 
kinds is that employees will never admit 
that they cannot see properly. They 
will rarely, if ever, admit even that the 
lighting is insufficient. They seem to 
fear that this will raise, with the manage- 
ment, the question of their eyesight, and 
that if their eyes are found defective 
they will be dismissed. 


Employer’s Job To Study 
Eyesight Factor 


I have observed an operative quite 
obviously labouring along with one eye 
practically blind and the other very far 
below par. ‘‘Does this lighting suit you, 
can you see to work all right?” I asked 
him. ‘‘Oh, yes, sir, I can see perfectly,” 
he at once replied with the greatest 
confidence. 

I consider that it would be of enor- 
mous benefit to industry generally if 
employers would look more closely into 
this matter of eyesight. A great deal of 
very good work is — being done in 


ahea ae 
ID A 


nD 


ens, rest pauses, recreation, medical 


iid, and so on—but eyesight, because 
defects are so seldom really obvious, 
does not seem to receive a like amount 
of attention. 

It would be a good plan if definite 
campaigns were undertaken by firms to 
rid employees of their fear of being dis- 
covered with defective vision and to 
encourage them to come forward volun- 


tarily—or at least to submit readily—to | 


eyesight tests. 
© Whether firms can then make any con- 


tributory arrangements towards getting | 


visionary defects rectified is, of course, 


. a matter for each to decide. 


The point is, workers with defective 
vision can never reach the standard of 
work of which they are potentially 
capable. Employers are therefore 
simply suffering a needless drag on 
‘their overheads to allow this state of 
things to goon. And yet it is such an 

asy and comparatively inexpensive 
thing to-day to have these visionary 
defects put right. 


I do not intend, in this short article, to | 


go into any explanations of how seien- 
tifically planned lighting can increase 
both the volume and the quality of 
work. Most manufacturers to-day realize 

that it does. But if I have been able to 

tart.a train of thought about this factor 
_of eyesight in relation to lighting, I shall 
-be happy in feeling that some progress 


has indeed been made. 
Scs I do not, of course, want it to be | 


imagined for a moment that it is useless 
to consider lighting improvements unless 
and until every worker’s eyesight has 
been made first-class. The details of 
lighting in the average firm are such that 
very great improvements indeed could 
immediately be made quite irrespective 


: of the state of the operatives’ vision. 
= But what I do want to emphasize is 
~ that the best cannot be got out of any 


lighting system unless eyesight is up to 


ar va good standard of efficiency. 


And this truth is all the more im- 


ae portant when firms contemplate paying 


good money for the best lighting systems 
-< which enable output and quality of work 
to be raised to the absolute maximum. 

That is why, when advising business 
men on lighting matters, I always find 


‘jt necessary to bring in this vitally | 


“important factor of workers’ vision. 


NEW LOW-COST BABY 
FIRE EXTINGUISHER 


NEW baby-type fre extin- 
guisher, low in cost and safe for 
even electrical fires, has just been 


marketed in this country. It contains 
one pint of fluid. A single-action pump, | 


developing high compression, can pro- 
ject the fluid 20 feet. 


© Other points are: the container is] 


11 in. overall with a two-inch barrel; it 
is smaller than extinguishers eligible for 
underwriters’ approval, therefore it is 

sed mostly as supplementary equip- 


ent; the fluid will not freeze at 40 deg. | 
ow. zero, nor damage materials, |- 
os, etc. It is also harmless to hands 
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THE FUTUR 


Lancashire’s past is the story of the industrial- 
tion and the rising might of British industry. 


Lancashire’s present -displays the sam es 
industrial enterprise and foresight. 


535 factories were opened during the years 19%: 
Factory building plans have increased 400% 
and more industrial concerns are investigat 
unique facilities which have enabled the L 
Area to achieve this remarkable record. 


Lancashire’s future holds unrivalled OPI 
for the still further development of modern 


Enquiries for information and expert advice on | 


able factory locations are treated in strict cor 
J. BENNETT STOREY, Generai 
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Ship Canal House, King Street, Manchester, 


Preliminary Information obtainable through t- 


THE TRAVEL AND INDUSTRIAL DEVELOPMENT ASSOCIATION OF GREAT BRIT, : 
IRELAND, 6, Arlington Street, London, S.W.1I, British Empire Building, Rocketeer Cont 


York, and 28, Avenue des Champs Elysees, Paris. 


_ is the period for clearing out old-fashioned equipment anc ins. 
‘What could improve your business better than the °G.-5." $ 


modern method of increasing efficiency and production t? T 


room in your business for wasted minutes—-spring clean chem 


Gledhill-Brook Time Recorder. British throughout. 
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<o No damping required. They are a perfect 
“wages check. Notes can be handled and coins 
checked without breaking seals and they cost 
¿tess than transparent envelopes (average 8/6 
per ł 000, according to quantity). 


UNIQUE OFFER. Test them at our expense. 


hough in regular use by many local authorities, we 
tan. appreciate a natural hesitation to install a new 
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fficer of business firm or public authority with coupon 
glow attached, we will send you, entirely free and 
J — paid, sufficient for one week's test of your pay 
rol, 
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FREE COUPON FOR 1 WEEK’S TEST 
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dise the product properly are other major 
points. 

We have, of course, provided the usual 
dealer help material in the shape of show- 
cards, brochures, dummy boxes, and 
other display pieces. An interesting 
example of a theoretically bad display 
piece that produced excellent results is 
our main showcard (see illustration). 
According to standards of good layout 
and design, this card is spotty, confusing 
to the eye, possibly too gaudy for our 
class of trade (it is printed in light blue, 
red, and black). Yet we have had more 
success with this card than with any 
other to date. Why? Because it tells 
90 per cent of the story, the essential 
facts about the shaver. It catches the 
eye in a shop window; a demonstration 
follows, and frequently a sale. 


Campaign to Speed-Up Retail 
Outlets 


That about sums up our story so far. 
It is on these facts that we have budgeted 
for ‘‘double-the-sales’’ this year. But 
how are we to achieve the £144, ooo retail 
turnover? The answer is many-sided. 
We shall, of course, stick to our 1937 
policies. If anything, we're planning to 
be more rigid on that point of fixed price. 
The 4,o00 retail accounts now open are 
to be combed. Any that are at all ques- 
tionable in status will be eliminated. 
The non-profitable one-timers will be 
dropped. We shall get down to a list of 
yoo per cent good retailers who will 
co-operate in full with us in selling 
Schick Shavers as they should be sold. 

This purge will eliminate waste of time 
and effort on our part. The training of 
dealers and their assistants will be in- 
tensified. The service angle will play an 
important part. We have in mind plans 
for opening service departments in most 
of the big cities in the country. Sales- 
men will have smaller territories to cover 
and will, therefore, be able to give more 
time to demonstrations and pure service 
calls on retailers. 

These expansions will be backed by 
increased advertising. At least double 
the appropriation will be spent in news- 
papers and magazines. Furthermore, we 
are working out a plan of part payment 
of local advertising for retailers. Thus, 


: | with more than twice as much national 


and local es. we can step up 
beat—-our 





plans. 

Another part of 1938’s scheme is to sell 
to women, a vast, untapped market. In 
this the present successful policies and 
plans will be used. 
attack on the market have not yet been 
worked out. — 

There is also this important factor to 
be considered: every satisfied Schick 


user influences the sale of three more. 
With over 25,000 on the mars : 
ket, we thus have these satisfied users as insidi 


| shavers. 


a vital oe force at work foru 





s tomers to use the shaver. correctly i is to 
_ get this ‘‘personal testimonia! 


— and the way we have g on ~ helps our sales force. tremendously. 


| behind the dealer to help him merchan- 





The details of the 


is done. there- will be 





yy : 
trouble in teaching ‘retailers and” cus. 
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As a concluding point to justify ou 
estimate of this year's sales there is our 
experience last November and Decem-. 
ber. Orders were pouring in on us so 
fast that we had to withdraw our travel- | 
lers to help the office cope with the 
business. We cut down our advertising 
to reduce business to proportions over 
which we could keep control. We have 
now built up our internal organization  . 
so that we can handle to schedule all the ` 
business which our bigger advertising 
and marketing plans will bringin. And, 
I might add, we are prepared to handle 
more than double our present business. | 


Plugging 
Those Profit Leaks 


(Continued from page 8) 























































tion of their efforts and a spirit of 
co-operation between them. , 
The manufacturing committee in our 
firm provides a good example of what I 
mean. It consists of executives at head 
office and works. We discuss what is 
happening in the factory, especially. i 
those things which are of interest to A 
other departments. Minutes of the 
meeting are recorded and copies are: 
sent out to all executives. They are 
thus kept informed and interested on- 


factory work, which leads to better : 

understanding and co-operation all. 

round. — 
One of The Most Tricky 


Problems 


One of the tricky points in manage-. 
ment is to get this co-operation between ~ 
departments. Often there is resentment 
on the part of executives that “their 
business’ should be “‘pried into”. This _ 
can only be overcome by constructively 
putting the right idea in the minds of 
those concerned, showing them that 
their department is not being ‘‘checked 
up'', but that its work is of real interest 
to all and that a knowledge of the 
principles of that work is helpful t 
everyone, 

That is the spirit of our works com 
mittee and the reason for its effectiv 
functioning. 

At the present time we are continuin. 
to form “preventive” policies and plans 
for future changes in trading conditions 

though up till now we have ‘tackled ont: 
the key departments to the existing 
conditions—production and purchasing. 
The results, however, are sufficient to 
show that long-range planning. pays. 

Long-range. planning does. not, 
course, absolve management | from 
need of a strict supervision of day-t 
day routine. The two policies shoul 
be harmoniously interlinked, When this. 
be little chance 0 
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CC 7 should like to place on record mj 
appreciation of the Masseeley Advertising 
Unit as a means of stimulating traffic, oj 
increasing the number of individual tran 
sactions, and, not least, of building up the 
value of the average sale. 99 


says Mr. M. B. R 

ROOMES, the w 

Sore, in a letter 
Mr. Roome adds: “Giving us complete control of í 
the point of sale, and operating with such complete fles 
such a low cost, its speed, colour-possibilities, and wide fis 
materials, make it an important factor in a rapidly expanding | 


to say nothing of the admirable results it invariably gives 


Whether you are selling direct to the consumer, or ar 
profits out of the sales made by your retail stockists, yo 
to ignore the outstanding merits of the Masseeley Unit a 
obtaining more customers and larger orders. 


Do not risk a snap-judgment on'a matter which 

much to your net profits. Arrange for a full demonstratio! 
on your own premises, working at your own day-to-da 
Sales promotional requirements. 


THE IDEAL FOLLOW-THROUGH FOR PRESS, CIRCULAR OR DIRECT MAIL ADVERTISING 


MASSON SEELEY eo LTD 


Masseeley Building 


HOWICK PLACE WESTMINSTER: S-W-I 
Telephone VICTORIA 2151 (3 /ines) 
























business in relation with general conditions. 





MINUS PLUS 
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Business Activity Index HS 


Steel Production I9 
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BUSINESS ACTIVITY 
FACTORS OF THE U-K 


Look at this bar chart for guidance on topical business conditions. High spots of this 
month’s showing are the increases in steel, iron and coal production, building, retail sales, 
electricity output, shipping entrances and clearances, etc. 

How does your level of business measure up against the ac 
ness activity, for example, is 1 per cent above that of a year ago. 

Studied, this chart will give you a bird’s-eye view of the most vital business factors, keep 
you informed on trends. You can then use it to judge the degree of activity of your own 





5:0 


tivity revealed by the bars? Busi- 


Are you that active or more? 


22 VITAL FACTORS 


i72 


120 


42 


32° 


9-5 


18:0 
70 


How To Read The Chart: 


Red bars represent latest available 
figures for January. Figures show per- 
centage increase or decrease as comp 
with January, 1986. Black bars represent 
the percentage increase or decrease for 
January as compared with the previous 
month—December. 





THE BUSINESS TREND 


Plan with 


By CEC 


other series of crises. Abroa: 

the German crisis, the Aus 
trian coup; at home the Ede 
crisis; in America business an 
stock exchange jitters; in th 
Far East and in Spain, intensi 
fied war activity. 

Against all these difficultie 
business has stood up bette 
than the stock exchange; bette 
than many of us could have ex 
pected. For the paradox 0 
partial recession amid peak act 
ivity generally still continues. 

February's figures, therefore 
again resemble the curate’s egg 
Iron and steel, coal, shippin, 
and building all show increase 
over a year ago. Industrial pro 
duction is probably running a 
a level of 10 per cent over th 
1929 level; the Economist Inde: 
stands one per cent ahead o 
last year. Fundamentally th 
situation is sound; but a tem 
porary minor recession is sti 
under way. Its effects are bes 
seen by looking at the figures fo 
last month. For once the minu 
sign is a predominant factor. 


JE otierseries has brought an 


Factories Finished So 
Up Go Houses Now 


j Ev building figures are pat 
ticularly encouraging. The 
show a rise of 2.2 per cent i 
January over last year. The 
suggest, however, that the boor 
in factory building is coming t 
an end. For this rise in tot 
building has been achieved di 
spite the fall of 27 per cent i 
factory and business premisi 
construction. Such intense buik 
ing activity, with the rapid e: 
pansion of re-armament worl 
ensures a high level of pro 
perity for this country f 
twelve months at least, espec 
ally in these areas where i 
creases stated are taking place 
Wales and Monmouthshire, 31 
per cent; Yorkshire, 86.3 p 
cent; Lancashire and Cheshir 
10.5 per cent; North and We 
Midlands, 12.4 per cent. T) 
total rises were worth alme 
£1,000,000. 

The trade figures, too, a 
satisfactory, although both i 


Confidence 


ports and exports fell as com- 
pared with December. Imports 
were up by £9,243,317 and ex- 
ports by £2,082,406 over Jan- 
uary, 1937. This has been 
achieved in spite of the pressure 
of re-armament work on the 
factories. 


Britain Hanging Out 

Some ‘No Sale’ Signs 
E-ARMAMENT work will 
go on for another three or 

four years. At this moment I 


know of many large factories | 


where production is booked for 
the next 2} years and where 
work is going on day and night. 
No one knows just what is. being 
lost in foreign trade through 
such conditions. Fortunately 
the authorities are aware of this 
danger. 

There is added incentive to 
foreign sales efforts in the forth- 


coming Anglo-American trade | fy 


negotiations. Any agreement 


reached between this country 
and the U.S.A. will not only 
have the immediate effect of 
stimulating trade between the 
two countries in an enormous 
range of products: it will help to 
set international trade moving 
more freely the world over. 


Business Regional Indices 


South up: all other regions down in 
January. 

South shows surprising increase in 
January at 99.9 per cent* of 138 average 
business activity. 

Recession affected most accutely the N. of 
England and Midlands which fell 8.9 per 
cent. This reflects the slacking off in cotton. 
wool and coal. 

Fortunately Scotland shows little sign of 
even the normal seasonal decline (with a fall 
of .9 per cent on December), 

Already this new set of index figures 
clearly shows the differing regional trends. 
By basing the index on the average for 1988, 
the degree of improvement since that date 
is clearly indicated. From the point of view 
of recent progress London and the North of 
England lead the way with 110.4 per cent 
and 111.3 per cent respectively. 

The improvement which is anticipated in 
next month’s employment figures should 
suggestively reflected by the regional indexes. 


*Provisional figure. 


Reading the Indices 


For these new indices, the average busi- 
ness activity in each area during 1983 is 
taken as the base (=100), For 1984-6, the 
indices are given quarterly, for 1987 by 
months. 
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| have. been | one. of the mainsprings 
deo apprehension. -Do the January fig- 
a ares” justify any such apprehension? 
= Although there are 128,000 fewer in em- 
~~ ployment than were at the December 
count, there were 87,000 more at work 
than in January, 1937. The decline is 
partly seasonal, partly due to the 39,000 
odd children added to the registers. 

coco | Among other factors which will in- 
> fluence employment must be counted 
the new Factories Act. Few business 
en as yet seem to realize the full signi- 
_ ficance of this Act. It calls for new 
equipment of all kinds, and, although 
will mean heavy expenses to many 
anufacturers, it will at the same time 
stimulate demand in factories that em- 
ploy thousands of workers. That the 





period of some years is all to the good 
it will: level up the makers’ sales 
curves. — 


Big Money Goes But 
We're Not Bankrupt 


EW people are seriously concerned 

by the growing adverse trade bal- 
ance. The Board of Trade estimates 
for 1937 show a deficit of £52,000,000, 
as compared with a deficit of {18,000,000 
in 1936, and a surplus of £32,000, 600 in 
1935. The excess of imports totalled 
£ 443, 000,000. To offset these TEU in- 












Personal Service... | 

‘lad The Productsofmany well-known |. | 
1 Scottish firms are advertised by | 
Maxwell Nicholls and Partners. | | 
Formed in 1913, the Agency has | | 
officesin Edinburgh and Glasgow, } | 
each under the direction of a | 
| resident partner with an intimate | | 
| knowledge. of Scottish adver- | | 
| tising problems, _ | 


| MAXWELL NICHOLLS ||“ 
| AND PARTNERS — | | David 


| Registered Practitioners in Advertising | | 
74 George Street, EDINBURGH 











e@ camiigs, 
ynemployment l 


> needs of the Act may be fulfilled over 





[In Scotland] p 


leading manufacturers 
entrust their adver- | 
tising to the Agency | 
known forits good ser- 

vice, its understanding | 
of markets and 
technical efficiency. 


| Advertising Ltd. | 
113 WEST: REGENT ST. | 





visible exports. = which include shipping { 
"overseas investment income- 


and commissions, are surely opti- 
mistically. estimated to have risen by 
65,000,000. Even if the estimate be 
excessive, there can be little danger in 
the heavy imports of raw materials. 
Further, the rise of import prices by 
14.2 per cent during 1937 is partly re- 
sponsible for the increased deficit, for 
export prices rose by only 8.1 per cent. 

One of the important factors bearing 
on invisible exports is British shipbuild- 
ing. There has been a big’ improve- 
ment in this industry. 
gross tons at the end of 1932, mercantile 
tonnage under construction has risen to 
1,000,125 tons (1937). However, the 
work on hand was still 435,000 gross 
tons smaller at the end of 1937, as com- 
pared with that in 192g. This figure is 
all the more significant when it is real- 
ized that a tremendous amount of ton- 
nage last year was for the Admiralty. 

The damming up of international 
trade, therefore, has not only affected 
the volume of British exports but has 
dealt. a serious blow to British ship- 
building and to the volume of invisible 
exports. 


‘Furriners’ Hold Voting 

Power On Our Dividends 
XJHICHEVER way we turn in any 
' attempt to assess outlook, we jn- 

evitably come back to the problem of 

foreign trade. In Lancashire, for ex- 

— the mills are beginning to work 
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From. 225,000. 


\DVERTISING AGENTS 


"understand the Scottish Market thoroughly 


R TECHNICAL 





ADVERTISING AGENCY 
166 BUCHANAN ST., GLASGOW, €.1 





containing about 5,000,000 Sa egy are 
preparing to close down part time. 
America’s situation remains intensely 
difficult with steel production at only 
31 per cent of capacity, with 3,000,000 © 
more unemployed than in the best guar- 
ter of last year; and, with the failure 
of building to revive, President Rooses = 
velt's problems are acute. Apparently 4 
his immediate aim is the balancing of o- 
prices. 


‘Oh Yeah?’ Tone Of U.S. 
Business Kills Upswing 


O achieve this the President will 
have to stop the rot in raw material 
prices which he did so much to stimu- 
late by his speech of a year ago. H 
remains to be seen whether the new 
Farm Act, the Housing Act, the ex-- 
panding relief programme and the 
policy of exempt gold imports up to 
{20,000,000 in any quarter from sterili- 
zation, will affect the situation, We 
have our doubts, so long as both big 
and little businesses are openly sceptical. 
Taking an all-round view of condi- 
tions, my advice is to plan ahead with 
some confidence. The danger-point will 
be met in three or four years’ time, 
when our armament programme is 
drawing to its conclusion. By then 
international trade may have revived 
to a point where normal trading is pos- 
sible. Meantime the executive has to 
watch closely domestic conditions and 
to Sep Ore Poe of overseas trade. 








MITCHELLS 


-for preference 


o 
COMPLETE 
ADVERTISEMENT 
SERVICE 


THe R. G. BROWN 68 


GORDON ST. 
GLASGOW, C.i. 
Phone : Central 1205/6 





ae | Phone: DOUGLAS 1215 Grams ? Mitchelad 
ee e a R GLASGOW, C2 [Grams “SYREN” GLASGOW ° 
PHOTOGRAPHERS 





i PHONE- CENTRAL 1933: 34 


Registered Practitioners in 
Advertising 








SOMMERVILLE 
| AND MILNE 


I | REGISTERED PRACTITIONERS 
| IN ADVERTISING 


TELEPHONES 
CENTRAL 1656-7 
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COMMERCIAL ARTISTS 


YOUR EVERY 
DEMAND MET 


& ENGRAVERS LTD. 


196 CLYDE ST. 
GLASGOW 
PHONE CEN. 6472-3 






& 
ON THE SPOT 


On all matters relating to Scot- 
tish Advertising it is advisable 
to seek the aid of the Agency 
onthespot. We have had over 
50 years in which to study 
Scottish Folks and can very 








| = | capably settle your Scottish 
19 ST. VINCENT PL. i SCOTTIS H appropriation problems. 
GLASGOW STUDIOS PETER A. 


MENZIES 


iif Bath 
' Telephone : 
E Grams: Menzads, 


Street, Glasgow. 
Douglas 2354/5 
Glasgow. 
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“BUSINESS” SURVEY OF HOME MARKETS 
SCOTLAND and THE NORTH 


ey 
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PERCENTAGES OF UNEMPLOYMENT 


o-an 





-658 
POPULATIONS nell 

Aberdeen 176,807 Leeds .. 450.300 
Clydebank 47,420 Londonderry 45,150 
Barrow .. - 64,720 Middlesbrough ... 140,000 
Belfast 480,000 Motherwell hh, 487 
Blackpool > 121,700 Naelson S100 
Bradford . 290,500 ay * INK 

Burnley or,340 | ewcastle 200,400 
Darlington : 75,500 Paisley 80.075 
Dundee ... 178,602 Port Glasgow 10,540 
Edinburgh j 464,130 Presion w 295,200 
Gateshead .. 119,034 South Shields 111,800 
Glasgow ... 1,415,894 Stockton 66,860 
Greenock 80,524 Sunderland 184,170 
Hartlepools ... 70,720 York * 89,680 

KEY 


The first figure gives change in number of unemployed at 
the February count as compared with the January count 
Total number of unemploved ts shown by second figure. 


Scotland’s National 


Newspaper should certainly be your first choice of media 


in Scotland for approaching unusually 


influential business and social markets. 


e 63 FLEET STREET, E.C.4. 





Let us 
help you to plan 
your publicity 


material for the 

EMPIRE EXHIBITION 
Glasgow 

RALPH 8 MOTT 


TS & DESIGNERS 
, 


The leading London studio 





for direct mail material 


46 GILLINGHAM ST., S.W. 
Telephone, VICTORIA 7362 















DO YOU WANT 


More time for your important 
tasks during 1938? Less 
worry about petty detail and 
routine matters ? An Infallible 
reminder that will work for 
you while you get down to 
the big things in your job ? 

The coupon below will bring 
you full details of a device 
that will save you and your 
staff time and worry, and 
increase efficiency throughout 
1938 at a negligible cost. 
An enquiry involves you in 
no obligation. Simply post 

_ the coupon to-day. 



















Shaw Publishing Co. Ltd. 
6 Carmelite Street, E.C.4 
Please send me full detalls of the 


esk Device that will save me and 
ee time and worry throughout 
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ALL that is New, 
Original, Proved, 
Practical and Usable 
in ADVERTISING and 
MARKETING 
Comes to You In The 


ADVERTISING 
MONTHLY 









I /- 
Devoted Exclusively to 
the Interests Business 






Executives, Directors and 
Managers, whose Job it is 
to Widen Distribution and 
Increase Demand 
Order from your Newsagent 
TO-DAY or write for Speci- 
men ay: to the Publisher, 
The ADVERTISING 
MONTHLY, Whitefriars 
House, Tallis Street, E.C.4 









PRINTING 


Pll! 


THAT 





BEMROSE 


& SONS LTD. 


AFRICA HOUSE, KINGSWAY, LONDON, W.C.2 


MIDLAND PLACE, DERBY 





“I must get going 
with my exhibition 
literature ” 


If you are exhibiting at Glasgow this 
thought must have crossed your mind 
already. Perhaps you need help in the 
artwork or photography. Or maybe 
you want especially good halftones 
for your exhibition work. Let the 
K&C service show what it can do. If 
you have not already dealt with us we 
suggest you ask us more about our- 
selves. Make use of our post and rail 


service —it is very smooth running. 


Knighton @ Cutts Ltd 


BLOCKMAKERS, ARTISTS, PHOTOGRAPHERS, TYPESETTERS 
ELECTROTYPERS, STEREOTYPERS - HAM YARD, PICCADILLY 
CIRCUS, LONDON, W. > PHONE: GERRARD 523! (many lines) 


Any job of 
MAILING 
is a job for 





PERRY’S 


MAILING SERVICES LIMITED 


DIRECT MAIL ADVERTISING CONSULTANTS 
Addressing * Enclosing * Mailing > Facsimile Letters 


56 - CARTER LANE - LONDON - E:C:4 
















Leather bound pocket 
modelofabove 35/. 


ADVERTISING SERVICE 


Let’s Get Down 
to Brass Tack 


Are you satisfied with your present Sales Lite 
ature, Most Businesses have not yet discovers 
the ONE IDEA that will produce the greate 
response from the markets they wish to explo 
My first aim is to remedy that deficiency, 

Booklets — Advertisements — Direct Mai 


Box 375 Business 


Whitefriars House, Tallis Stree 
London, E.C.4 





Do you sell 
by mail? 


If you use circulars for securing order 

or enquiries, send us specimens of th 

publicity you use, and we will mak 

free recommendations for increasin 

your results. Only if you accept ou 

recommendations will we charge for ou 
services. 


Krisson Advertising Service 
34, Fouberts Place, London, W.B 


ADDING MACHINES 


ON 
SERVICE 


Adding Machines and Calculators 
bought, sold, repaired and rebuilt. 


Adding Machine Maintenance Co. 
WATERLOG HOUSE, 56 HOLBORN VIADUCT, 
LONDON, E.C.1 Telephone : CENTRAL 2978 








CALCULATING MACHINES 
Adds 
Subtracts 
Multiplies 


Price 
£4 4s. 


2 years 
guarantee 


DUPLEX 


@ Write for fully descriptive illustrative Leaflet "A" fr 
K. BISSET & CO., LTD., Grand Buildin, 
Trafalgar Sq., London, W.C.2. (Whitehall 82° 





Write to the 
SPECIALISED ADVERTISEMENT MANAG 


“BUSINESS” 


Whitefriars House, Tallis Street, London, E 


for particulars of this Business Building Section 


“BUSINESS” SURVEY OF HOME MARKETS 
SOUTH and MIDLANDS . 


Key: first figure gives change in number unemployed at Feb. count as compared with Dec, count. Total unemployed is shown in second figurs 


POPULATIONS 


Accrington 

Ashton 

Barnsley 

Birkenhead 
Birmingham ri 
Blackburn 

Bolton 174 
Brighton 146,00 
Bristol d A 


ury 
Cardiff 
Chatham 
Chorley 
Coveniry 
erby 
Dewsbury 
Doncaster 
Grimaby 
Halifax 
Huddersfield 
Huil 
Ipswich 
Leicester 
Lincoln 
Liverpool 
Llanelly ; 
Manchester i 
Newport 
Northampton 
Norwich 
Nottingham 
Oldham 
Plymouth 
Portsmouth 
Reading 
Rochdal: 
Rotherham r 
St. Helens 7 
Salford rot 
Sheffield crf 2 
Smethwich 
Southampton 
Stockport 
Stoke-on-Trent 
Swansea 
Swind 1 
Wakefield 
Walsall 
Wearringion 
West Bromtwic) 
Wigan 
Wolverhampton 
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si TEST YOUR ADVERTISING ECONOMICALLY 


IN A PROVED TEST MEDIUM 
: NO. 2. BRISTOL EVENING WORLD * MARKETING BOOKLET FREE ON APPLICATION § 


JOHN COOPE * Advertisement Director * NORTHCLIFFE NEWSPAPERS GROUP, LIMITED ®Carmeiice House, London, ECA Phone: Centri 
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BUSINESS for MARCH, 1938 


Here’s NEWS of Active Home Markets 


GREATER LONDON 


£5,000,000 For Education is ear- 
marked for spending 1938-41 by L.C.C. Of 
this, £4,000,000 is to go in improving build- 
ings, laying out playing fields, providing 
technical and continued education equip- 
ment, etc. Articles to be bought include 
radios, film projectors, scientific apparatus, 
other equipment outside ordinary school 
necessities. Good chance here for lump 
sales—10,000 metropolitan milkmen are 
getting {1,500 a week more in wages, plus 





two weeks’ holiday with pay: Which indi- 
cates trend of rising buying power of 
London's mass market. 


Tabulate Growth of suburban areas 
where buying power is going up, specifically 
Wembley, Perrivale, Acton, Ealing, out- 
lying W. and N.W. districts and Barking, 
Tilbury, Thames-side. Factory areas, 
these—Some hundreds to get work at new 
Tilbury area factory, 27,000 sq. ft. being 
added to Hoover’s Perrivale plant, new 
offices and works of Lightfoot Refrigeration 
Co., Ltd., opening at Wembley. 





Averys Studio have for years specialised in 
In every 
department, lettering, retouching, layouts, 
cover designs, besides furniture, we have 
who know how to emphasise 
The studio is only one section of a 
large organisation equipped to deal with advertising 
production in its entirety. We have a large photographic 
department, while the process side produces perfect 
printing blocks day and night in line, half-tone and colour. 


advertising for the big stores. 


specialists 
selling points. 


FURNITURE ILLUSTRATIONS IN LINE, HALF-TONE & COLOUR 


37-41, LOWER MARSH, LONDON, S.E.1 





Catalogue drawings 
for every trade 
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SOUTH 


Scaled Rent Allowances for house 
occupiers with children is Guildford’s 
scheme to help workers buy more food. 
Rebate of 1s. weekly for each child is 
given. Which will cost city £1,500 a year 
—Continued low unemployment figures 
are feature of southern counties, indicate 
steady spending power. 


Over 2,500 Hastings families now 
have incomes over {500 a year. Of 
64,000 population, 25,000 are ‘‘retired’’, 
which facts provides key to this compact 
market—Worthing’s to spend {106,000 
on new buildings this year, 50 per cent 
more than in 1937, to open new hotel at 
Goring, new block to shopping centre and 
r50 new houses. 


Past 1,000 Mark is Eastbourne’s 
number of shops, now including {20,000 
extension to one big store, modernization 
of many others. Keep this in mind when 
planning snappy pido and counter dis- 
plays for local sales drives—/250,000 spent 
in town on construction. Hotel ‘‘clean- 
up’’ also in progress, one concern planning 
£40,000 extensions, six others carrying out 
modernization schemes, 





MIDLANDS 


Year and Half full-time work for 
Davy & United Engineering Co., Sheffield, 
results from Russian order for steelworks 
plant, etc —Coventry’s Transport Vehicles 
(Daimler), Ltd., just booked {250,000 bus 
orders—lIron-ore outcrops in Northants and 
neighbouring counties to be exploited— 
With iron/steel outputs at record figures, 
Sheffield and N. Lincs. areas are pros- 
perous, good now for special sales drives. 


Factory Extensions at Grimsby in- 
clude: £6,000 development by Liverine, 
Ltd., makers of bird and animal foods; 
doubling of Goldstone & Sons’ clothing 
plant; expansion of biscuit manufacturers’ 
(Watmough & Son, Ltd.) factory—Town’s 
airport is being improved at cost of £4,900 
to meet growing traffic needs—Total fish 
landings, 1937, were 3,814,720, beating 
previous year’s figure of 3,554,005 cwt. 
Sales of fish brought £3,685,662 into 
Grimsby compared with 1936's £3,629,605. 
Hence, now's the time to sell to this district. 


England’s Second Largest port, 
distinction claimed by Hull, proposes 
£3,000,000 dock improvements, adding to 
facilities of new factory development in 
area—Coventry Machine Tool Works, now 
employing some hundreds more in new 
workshops, are to build ‘‘biggest ever’’ 
roo-ton horizontal forging machine— 
Wolverhampton’s Fischer Bearings Co., 
Ltd., have taken over old Sunbeam, 54 
acre buildings for conversion to world’s 
biggest ball-bearing factory and will em- 
ploy nearly 1,000 workers—New ‘“‘camera”’ 
rifle, invented by Leicester man, soon to 
be produced commercially—Sheffield’s 
latest is steel, resisting oxidation, machine- 
able, suitable for working at high tem- 
perature, 






























CAN SAVE YOU MONEY ON 


© CATALOGUES By Rembrandt Gravure, which is basically a photographic 
| process, you are able to send your catalogue to your 
prospect knowing that, because of its true-to-life 
production, he can safely believe and buy. Rembrar 
Gravure makes a catalogue work harder and bring 
greater return—and it actually costs less. 


@ BROCHURES 3 Rembrandt Gravure, because — get better reproduct Lon 

| | on a cheaper quality paper, will help you to overcome 
the recent rise in paper prices with quali ity b jrochures at 
economical rates. 


© MAGAZINES m Rembrandt Gravure has become a feature of magazine 

| printing—many of the leading magazines are printed 
entirely by this process, whilst many others run large 
sections. Why ? Because it moua quality at economical 


prices. 



























* 
© LEAFLETS Rembrandt Gravure is the ideal process for — ts 
commonly called 'Throwaways''. CÀ — crisp me 
with sharp illustrations, The message is given and the 
leaflet is thrown away. Again quali a at economical 

prices, g 


© HOUSE ORGANS Rembrandt Gravure helps particularly with the Ho 
- Organ because you can have brilliant.colours, arresti 


pictures and luxury present: tions—and don't forg 
at economical prices. z 










When reviewing the many- advantages of Rembrandt 
Gravure, bear in mind that you are spared the cost — 
blocks for your illustrations... Remember, too, that 
among the leading National advertisers, — order hou 
and manufacturers, Rembrandt Gravure is regarded as 
the most artistic and sincere of all reproduction processes 
] as well as the most economical ; and it is equally sulted 
to long and shortoruns. 

Write, stating. your requi irements, and we will gi: 
submit appropriate specimens. Better still, — 
a representative to call and explain how Remb : 
Gravure will reduce o print bills-—and produce 
a better job. , 






























SPECIMENS GLADLY SENT FREE ON REQUEST 


LTD. 





oe HOUSE, RUSSELL STREET, LONDON, 


'Phone: — Bar 1803-5 















A Career in Advertising for you 
Achieve success in. — by spare-time. 
study. Secure a post. of influence with 
prospects for the future.. The British College 
of. Advertising course constitutes a thorough 
training for ambitious men and women who 

ant... to. PECES — to-day for 


FREE 
F — BRITISH COLLEGE OF “ADVERTISING LTD. sept, ità 


é Carmelite Street, London, E.C.4 





OFFICE EQUIPMENT FOR SALE 


Ex-Government and other Steel and Oak Card 
ndex Cabinets by Roneo, etc. Filing Cabinets, Desks, 
tc. Also PLAIN CABINETS, New and Second-hand, 
t low prices. Write for Catalogue. —The Miscellaneous 
rading Co., Ltd, 18 New Oxford Street, W.C.1. 
— 4804. 




























BRAVON 


ALL-STEEL 


CABINETS 


For Account 
Books, Records, 
Documents, &c. 


MODEL “A” 


33/- 


Carriage Paid 
Send for complete 
List Free 


i BRAVON OFFICE EQUIPMENT CO. 


76 Victoria Street, LONDON, S.W.I 
Phones: Victoria 6365 and 6374 
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AES Adding Machines, 


ee “Calculators, Statement 
Machines. Typewriters and all Office Equipment. 
oo New, Rebuilt and Second-hand. Bought, Sold, 

~Exchanged.—Dixon Matthews & Co., 46 Pilgrim 
Street, Newcastle-upon-Tyne, 1. 


Wee ete ye in —— ——— — — — — 


Change ‘of Business. . Advertiser no longer re- 
quiring certain office Furniture and Equipment offers 
same for sale, including Gestetner Duplicater, Roneo 
co Addressing Machine, etc. All in perfect condition. Ne 
a feasonable offer refused. List on application to Box 

oo BBQ, BUSINESS, Whitefriars House, Tallis Street, E.C.4. 


HOTELS 


PF DWO op* 















tently situated for all places 
“From 8 gns. weekl 10s. dail 

Bed and Breakfast 7s. “eed 

i QUEENSBOROUGH TERR.. HYDE — W.2 















A well edited and interesting house organ, 
profusely illustrated, is available at very low cost for 
- one trader’s sole advertising use in each district. 
: Write on. business letterheading for specimen and 
quotations. Arthur May. House Organ Specialist, 
ageing, Waltham Cross, 


TIME RECORDERS 


Recorders and Electric Clocks. 
machines of all systems in stock: 
price, 






















We have 
rebuilts at 
fully guaranteed. Supplies, repairs.—Time 
. Supply — Maintenance Co., 150 Grange 


BAAT ETI AE —ůů— — 


ri me Checking and Job Costing Time 
ts (al makesj for quick cash sale, exceptional 
* “Betarcel*. 
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ang as ta be 


RATE—2 ® a line (average 7 — 14 oo line 


`- or part of a line 2/6. Box No. counts as one ling 
; aid for; replies are forwarded free 
of charge; 24%, discount for 3 iusertions, 59 for 
6, 10% for 12. 
insertion. Display panels W- per single column 
inch. Discounts as above. Special rate for 
“Appointments Wanted’; 3 insertions for the 
rice of 2. 
Announcements for the next issue should reach 
Business, Whitefriars House, Tallis Street, E.C.4 
{Phone Central 9891), not later than March 2. 


ADVERTISING SERVICES 


Collection Letters that pull—a portfolio of thirty 
“personalised” letters written and used by an expert 
amd suitable for any trade or profession, One guinea, 
postage paid or C.0.D.—Frank Richard, 12 Bourton 
Road, Olton, Warwicks. 


DUPLICATING | 
C2Uar 


YOUR DIRECT MAIL EXPENDITURE 


Minimise your Printing Costs 
by getting in touch with 


WM. E. G. MORGAN 


68 BASINGHALL STREET 
London, £.C.2 
Telephone : Metropolitan 3131 


INCOMPARABLE @ PROMPT @ ECONOMICAL 


APPOINTMENTS WANTED 


ADVERTISING MANAGER. If your goods have 
merit and you are considering (a) increasing your 
sales by the employment of direct mail or (b) selling 
direct to the consumer through other channels, then 
here is a man with whom to discuss your problems. 
With the optimism of youth and a creative mind, he 
has a real flair for selling. He has original ideas ‘and 
schemes and unusual business acumen. To a manu- 
facturer appreciating qualities such as tact and 
initiative, harnessed to energy and enthusiasm, he is 
a man suitable for a post as advertising manager. 
CAN YOU FIT HIM IN YOUR CONCERN:~—Box 
881, Business, W — House, tas Street, E.C.4, 

















Assistant to Management. Accountant, ex- 
perienced full control to Balance Sheet and Income 


| Tax {including machine accounts), seeks opening with 


progressive business.. Box 883, Business, Whitefriars 
House, Tallis Street, E.C.d. 


— ——— — —ůůů— — — 


Young man, statisticlan, experienced com- 
mercial and advertising research, seeks post.—-Box 384, 
Bustness, Whitefriars House, Tallis Street, E.C.4, 


Rebuilt and Guaranteed 
ADDRESSING Machines, Cabinets, 
Frames, Plates. 
EMBOSSING. 

OFFICE PRINTING Machines. 
DICTATING Machines, Cylinders. 
ACCOUNTING Machines 


of leading makes at attractive prices. 


| MAINTENANCE, Overhauls, Repairs. 


| We BUY or EXCHANGE SURPLUS 
EQUIPMENT. 


I5 HOLBORN VIADUCT, 


LONDON, E.C.I 
Tel: CITY 4098. 


Minimum 3 ines costing 1/6; each additional line 


Payment with order for single 



























You CAN. USE YOUR ‘SPARE | IME 
TO START A MAIL ORDER BUSINESS 


that quickly brings you a full-time income. 
Few pounds capital only needed; no samples 
or outfits to buy. No rent, rates or canvass- 
ing. New method makes success certain. : 
Send to-day for free booklet. . 


Business Service Institute (Dept. 0780.) 
6 Carmelite Street, London, E.C.A 

























































OFFICE SUPPLIES 


ADDRESSING MACHINES 


Hand/or electric, also embossing machines 
rebuilt. Guaranteed. New plates, frames and 
trays. Embossing at lowest prices. Purchasers 


of second-hand equipment. 


NEVARD DESSOY & Co., Ltd. 


102-108 SHOE LANE, LONDON, E.C.4 
Central 4431 


“GECO” OFFICE SUPPLIES 


Carbon Papers for all Purposes. 

From 3s. to 15s. per box of 100 

sheets. Al Sizes, Colours and 

Quantities in Stock. Typewriter 

Ribbons for any make of Machine. 
Prices from zs, each. 


Special Quotations for Quantities. 

Duplicator Stencils for al 

Machines. Cash with Order or 
C.O.D. 


“GECO” Office Supplies Ca.’ 
28 Warner Street, E.C.1. 
Telephone: TERminus 6619. 





“RISKIN” STENCIL DUPLICATOR 


Prov. Pat. 
Prints 1,000 Letters for ii~ 
Uses Indestructible Stencil 
Stencil clips on or off instantly 
PRINTS — Postcards, Labels, 
Menus, Office Forms, Draw- 


ings, Handwriting, ete. 
500 copies per hour, 





Pays for itself the first time 


No, 1. 200 words capacity complete with Ink, 
Stencil, etc, 2/14 post 4d. 
E. ARDEN AGENCY WOLLASTON 0. 








MISCELLANEOUS 


Cycle Storage Problem Simplifed— Parwinac 

Cycle Racks take any number of cycles. Sturdily mad 
ia solid steel. Stand alone, back to back, or against 
wall as required, Sheds and Shelters also supplied 
Wonderinlly compact. Write to-day for list CYRS. 
105, PARKER, WINDER & ACHURCH, LID, 251 
Broad Street, Birmingham, 1. London: Grea 
Marlborough Street, W.L 



















Have You a Sliding Door Problem for — 
folding partition, or door? Tf you want leaves aut o 
the way, folding one above the other, or sliding round 
interior walls, use British Made COBURN SLIDING 
DOOR GEAR. Send us a small sketch of ye 
problem. Catalogue, giving diagrams of suggest 
methods, free. Ask for Catalogue CTS. 106, PA. KE 
WINDER & ACHURCH, LTD, New -Buildir 
Berkley Street Corner, 251 Broad Street, Birmingl 
1. London: 7 Great Marlborough Street, wW. | 


























Mr. G. STANLEY 


I should say that the curse of practi- 

cally every progressive business as it 
develops is that the profits to which one 
feels one is entitled are cut by costs which 
increase at the same time. 

More business for us has usually meant 
more staff. Some ten years ago, however, 
we made a determined attempt to stem the 
march of overheads by installing Dicta- 
phones. We have not regretted the 
experiment. Only one of the five execu- 
tives to whom they were entrusted has 
failed: and he has failed because he would 
not learn. The other four machines, and 
the one that failed in other hands, have 
been in continuous use ever since, How 
many dozens of times they have saved their 
cost cannot be even guessed at. 

My own instruments (I have one 
on my desk at the Office, and one in my 
study at Home) are in use continuously year 
in and year out. 

Why? 

Because the Dictaphone is the instrument 
that gets things done. 

At one time or another we have experi- 
mented with practically every office effici- 
ency speciality there is, but the Dictaphone 
is beyond comparison king of them all. It 
enables you to get through a day’s work 
that you could not possibly tackle in any 
other way—not even if you had a whole 
row of secretaries, each one waiting for the 
other to come out before she went in. It 
short-cuts every time-wasting activity in a 
busy man’s life. 

For example, you don’t have to waste 
time (yours and his) getting some execu- 
tive on the telephone; you just dictate 
the instruction you want to give or the 
query you want to raise, and it is fixed for 
ever—and the answer comes back in the 
same permanent form. Telephone mis- 
understandings are avoided, because both 
questions and answers are transcribed as 
they were originally uttered. 

And you don’t have to write a laborious 
and often (by force of circumstances) inade- 
quate note of the sudden idea that occurs 


S PEAKING from personal experience, 
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WALPOLE, D.Sc. 


to you when you are in the middle of doing 
something else. Just a few words into the 
Dictaphone, and then you can forget it. 
The instrument does the remembering for 
you, because you naturally address many 
of these notes to yourself. 

If you have a Dictaphone at home, as I 
have, to supplement your Office instru- 
ment, late evenings at the Office can be 
cut right out—and your hard-working 
secretary can get off sharp to time, too. 
In the quiet of your own study, no enthusi- 
astic colleagues to divert your attention 
with their triumphs and their problems, an 
hour’s steady work with the Dictaphone 
will see more accomplished than four or 
five hours of your official day. 

Of course, it is an instrument that you 
have to learn. You don’t become a pro- 
ficient pianist in ten minutes. And as with 
every other instrument, proficiency in 
using the Dictaphone is increased by 
experience and practice. But it is all 
really very simple, and once you have 
mastered its technique, you have a friend 
who will never let you down. 

It is at least five years since a record 
made by me was broken in transit, and at 
least as long as that since one of my staff 
had to ask me what I really said, or if I 
would mind listening back to some passage 
on a cylinder. Every word reproduced has 
been audible, clear, and unmistakable. 
Many years have passed since I learnt of a 
mistake in transcription from my cylinders. 
Indeed, although at one time, in the early 
stages of my Dictaphone experience, I used 
to read Dictaphone letters with special care, 
I can now let somebody else sign them for 
me. They are always correct—or rather, 
if they are not correct, they are certainly 
what I said. 

If I were told to-morrow that I must 
sacrifice one of the aids to efficiency which 
I have collected in my Office through the 
years, I would certainly say: ““Take every- 
thing, if you must; but leave me the Dicta- 
phone.’’ More than that. If any foul 
misfortune overtook this business and I 
found myself starting my business life all 


“King of Them All!” 


A Business Expert's Tribute 
to his Best Friend. ..... 





The article published below is by 
Mr. G. Stanley Walpole, D.Sc., 
Chairman and Managing Director 
of Messrs. Masson Seeley & Co., 
Ltd., whose ingenious system of 
producing sales point publicity 
is so extensively used by business 
houses. It was dictated in the 
form of a letter to a friend who 
had asked about the Dictaphone, 
entirely unsolicited by and 
without the knowledge of The 
Dictaphone Company. It is a 
remarkable tribute. 


over again, the first thing I should buy for 
my new Office would be a typewriter, and 
then, without question, a Dictaphone 
These two things really go togethe: 

Within an hour or two I am starting on 
a short holiday. I am going straight 
here to the boat: this letter is 
last things I am doing. On his v 
my chauffeur will leave six cylindi 
Office, and all will be well. 

All the things I want attended to 
I am away will receive attentior 

No frantic ringing up of executives with 
last-minute instructions: no anxieties as to 
whether they have got my ideas right: no 
waiting for them to write thin 

I made up my mind to g 

. . Six records . . . and I'm off 

If anybody knows a better way, I will 
be pleased to hear about it. But nobody 
does ! 

I'll ring you up as soon 
back...” 


we 

LITS TIME YOU 
LEARNED ABOUT 
THE DICTAPHONE 
Call, “phone or write to-day for 


“What’s an Office, anyway? ** (Free) 
and full details. 


JS 
~ J 
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I get 





THE DICTAPHONE CO 
(Thomas Dixon - 
(Dept. H.) KINGSWAY HOUSE, 
KINGSWAY, LONDON, W.C.2 


Telephone : Holborn 4161-2-3-4 


LTD. 


Managing Directo 


And at Manchester, Birmingham, Glasgow, 
Liverpool, Leeds, Bristol, Newcastie-on-Tyne, 


Dublin, Belfast 


——— — —— — — — — — — 
OVER 260.000 BUSINESS MEN PREFER THE DICTAPHONE 
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THE 
BLACKSMITH IS 
THE BARBER 





And there’s 


And the postmistress runs the evening classes. 


no cinema yet. In fact, Little 


Lambton seems rather “out of it.” But it isn’t. 
For every day you will see the latest branded 
goods going up the hill-roads to the outlying 


farms. The people in those farms 
take their Radio Times. Read it. 
Re-read it. And ask at the village 
shop for goods they see advertised 
in it. And insist on getting ‘em, 
too. For the Radio Times is news 
— news from over the horizon — 
news to keep them in touch ! 

That’s one side of the picture : 
the power of the Radio Times to 
penetrate, to go “deep.” to reach 
where it would be uneconomic for 
travellers to go. 

And here’s the other side: the 
of the Radio 


spread, to go wide, to flood the 


power Times to 
big cities as surely as the outpost 
villages. For the Radio Times is 
the North - of - Scotland 
And in the South - Coast 
watering-place. And everywhere in 
between. It’s read by the £10,000 
a year man. And by the 40/- a 


read in 
town. 


week man. And by every class in 
between. 

Over 3,000,000 copies are sold 
At least 12.000.000 
people read it. It’s the one medium 
which honeycombs the British 
Isles at all So if 
youre an advertiser it’s your 


each week. 


income-levels. 


surest and cheapest way of reach- 
ing your greatest market. And if 
you re a retailer, then to stock the 
goods it advertises is your surest 
way of selling your goods — and 
selling them quickly. 


— * 





RADIO TIMES 


A National Campaign in Itself 





GUARANTEED AVERAGE WEEKLY NET SALES FOR 1938: 3,000,000 +» MEMBER OF THE AUDIT BUREAU OF CIRCULATIONS 
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—— BUSINESS 
THE COMPLETE JOURNAL OF 
MANAGEMENT 


Incorporating “The Journal of Commerce”, “‘Modern Business”, 
*System’’, ‘Business Organization and Management” 
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CONSTRUCTORS 
‘ADJUSTEEL SHELVING 


ERDINGTON, BIRMINGHAM. 


is MORE than a 
Duplicator or Reproducer 


It is an up-to-the-minute Business 
Tool that makes factory and 
office routine more flexible, more 
efficientand extremely economical 
Be it 

Bulletins, Notices, Reports, Price 
Lists, Orders, Invoices, Purchase 
Orders or Production work 
‘FORDIGRAPH’ speeds up 
operations, eliminates errors and 
reduces expense. 


MANUFACTURERS: 


FRANK R. FORD Lr. 


SYDENHAM RD., BIRMINGHAM 11 


LONDON OFFICES :— 
14 NEW BRIDGE ST., EC.4 


Dealers in all principal towns of British Isles 





And Now— 


A PORTABLE REGISTER! 





HEREVER internal routine forms— 

requiring carbon copies—are necessary, 
Egry Manifolding Registers will speed up the 
operation. Several routine phases, however, 
preclude the completion of details at a fixed 
point, thus the demand for a Portable Register 
is apparent. 


Small in size, light in weight, and convenient 
to handle, the Handipak embodies the principal 
features of the standard models. One writing 
produces an original and up to three carbon 
copies of any essential routine form. The 
discharge of the written set automatically 








f 
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THE “400 LINE” HANDIPAK 


brings a fresh set into position, interleaved 
with carbon paper, ready for immediate use, 
thus avoiding the handling of stationery and 
carbons attendant upon the use of the old- 
fashioned manifold book. A receptacle is 
provided, enclosed in the ‘‘Handipak’’, for the 
storage of file copies of each written set. 


Ask also for details of the Speed-Feed Attachment when typewritten records are required 


EGRV LTD. 


WARPLE WAY, ACTON, 


Telephones : 
SHEPHERDS BUSH 3377 (3 lines) 


LONDON, W.3 


Telegrams: 
EGRYCOMPAK, EALUX, LONDON 





Why not buy Master Sheets 





’Phone: Central 3725-3726 
Cecil House, 57 Holborn Viaduct, 
London, E.C.1 


Branches in Principal Provincial Towns 
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OZONAIR HUMIDIFIER 








FOR AIR CONDITIONING 


This simple electrically worked apparatus keeps the atmosphere at its correct 


state of humidity. 


Acts as a purifier and in hot weather cools the air to an 


appreciable degree. Standard type for ordinary size rooms and one for treble 


capacit Power consumption nominal. 
pacity. p 


Standard Size £3 
£8 


Treble Size 


: 10:0 A.C. £4 
: 15:0 £9 


I5 : 
po eae 


0 D.C. 


OZONAIR LIMITED DEPT. 3 


OZONAIR HOUSE, ST. LEONARD STREET, LONDON, 5,W.! 
Telegrams: Ozonair, Sowest, London 


Telephone: VICTORIA 0312 
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You say your department 
received no record of the 


order... 


pf 66 





THERE is Underwood Elliott Fisher Fanfold 


Machines make it impossible for some- 
one to forget to type an essential copy of a form 
make it impossible for goods to be wrongly addressed. All 
related forms are combined into one single continuous unit 
and written at a single operation at extraordinary speed, 
all loose papers and carbons being entirely eliminated. 
Underwood Elliott Fisher Machines, with the famous Fan- 
fold Forms, offer a complete system for buying and selling 
... producing and despatching . . . collecting and pay- 
ing. ‘Thousands of businesses, large and small, find these 
machines write their records more efficiently, The savings 
in Operator's time, in carbons, in printing costs, usually 


pay for an entire installation within a short period. 


We would welcome an opportunity to prove this to you. 


/ ... surely theres some 
way to avoid all this!” 





UNDERWOOD ELLIOTT FISHER, LIMITED, 120, QUEEN VICTORIA ST., LONDON, E.C.4. Tel.: CENTRAL 1080 


Typewriters - Accounting Machines - Adding Machines 


- Carbon Paper, Ribbons, and other supplie 


40 fully equipped Branches and Service Depots throughout the country 
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How the 


* 


BUSINESS 


MANAGEMENT CONTROL POLICY 
— — — — 


CYCLE INDUSTRY 


Got Its Second Wind... 


O one will deny that the late 
N Lord Northcliffe was a man of 

foresight and keen judgment. 
And it was not only in the sphere of 
newspapers that his vision was later 
borne out by actual achievement. 

He foresaw the future of motor trans- 
port, and supported its early develop- 
ment. He envisaged the possibilities of 
the aeroplane, and backed aviation. 

But immediately after the Great 
War his lordship publicly announced 
the opinion that cycling was dead. 

Well, perhaps there was every indica- 
tion to support such a statement, The 
War, having reversed normal condi- 
tions, left the country in a state of 
economic chaos that made prophecies 
of any sort at that time more than 
ordinarily speculative. 

For one thing, mechanical transport 
had received unprecedented develop- 
ment. It was difficult to visualize a 


return to such an apparently humble 
means of locomotion as the bicycle. 





APRIL, 1938 


In 1919 the late Lord Northcliffe declared 


‘cycling is dead’... 


To-day the cycle 


business is one of Britain’s biggest and 
most prosperous industries 


from an Interview with 


G. H. B. WILSON, M.C., A.F.C. 
Director and General Manager, The Raleigh Cycle Co., Lid. 


For another, the great mass of people, 
normally the ‘‘bicycle market”, had 
become the ‘‘moneyed’’ section of the 
public with no likelihood, so far as one 
could see, of reverting to a condition 
wherein they would have to forsake 
their newly acquired motor-cars. 

The ‘‘new poor’’, moreover, the 
former wealthier section of the com- 


Sır Harotp BowDEN, Bt., 
G.B.E., Chairman and Man- 
aging Director, son of founder 
of the firm. From Clifton, 
and Clare, Cambridge, joined 
the business in 1900 and 
worked through the shops. 
Was a brilliant technician and 
later displayed outstanding 
qualities as an administrator 
and organizer. Has piloted 
Raleigh through all vicissi- 
tudes of the past twenty-odd 
years. Personally knows 
more about the technique of 
making a bicycle than does 
probably any other man in 
the country 

Besides taking a leading 
part in all cycle trade organ- 
izations Sir Harold was, in 
1928, Vice-President of the 
F.B.I. and is a Vice-President 
of the Institute of Linguists. 

Outside business he is keen 
on rowing, yachting, shooting 
and fishing. From 1930 to 
1934 was President of the 
British Olympic Association 


munity, would not, in the prophet's 
eyes, call attention to their condition 
by taking to the bicycle. Such was 
popular conception of the state of 
things in 1919. 

But what was not generally realized 
at the time was the fact that during the 
War the bicycle industry continued to 
turn out many thousands of machines 
each year. True, the cycle manufac- 
turers, in common with all engineering 
firms, were primarily engaged on muni- 
tions. But from the fact that in the 
year 1919-1920 the Raleigh Company 
alone produced 100,000 cycles, it will be 
understood that the bicycle business 
was one activity that the war did not 
cripple. 


How the Post-War Industry 
Has Developed 


The cycle industry to-day, however, 
is so developed that it cannot even be 
compared with its pre-war and war 


time state. And this tremendous 
development has been secured in face 
of the fiercest competition, especially 
from such counter attractions as cheap 
motoring, tremendously extended bus 
services, cheap rail travel, hiking, cheap 


foreign tours, and so on 
To see what has really been done in 
the cycle trade to build up this great 
industry, one cannot do better than 
look over the methods and achieve- 
ments of the Raleigh Company. 
Raleighs started making cycles im 
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facturing concern in the country and 
leader of the British cycle industry in 
design and equipment. 












Upper : G. H. B. WILSON, M.C., A.F.C., 
Director and General Manager. Joined 
Sturmey-Archer Gears, Ltd. in 1927 as 


manufacturer's representative ; was elected 
to the board in 1929, and to the board of 
the Raleigh Cycle Co., Ltd. in 1931, 
becoming general manager of both com- 
panies in 1936. Educated at Marlborough 
and Pembroke, Mr. Wilson, in conjunction 
with the chairman, is the driving force 
behind the companies’ activities 


Lower : W. .H. Raven, Works Director, 
administrates, on the technical side, the 
Raleigh policy of progressiveness in cycle 
design, in plant, equipment, and methods. 
Served his apprenticeship in the Swift 
Cycle Co., later joined Lea & Francis, 
notable in those days for “luxury” type 
bicycles 


Lees 


1887, fifty-one years ago. Behind all 
the progress that this great company 
has made in the period under review, 
however, is the personality of the chief, 
Sir Harold Bowden. 

Sir Harold is no mere figure-head. 
He is probably the greatest authority 
in the country on the technique of the 
cycle manufacture. As a boy he 
entered the shops when his father, the 
late Sir Frank Bowden, was head of the 
firm. He worked through each depart- 
ment and got his experience from the 
bench as well as the text-book, 

Essentially practical as he is, how- 
ever, Sir Harold is a brilliant admini- 
strator and has the ‘‘forward’’ outlook. 
It is the combination of those qualities 
that has enabled him to maintain 
Raleigh as the foremost cycle manu- 


In 1927 Mr. G. H. B. Wilson joined 
the organization and was appointed to 
a seat on the board in 1931, later 
becoming general manager in February 
1936. He is now the main driving force 
in the company under Sir Harold 
Bowden. 

Mr. Wilson explained that under the 
new conditions following the end of the 
War the six following factors came into 
force, and to-day they are still definitely 
important to the success of the cycle 
trade. 


These Six Factors Had the 
Controlling Influences 


1. The War had completely revolu- 
tionized the living methods of almost 
every family in the land. It had intro- 
duced them to the open air, and the 
influence of this factor was greatest of 
all on women. 

There is no means of getting at any 
accurate figure, but the increase in the 
number of women who took up cycling 
in 1920 compared with the number in 
1914 Was enormous. 

In Mr. Wilson's opinion this was 

really the first and greatest forward 
step in the post-war history of the 
industry. 
2. In the few years immediately 
following 1920, there came the steady 
improvement in road surfaces. Mr. 
Macadam virtually banished the bug- 
bear of dust. With the increase of 
motor transport on the roads it is 
doubtful whether the significance of 
this dust banishment to the cycle busi- 
ness is fully realized. The substitution 
of road-comfort to the cyclist in place 
of a condition wherein he was almost 
completely blinded and half-suffocated 
every few minutes, acted as a really 
powerful sales factor for the cycle 
industry. 

3. The post-War housing estate 
development all over the country and 
the movement among industrial con- 
cerns to build factories in out-of-town 
areas offered still further openings for 
the bicycle. In fact, it can be said that 
the development of many of the housing 
estates, particularly of the artisan class, 
were only possible through the existence 
of the bicycle. 

4. The craze for the open air and the 
wider social freedom for young people 
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The cycle manufacturers 


on the right. 





i mar give their dealers complete sales-aid service. 
outline theirs in book form and every dealer gets a copy. Note requisition forms 


of both sexes to get together, expanded 
the “‘club’’ idea. The bicycle solved 
their transport problem. 

5. The vastly improved quality of 
the bicycle itself due to knowledge of 
metallurgy gained during the War. 

6. At a period of high prices, the 
inordinately low cost of cycling (less 
than a shilling per thousand miles!) 
had its obvious appeal to millions. 

The great point about the Raleigh 
Company is that since its inception 
half a century ago it has been strictly 
a cycle manufacturing concern. It has 
designed and manufactured every part 
of the machines that carry its name. 
This is an important point as it dis- 
tinguishes them from many firms that 
merely assemble all or a proportion of 
the machines that carry their brand. 

It is because they have always been 
the designers and makers of cycles that 
Raleigh can claim to be the first to 
introduce the various features that 
have made bicycle history. 

For example, before the War, Raleigh 
absorbed the famous Sturmey-Archer 
Gear Company almost as soon as that 
concern entered the field. It was 
Raleigh, therefore, who popularized this 
great cycling innovation. 

The Bowden brake—introduced by 
the company was revolutionary in its 
field. The chromium-plated spoke was 
another important advance, and it was 
followed this year by the stainless steel 
spoke. Then there came the hub- 
brake and, latest of all, the dyno-hub 
electric lighting system. 

These original features naturally 
acted as powerful sales factors and 
kept the Raleigh bicycle always in the 
forefront of technical development. 

It is in fact this leadership in techni- 
cal and mechanical improvement that 
is the essential policy responsible for 
this great company’s progress in the 
post-war cycle field. 


Continuous Search for the Most 
Efficient Plant 


Technical genius behind all these 
achievements is W. H. Raven, works 
director. 

Working in conjunction with Sir 
Harold Bowden’s progressive policy, 
Mr. Raven devotes his administrative 
time to ensuring that every unit of 
plant in the Raleigh Works is the most 
modern and efficient of its kind. 

Everything depends on the results 
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Raleighs 


Supplies can be obtained only on these official indents 
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In powerful competition to the cycle business ! 





Cheaper and cheaper motoring. Expanded country bus services. 
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Special cheap rail travel 


Hiking. 


Twelve million people in this country ride bicycles to-day 


Despite the enormous development of these alternative means of country travel the bicycle has more than held its own. 


By technical 


improvements in machine design and by cleverly planned nation-wide publicity the cycle manufacturers have built up one of Britain's 
biggest businesses. Last year the Raleigh company alone marketed half a million machines 





shown by the costing system. The 
moment the cost scrutineers observe 
that the unit cost of production of any 
part rises above the quota set, investi- 
gation follows immediately. The fault 
may be human or mechanical, but 
whatever it is a remedy is applied at 
once. If it is a machine that is giving 
any indication that it should be re- 
placed by a new and more efficient 
type, the replacement is unhesitatingly 
made. 

In this connection it should be men- 
tioned that the Raleigh technical staff 
are in fact always searching for new 
and better machinery. They were first 
of the cycle manufacturers to install a 
spray-bonderizing plant. They have 
the largest and most modern plant for 
chromium plating. In the whole of the 
Raleigh plant, which to-day employs 
over 5,000 workpeople, there is not a 
machine that is not the latest and most 
modern of its kind. 

It is in this way that costs are kept 
down and mechanical superiority is 
maintained. 

Through knowledge and experience 
gained during the war, Raleigh engin- 
eers evolved new steels and new tech- 
niques that enabled them to produce a 
post-War machine that was consider- 
ably lighter, stronger, and better all 
round than its pre-War counterpart. 

That was an important sales factor 
that appealed to modern cycle 
enthusiasts. 

Another revolutionary point of which 
the Company were pioneers, was the 
introduction of the twenty-six inch 
wheel in place of the old standard 
wheel of twenty-eight inches diameter. 
Under modern traffic conditions, this 
was a great safety measure as it allowed 
riders to touch the ground with their 
feet without dismounting. It was also 
one of the factors that enabled weight 
to be reduced. 

Almost immediately after its intro- 
duction, the twenty-six inch wheel 


became practically universal through- 
out the cycle industry. 


Raleigh Never Entered The 
Low-Price Race 


Now Raleigh has never entered the 
field of the cheapest bicycle. Its popu- 
lar-priced models have always been 
some twenty-five per cent higher than 
many heavily advertised makes cater- 
ing for the cheap market. 

How, then, have Raleigh maintained 
their leadership in sales? 

The answer is by manufacturing a 
high-quality article and consistently 
advertising quality. 

One of the best-known Raleigh adver- 
tisements, although it was by no means 
the most widely exhibited, was the glass- 
fronted case in which was displayed the 
unassembled parts of a machine. The 
“all steel bicycle” was the slogan 
attached to this display. 

This unit thoroughly conveyed the 
idea that Raleighs were the actual 


manufacturers of every component of 
the machine carrying their name. And 
the unfinished steel parts revealed the 
quality of the material of which they 
were made. 

Cycling is the most economical form 
of speedy locomotion known, yet, with 
running costs so incredibly low as to be 
less than a shilling per thousand miles, 
cyclists prefer quality machines. This 
is borne out by the fact that during the 
recent trade recession the sale of Raleigh 
machines did not fall off to any appreci- 
able extent. 


Another great factor behind the 
success of Raleigh sales is the 
thoroughly sound system of dealer 
distribution and the goodwill the 


company has built up over many years 
of close co-operation with their dealers, 
who have come to rely on the Raleigh 
organization for the protection of trade 
stability, maintainance of reasonable 
profits and retail prices. 


(Continued on page 28) 


Conditions Which Helped the Cycle Industry 


War revolutionized methods of living : introduced the benefits of 
open air: tens of thousands more women took to cycling. 


Post-war improvements in road surfaces : dust bugbear banished. 
Industry’s move to locate in out-of-town areas. 
Public’s move to live out of towns, further away from industry. 


What the Manufacturers Have Done 


With lighter and more attractive machines consolidated and 
expanded its new women’s market. 


Better all-round design of machines: new features introduced. 
Consistently progressive methods of manufacture in order fo sell 


at keenly competitive prices. 


Nation-wide publicity planned to stimulate road travel by bicycle, 
to foster the club spirit and to popularize the machine as the 
most economical of all means of transport. 
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Business Needs 
The Strategist 


HE Cadman Committee's recent 
recommendation for the appoint- 
ment to Imperial Airways of a 
full-time chairman confirms the need in 
all businesses for a strategist. 

The chairman, if he fulfils his proper 
function, is essentially the strategist of 
the organization of which he is the 
head. Very often, however, this func- 
tion is not properly understood by 
others in the concern. 


Lesser executives are inclined to 


think in terms of well-appointed offices, 


of desks, and of fairly regular routine 
and hours. They are apt to become 
sometimes rather critical of the chair- 
man's long trips abroad, his very 
erratic attention to the office, and his 
apparently casual inode of business life 
generally. 

‘Pretty good time the old boy has,” 
they say, ‘‘but what does he do?”’ 

The ‘‘old boy”’ is probably not having 
such a good time. His position as 
strategist is by no means a sinecure. 
He carries responsibilities that outweigh 
anything met with by fhe ordinary 
executive in the course of his daily 
routine. 

The effectiveness of the business 
strategist cannot be gauged by the 
amount of obvious work that he does. 
A desk, regular hours, and all the hum- 
drum of routine is fatal to the success 
of strategy, fatal almost to its very 
existence. 


How the Strategist Works 


Bs us quote an example of a strate- 
gist’s successful work. There ex- 
ists to-day in this country a certain 
textile firm (we cannot be more specific 
in our identification) which is a huge 
and prosperous concern. The names of 
its products are familiar to every woman 
in the land. 

The growth of this firm has been due 
entirely to the strategy of the man who 
is its nominal head. 

This man, who is in no way concerned 
with the daily routine of the business, 
saw signs soon after the war of public 
favour turning steadily but permanently 


away from his firm’s products. 


Here, then, was a problem. Not a 
short-range sales problem, but a matter 


involving the firm’s entire policy. 


To combat the threatening situation 


this strategist decided at once to spend 


something like £5,000 (a lot of money for 
the firm in those days) in launching what 
was for them an entirely new industry. 


HIS new industry was a series of 
special publications to educate 
women into quite new ideas of a certain 
home craft, and to run in conjunction 
with them plans to create and popularize 


various fashions in materials and styles. 

Such a venture was an extremely long 
shot. It took weeks of travel in this 
country and on the Continent to gather 
the data, and then it needed very wide 
vision to foresee all the factors involved 
and to calculate their potential effect as 
an ultimate business-builder. It also 
required real courage to make a big 
financial investment in such a long 
chance. 


O-DAY the result of this strategy 
can be seen. The firm, once threat- 
ened so dangerously, now employs many 
thousands of hands and is known all over 
the world; while its publication side is 


Ten Times Faster Coin 
Counting 


je NASE 
In thousands of business concerns much 
time in the aggregate is wasted in counting 
and checking coin. With a power fed coin 
counter a junior operator can accurately 
fill £5 bags of mixed silver at a speed of 
less than 20 seconds per bag ... and no 
checking is necessary. The machine 
shown here is a hand-fed model. Total 
value of coins passed through the machine 
is recorded on a dial. The machine can 
also be used for counting and separating 
coppers. Capacity: £950 mixed silver per 
hour in £5 bags ; £1,200 per hour in bulk. 
The machine is supplied by the Inter- 
national Coin Counting Machine Co., 
Ltd., 133 — Avenue, London, 
ahs 





bigger and far more influential than any 
of the professional publishing houses in 
its sphere. 


That, then, is strategy; the dealing 
with wide issues. It calls for free- 
dom to stand high and see far. The 
busy executive engaged on day-to- 
day affairs is not fitted for this work. 
He has not the facilities for it, in 
fact, more vital still, he rarely has 
the temperament. 


It can be said with a great amount of 
truth that the rapid progress made by 
some of our larger firms is due to 
strategy. The converse is also true: 
inability to employ strategy—or even 
to understand what it is—is the reason 
why many small firms remain small. 

















By The Editors 


Modern Systems’ 
Real Purpose 


N important point arose during 
Ac conversation last month with 

the secretary of a well-known con- 
cern. We had been talking about 
modern systems in offices and works 
and the various advantages they intro- 
duced in the way of labour and time 
saving. 

This secretary, who had just made 
several additions to his mechanized 
office equipment, expressed a point of 
view that is too rarely appreciated by 
the managements of companies. 

“Costing the actual work of these 
modern systems,’’ he said, ‘‘is by no 
means the factor we concentrate upon. 
The cost of purchase and running our 
specialized equipment is, we know, 
more than justified by the saving of 
time to our top executives and the more 
effective control it gives them over the 
activities of the works. If their opera- 
tion as purely office plant shows a profit 
in that department—as I believe it does 
—then that’s so much extra benefit.’’ 


E commend this viewpoint; it 

appreciates the present highly 
developed office appliance or system for 
what it primarily is . . . an instrument 
for administration and management. 

Far too many managements still 
look upon these scientific appliances as 
merely improvements on the normal 
equipment of an office. 

If a progressive office manager wants 
to improve the value of his department 
to the organization as a whole and asks 
for money to install more modern 
systems, he is too often repressed as 
extravagant. The short-sighted view is 
taken that these ‘‘gadgets’’ are wanted 
as embellishments to the office or some- 
thing with which to relieve the work 
of clerks. 


PROGRESSIVE management ad- 

vocates, demands even, the best 
the office can produce, and gives its 
co-operation in securing all the most 
modern equipment necessary to provide 
these results. In other words, the man- 
agement should lead the office, not 
oppose it. 

We have frequently said in these 
columns that there is room for a new 
executive post in business: a man, call 
him ‘‘systems manager” or anything 
you like, but a man of executive status 
whose whole time should be devoted to 
finding and harmoniously running the 
most efficient equipment procurable for 
yielding the facts on which the top 
management can most profitably run 
the business. 
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This COST of Holidays With Pay.. . 


HIS summer in Britain there will 
be about a million more workers 
than last year who will get an 
annual hóliday for the first time with 
pay. 
The total number of workers in the 
country to enjoy this benefit will thus be 
raised to somewhere about five millions. 
Of these it is calculated that not more 
than three millions are purely manual 
workers. 

Among the new million getting paid 
holidays for the first time are 500,000 
engineering workers,. 100,000 shipyard 
employees, 100,000 railway shopmen, 
and 40,000 iron and steel workers. 

From the factories up and down the 
country, however, there are still about 
thirteen million workpeople who do not 
yet get paid holidays. 


WHY Should There Be Any 
Discrimination? 


Speaking on behalf of this company I 
should like to state that we have never 
been able to understand the manage- 
ment mentality that discriminates be- 
tween salaried staff and hourly workers 
when it comes to the question of annual 
holidays. The people in the works are 
every bit as essential as those in the 
offices for the progress and profits of a 
manufacturing undertaking. So far as 
we see it there is not the least reason why 
both sections should not be treated in 
exactly the same manner in regard to 
payment during holidays. 

In fact there is plenty of evidence to 
support the argument that the nature of 
many manufacturing processes make the 














fully paid holiday far more necessary 
to the workers in these sections than to 
the workers in offices who enjoy much 
better working conditions throughout 
the rest of the year. 

In this company every employee gets a 
fully paid annual holiday. This will 
cost us, for 1938, the sum of £45,000, of 
which {29,000 goes to hourly paid 
workers. 

We have been asked; how do we re- 
gard that quite considerable extra cost; 
do we, by additional economies made at 
various points throughout the organiza- 
tion, endeavour to offset it? 

Answering the latter part of the 
question, the reply is: No. The con- 


To us, this year, will be £45,000; we regard it as 


insurance for improved goodwill, health and happiness 


of our workpeople. 


extra cheese-paring economies’ . 


We do not attempt to recoup by 


says 


C. J. BARTLETT 
Managing Director, Vauxhall Motors Lia 


sistent policy of our management is one 
of scientific, constructive economy. 
Even if our attitude towards the subject 
of our employees’ welfare was so mer- 
cenary as to prompt the idea of offsetting 
this factor by pulling in the belt some- 
where else we could not do it without 
that kind of skimping which is danger- 
ously false economy. 

The reply to the first part is that we 
regard this expenditure purely as our in- 
surance for improved goodwill, content- 
ment, health and happiness among our 
workpeople. We tie no string to it at all. 

Incidentally, I might mention here 
that only last month we distributed 
£65,478 among our workpeople in ac- 
cordance with our Employees’ Profit 
Sharing Scheme. Every Vauxhall em- 
ployee is given a share in the profits he 
helps to create. This is just another 
indication of the company’s opinion as to 


the relationship that should exist be 


tween employers and employed. 


Each Department Budgets for its 
Own Cost 


At the beginning of our financial year 
each department draws up its budget 
for the forthcoming twelve months, De 
partmental executives include in their 
estimates the figure for paid holidays for 
every person concerned. This figure ol 
course, is shown in each case as a single 
total amount. These paid holiday costs 
are then handled by the accountants who 
distribute them over the year with the 
rest of the overheads. This, briefly, is 
the way in which the charge is carried 

I have been asked, also: what about 
"staggering" holidays in order to help 
even-out the short intensive peaks 
normally experienced in many of the 


Here, paid holidays act as Stabilizer of Labour 


* AT 
holidays for the first 
cost has been well offset,” said the 
director, “if we consider alone the stabilizing 
effect it has had on our employees. 
suffered, as many firms have done, a flight of 
skilled labour to other concerns that do pay for 
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this great electrical factory, in another 
part of England, 2,000 workers got paid 
time last year. “The 
managing 


We have not 


holidays” 









ned out. ‘And if our great manufac- 
ring firms could in fact get a propor- 
tion of their employees to extend their 





























































N addition to Vauxhall Motors Ltd., 
of Luton, whose remarks on the 
holidays-with-pay and the staggered 
olidays questions we give in full, we 
ontacted ten other firms in various 
ypes of industries. 
The questions we put were: in what 
ght do you regard the paid holiday 
c licy; how do you allocate the cost; 
> you try to offset it with specified 
sonomics in the business? Do you, 
or could you, stagger your holiday 
periods into the earlier and later 
summer months? 
=: We have not space in which to give 
ali the replies in detail, so we have 
3 summarized them. 
= Out of the ten firms approached only 
— one revealed the grudging attitude that: 
ee We feel we've got to pay for holi- 
davys.“ In other words, that because 
: ‘competitors are doing it they feel they 
must, for self-protection only, follow 
suit.. 
5 “The other firms had the more pro- 
gressive outlook that factory workers 
carn a fully paid holiday just as much 
as office workers do. 
Ithough, at the time of writing, the 
‘eport of the Government’s Holidays 
h- Pay Committee* has not been 
d, management in industry gener- 
ist coming to the view that 
p ed. employee relationships is a 
ung to consider and that this 
) oliday factor is one of the 
~ortant points in it. | 
Mr. A. R. Porter, managing director 
_Addressograph - Multigraph Ltd., 
10ed Mr. C. J. Bartlett’s opinion. 
Vhy should there be any discrimina- 
” he said, ‘‘between the works and 
fce employees?” 
firms out of the ten, however, 
n full agreement with the idea 
d holidays, make it conditional on 
i “keeping during the rest of the 








anaging director of a large 
ion ry firm cau “We give one 


; Committee was ‘set gp up last spring after 
he House ‘of — had passed ‘the second reading 

Labour Party Bill {introduced by the late Mr. 
y Rowson) to provide an. annual holiday of eight 
onsecutive. days with pay. 

‘Members of the Committee, whose chairman is Lord 
mulree, are now considering their re report and discuss- 
ing, what their recommendations shaf 

-This will obviously take some time yet, and, in any 
case, it will be: Competed too: late’ 3 
the. holiday dhis- 













lida; é peak. — Taly iy th a was- 


transport companies cannot 


uch effect s vith. it. 


eaten menand women. This — w r 
therefore governed mainly by the fixed 


custom of school holidays in August. 

Until schools throughout the country 
abandon the practice of confining sum- 
mer holidays to August I am afraid 
that industrial firms will not be able 
todo very much in the way of stagger- 
ing holidays. 


hour’s holiday pay for each week's 
perfect time-keeping, fifteen minutes 
being deducted for every time late.” 

The general manager of a firm outside 
Birmingham making small machine 
parts, said that for holidays to be of 
any benefit at all the workers should 
certainly get away from the industrial 
areas and that employers should at 
least help them to do this by paying 
full wages for the holiday period. 

This firm gives one week’s paid holi- 
day to works employees with two years’ 
service and under, and a fortnight with 
pay to all with over two years’ service. 
Those with over five years’ service get 
an extra two days at Christmas. 


The Plan Acts as a Labour 
Stabilizer 


Here, too, good timekeeping is 
expected, but no specific conditions are 
laid down. “The increased period of 
paid holidays for length of service has 
definitely helped to stabilize our 
labour,” this general manager told us. 

In regard to the extra cost of the paid 
holiday all the firms approached simply 
add it to the overhead burden and 


No ‘STAGGERED’ 


“that « one can: definitely. — ad fo 
which one can budget in advanci 


_ economy campaign to offset the add 








many firms where costing is not don | 
on a really proper basis it is an easier 
cost to handle than, say, plant obsoles- 
cence and intangible things of that kind. | 
No firm, therefore, should experience _ 
any difficulty in allowing for this figure _ 
when settling prices and estimating 
profi 


Five firms out of the ten stated that 
they have embarked on no special 










tional cost. They said, in effect: "We, 
are already well organized; any points 
where substantial economies. can be 
made have already been discovered."" | 

The remaining five firms all men- _ 
tioned that the paid holidays had `: 
moved them in some degree or other — 
to make additional economies. E 


This Economy Will Pay for E 
The Holiday 


Some of the firms, as mentioned just- 
now, insisted on better timekeeping. — 
The most notable economy we came 
across, however, was in a tube-making 
concern employing about 400 hands. 
Here the management had completely 
overhauled its order system and process .. 
routine to cut out overtime. A saving: 
of over {1,000 a year has been made. 


“Our overtime was so erratic and.: 
spread out,” an executive told us, | 
“that while in time we might have: 
tackled the problem it was certainly > 
our decision to give fully paid holidays, 
and the cost of that decision, that 
prompted us to take definite action.’ 

Every one of the ten firms agreed 
on the subject of health-benefit to . 
employees that the paid holiday will _ 
give. on 





Holidays a Yet, 


School Tradition is the Barrier 


HE question of ‘‘staggered’’ holi- 

days is a very important one to 
industry. Firms making all sorts of 
goods that cater for the holiday trade, 
as well as the railway companies, hotels, 
and boarding-houses want the holiday 
period spread out into the months 
preceding and following August. 

On the railways alone the six weeks, 
with August as a centre, bring some- 
thing near to chaos. Last August for 
example approximately 20,000,000 more 
passengers travelled compared with the 
May or October. No less than 40,000 
extra trains were needed to transport 
long-distance travellers to holiday 
resorts. = 


at its peak during August. 


of them have families. 
The congestion on the roads is also À 
The road. 5 








This year there will be at least- a 
million more people with paid holidays; 
the majority of them will want to travel : 
in August. che 

There is every inducement for holi- — 
day makers to travel during late May. 
and June, also in September and 
October. Prices for accommodation, = 
and practically everything, are lower. 
and convenience is infinitely greater. 

But all the firms we approached cited“ 
the one great snag: The fixed practice. 
of the schools to give holidays 
August. 









By far the majority of men employed 
in trade and industry are married, most 
A high per 
— ot the — ‘single people 

-younge brothers - oO 
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MARKETING - ADVERTISING - SELLING 


Tackling The Thin End of a Big Market 





HE milk carton is becoming as 

| familiar to-day as other forms of 

hygienic food containers, yet, at 

the end of five years pioneering work, 

we know we have taken only the first 

step into the potential markets for this 
product. 

That we have built up the sales of our 
cartons to 1,500,000 a week and have 
opened 4,000 dairy accounts in the 
United Kingdom shows we have made 
definite progress. But when our new 
factory at Team Valley, Gateshead, is 
in full production we plan to sell 
3,000,000 cartons a week. There is no 
reason, either, for regarding this as a 
maximum figure to aim at. We know 
the potential market is a number of 
times greater than 156,000,000 cartons 
a year. 

These are, however, figures for the 
future. Let us deal now with the 
policies and plans which have brought 
us some success in our five years of 
pioneering. 

The cartons are manufactured by 
Perga, Ltd., a subsidiary of Rappings, 
Ltd., an old-established company which 
has been making and selling many kinds 
of food wrappings since 1870. We act 
as a distribution and sales organization 
for Perga cartons. 


The Snag: Capital Tied Up in 
Glass Bottles 


It was my job, when production 
started in the summer of 1933, to 
organize and control distribution and 
sales. We realized we were tackling a 
difficult proposition, but, as our board 
discussions showed, all of us had faith 
in the new venture. None of us under- 
estimated the weight of vested interest 
against the product. 

All the big dairies, for example, had 
very big capital tied up in glass bottles 
and bottle washing and filling plant. 
They would not scrap that plant and 
use our cartons despite the hygienic, 
time- and labour-saving advantages and 
the fact that, ultimately, they would 
save money on the change. We also had 
against us suppliers of bottle-washing 
and filling machinery and bottle and 
cap makers. 

These were serious adverse factors. 
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Heavy vested interests barred the way to big-scale 


attack, so specialized campaign on a narrower front 


gave this firm its start 


‘‘Direct Mail backed by steady Press advertising has built 


our sales from zero to 1,500,000 units a week,’’ 


R. H. MEAD, 
Director, Rappings Limited 


In an interview 


On investigating and examining the 
position we saw that our approach must 
be to the small dairyman and producer- 
retailer. But to get quantity sales we 
needed to sell to the dairy wholesaler 
and allow him 10 per cent commission. 
Armed, therefore, with an impressive 
array of facts (qualities of hygiene, 
labour-, time- and cost-saving, business 
expansion, etc.) we started in June, 
1933, to call on wholesalers. 


The Wholesale Market 
Completely Barred Us 


Three months later, without one 
order obtained, we admitted defeat of 
this strategy. We could made no head- 
way at all. Everywhere we were met 
with blank refusal to stock cartons, 
even on sale or return basis. Whole- 
salers would not have them at any 
price. Many told us so rudely. 

At a board meeting convened for the 
purpose, we reviewed the depressing 
experience. We knew the product was 
good, the claims made for it substan- 
tiated. The problem was to get these 
facts in front of the people who would 
really benefit from the use of cartons— 
the producer-retailers. We decided then 
to change our policy, to 
go for small quantity sales 
by attacking the users 
direct. 

There were a number of 
courses open to us in set- 
ting about this task. We 
could use travelling sales- 
men; we could back this 
up with trade press and 
national advertising; we 
could work on the con- 
sumer end of the market 
and attempt through the 
public to force the use 
of cartons; we could use 
direct mail to tell the 
story; we could appoint 
agents and let them do 
the selling; we could plan 
a ‘‘mixed’’ campaign in 
which we used, to some 
extent, all these methods. 

We chose a scheme of 
direct mail backed up with 
trade press advertising, 





says— 
and for these reasons: (1) it was a 
means of making immediately an appeal 
to thousands of prospects; (2) the story 


we had to tell lent itself to direct mail 
technique; (3) the economic factor was 
favourable; (4) we could offer better 
terms to buyers, giving them in a reduc- 
tion of price the commissions that we 
intended paying the wholesalers 

We rejected the sales staff idea 
because the field could not be covered 


intensely unless an uneconomic number 
of men were employed. It would also 
take too long and cost too much. That, 


too, was the fault against trying to 
**sell’’ the public first. And the scheme 


for appointing agents did not lend it- 
self to rapid development. With the 
usual agents—wholesale, etc.—hostile, 
it would be a slow and difficult task to 


get trained and organized substitutes. 

The first mailing plan we prepared 
consisted of letter, double-page folder 
printed in two colours an prepaid 
reply card. The letter introduced the 
product and used a factual argument. 
It talked about the qualities of hygiene, 
the saving in time, labour and expense, 
how the housewife appreciated the new 
container, the fact that the lightness 
and compactness of the cartons enabled 


SALES PROGRESS: FROM ZERO 
WHEN PRODUCT WAS LAUNCHED 

T] IN SEPTEMBER 1935, SALES HAVE 

Si RISEN STEADILY NEW “HIGH” WAS 
=} CREATED IN 1937 WHEW 74000000 
= CARTONS WERE SOLD 












advertising matter. 

e letter also tackled the problem 
sealing. It pointed out that small 
and sealing tools for shop trade and 
nexpensive filling and sealing machines 
or bigger outputs were available. 

‘his is typical of the contents of all 
etters we have used. Mailings have 
en carried out about once every three 
onths. This gives time to get response 
nd to use three follow-up letters which 
‘sent out at intervals of 7, 14 and 
o days. Prospects that reply are dealt 
th by {a) routine letters that give in 
letail prices, conditions, delivery dates 
d similar information that an in- 
sted person needs; (b) ‘‘personal’’ 
etters, which I write especially for the 
ospect and (c) a personal call when 
“think it is necessary to clinch an 
rder. 

But, as you see, what we say in our 
etters is the vital factor. We have 
been painstaking to use every sound 
elling point available and to support 
i claims with examples and estab- 
ished facts. We have strictly avoided 
xaggeration in any part of this 
propaganda. | 

3 All folders support with pictures the 











touch to Coalite’s sales curves. 


their masters. 


THEN a firm's advertising 
Campaign creates discussion 
-among the public and provokes 
in mail a manufacturer ought to rest 
ppy in the knowledge that his product 
arrived. Once this stamp of popu- 
rity found expression on the music 
alls: there are no halls to-day but the 
rinciple holds good. For example, the 
t that family groups in all parts of the 
try write letters to the company 
out the Coalite cats, confirms the 
arity of the advertising. 
vi substantial sales increasės 
id since the start of the 
gn is proof of the point, but 
oes not end there. The interest 
d is helping to get knowledge of 
o the public's sub-conscious 
p paring the way for future 





fined — to. Great London and 
the Home Counties. The policy has 
) to concentrate the advertising in 
the area where Migu anon ds the 








— s name, address, p hes 2 


Puss in Boost’ 
= To Higher Levels . . . 


A ‘character’ theme injected into the advertising gave a vital 
: Mr. Therm, Master O-Kay, and 
other well-known advertising figures have worked similarly for 
: The now famous cats have come and con- 
uered in six months... Why? ... We explain here 


as 





;down to a | specific basis and Supporte 
with facts. That has been an unalte 


; | able part of our policy with folders. as 

For instance, one head- 
“Six Sound- 
Reasons For Supplying Milk In Perga 
We have not just stated 


with. letters. 
line we have used is 


Cartons’. 
these reasons but have explained the 
“why” and “how” of them. 

Another point is that of backing up 
facts and figures with testimonials from 


For 
Trend of Trade for April 


Business Activity Figures 


Your Guide to Markets 


Turn to section in colour beginning on 
Page 40 of this issue 





satisfied users. This well tried policy 
is effective in a market where business 
men are essentially “‘hard boiled” and 
have more faith in the experiences of 


‘their members than in the figures and 


theories that come from an office. 

Our mailing list has been compiled 
with the help of a firm specializing in 
this work. We have, through investiga- 
tions, found that there are 100,000 
potential users of cartons in this 


Steps Sales Up 


This is an important point and one of 
the reasons why advertising money has 
not been spent on a national scale this 
time. 

The need for well organized distribu- 
tion is based on 
the belief that 
customers will 
not be troubled 
to keep asking 
unsuccessfully 
for a product. 
It is thought 
that more harm 
than good is 
done if a dealer 
is asked for the 
goods and ad- 
mits that he 
does not stock 
them. Annoy- 
ance is caused 
the prospective 
customer and 
the ` value of 
the advertising 
is pr pated: 










are very small. farmers, or. produce 
inferior grades of milk. | 

For our first shot we prepared a list of 
8,000 names. We got 450 orders from 
that initial effort—a very good result, 
we think. In any case it was 450 better- 
than were results of the previous three- 
months’ hard work. oe 

Backing up this mail attack we = 
planned an advertising campaign. Our 
policy here was to get over the name of ~~ 
the carton and the idea that cartons. 
could be used by small or big retailer- 
producers alike. 

To get at our specific market we used 
farming papers. But here again we 
made an initial mistake. We took full 
pages and other big spaces. : 
our objects was to draw inquiries which 
we could follow up with a mail attack. > 
True, we got results but found the cost > 
was uneconomical. To keep up a big =- 
space campaign meant cutting down |. 
drastically the number of insertions, => 
which was not good policy. Our aim 
was to keep Perga cartons continuously 
in the mind of the market. : 

Space sizes were therefore cut to six 
inch single and four inch double | 
columns. That enabled us to advertise 
regularly week after week in all the 
(Continued on page 48) 








































































The policy of concentration of effort 
has also another effect: it makes acon 
deeper impression on the market than. ~ 
does, say, a similar amount of adver- 
tising spread over a larger field. For 
example, in drawing up the original 
campaign plans last August the manu- 
facturers of Coalite planned to spend a 
certain sum during the September-to- 
March period. That spending was con- 
fined to the London and Home 
Counties area but on re-examination of © 
plans it was decided that the intensity. 
of the campaign was not sufficient. a 

Continuity as well as concentration 
was desired so the schedule was | 
“shuttered”. In the September-to- =: 
Christmas period it was decided to 
spend the money that would have. 
been spread over to March. Then, in 


The Coalite Cats have provoked a‘ Fan’ Mail 








December, it was decided to continue the 
paign to March. This was in keep- 


cam 
ing with the policy of continuity and 
concentration. It meant, too, that total 
expenditure on advertising was nearly 
double that sum originally scheduled for 
this six months campaign. 

At this point too, the success of the 
“cats campaign” justified, in itself, in- 
creased appropriation. The cats gave 
the advertising a style completely dif- 
ferent from any used before. 

No doubt manufacturers have thought 
of creating some representative figure 
and it is certain that numbers of firms 
could do so with profit. The Coalite cats 
were not ‘“‘thought up” in that style. 
They made their first appearance on the 
cover of a menu card at a Coalite 
luncheon and met with a very enthusias- 
tic reception. They were shown sitting 
with their two kittens before a Coalite 
fire which the ‘‘gentleman cat'’ des- 


cribed as ‘‘B—— hot’’ and was repri- 
manded by the ‘“‘lady cat’’ for using bad 
language in front of the children. 

This version had to be slightly cen- 
sored when the cats were used in the ad- 
vertising. Since then many new humor- 
ous situations have been developed. 

The question arises: why have they 
been so successful? The answer lies in 
the quality of the drawings (which are 
the work of Dowd, the Punch artist), 
the aptness of the situations depicted 
and the humorous copy used. There 
is, too, the point that the cats are 
in ‘‘character’’ when seated around a 
fire. Everyone knows a cat's love of the 
warm hearth of some fireside spot. The 
Coalite cats, therefore, are sympathetic 
characters. As such it is understandable 
how they have caught the public fancy 
and why they have got a ‘‘fan-mail’’. 

Space was taken in 162 newspapers 
for the campaign. London was covered 


Over 50 Per Cent More Business 
From Old Customers... 


This concerns a retail shop chain; the problem was to turn 
spasmodic customers into more regular buyers. It was done 
by carefully prepared direct mail. Here is the plan— 


ANY firms are so anxious about 
MM eereicring new markets that 

they fail to get anything like the 
maximum business out of their existing 
markets. Yet tests show that, on aver- 
age, the cost of getting more business 
from old customers is less than that of 
getting sales among new customers. 

A good example of what can be done 
is to be found in the case of a famous 
London firm selling men’s wear. Mr. 
J. W. W. Cassels, Advertising Manager 
of Moss Bros., Ltd., in an address 
said that their scheme towards selling 
more to existing customers was started 
by an analysis of purchases. They 
found that roughly 40 per cent of 
their business came from established 
customers. 


No Faults Existed in the Firm’s 
Service 


This was a comparatively small pro- 
portion and the firm set out to find the 
reason why. They started by writing 
to some thousands of customers who 
had not bought goods from them for 
two years. The letters asked ‘‘Why’’? 
and if there were any complaints. A 
stamped and addressed envelope was 
enclosed to make reply easy. 

Less than ten of those who answered 
had a complaint to make. Most of the 
others replied, in effect: “I have not 
wanted anything’’. 

From this showing it was clear that 
the firm’s goods and services were up 
to standard. It was also clear that 


although customers might wear an over- 
coat or a suit for two years they cer- 
tainly did not wear socks, pants, shirts, 
collars, ties and other clothing of this 
kind throughout this period without 
having to restock. The only conclusion 
to be reached from such facts was this: 
the firm had failed to keep themselves 
before the notice of these customers. 
From this point the firm decided to 
use direct mail to keep in touch. At 
first a very simple practice of mail- 
ing price lists was adopted. In a year 
the proportion of 
business coming 
through old cus- 
tomers rose to 45 
per cent, an indi- 
cation that the 
company were on 
the right track. 
Nonetheless, the 
percentage was still 
too small. In think- 
ing the matter 
over, the firm con- 
cluded that if the 
customer did not 
want any goods 
when the list 
arrived, he forgot 
about it. Thus, 
the logical devel- 
opment was to 
prepare a mailing 
scheme which 
would make the 
customer keep the 


firm in mind. has been 


through The Star, Evening News and 
Evening Standard. The Home 
Counties area stretched from the South 
coast to Northampton. Spaces, rt in. 
by 3 columns, were taken in all the lead- 
ing local newspapers. For the greater 
London area two groups of newspapers 
were used: Greater London's Greater 
Press and London Suburban Group. 

Support to the newspaper campaign 
was given by advertising at 4 p.m. on 
Tuesdays and Thursday from Radio 
Luxemburg. A fifteen minutes pro- 
gramme of music and announcements 
was used. 

Dealers throughout the area were kept 
informed by letters of the advertising 
plans. In one scheme, for example, 
stickers were sent out announcing the 
radio programme. Dealers were asked 
to place these stickers on all letters going 
out from their offices. Window display 
material has also been provided retailers. 


Out of this thought grew the idea of 
trying to interest the customer rather 
than merely advertise the firm 

Obviously, mailed advertising matter 
of this class would cost a good deal 
more than just price lists—say, two or 
three times as much. Letters were first 
sent out and were given a flippant note, 
Often no effort was made to sell goods. 
The letters were later backed up with 
booklets which, like the letters, did not 
stick strictly to business but, at the 
same time, did contain the firm's price 
list. 

Following this attack, the percentage 
of old customers’ business rose to the 
halfway mark. And the success con- 
vinced the firm that they could get even 
better results by more intensive effort. 
From this point on they have spent 
money willingly on folders, booklets, 
letters and other mailing pieces. They 
have taken pains to get the best print- 
ing, writing and art work in producing 
these shots. Customers responded by 
writing to ask for more copies of the 


VACUUM 
CLEANING 





‘By Your Vans You Shall be Known...’ 
Designed to give the utmost publicity value this special body 
directly responsible 


for opening many new accounts 
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At the same time, there has been 
falling off in the number of new 
$ — 
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( ‘o-operative Commission Scheme 
Boosts Orders 25 per cent 


MANUFACTURER of motor- 
. Car accessories has stimulated 
sales. by arranging with garage 
o give a commission on goods 


ken place in some dealers’ sales since 
he scheme was started. 

he problem was to overcome the 
difference of garage staffs to the sale 
ecessories. Investigation showed 
that many dealers had on hand stock 
that had been bought two years or 
more. Re-ordering had almost vanished 
with many accounts. On the other 
hand, where dealers were selling 
- steadily it was found that a commission 
incentive was usually employed. 
These findings decided the manu- 
facturer to “pep up’ garage owners 
with a special commission scheme. He 
made arrangements with them to give 
a five per cent commission to any of 
the staff making a sale of an acces- 
sory. Half of this commission was 
paid by the garage owner, half by the. 
manufacturer. 
























Clerical Work 1 was Reduced to 
| a Minimum 


— idea was an immediate success 
| sales went up rapidly. But dealers 
iplained that the book-keeping 
ved. was troublesome. It was then 
eed to pay commission every three 

mths, with a special bonus for the 
yp salesmen. Forms were provided for 
ng the accounts. One sheet listed 
stock, price, name of salesman, 





date and number and signature of 
checker of the sale. This sheet, 
refore, was not only a record of 
“sales but a stock indicator. A 
e at it showed which lines were 
g well and when re-ordering was 
af also revealed those products 
vere “sticking” and called for 






















siness. s has risen a good way beyond . 
per cent mark—and is still going 


Indeed, the opposite is 
er helped by the old customers who 


-service-men and other staff. 
much as 300 per cent increase has | 


her cash or credit sale, together 


t i sbowbd i in EREE form the : 


“a L ae value of Sales. — the = Ltd. 







n ive fo their to this ae scheme © 
keeping contact, the firm have de 


veloped a follow-up plan on specialized 
For example, if a man buys a 
. pair of riding breeches they contend he 
may be a likely customer for riding 
In most cases a. 


lines. 


boots and so on. 
straightforward letter stating this view 
results in sales. 


usy Sales Managers . . 


attention of the salesman drawn to it. 
The total business resulting from this 


scheme in the past three months is such 


that production is now at full scale as 
compared with three-quarter time 
working in last Movember, 


A New Interchangeable 
Letter Portable Neon Sign 


NEW type of neon lighting, 
A where each letter of a sign is 
an individual and interchange- 
able unit, is among the latest sales aids. 
The outstanding features of the ‘‘Neo- 
names’’ sign—as it is called—are: (1) 


running cost is less than that of a 100- 
watt lamp; (2) letters are available in 


This Stores Exhibition Made a- 


. opaque holder which can be of any 
“size. 












ita ‘monthly a. of f letters’ A 
The letters are plugged © i 






The holder itself is illuminate 
and across the front can be arranged 
another message in block, not neon, 
letters. This forms a combination of 
neon and ordinary sign. Both sets of - 
letters can be rearranged as often as 
necessary for a fresh appeal. * 

The guarantee covers service for — 
keeping the signs in good order as. well = 
as the monthly change of letters. | 












Daily ‘Boomerang’ Flights Now- 
Allow Quick Business Trips 




























XECUTIVES who have to pay- 
E urgent calls to Continental cities 
can now use the “‘there and back ~~ 
in a day” flights which are to-day part 
of the Imperial Airways schedule. Riy 
Business men can leave Croydon by | 
early morning air-liners, call at Paris” 
and Brussels and be back in London. 
the same evening. It is even possible 
to fly to such cities as Frankfurt, have 
two hours for business there and fly 
back to Croydon the same night. 
These flights are possible on the 
ordinary air-liner schedules. Special 
chartered planes for trips. taking any 
length of time can always be arranged. 








5-Way Sales Aid 


HERE are often times when the 

sales and publicity managers of a 

progressive store can amalgamate 
complementary lines and produce a 
highly effective ‘‘combined’’ sales pro- 
motion scheme in the form of an 
internal exhibition. An _ excellent 
example of this was recently provided 
by Simpson (Piccadilly), Ltd. 

In this instance the manufacturers, 
G. B. Equipments, Ltd., approached 
the dealer—Simpson’s Photographic 
Department—to stock and sell their 
new home talkie cinema. Simpson’s 


realized the potentialities of the appa- 


ratus and decided that the ideal setting — 


would be a drawing-room. Betty Joel, 


Ltd., were approached and asked if 
they would be willing to lend furniture 
for a specially constructed room so that 
public demonstrations could be given. 
Not only did Betty Joel’s agree to 
furnish the room but they built special 
furniture. 


Photo Sampling Plan 


Simpson’s, having decided to devote 
a whole floor solely for exhibition pur- 
poses, next arranged to fill the remain- 


ing space with a concurrent show of the. 
transparent films of Dufay-Chromex, 
The latter, being a new firm, 
< anxious for the public to see samples; 5 
oe conceived the idea of giving — a > l 


advised constantly of the exhibitions 


specimen photograph to every Simpson 
customer. This had the effect of bring- 
ing the customer into the store on two 
separate occasions, once to sit for the 
photograph, and a second time to 
collect it. (ESBS 
As an additional attraction, Dufay. __ 
Chromex asked the photographer, Mr. 
John Everard, who specializes in taking 
photographs with their films, to show - 
his work. By a coincidence, Mr. 
Everard was having a book published 
by George Routledge & Sons, Ltd., who 
agreed to —— copies. of the book and 
a a salesgirl. 



















Total Attendance, 5,000 


Miss Diana Wynyard, the actress, 
was present at the opening, and many 
celebrities afterwards visited the two 
exhibitions which were open for two 
months. During this period about 
2,000 people viewed the talkies, despite 
the fact that the maximum seating 
accommodation was 12 to 14 per show- 
ing. More than 4,000 people had their 
photographs taken by Dufay-Chromex 
and the two exhibitions drew a total 
attendance of approximately 5,000. = 

As a point of interest, the Press. werd 


and- mentions | were ‘received in about 
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Facts ‘‘buried’’ in books and ledgers waste time 
—they delay decisions and slow down the 
action of everyone in a business or department. 
Facts must be visible. Fifty or a hundred times 
a day clerks, typists and executives refer to 
files—you can save minutes on every reference 
if you put the answers to view with Shannon 
Visible Records. 


facts—collated and signalled—instantly. They 


Visible Records yield key 


promote rapid decisions and eliminate the risk 







and expensive guesswork, searching, errors, 


and delays. 


VISIBLE RECORDS 






A Shannon- ized Office is a 
Profit-Earning Office 
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j Shannon Visible Records prevent 
$ avoid overstocking, and signal obsoleta ti 


PRODUCTION CONTRO! 
Shannon Visible Records show job l enn 
work done, and graphically spotlight “stre 
in production, — 


ACCOUNTS CONTROL 
Shannon Visible Records tell at. a glance cverd 
namber of applications—apecial applications, erë 

SALES RECORDS 


Shannon Visible Records shaw instantly which fires ore n 
iast sale, safesman’s last call, individual turnever--«hex $ 





was reached, etc, 


BUYING RECORDS | 
Shannon Visible. Records shaw daily movement: ol ee ee 
numbers, “On Order’, ‘Overdue’, of “Short”, etc, 





HOW MUCH ARE “BURIED FACTS” 
COSTING YOUT READ THIS BOOK 
AND LEARN HOW TO PREVENT THE 
COSTLY WASTE 





‘litt the Lid off Your Busineis*’~~a 24-page booklet 
describing the endless possibilities of Shannon 
Visible Records in office and works. Sem Free to 
executives on receipt of business card or derrers 
heading. 


HE SHANNON LTD., IMPERIAL HOUSE, 15, 17 & 19 KINGSWAY, LONDON 
_ Manchester » Me Na 
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. This Lightweight 53-Tonner Does Good 
Work at Low Cost 


‘BUSINESS’ Special Road 


VER since transport operating 
conditions have encouraged the 
wider use of lightweight vehicles 
Albion Motors, Ltd., of Glasgow, have 
made a special study of truck engineer- 
ing to eliminate all superfluous material. 

They were early on the market with 
a genuine 4-tonner to qualify for the 
50-cwt. taxation class, and now, with- 
out any addition to the unladen weight, 
their latest Model 127 makes possible 
54-ton payloads. 

It sounds rather a tall order in some 
ways, but the fact remains the 5}-ton 
Albions are doing splendid work very 
economically. 


Where These BUSINESS Tests Are 
Especially Useful 


There is a good deal of reticence 
among satisfied users in stating candidly 
that this or that vehicle is a first-class 
proposition. Competitors, they say, 
may get wise and follow the example. 

That is just where this particular type 
of test report helps, by bringing out 
certain facts which astute business men 
generally keep to themselves. 

Albions, whom I have always found 
ready to listen when candid opinions are 
expressed about their products, let me 
have a 54-tonner for trial under working 
conditions, and here is my unbiased 
report: 

We called at Red Lane Brick Works, 
Oxted, Surrey, to collect a 5}-ton load 
of hand-made bricks, a speciality of the 
firm. 

The wheelbase, 


long drop-sided 


Albion standard truck gives a body 
length of 15 ft. 6in., so the load rested 
snug and low on the platform, which 





of accidents and generally inefficient running. 


Wene NOs 4... 


By 
RICHARD TWELVETREES 
A.M.1I.Mech.E. 


Road Transport Editor 
of BUSINESS 


is sturdy and well supported on rigid 
cross- bearers. 

“If you can drop the load at West 
Wickham without going far off the test 
course, it will suit me nicely,’’ said the 
brickfield proprietor, ‘‘and I should like 


This model Albion is 
specially designed to 
come within the 50 cwt. 
taxation class while per- 
mitting an actual pay- 
load of 5% tons. It is 
a good example of the 
research and ingenuity 
which the manufac- 
turers have put into 
design so as to provide 
the user with a vehicle 
that yields the highest 
possible performance 
with the greatest 
economy 


— 
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to come along to see how the Albion 
works.”’ 


No Self-Starter, But This 
Is No Hindrance 


That suited me, so I asked the driver 
to start the engine. That meant crank- 
ing because, with a strong drop-sided 
body, the weight of electric starting 
apparatus would just turn the scale 
over 50 cwt. and involve higher taxa- 
tion. 

But the omission is not serious in the 
case of vehicles used almost entirely for 
long hauls involving but few stops en 
route. Moreover, the Albion engine 
starts readily on the second pull, as it 
is equipped with an ‘‘easy-start’’ 
carburettor and coil ignition. 

Whether the majority of transport 
users realize it or not, one of the big 
secrets in successful haulage, or delivery 
work for that matter, is giving the 
drivers really comfortable vehicles to 
handle. 


Driver-Comfort is Big Factor 
in Economy 
Mechanical efficiency and economy 
count for little unless a vehicle is de- 
signed for easy manipulation. An 


—— é 


Comfort of the driver is a factor no vehicle owner should neglect. 
towards the end of the day because of uncomfortable cab or ‘difficult’ controls is a potential source 
An this Albion,” says Mr. Twelvetrees, ‘‘I found 


Albion 50 cwt., Model 127 


uncomfortable, tiring vehicle means 
that the driver becomes exhausted 
before the day is out, and then acci- 
dents, to say nothing of wasteful 
driving. 

The first thing I was anxious to dis- 
cover, therefore, was whether, in getting 
right down to the weight limit, the 
Albion designers had remembered the 
drivers. 

On assuming the driving position, I 
just let my hands and feet move into 
perfectly natural positions to find 
whether the controls were well situated. 





They were; consequently one gets a feel- 
ing of confidence in the vehicle gener- 
ally, which goes a long way to working 
economy. 

Well ventilated and suitably uphol- 
stered, the cab accommodates three men. 
Wide sloping windscreen permits a clear 
view of the road, and, in fact, everything 
looked right for a good test run. 


Good Mileage Without ‘Thinning’ 
The Mixture 


“Seems a nice job to me,” remarked 
the brick merchant. ‘‘I wonder what 
she will do to the gallon.” I wanted to 
know that, too, so we fixed the one- 
gallon test-tank and started along a 
fairly level road at 30 m.p.h. 

As the four-cylinder engine develops 
a maximum output of 65- b-h.p.-there 
was no need to work under full throttle 
at all, except where third-gear hills were 
encountered. The chassis transmission 
acts smoothly and the final reduction is 
just right for easy top-gear travel. We 
covered 12} miles before the test gallon 
was consumed, equivalent to 70.4 ton 
miles per gallon. 

That result certainly supported the 
claims advanced by Albions for genuine 

(Continued on page 38) 


A driver who becomes fatigued 


the cab-comfort and convenience of controls to be ideal” 





CONTINUOUS STATIONERY 
AUTOMATICALLY CLIPS OFF 


ONE THIRD 
OF YOUR BILLING COSTS 


That is a definite fact. One-third at least of your stenographer's time 
and energy is spent in preparing forms for insertion in the typewriter. 
On all repetitive work like billing, invoicing, works orders, purchase- 
orders, etc., perfect alignment and perfect duplication are required. 
PRIMUS Stationery assures this. The forms are set in continuity. All 
the stenographer has to do is flick her wrist and each set of forms 
is ready for typing. 
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The PRIMUS attachment, as supplied D 

fits any typewriter and facilitates the smoot 

flow of continuous forms. It allows thi 
machine at a moment's notice to be used for 
either billing or ordinary correspondence work 


- 


P| U 


The PRIMUS Autographic Register is 
designed to simplify the work of writing 
documents by hand. It is so constructed 
as to allow a number of duplicates to be 
made at one writing and at the same time 
automatically retains a check-duplicate 
under lock and key. It is used on tasks 
such as: 





Job Progress Warehouse Notes 
Consignment Notes Repair Orders 
Requisitions Cash Sales 


etc. etc. 


STREET. 5.E. | 


Phone: HOP. O204- 5-6 


BUSINESS for APRIL, 1938 


Do You Plan and Equip Your Oflice to 
Secure Employees’ GOODWILL? 


of offices purely from the machine 

point of view instead of, as should 
be the case, from the human point of 
view. 

Manufacturers of machines, whether 
for office work or factory production, 
can go on designing more and more 
capable equipment, but over and above 
it all the human element still remains 
supreme. 


Fo too often we see the planning 


Human Consideration More Vital 
Than Ever To-day 


In fact, contrary to popular thought, 
the importance of the human operator 
increases with the increased delicacy 
and scope of the machine. It isa more 
responsible job now successfully and 
unfailingly to operate the £1,000 
machine at the speed of modern require- 
ments than it was years ago to use the 
more primitive appliances costing not a 
twentieth of that sum. 

Mistakes and under-capacity work 
on modern machines are very costly. 
Offices should therefore be planned and 
run so that the risk of human failure 
due to insufficient training, fatigue or 
the dislike of conditions is reduced to 
an absolute minimum. 

In the very large office, planning is 
much easier than in the average size 
office of the average business. I will 
therefore avoid reference to the big 
office; it is in the average office that 
more attention to the human side is 
needed. 

The suggestions I offer are made out 
of many years’ experience and observa- 
tion in the offices of a wide variety of 
firms. 

Above all, I would avoid the sergeant- 
major type of woman supervisor in any 



















By F. T. POULTON 


section of the office. This type of “‘con- 
trol’’, while it may enable the office 
manager to put _ successful-looking 


figures before the management, actually 
petty 


results in indirect costs and 


jobs every morning.’ There is a lot of 
truth in that. In the case of some 
women employees to whom their jobs 
are not the most important things in 
life, it would perhaps be difficult to 
make them really fond of their work. 
It is possible, however, to give condi- 





Comfort and convenience are both provided by this handsome desk. Note the island pedestals 


which allow more foot room and 
The rigid typewriter support puts 
working surface. 


permit the desk to be very easily moved when required. 
the machine conveniently at hand yet keeps it off the main 
When not wanted the machine can 


easily be swung into the ,dust-proof 


cupboard below 


inefficiency that are out of all propor- 
tion to the apparent benefits gained. 
The head of a famous manufacturing 
firm once said in a lecture: ‘‘You can 
never get really first-class work out of 
people unless they like coming to their 


Left: Time and 
tempers are saved 
and work is made 
speedier and more 
pleasant by the 
logical design of 
these desk drawers 
which keeps every- 
thing ready to 
hand. Drawer par- 
titions are instantly 
adjustable to any 
individual needs 
s 
Desks shown are the 
new ‘Airline’ series, 
by Art Metal Con- 
struction Company 
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filing cabinets are 


tions so that they certainly do not dis- 
like their work. 

I therefore advocate a firm control (a 
loose control is often not respected), but 
one that is at the same time broad- 
For this reason I 


minded and human. 






The roominess of this office gives ideal working conditions. The 


against the wall, away from main gangways 


so that file-clerks and passers-by do not hinder one another. 
The arrow indicates the special lights placed scientifically to 
provide shadowless lighting over the files 


Your Car Being of Par 


Importance, As an Ite 
Selling Equipment 


Why be content with anything less efficient than a 
“TEN ” (Engine develops over 30 b.h.p., but taxed only 
per annum in Great Britain)? 


You can spend far more than its price, £150 for the 
£162 .10s. for the Double-Entrance Saloon (illustrated) 
Touring Car, without getting nearly so good a car. 


Judged whether on performance, comfort-provision, pleasure 
of handling, resistance to bad weather, flexibility in heavy 
traffic, or ability to maintain a brisk average on long runs, 
without leaving you tired and limp at the end of a really 

a busy day, the Ford “Ten” is ideal for the service of the 
salesman, or sales executive. 


It looks good; it is. Examine it, inside and out. 

it with cars costing considerably more. ‘Test it by any 
ceivable criterion, and it will still justify its nicknarmn 
“the luxury-car for the economically inclined.” 


— tere, 


Catalogue on Application er from 
Dealers throughout the British Isles. 
prices at Works. 


A AERAN Hrer aia 


FORD MOTOR COMPANY LIMITED, DAGENHAM, ESSEX. LONDON SHOWROOMS: 88 REGEN 

















pward, ‘or ‘he’ ‘will fnd that a lot 
little things will get by his aie | 
a capable man, women I consider, will 
work harder and more conscientiously. 


Office Manager Must be 
More than a Technician 






To get the right human control is 
herefore of the first importance. You 
eed firmness, understanding and tech- 
nical ability. So take much trouble in 
picking your office manager. Do not 
install him merely because he is a good 
accountant, secretary or other profes- 
ional entity. Pick a man who, besides 
knowing his work, can develop goodwill 
mong those under him. | 
he right man will then attend to 
that other vitally important thing: the 
physical conditions of the office. 
An enormous amount of inefficiency 
exists solely because of rank ignorance 
in regard to the human needs of office 
workers or of silly prejudice against 
obvious needs. I have seen huge sums 
money spent on fine, modern equip- 
nent, while at the same time I have 
een a lack of understanding and com- 
aon sense prevent such equipment from 
being used effectively. 
An one office that I have in mind there 
was a certain typing pool: four opera- 
tors who did routine typing (including 
<- = fetters for minor executives) for six 
» departments. 
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These charts — you to keep a — visual check on staff holidays. 
this small reproduction) and months by red lines. 
: Jan-June a and — wun apace for 54. names. Price is one shilling per tw 
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ow it happened that this particula ï 
office (laid out on the ‘‘open’’ 
plan) had a very nice bay at one end. 

‘ideal location for routine machine 
workers, argued the office manager. He 
therefore put here the four typists, 
alongside two operators of book-keeping 
machines. 

To the casual observer this arrange- 
ment looked all right, but the noise in 
that bay was nerve-shattering. The 
clacking of four typewriters and two 
book-keeping machines was bad enough 
in itself, but the shape of the bay col- 
lected all that sound and reflected it, 
accentuating it to a considerable degree. 

The result was a very sharp fatigue 
incidence quite early in the day. 
Absenteeism owas frequent through 
headaches, and work fell off rapidly 
towards the end of each day. There 
was also a high labour turnover in these 
two sections, a very expensive and 
undesirable factor these days, since 
good operators are hard to get. 





‘Wanderers’ About the Office 
Disturb Work 


Another bad point about this arrange- 
ment was that the typing pool happened 
to be at one end of the office while the 
main door was at the other. People 
bringing work for typing had to walk 
the whole length of the general office 
and to push in among the book-keepers, 
who had to move their trays of ledger- 
cards each time. 

When people are working at high 


At-a-Glance Control of Your Staff Holiday Schedule 
HOLIDAY CHART—1938 
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office é 
are constantly subj 









Weeks are divided by slightly thicker lines (not very clear in 
: Sheets measure 26} by 22 inches and are supplied to cover the year in two periods, 


o sheets, from. Wightman ; Mountain — Artill 















interruptions from peo] 
department. 

I mentioned to this office manager t 
installation of sound-proof partitions 
between the typists and the book- 
keepers, but he cavilled at the expense. 
He would not even consider putting it 
up to the management when I pointed 
out the obviously higher expense of 
labour turnover, absenteeism and daily 
falling of the work curve! 


















Even this Com promise : 
Barrier Helped 


However, he did compromise by 
rearranging the layout so that a parti- 
tion of filing cabinets was put between 
the two sections. This certainly helped 
a little by breaking up the sound and 
by putting a physical barrier between 
the two sections. Visitors to the typing 
pool no longer had to pass so closely to 
the book-keepers and their work. The 
girls much appreciated the change. 

I have found another prolific cause of 
headaches in the arrangement whereby 
machine operators work facing a large 
window. 

In a certain Midland town where an ©: 
outlook on to grass and green trees is > 
a rarity, the manager of one office: 
thought he had done a beneficial thing 
by installing book-keeping machines —— 


(Continued on page 30) 
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Copyright 


Solves FOUR Machine Acco inti — 


you are interested 


Machine Posting | 


"any other prob- 
m connected with 


ethods and equip- 
ent we will be glad 
-have opportuni- 
ties to be of service. 
Details gladly sent 
by return of post. 


|. THE PROBLEM OF SPEED 


Speedrail solves the speed problem by centralising thousands « of. accounts att the. operator’ = fing 


tips. All waste movement is abolished, and 100 per cent ime spent on actual posting op ri 


A slight touch of the hand brings any pray into correct posting position. 


2. THE PROBLEM OF REFERENCE 


Speedrail solves the problem of reference, as all the accounts are Tuly displayed in the — 
for speedy reference without interrupting the machine operato cher w xi 


others interested thus have their own work made easier. 


3. THE PROBLEM OF HANDLING 


Speedrail abolishes the handling of trays to or from a strongroom which may not be easily 
—perhaps on another floor—and saves damage to walls, doors, arid equipment, in add 


economising on labour. 


4. THE PROBLEM OF SAFETY 


Speedrail solves the safety problem because it has its. own Safety Tunnel. One touch of th 
and in a few split seconds your accounts can have ample protection against fire. This fire pro 


equipment has been specially furnace tested, and shows a 30 per cent. safety margin. 


THE COPELAND -CHATTER —_ | 


Exchange House, Old Change, London, E.C.4. Tel ephone City 2284 (4 * 


BRANCHES THROUGHOUT THE PROVINCES 





































































most modern buildings in London. 

An overhaul of routine carried out to 
give the firm a ‘‘clean start’ enabled a 
saving to be made in office costs that will 
amount to somewhere about £8,000 in 
the year. 

-- Yet none of these savings was made by 
educing activity or staff. This consider- 
able gain was made solely by lopping off 
a lot of redundancies that had somehow 
or other grown into the routine during 
a period of years. 

“The executive responsible ‘for the 
clean-up called it a campaign of simpli- 
fication. And that, actually, is what it 
was, 

Take, for example, one item—office 
forms. 
a an 








accounts got a big relief. In a full year 
h ag will amount to more than 


n any big. organization that is 
ill growing, internal routine tends to 
xpand, too: rede adancies creep in 
unnoticed. 
This firm, for instance, ‘neuen it 
quite necessary to have nearly 200 forms 
of various kinds. Some were as small 
as memo. pads, some as large as insur- 
ance policies. 
primary colours and in dozens of shades, 
many cases they were unrelated, but 
could not be told apart without close 
inspection. Dozens overlapped; many 
were quite unnecessary. 


jampaign Boiled Down to Six- 
Point Attack 


Was decided, therefore, to carry out 
ix-point policy of simplification; (1) 
ut the number of forms to a minimum 
and lay them out in the simplest style 
for efficient use; (2) centralize the control 
of designing and buying stationery and 
nted matter; (3) study all office jobs 
devise means of doing them more 
ly and at lower expense; (4) get 
rate costing of each department's 
rk; (5) test all new equipment, such 
ook-keeping machines, for ability to 
specific jobs at less cost in time and 
ney (6) carry out, to such detail as 

is, notebooks, rubbers, etc., the 
















d A an answer as to — this 
m should be maintained. It 
3 necessary. to go to each with all 
sal what ingort his nee and to 




















CASE scented recently where’ = 
the headquarters of a famous - 
= J manufacturing concern moved 
into a block of new offices—one of the. 


Unimportant as this may seem _ 
nh economy campaign reaching > 
almost to five figures, it was at this very 
point that the stationery and printing 


F olders for Personnel Records 


They were in all ‘the - 


ais strip of metal. 





spread over, say, six. He then stan- 
dardized sizes and colours. 

This simplification added to efficiency 
in handling forms, lessened chances 
of error, and cut printing costs to a 
fraction. 

Desks, typewriters, materials, and 
sundry supplies were also standardized. 
Every typist knows, for instance, just 
where to look in her own or her neigh- 
bour’s desk for any type of job. There 
is no upset when one girl has to substi- 
tute for another. 

Files and shelves, too, have been 
standardized in relation to the letters, 
forms, and documents they hold. This 
meant scrapping of all kinds of depart- 
mental filing cabinets and systems. 
A check on all output in work and 


Ee has been OE For this 
purpose a special department has been | 
formed under the control of the execu- 
tive who carried out the scheme. All 
office supplies are debited against the.: 
department drawing them. The balance 
of each account is kept daily, so that a 
check on what is being used is always 
available. Much money is being saved 
here. e 

All new machines, such 7 
writers, billing-machines, calculators, . 
letter-opening or sealing machines, ` 
postal frankers, and so on, are bought — 
through this department and are sub- 
mitted to tests by the executive in | 
charge. A machine is now bought only | 
on proof that it brings an improvement ` 
in output and a lowering in costs, n 
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This idea avoids the use of loose forms 
and makes each Record self-contained 


tion forms in connection with 
the engagement of — 


Mi firms use printed applica- 


This is — a good ee but a varia- 
tion of it which makes this system more 
complete is used by a well-known carton 
manufacturing concern. The idea might 
prove interesting and helpful to other 
employment managers. 


The basis of the plan is that the appli- 
cation form, instead of being just a 


“separate sheet, is printed on the inside of 


-a good quality filing folder. 

This folder thus serves as the applica- 
tion form and a filing folder for all sub- 
sequent papers and records which need 
to be filed or kept in connection with 
each employee. l 

In this company employees may be 
engaged at any one of several points 
where the firm has branch factories and 
offices; it is necessary, therefore, for 


branches and head office to have a per- | 
sonnel record of each employee. The 
original is made out when a prospective. 
employee applies for a job and is retained . 
by the branch where the application, is. 
made. ; 

When the applicant is accepted and- 
put to work a copy of the application is - 
typed on a new folder and is sent to the 
head office where it goes into the 
‘‘master’’ personnel file in alphabetical 
order. 

Records of all future transactions re- 
garding each employee are in due course _. 
sent for insertion in this master folder . 
which thus automatically becomes the 
combined file and dossier of the em- 
ployee. 

For example, when there is a change of | 
salary or wage rate, a transfer or promo- | 
tion, there are special forms for recording 
these changes. Copies of these forms are — 
filed at the branch and at head. office 
so that all information is concent tea in st 
the folder-record. : 




















Letters sealed at 50 per Minute speed 


by using this machine 


SIMPLE machine, called ‘‘Quik- 
lose’, is now being sold to help 
speed up envelope sealing. By 


A 


its use any office-boy can seal letters ; 


at a rate of 50 a minute. 
The machine consists mainly of a 


~ dampened rubber roller above which is 
Flaps of envelopes are. 


slid on to the roller at the right-hand 
. and drawn forward. The metal 


„seal all envelopes ‘completely. 







f p} holds the fap. on the roller and 












thus all the gummed portion of the flap 
is moistened. The operator merely. 
flicks the flap down. Envelopes sı 
treated are placed on top of each oth 
beside the machine. The flaps are so. 
effectively moistened that a slight pres- 
sure on the pile by hand is sufficient to _ 







< The equipment can- be used for any 4 
size envelopes. The price the 
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Versatile machine saves 
for smaller companies, too ! 


HANDLES ONE BIG JOB 
OR MANY SMALL ONES 
ACCORDING TO YOUR 
ACCOUNTING NEEDS 


Read what a typical 
smaller business man says 


“WY using our Remington ‘86’ 

on Sales Ledgers, Bought Led- 
gers, Sales and Purchases Analyses, 
Wages, Receipts and Payments and 
Financial Control, we keep it busy 
every minute. And we get the same 
saving in time and work as large 
companies which use each machine 
for just one set of these records 
exclusively.” | 


FITS PRESENT AND 
FUTURE NEEDS 


This flexibility of Remington ‘‘86”’ 
places it within the range of even 
small companies. It also saves all 
users money over a period of years in 
this way—if and when your account- 
ing requirements change, it is not 
necessary to rebuild or trade in your 
Model ‘‘86.”’ A few simple adjust- 
ments, and you are all set, without 
the machine even leaving your office. 


GET CASH PROOF 

OF SAVING 

Each Model ‘‘86’’ is sold on a basis 
of reduced accounting costs, proved 
in advance by demonstrations. For 
facts regarding a free trial, phone our 
local office or write— 


Accounting Machine Division, 
Dept. J.J. 333. 
REMINGTON TYPEWRITER 
COMPANY LIMITED, 

100 Gracechurch Street, London, 


(Branches in all Principal Cities) 


- 
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Why waste time and work in your accounting? You, too, can have up 
to-date, adequate figures, facts with which to guide your business. The 
electrified Remington Model ‘'86"' posts up to seven related records at one time 


NO OTHER MACHINE AT ANY PRICE GIVES 
YOU ALL THESE FEATURES 


I. Complete electrification of all alphabet and numerical keys, and 
of carriage. 


2. Complete flexibility of registers, providing extra accumulations 
without rebuilding or replacing machine. Additional registers limited 
only by length of carriage. 


3. All registers visible for columnar accumulation and with cross com- 
putation. All registers equipped with direct subtraction, providing 
contra entries within specific column and instant correction of errors. 


4. Automatic tabulation and interchangeable form bars. 

5. Complete visibility of writing line, permitting easy checking of every 
entry. 

6. Automatic line proof of each individual entry provides instant audit. 


7. Independent control of each related form to be prepared simulta- 
neously, 


8. Uniform legibility of all records. 


REMINGTO 


ACCOUNTING MACHINES 
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BUSINESS EQUIPMENT REVIEW 


Short-Run Duplicating ? 


It — With Long-run Economies 


recognized as one of the best 

means of saving time, money and 
labour in offices, factories and shops, 
but it is only recently that machines 
have been built to perform this vital 
function with an efficiency in keeping 
with modern practice. In the past, for 
instance, disorganization of ordinary 
long-run work made it uneconomical 
to switch an office printing machine 
over to short-run jobs. It has often 
been cheaper to do the work by hand 
or have it done outside. 


C recognize duplicating is to-day 


Machine Can Do Typewriter 
Manifolding Work 


Nowadays, however, there are 
machines built to solve short-run 
problems. One of the outstanding 


examples is the Fordigraph Rotary 
Reproducing Machine which I exam- 
ined last month. It is an all-British 
precision machine made by Frank R. 
Ford Ltd., of Birmingham. Besides 
functioning as an ordinary reproducer 
it can be used for manifolding work 
which you now do on a typewriter. 
Some of the outstanding points about 
the machine are: (1) low cost for the 
reproduction of any first copy and rock- 
bottom costs for runs up to 300 copies; 
(2) any combination of five colours can 
be used in one operation and on any 
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one original; (3) finest detail in archi- 
tects’ or engineers’ drawings, charts, 
maps, plans, graphs, etc., is success- 
fully reproduced; (4) perfect registration 
is obtained when working on printed 
forms, etc.; (5) no special duplicating 
papers are needed; (6) alterations can 
be made on an “‘original’’ as easily as 
on a typed letter; (7) no inks, gelatine, 
compositions, water, or stencils are used 
nor need the machine be cleaned up 
after use; (8) no smudging, blurring or 
creasing of originals or reproductions 
possible when operating the machine; 
(9) rate of reproduction can be any- 
thing from 40 a minute; (10) the 
machine is simple to operate, a junior 
can be left in charge. 

Before I explain the points in detail 
let us examine the method of reproduc- 
tion. It is based on the hectographic 
rotary offset process. The Fordigraph 
reproducing-sheets are coated with 
hectographic ink, the formula of the 
coating being such that it bears a true 
relation with Fordigraph reproducing 
spirit, the other necessary reproduction 
component, 

An original or master sheet from 
which reproductions are taken is easily 
made by placing a piece of ordinary 
one-sided art paper against the coated 
side of the reproducing carbon paper. 
Writing, typing, or drawing is then 
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Internal forms and plans are only two —— of many kinds that can be run 


off, in one or up to five colours, on this ma 


ine which needs no skilled operator 


This Machine | Does 


done on the unglazed back of the 
master sheet. 

One point worth dealing with here is 
that of the paper on which reproduc- 
tions are required to be made. While 
it is true that any type of paper can be 
used it is worthwhile, to get the best 
results, to use engine- or vegetable-sized 
papers. Tub-sized papers which are 
finished with a coating of gelatine, glue, 
or animal-size, are not so satisfactory 
because the coating is soluble in alcohol, 
which is the basis of the Fordigraph 
fluid, and the printing value of master 
sheet is impaired. 

Apart from this ‘‘don’t’’, one can use 
successfully the finest tissue paper, air- 
mail paper, cardboard, or even blotting- 
paper. All shapes and sizes of paper 
with torn or rough edges can be fed 
into the machine. It is not necessary 
to have carefully trimmed sheets. In 
the matter of size, you can print any- 
thing from a price ticket or gummed 
label to a sheet 18 in. by 13 in. 

Preparation of the master sheet is 
simple and requires no skill. If it be 
a letter or some other typewriter work 


‘your typist can tap it out as quickly 


as she does an ordinary job. Drawings, 
plans, graphs, charts, forms, and 
simular work can be done and copies 
printed in one or more colours in little 
over the time it would ordinarily take 
to draw one original. 

For hand-drawn work an ordinary 
hard lead pencil is sufficient as the 
carboned sheet and master paper are 
placed on a steel writing-plate which 
ensures clear, sharp lines being drawn. 
An ordinary stylo pen gives good 
results. For ruling or tracing forms, a 
sharp but rounded piece of steel such 
as a stylus is excellent. 


Registration for Colour Work 

is Simple 

Reproduction of coloured originals is 
quite straightforward work. Carbons of 
the colours to be used are employed one 
after the other in preparing the master 
sheet. No adjustment of the machine 
or change in technique is needed for 
the printing process. Registration of 
colours is assured without special care 
having to be taken. 

Where you use printed and ruled 
forms hair-line registration in printing 
additional matter on them is necessary. 
This is ensured by aligning accurately 
marked scales on the printing cylinder 
and the feed-in tray. 

Alterations are easily made on the 
master sheet at any time. 

My inquiries showed that many firms 
using the machines have saved 75 per 
cent in time spent on such jobs and 
have cut costs by over 50 per cent. 
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MAKE YOUR MAIL 
evidence of progress 


It is a mistaken belief that the use of Postal Franking- 
machines is beneficial to the large organization only. 
The relatively small concern, handling from 50 letters a 
day up, can effect just the same economies, in proportion, 
as a business whose mail runs into thousands daily. 








FURTHER, THE SMALLER BUSINESS, BY 
USING THIS METHOD, SECURES THE 
ADDED ADVANTAGE OF CREATING WITH 
THE RECEIVER THE IMPRESSION OF 
CONSEQUENCE, USUALLY ASSOCIATED 
WITH A FRANKED LETTER. HE IS IN 
GOOD COMPANY ; INASMUCH AS MANY 
LARGE AND INFLUENTIAL ORGANIZA- 
TIONS USE FRANKING-MACHINES HE 


IS ASSURED OF THE PRESTIGE AND Universal Postal Frankers Ltd., have a wide range of these 
machines, Illustrated is the new Improved Midget’, suita! e for 
DIGNITY SURROUNDING THE FRANK. a mail of 50 or more letters a day, and shows the speci al gummed 


paper strip attachment for franking of bulky envelopes, parcels, etc 


UNIVERSAL POSTAL FRANKERS = 


1-7 CANONBURY STREET, LONDON, N.1 Telephone - - - Clissold 3613/5 





THIS 

MACHINE IS 

INDISPENSABLE 

TO YOU 
Why ? 


Facts and Ideas for 
Advertisers that you 
can Use with Profit 


E you could gather for yourself all the latest news, 
developments, and the most successful plans in 
the advertising field, and those selling methods 


proved soundest in selling practice— 


* 1. Employees clock “IN” or “OUT” at any identical 
moment and the machine automatically locates the 


How much would it be worth to you? 
registration on the card in the correct space. 


Pounds and Pounds! For it would help you to get more out of your 


advertising and to increase your turnover and profits. But the cost, x 2. No “SHIFT” lever. 
if you did it yourself, would be prohibitive. x 3. Patent punch mechanism prevents intentional or 
Here is a way you can do it for less than a penny a day. unintentional double recordings. 
For in the pages of the ADVERTISER’S WEEKLY there comes to your Ææ 4. Two-colour machine and the colour programme 
desk every Thursday just such a complete report as you could wish for, can be set to any specific requirements. 
on the most recent news and developments in advertising and selling and i 
in the latest ideas in Press, Poster, Direct-Mail, Outdoor, Sign, Film, Novelty x 5. Recordings are made on the front of the card 
and every other branch of advertising, In addition, you also get Marketing thus accelerating the “CLOCKING IN" rate. 
Surveys both regional and overseas, which show you the sales possibilities 
and facilities in all the markets covered. % 6. Modern and neat in design—minimum space 
required. 


To secure all these sales and advertising ideas, facts and 
data regularly every week, you need simply order your 
newsagent to deliver “ADVERTISER’S WEEKLY” 
every Thursday morning. Or, if you prefer, first send a 
post card for a specimen copy TO- DAY to the Publishers :— 


* 7. As it is electrically operated, correct time is 
always ensured. 


Issued by: SYNCHRO TIME SYSTEMS LTD., Indus- 
trial Branch of SMITH’S ENGLISH CLOCKS 
elles 57-63 Wharfdale Road, London, N. | 


'Phone TERminus 2133. 


Scientific 


Advertiser’s Weekly || * 


BUSINESS PUBLICATIONS LTD., Dept. B.A. AMITTL TINE DE (ee 
WHITEFRIARS HOUSE, TALLIS ST., LONDON, E.C.4 














‘Its Second 


(Continued from page 9) 





































The company has ten thousan 
appointed agents in nearly one hundred 


— A N A P O L O G Y | | countries. This is a system of “pro 












agencies, each one carefully: 

selected for efficiency and progressive 

ae ness by the sales organization vested i 

ae p ë thirteen main distributing depots located 

| >g at strategic points throughout Britain. 

He | Each of these main depots carries 

aS large floating stocks of machines {ir 

— g — some the stocks total 10,000 machines 

WE REGRET that our issue of Samples — — and each depot has its quota of area 
| travelling salesmen attached. 

: ae | The salesman continuously ‘“‘service 

in the F ebruary Number of BUSINESS — the individual dealers, not Aaa 

l ad as ‘‘order-takers’’ but as constructiv 

c$ » advisers, their object being to help the 

included a “Flick- Tuk? bag which in- E a ae a aa 

poo g The central sales organization al 

fringed the Patents y a Ba manufactured | Raleigh headquarters know well that 

progress is governed entirely by the 

speed of retail outlets. Thus all their 


by — eo Co. (Balham\ Limited of ak efforts are directed constructively in 
| D, ; this direction. cs 
Grange Mills, Balham, London, S.W 12, Es Helping the Dealer to Raise 
l f 7 His Turnover . 
; r cé 2 > 
and known as the Balgr ate Regulation Bag. E | The dealer-aid service organized by- 


the sales promotion department at the- 
Raleigh headquarters in Nottingham is 


l g | very comprehensive, and is set out ina — 
We extend our sincerest apologies to loose-leaf book, a copy of which is given _ 
c ~ jif to each dealer. This service includes | 
hinia ee Ce. F | almost every kind of display material, 
p (B ibam) Limited f or from simple window-stickers to complete 


— — | window-trims. 
— distributed the same. E The marketing policy of the company _ 
. | has been: (a) constantly to advance the _ 
technical design and quality of the. 
bicycle itself, and (b) to develop byi. 
«fl | advertising those tendencies among the _ 

f À 7 J public which came to the forefront after 
LEWIS EAST e COMPANY || the War; i.e., the greater desire to get — 
|| more out into the open air; the freer | 

mixing together of young people in the- 
club spirit; and the desire of thousands 
of people to live farther and farther 
away from big towns and industrial 
areas. 
Raleigh's intensive policy of technics 
and design improvement has enabled th 
company to capture the lion’s share 
the better grade end of the market 
well as a very substantial share in the 
typical mass market. In this latter buy: 
ing class, where bicycles are needed 


‘GUARD THE MINUTES | almost solely for utilitarian purpose: 


tens of thousands of users prefer to 
Pahat ae bring — profit bisai —— The undisputable spend just that little more in order t 
records it provides of time worked help to cut out waste which y Š ; 
-otherwise increases your overheads. The G.B. System induces punc- Bye RATAT Ove a psa top qualit 















































“tualit product. 
_tuality without favouritism and friction And it is in ‘this market that moder 
Send for catalogue of these British made recorders. hire purchase facilities have been 






particular benefit to users ... . an 
the Raleigh company’s turnover. 

A very powerful sales factor in — 
might be called the "bicycle . fo 
— oe has — the series 
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nd Sturmey-Arche car nas 
een used in the setting up of many 
mous cycling records. These are 
iways of great interest to enthusiastic 
mateurs and to club riders generally. 
he company has therefore devoted a 
ood deal of its propaganda appropria- 
tion to popularizing these records in the | 
Press generally and the cycling papers 
articularly. 
At the beginning of this article we 
mentioned the enormous benefit to the 
industry of the greatly increased number 
sof women who took to cycling after the 
_ War. 
At the outset that was really nothing 
more nor less than a lucky break for 
the cycle manufacturers. Women’s 
“machines of those days were inelegant 
and they were heavy. It was here, there- 
‘fore, that the ingenuity of the bicycle 
technicians would have scope for full 
play. Something would have to be done 
if this new movement among women was 
to be consolidated and expanded, 


in the setting up . 

















: Improved Machines Created 
Wider Appeal 


_ It was in this section of the cycle 
business, therefore, that the metallurgi- 
cal improvements which Raleigh had 
recently discovered could be turned to 
_ biggest account. The lighter yet stronger 
-steels for frames and other parts enabled 
weight to be cut down by fully one 
third, better bearings gave easier 
running and vastly improved design 
made women’s machines much more 
appealing propositions. 
With such improvements, and appro- 
priate advertising, the women's section 
of the market has therefore been profit- 
ably expanded. 

» While on the subject of design we can- 

- not close without a further word about 

< Raleigh’s latest development, the dyno- 

hub electric lighting system. 

.. As its name implies, this idea incor- 
porates an electric generator within the 
hub of the machine, and it has been 
described by many as the greatest 
advance in cycle construction since the 

introduction of the free-wheel;: further 

than this, its adaption in other direc- 

-tions apart from cycles is hardly yet 

. measurable. l 

There is nothing new in having electric 


PENCILS 


VENUS PENCILS are 
incomparably smooth and 
‘Jong lasting,their standard 
of quality never varies. 
MADE IN ENGLAND 

ENOWN THROUGHOUT THE WORLD 


df you will state the nature of 
your work and choose two 
different grades which you 
think most likely to suit, we 
shall be very glad to send 
- you samples to try. 
VENUS PENCIL CO. Lid., LONDON, B.S J 

































ULTIMATELY BUSINESS doss it cost you 7 — — — aie ee 
s there an uncomfortable gap between gross profero o < = 
SUCCESS IS MEASURED and nett cash profits 2 | — 
BY NETT CASH PROFITS On the manufacturing side alone, is there complete cy o 
ordination between the various processes ? Are purchases, o ă = 
raw materials, and component stocks stages of a continuous = 
and planned process or three separate uncoordinated tema. o o 
Can you see immediately the load on the shops and the effects 
of overloads and underloads ? ff a hold-up occurs can the remo ă< 
cause be located rapidly and the effect of the necessary readjust. 
ment on the plan be immediately grasped T ; i Ee 
Kardex Mechanical Planners and Visible Records perform the | 
essential functions of giving rapid visual control of all stages in 
the process of manufacture. But in addition they enadie you too 
plan simply and efficiently and to check the performance against 
the plan. Write for Planner Bulletin No. B.080. — 


KARDEXE 


SOARING SA 


THROUGHOUT 
increase the risk of leakage. Get the utmost benefit 
from your trading by checking your cash with a British 
Gledhill Register, which keeps a strict watch over every 
penny and acts as an extra assistant in busy periods. 
Over 100,000 Gledhills in daily use, giving faithful service 


Sent for Catalogue, terms, etc. 


G. H. GLEDHILL & SONS LTD. 
50, TRINITY WORKS, HALIFAX 
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@ STEEL-BUILT FOR LONG LIFE 
@ NON-TEAR EDGES AT FOOT 


@ DEEP QUARTO OR FOOLSCAP 
DRAWERS WITH ADJUSTABLE COM- 
PRESSOR PLATES 


@ SMOOTH NON-JAMMING “BUILT TO 
LAST” TWO-POINT NICKEL-STEEL OR 
ROLLER SLIDES 


@ BRIGHT HARD-WEARING OLIVE 
GREEN FINISH 













The complete range of Valor Steel Equip- 
ment includes: cupboards, clothes lockers, 
wastepaper tubs, index cabinets, filing trays, 
letter racks and steel shelving for all pur- 
poses. 

Send for tlusirated List No. 20/V.108. 
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BROMFORD, ERDINGTON, BIRMINGHAM —- LONDON, 1206 Victoria Street, S.W 








oo : BETTER 
ADVERTISING 
LITERATURE 


Typical recent comments from users of 
our layout and printing service: 






















“We do think that for simplicity of 
arrangement, cleanness of design and 
good printing, it is the best catalogue of 
its kind we know of. . . . We appreciate 
very much the thoughtful and sympathetic 
help you have given us on this as on the 
other catalogues in the past.” 

We consider this layout to be very 
smart indeed and have pleasure in 
approving same in its entirety.” 

We return herewith the folder, which 
rethink is very good indeed, and con- 
itulate you on your efforts.” 


yer your next piece of printed 
rtising——catalogue, folder, blotter, 


quotation. You will be under no 
bligation. Loy 


. W. RUDDOCK & SONS 
inting and Advertising Consultants 


© LINCOLN © 
nd at 3 Old Jewry, London, E.C.2 
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Don’t Wait For Figures — 
keep themina WATLANE 


What an asset to 
executives to have 
figures and facts at 
hand without even 
waiting for secre. 
taries to produce 
them. 





Watlane System 
Desks are designed 
so that you can keep all vital information and 
documents ete. such as you constantly require 


permanently within handreach., Also they're 
designed for comfort and ease when in use. 


Let us send details 


WATLANE CABINET CO 
15 Grange Rd., Willesden Green, N.W.10 


Ideas 
Drawings 


RICHTON 


STUDIOS itp. 





N LONDON WC2. HOL.8400 | SP l you 
5 CHANCERY LANE, LONDO T ae at a 


and at Prudential Buildings, Kings St; Manchester impossible g 


|. desks, lack of space on which to p 
= | papers, documents and so on build up 
-| among office employees a cumulative 
“| resentment that kills all initiative and 
‘| real interest in the work. | 


‘space until your overcrowded employees 





The dyno-hub system in fact makes 
the bicycle for the first time a com: 
pletely self-contained unit. As a pro-: 
gressive step it is at least as important: 
as the rim brake which ousted the old- 
spoon brake of years ago, or the free- > 
wheel which superceded the ancient 
fixed wheel. Although exclusively a 
Raleigh feature at the moment it is not. | 
difficult to foresee that this develope < 
ment will soon become universal on | 
bicycles throughout the world. ae 


‘Staggered’ Holidays | 
Not Yet 


(Continued from page 12) 




















Families like to take their holidays.. 
together; thus the whole matter turns: 
upon this point of the school summer 
holiday period. So long as the authori- 
ties stick to August there seems noi 
likelihood whatever of business firms 
being able to adopt a staggered plan. 

The average firm would never 
attempt to do it by compulsion. 
There would be an upheaval among 
its employees at once. Organized 
industry, however, could get the. 
school practice altered. Beyond | 
tradition there is not the least barrier 
to the schools staggering their holies 
days over four, or at least three, | 
months. — 

The Government would be perform- 
ing a good service by providing this 
matter as the next subject for investi- 
gation by Lord Amulree’s Committee. 


= a 
Planning the Office 


(Continued from page 22) 


against the window., The operators, he |. 


thought, would like to face the open — 


space. ee 

But nothing could have been worse. | 
The constant glare of a big expanse of 
sky, even when the sun was not shining, 
was too drastic a contrast to the com- 
parative gloom of the keyboards. Eyes 
could not stand the strain, plus the 
effect of white light reflected up from 
the glass-covered keys at certain angles: 

When the machines were turned 
round and the operators seated with 
their backs to the light, work improved 
and eye-strain practically disappeared, 

Petty annoyances destroy co-opera- 
tion and goodwill. Overcrowding © 




















It is no economy to ration your office 


LR, 
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Industrial Sites pitting "imene Management 


Factory at Swansea Helps You Build 
Export Trade Because— 


and other metal industries, is setting 
out to become a home for light indus- 
tries. The story behind the town’s aim to 
attract the consumer-goods of manu- 
facturer is similar to that behind most 
centres of heavy industries. Reliance on 
coal-mining and metal-working brought 
trouble during the recent slump. Since 
then recovery has been only partial and the 
rospects of a return to full prosperity, 
based on these major industries alone, are 
remote. Not that the coal-mines and the 
tinplate works, for example, are not active; 
they are, but they do not need to-day all 
the labour to get as much or more produc- 
tion as they got in pre-slump days. Hence, 
there are about 12,000 unemployed in the 
area, and a problem of diversifying local 
industry. at is why the town is re- 
lanning and developing its facilities—to 
induce new industries to locate within its 
boundaries. 

From your point of view, as a manufac- 
turer, there are certainly many attractions 
in a site at Swansea. Summed up, ten 
—— advantages can be named: (1) Good 

-round facilities for developing overseas 
trade; (2) first-rate port facilities; (3) sup- 
plies close at hand of many raw and semi- 
manufactured materials; (4) abundant 
skilled and semi-skilled labour; (5) very 
cheap electricity; (6) good road and rail 
transport services; (7) cheap rental of 
standing buildings and land for rental or 

rchase at low cost; (8) cheap and plenti- 

ul water supply; (9) a valuable doorstep 
market; (10) good local services, excellent 
amenities, and wholehearted local support 
and help. 


S WANSEA, centre of the coal, tinplate, 


Special Help Is Given The 
Small Manufacturer 


Let us take the first two points. The 
port is trying especially to make it worth 
the while of small manufacturers to locate 
on one of the dockside sites. The local 
council and private landowners are willing 
to let sites at exceptionally favourable 
terms. The authorities will co-operate in 
providing services (power, water, etc.) at 
very low cost and may make special con- 
cessions in such matters as rates. 

Swansea is the nearest large port to the 
Atlantic. This means that a good deal of 
time and money is saved in shipping goods 
to most of the important overseas markets. 
The saving in distances is shown in this 
table: 

MILES 


Swansea Cardiff Bristol Hull London To 
2915 2.975 8.005 38.405 8,135 Montreal 
2960 3020 3,060 3.450 38.180 New York 


5,060 6,020 6,050 6,450 6,180 Cape Town 
6200 6200 6, 6,690 6,420 se wre 
11,450 11,510 11,540 11,940 11,670 Christchurch 
10,680 10,740 10,770 11.170 10,000 Adelaide 
510 570 1,000 7%) Bordeaux 
845 905 085 1,885 1,065 Lisbon 


1,810 1,870 1,900 2,800 2,080 Marseilles 
6,200 6,200 6,200 6,690 6,420 Buenos Aires 


These differences, amounting to some 
_ hundreds of miles in many Seg ee of 
great value in the aggregate. ipping 
costs are lower. Deliveries are speedier. 
There is less chance of deterioration of, or 


1. It is U.K.’s most ‘open-ocean’ port 


2. You can ship large or small, mixed cargoes 


3. Shipping costs are below average 
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damage to, goods in transit. Moreover, the 


port is particularly suited to the exporter, 
as the ships carry mixed cargoes and sail 
frequently to all important foreign and 
Empire ports. 

Port facilities? Recently G.W.R. car- 
ried out a {1,000,000 reconstruction of the 
docks, equipment, buildings, etc. The 
docks now have a deep-water area of 270 
acres and quayage of 32,000 ft. Transit 
sheds cover an area of 792,630 sq. ft. Dock 
railways and sidings total 85 miles. There 
are five modern dry docks, a graving dock 
capable of taking the largest liners, an oil 
bunkering jetty, and 21 coal hoists. Part 
of the modern equipment includes 38 elec- 
tric cranes, of which 28 have a capacity of 
three tons. The dock area includes: 





Transit — 

Sheds ‘eet 

King’s Dock * * 6 477,082 
Prince of Wales’s Dock 7 226,120 
South Dock * 28 5 78,604 
Fish Market 1 26,256 
Riverside Wha 1 8,510 
20 816,872 


Swansea is well placed for raw materials 
supply. Right at hand are coal, limestone, 
silica, brick earth, shales, sand, sandstone, 
and so on—all ‘‘raws’’ that are useful to 
scores of different manufacturers. In addi- 
tion, there are supplies of such semi- and 
manufactured materials as iron, steel, tin- 
plates, terne-plates, copper, brass and 
yellow metal, zinc chloride, zinc (spelter), 
galvanized sheets, nickel, steel tubes. 

‘From the viewpoint of labour, the new 
manufacturer will find little difficulty in 
getting a ‘‘factory skilled” staff. The 
diversity of metal industries carried on for 
generations has provided a wealth of men 


and women who have at least some skill in 
machine work. Although they may not 
have had experience in light industry, they 
are adaptable and quickly acquire the 
special skill needed, 

The amount of labour available at the 
present time is shown by the latest Ministry 
of Labour figures: Men, 10,056; women, 
1,184; juveniles, 1,279; total, 12,519. Of 
this number it is estimated that 50 per cent 
are skilled in some sort of factory work, 25 
per cent semi-skilled, and the remainder 
unskilled, 

The average wage of labour in the area 
is: skilled, about 1s. 64d. an hour; un- 
skilled, about 1s. 2d. an hour. 

The corporation supply electric power. 
The recently completed new power station 
has been selected as a generating supply for 
the national grid scheme. Its total capaci 
is 240,000 kw., power available for 
existing industries and for any likely future 
development. 


Electricity Engineers Will Probe 
Your Problems 


The electricity department will serve you 
in many ways. For instance, the staff draw 
up details of installations and tell you the 
cost of various operations which might be 
done with electricity. They will investi- 
gate your problems. Recently, tor example, 
the department’s engineers were able to 
wipe out stoppages at a “bottleneck” in 
one factory. e method they devised is 
almost foolproof. 

Price of current varies, of course, with 
the amount taken and the time at which 
it is taken. For the small user the cost 
is around 8d. per unit. Big users, can, 
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Swansea Gas Light Com suppl 
on the block system. Charnes * for 
central heating and for industrial purposes 


. range from 6.25d. down to 4.45d. per 


therm. The company’s technicians will 
investigate and give you help on problems 
concerned with heat processes and other 
work in which is or can be used. 
Distribution from a factory in Swansea 





can be carried out swiftly all over the 


British Isles. Both road and rail facilities 
are good. The area is served by two of 
Britain's main railway groups—G.W.R. 
and L.M.S.R. 

Fast trains on the G.W. system do the 


journey from Paddington to Swansea in 


four hours. G.W.R. also connects the port 


with Birmingham and the Midlands. In 


addition, the company’s service links 
various centres in West Wales—Carmar- 
then, Tenby, Pembroke Dock, Milford 
Haven, Fishguard—to the port. 

L.M.S.R. provide express passenger and 
freight services to Shrewsbury, the Mid- 
lands, Liverpool, Manchester, Newcastle, 


and North-East Coast, the North of Eng- 


land generally, Scotland, Irish Free State 
via Holyhead, and Northern Ireland via 
Heysham and via Stranraer. 

Main roads from Swansea give access to 
Chester, Liverpool, Manchester, and the 
North; Worcester, Birmingham, Wolver- 
hampton, Leicester, and the Midlands; and 
via Gloucester to London and the South. 
Distances by road and rail from Swansea 
to these and other main centres are: 


Rail Road 
London 198 194 
Worcester 106 98 
Birmingham 181 124 
Northampton 176 168 
Leicester eae 170 165 
Live 1 ven ant ása 169 ass 171 
Manchester ... m3 178 191 


It is not, of course, possible to state the 
cost of available factory land and buildings 
in the port, as ownership is diverse and the 

asked differ a great deal. But to give 
you a clear idea of the type of sites avail- 


able, here are six specific areas which are 
_ for sale or rental in whole or part: (1) Near 
-Mond’s chemical works, about 3} miles 


from the centre of Swansea, is a site of 145 
acres. It has river frontage, abuts the main 
G.W.R. line, and has road access. 
The land is undulating, beneficially from a 
manufacturer's viewpoint; (2) also with 
river frontage and about 3 miles from the 
town centre is an area of 230 acres of flat 
land. It abuts G.W.R. line, has good road 


access, is served by streams, and is near to 
a large steel works; (3) old buildings are 
available on a site of 63 acres, situated 
between river and canal a mile from the 
town. All town services are provided. 
Near by are spelter, hematite, and tube 
works; (4) on the riverside and less than a 
mile from the town centre is a flat site of 
ro acres. It is near the main road, the 
railway, and a big copper works; (5) abut- 
ting to main road and within a mile of the 
new power station there is a site of 142 
acres, undulating land; (6) adjacent to tin- 
plate works and almost abutting the docks 


Recently G.W.R. carried 
out£1,000,000reconstruc- 
tion of docks, equipment, 
buildings, etc. That is one 
reason why Swansea's 
port facilities are up-to- 
date and economic. The 
building shown here is a 
good example of the port's 
modernization 
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and foreshore there is an area of 31 acres. 

Most of the sites mentioned have river 
and canal water availahle as well as the 
corporation supply. Cha.ges for the town’s 
water vary from 1s. 6d. per 1,000 gallons 
up to 50,000 gallons per quarter to 6d. or 
less per 1,000 gallons when 12,000,000 
gallons or more per quarter are taken. 
The water is soft and pure, and there is a 
surplus supply of millions of gallons daily. 

Swansea offers a considerable doorstep 
market—1,000,000 population within a 
radius of 25 miles. The port itself is one 
of the largest county boroughs in Britain. 
It has an area of 24,000 acres and a popula- 
tion of 165,000. 

Now for some other market indicators. 
Of the population, nearly 81,000 are males 
and over 83,000 are females. Persons under 
14 number about 39,000. The total num- 
ber of people of 14 years or more who are 
in occupations is over 70,000. The total 
of insured workers is 44,500. 

The number of families in Swansea is 
about 41,000. These are divided into the 
following income classes: {500 a year and 
over—4.3 per cent; over {250 but under 
{500 a year—12.9 per cent; more than 
£2 ros. but less than £5 a week—55.3 per 
cent; {2 ros. a week and under—27.5 per 
cent. Other factors indicating the standard 
of living in the area are: telephone sub- 
scribers, 3,055; cars licensed, 5,079; com- 
mercial vehicles licensed, 1,547; houses 
wired for electricity, 22,000; radio licences, 
38,100. 

These facts are all pointers to the trade 
possible in Swansea. For a manufacturer 
of consumer-type goods the prospects are 
particularly bright. 


New Reflector Improves Lighting and 
Cuts Costs At Least 40 Per Cent 


put on the market you can now get 

artificial illumination that is within 
four per cent of pale sunlight or natural 
daylight, the accepted standard of ideal 
light. There is nothing complicated 
about these ‘‘Marley’’ reflectors. They 
are reasonable in price and can be fitted 
to your present lighting systems without 
any extra cost. 


Here Are Five Special 
Advantages 

Five other distinct advantages claimed 
for them are: (1) increased illumination; 
(2) economy of current consumption of 
at least 40 per cent; (3) elimination of 
eyestrain; (4) for use with standard pearl 
or clear lamps; (5) no blue bulbs, filters, 
etc., required. 

The main work of the reflector is to 
improve the quality of light, to filter it 
to the ideal pale sunlight standard. 
Hitherto, this perfection has not been 
reached. The blue ‘‘daylight’’ lamp, for 
example, eliminates the whole of the 
red-yellow rays of an electric light bulb 
and produces illumination which is 
further removed from natural daylight 
than is the original light. The process 
of filtering also absorbs light produced, 
therefore to maintain intensity an 
increase of current consumnption—use of 
higher wattage lamps—is needed. 

To obtain natural light it is necessary 
to take out only a proportion of red- 
yellow rays. This is what the Marley 
reflector does. It is constructed of three- 


Be means of a new reflector recently 


ply glass—two-ply of highest quality 
white crystal glass and a very thin ply 
of special blue glass. This blue glass is 
“blown on’’ the inside of the reflector. 
The outside is heavily silvered and then 
coppered. 

The deposit of blue glass is of a shade 
and thickness to filter the red-yellow 
rays sufficiently to give a white and not 
a blue light. The absorption which takes 
place is almost nil, thus as well as quality 
you get quantity of light. Indeed, tests 
by light meters show that, as compared 
with ordinary reflectors, an increase in 
foot candles takes place. 


Lighting Bill Cut By 
40 Per Cent 


An important point is that this in- 
creased illumination is gained while a 
saving in current consumption occurs. 
The efficiency of the reflectors is such 
that a lower wattage bulb can be used 
to get better lighting. And at least 40 
per cent can be cut off your lighting bill. 
In many instances the saving is consider- 
ably more and the increase in intensity 
ranges from 40 to 100 per cent. 

Several firms now using the Marley 
reflector not only save in current con- 
sumption, get better lighting, and elim- 
inate eyestrain, but obtain increase in 
production. With no additional staff or 
machines, one manufacturer’s output 
has gone up 17} per cent. In other 
instances production increases measure 
between 5 and 15 per cent. 
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What Shall We Do 
About this Factory Act ? 





Second Article 
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There are Strict Provisions About the 


Guarding of Machinery .. . 


F I were asked by a busy employer 
1 which part of the new Factory Act 

he should read first, in case he 
should have no time in the near future 
to read the rest, I should without 
hesitation reply, ‘‘Part IT’’. 

In this part, the subject matter of 
which is Safety, there are more new 
provisions than in all the remainder of 
the act. In fact, in this part there is 
something approaching a complete 
Factory Safety Code, which stands out 
in marked contrast to the rudimentary 
provisions made in the previous Act. 

But there is a second reason of an 
equally practical character. It is open 
to an employer to obtain an extension 
of time in the case of any of the provi- 
sions of this part of the Act. The 
extension may, in the strongest cases, 
be until 1st January, 1940. 

To obtain such an extension what 
must you, as a factory employer, do? 
You must satisfy the Home Secretary 
that the change-over in the case of the 
new obligation in question will involve 
you in substantial expense or in other 
difficulties of a special nature. 

Or, if you think that the same 
applies to other factories in your 
industry or locality, you may move 
them all to make a joint request for 
the postponement. 

But, unless you succeed in such an 
application, the obligation will operate 
from July next like the rest of the Act. 


Specific Machinery That Must 
Be Fenced 


Employers must remember that the 
Factory Act does not merely oblige 
them to make dangerous machinery 
safe. There are certain kinds of 
machinery which must be made safe 
by means of fencing. 

How often have High Court Judges 
rebuked police court magistrates for 
failing to appreciate this distinction! 
As employers you have more to fear 
than mere censure if you fail to recog- 
nize the point, especially if an unfortu- 
nate employee is injured in consequence. 

The classes of machinery which must 
definitely be fenced are: (1) every 
moving part of every prime mover (or 
engine supplying mechanical energy 
from whatever source), with the sole 
exception of electric generators, motors, 


rotary converters, and fly-wheels 
directly connected with them: (2) every 
fly-wheel connected with a prime 


mover; (3) the head and tail race of 
every water-wheel or water-turbine. 
It will not help you, when prose- 
cuted for failing to fence machinery of 
this description, to plead that it would 





An this Section, Part 2 of the New Act, under the heading ‘Safety’, 

there are more provisions than in the rest of the whole Act. In effect, 

they constitute a complete new safety code, of vital importance to 
employers,’’ says . 


H. SAMUELS 


Author of “Law Relating to Industry,” “Law Relating to Shops,” 
“Factories Act, 1937,” Etc. 


not pay you to provide the machine if 
fenced, or that it is placed out of the 
reach of persons in your factory. Nor 
will a barrier round the machine as a 
whole serve as a substitute for the 
fencing of the particular parts. 

There is a second category of factory 
machinery in regard to which your 
obligation is to make the machinery 
safe, but not necessarily by fencing. 

Under this heading will now fall all 
dangerous parts of machinery, all parts 
of transmission machinery, electric 
generators, motors and rotary con- 
verters and the fly-wheels - connected 
with them, and any part of a stockbar 
beyond the head-stock of a lathe. 


Your Responsibility Here Is 
Doubly High 
Employers do not always realize how 
high their responsibility lies in this 
question of dangerous machinery. 
Firstly, they are liable to prosecution 
quite irrespective of anyone being 
injured as a result of their omission. 
Secondly, their civil liability in 
damages, if anyone is in fact injured, 
is at its maximum. Why? 


To assist readers to understand how 
the new Factory Act affects their 
businesses we have asked Mr. Samuels 
to contribute six special articles ex- 
plaining, in straightforward language, 


the main points of the Act. 
+ 
page he 


On with 


this 
Guarding Machinery. 
+ 

In next month's issue he will go 

further into this subject and into 
Accident Prevention. 


deals 





Because the injured employee can 
claim at Common Law, and is not 
restricted to claiming under the Work- 
men’s Compensation Act. Moreover, 
in this action at Common Law the 
employer is unable to plead either of 
the usual defences, e.g., Common 
Employment and Contributory Negli- 
gence. And to make the prospect as 
black as possible for the negligent 
employer the insurance company will 
very likely disclaim liability on the 
strength of the clause in the policy 
which excepts accidents arising out of 
the breach of a statutory duty. 


There is Obligation, too, on 
the Employee 


But the new Act also places a fresh 
responsibility on factory workers as 
well. From July next any factory 
worker will be liable to prosecution if 
he fails to use anything which his 
employer provides under the Act for 
securing his health, welfare or safety, 
or if he does anything likely to endanger 
himself or others. So woe betide those 
workers who sedulously remove the 
guards from their machine or refuse to 
wear the goggles their employers have 
to provide! Besides, this new depar- 
ture affects their compensation rights 
in the event of injury. 

In future, if an employee is injured, 
say, after removing the guard from the 
machine, the employer will be able to 
plead that the employee had done a 
prohibited act which took him outside 
the sphere of his duties: the employee 
will lose his compensation as a conse- 
quence, This will be the legal position 
in all but fatal cases and those involv- 
ing serious permanent disablement. 
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“SECTRIC TIMERS are EQUIPPED FOR EFFICIENCY ” 


says Mr. Sectric 





FFICIENCY without good time-keeping is in these days 

unthinkable. And a secret of efficient time-keeping and 

punctuality in factories, workshops, showrooms, and offices is 
the installation of Smith ‘‘Sectric’’ Clocks. They will give you 
and your employees Greenwich time at business and at home, 
cost only Is. a year each for current, and never have to be wound or 
regulated. Call in Mr. Sectric at once! We will gladly send free brochure. 








DELHI. Modern design, with LARK. Modern character, syn- 


moulded case in Walnut or Mahogany chronous self-starting alarm. In 
finish, and Chromed Bezel, as illus- Walnut and Gilt, Black and Chromed 
trated. {2 in. dial, 143 in. diam. finishes, and pastel shades of Blue, 

Price 71/6. Green or Primrose. Height 4} in., 


width 4} in., depth 2} in. Price 36/-. 


SMITH SECTRIC 


CKS is 


Enquiries for Smith ‘‘Sectric’’ Domestic Enquiries concerning Smith Master Clock Systems, 


z Turret and Exterior Clocks, Time Recorders, and 
Commercial and Special Models to similar industrial Time Equipment (cash or rental) 


Smith's English Clocks, Ltd., to SYNCHRO TIME SYSTEMS, LTD., Relyon House, 


57-63 Wharfdal ing” 
Cricklewood Works, London, N.W. 2. flere Thain a 
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GREENWICH TIME 


Walpamur Paints make life brighter 


; mr 
NS J 


and healthier 
for your 
workpeople 


Industrial and Welfare Research have 
revealed the importance of bright, 
interesting surroundings in promoting 
staff efficiency. 


it has been established that clean bright 
colours do much to reduce fatigue, and 
the use of wall paints which reflect 
the maximum of light without harsh 
irritating glare will avoid the possibility 
of eye-strain caused by undiffused light. 


The use of “Walpamur’ Water Paint 
or Ferox White for Factories effects a 
considerable saving on labour costs 
over yearly limewashing, as they con- 
form to the requirements of the 
Factory and Workshops Act, and 
secure exemption from repainting for 
periods of three and seven years 
respectively. 


Colour cards and further particulars can be obtained from 


The WALPAM 


or 


25/6 Rathbone Place 
LONDON, W.1 





@ ‘WALPAMUR’ Water 


AN 


Paint, for walls and ceilings— 
a durable, non-absorbent, flat 
finish which is washable, fire 
resisting and hygienic—avail- 


able in over 70 delightful shades. 


*‘DURADIO’ Enamel! Paint 
suitable for all surfaces and for 
interior and exterior use. 
Produces an efficient and dur- 
able high gloss finish which 
withstands hard wear and 
repeated washings—made in 50 
distinctive colours. 


'FEROX' White for Fac- 
tories presents an eggshell 
finish which is washable and 
durable agd can be brushed or 
sprayed over old distemper— 
usually manufactured in white, 
but any desired colour can be 
obtained. 
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The Works 
DARWEN, Lanes. 


TEMPERATURE 


ctemiific 














is an essential factor of 


A Magnetic Valve installation 
ensures complete a afl ie 
trol of temperature within critical 
limits 


He Waite fot the book lempotature Control fot all purposes: 


THE MAGNETIG VALVE CO LIMITED 


BUSH HOUSE LONDON-W-C-2-TELEPHONE TEMPLE BAR 7777 
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The Evolution of 
Modern Wage Paying 


BY HAND 
(Obsolete) + 


TINS 


(Insanitary) 


OPAQUE PAY ENVELOPES 


(Sanitary, but no check and no security) 


TRANSPARENT PAY ENVELOPES 


(An improvement, but flimsy and insecure) 


Lancaster's Pay Wallets 


with Gummed Flaps 


THE FIRST REAL WAGES CHECK 


And Now— 


LANCASTER’S 
AUTOSEAL 
PAY WALLETS 


WITH AUTOMATIC RUBBER SEALING 
The Modern Method 


No damping required. They are a perfect 

es check. Notes can be handled and coins 
checked without breaking seals and they cost 
less than transparent envelopes (average 8/6 
per 1,000, according to quantity). 


A UNIQUE OFFER. Test them at our expense. 


Although in regular use by many local authorities, we 
can appreciate a natural hesitation to install a new 

tem. On receipt of a request signed by responsible 
officer of business firm or public authority with coupon 
below attached, we will send you, entirely free and 
— paid, sufficient for one week's test of your pay 
ro 


_ Lancaster's Autoseal Pay Wallets : 
: FREE COUPON FOR 1 WEEK’S TEST ; 
: (WITHOUT OBLIGATION) ; 
To LANCASTER BROTHERS & Co., 

Fraudproof Works, ; 
Shadwell Street, Birmingham, 4 : 
Send free supply of wallets for ; 


one week's thorough test. The 
number of employees is 


; Signed _ Office held 


. 
= s 
——— Pretty ti eed TEE ° 


caster Brothers & Co. 


Envelope and Cash Bag Specialists 
SHADWELL ST., BIRMINGHAM, 4 















NEW type of steel and asbestos 
A roofing, flooring, and sheeting 
has recently been put on the 
market by a London firm of manu- 
facturers. The material can be used 
for dozens of different purposes—wall- 
ing, panelling, machinery guarding, and 
other work where rigid, heat and fire 
resisting, non-resonant, and splinter- 
proof material is needed. 

This ‘‘Durasteel’’, as it is known, is 
made by a process which, among other 
things, combines asbestos with steel. 
In one process the steel is pressed on 
asbestos, in the other the reverse order 
is used. The resulting product in each 
instance, however, has these advan- 
tages: (1) being exceptionally strong, 
it will not fracture or buckle; (2) it is 
unaffected by any climatic conditions; 
(3) once the roofing, flooring, or sheet- 
ing is fixed in position, costs end as 
there is no maintenance expense; (4) 


How to Introduce 
Building Economies 


HE notable economy in construc- 
| tion and the efficiency in design of 


the modern building is due very 
largely to the development of concrete. 
The bigger maximum work areas, the 
freedom from encumbering supports, the 


greatly increased natural lighting now 
enjoyed are factors that have all been 
introduced through the use of concrete 
construction. And, of course, there 
must not be forgotten almost complete 
protection against fire. 

In a new booklet, Modern Factories 
in Concrete, the Cement and Concrete 
Association have. well illustrated all 
these features which are of vital import- 
ance to manufacturers. 

In this booklet illustrations show 
exactly how modern roof supports, for 
example, vastly enhance the ‘‘roomi- 
ness’ of even quite small factories. 
They show how, by another form of roof 
construction, natural top lighting can be 
increased by a very high percentage, and 
how window areas can likewise be made 
far more effective. 
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No Maintenance Costs Now If You Use 
This New Structural Material 


‘‘Durasteel’’ has been officially passed 
as fireproof; (5) it retards conduction of 
heat, cold, and sound. 


Despite the strength of the material 
it may be easily drilled, punched, or 
sawn. Normal types of fasteners can 
be used in the erecting work. 


Evidence of the fireproof qualities of 
Durasteel is shown in tests with ignited 
Thermit iron. The temperature 
attained in concentrated flame of 
burning Thermit is about 5,400 deg. 
F. On a }-in. steel plate 241b. of 
Thermit fused the underside of the 
steel, almost penetrating the plate. 
The same quantity of Thermit failed 
to penetrate a }-in. Durasteel panel. 
Immediately after the flame burnt out 
the underside of the panel could be 
touched with bare fingers. This com- 
pares with the white heat of the under- 
side of the steel plate. 


Other examples reveal how greater 
height can be built on a given area; how 
heating and ventilating can be made 
more efficient and economical; how con- 
veyors and crane tracks can be better 
accommodated. 


And throughout this booklet the 


decorative advantages of concrete and 
the simplicity it permits are admirably 
shown. 


Slight rise given to the 
roof beams provides a 
sense of freedom and 
space which is of parti- 
cular value in small 
factories. Good natural 
lighting of all the floor 
area is another feature 
of this type of construc- 
tion 


New Institution For 
Works Managers 


ith the object of raising the execu- 

W tive status and the administrative 

efficiency of the Works Manager, 

the Institution of Works Managers is now 

being formed with headquarters in Man- 
chester. 


Industry has expanded so rapidly in 
recent years and most ty of manufac- 
tures are being conducted in larger and 
larger units that the works manager must 
inevitably carry increasing responsibilities. 

Executives in manufacturing concerns 
who would like to hear more of the aims 
and objects of this new body should get 
in touch with the acting secretary, Mr. 
L. M.  Angus-Butterworth, F.C.LS., 
A.M.I.Mech.E., Ashton New Hall, 
Ashton-on-Mersey, Cheshire. 


— 
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GOOD good deal of misunder- 
A standing exists as to the precise 
: meaning of the term ‘‘air-condi- 
tioning’. It should therefore be ex- 
plained that air-conditioning implies the 
five factors: warming, cooling, humidi- 
fying, de-humidifying, circulation; not 
all together, of course, but in balanced 
combination to produce in a room the 
ideal condition for any required circum- 
stance. 

True air-conditioning also implies 
that these factors, in proper balance, 
‘shall be the sole source of supply of 
‘atmosphere to that room. To secure 

ind maintain a true roo per cent con- 

itioned atmosphere, therefore, a room 
“must be hermetically sealed except for 
‘the vent through which the condition- 
ing apparatus operates. 

But in practical life nobody can 
remain in a hermetically sealed room. 
Certainly no business could be carried 

i Fortunately, however, the 
practical achievement of a very high 


degree of air-conditioning does not, 
can do nothing at all for the atmosphere 


< Before going any further, let it be 
-explained that in this preliminary out- 
line we shall touch on air-conditioning 
“only as applied to offices. We shall 
leave till another article its application 
in factories, because entirely different 
.. considerations then have to be dealt 
= with. 

- For the maintenance of health, bodily 
. vigour, and working efficiency the 
human being requires air that is free 
from solid irritant matter and air-borne 
germs, that is of the right temperature 
- and degree of humidity and of adequate 
volume continuously supplied without 
. draughts. 

Air-conditioning involves many tech- 
nical factors, but the business man 
should not bother about any of them. 


All he need do is to realize the 
advantages to himself and his staff of 
being able to work, throughout the 
year, in an atmosphere that is always 
at the point of maximum ideal. 

Many business men still think they 
are equipping their business premises in 
an ideal way if they have effective heat- 
ing by ordinary means (radiators, etc.), 
and ventilation by open windows. 

Well, compared with this means, air- 
conditioning is as the modern motor-car 
to the old horse and buggy. 

It is fundamental that effective and 


2 


healthy ‘‘heating’’ in the cold season 


depends entirely on the degree of t 


atmospheric humidity. Ordinary steam 
and other systems ignore this. Effective 
and healthy ‘‘ventilation’’ depends on 


the purity of in-coming air. Open — 


dows likewise ignore this. 
Air-conditioning, on the other hand, 


in the cold season, provides controlled | 
heating balanced with the correct 


degree of humidity. 
In warm weather ordinary systems 


of offices. But air-conditioning con- 


stantly circulates cleansed, cooled, and 
also intro- 


de-humidified air. It 
duces another tremendously important 
advantage that of silence, or 
rather, reduction of noise to a mini- 
mum. 

An air-conditioning installation im- 


ideal atmosphere 


; purified. 


— air, ees ee noti hi 
an electric contact. They ¢ 
mains just like your radio. 
For a room of 4,000 cu. ft, ca 
accommodating, say, eight peo ye 
can have a unit capable i Y 
complete change of condita: 
phere four times an hour. 
would be round 4 about £i TO 


With these — no ——— 


cost of Pal con you — 
the whol 
And consider, the air you I 
The risk of. 

from other air-borne ger 7 

to. zero; — as we er 


plies the complete sealing of all apertures type of 


to the outside air. This at once pro- 
vides insulation from street and other 
extraneous noises. 


Now what does it cost to have air- 


conditioning installed? We will assume 

you have been in your offices for some 
years and want to introduce modern 
air-conditioning. 


There are sat contained air-condition- o 


ing units for this. Beyond arranging 


Here’s A New ‘No Fire Danger’ Heater 
For Use In Factory or Office 


NEW type of heater which is 


; A especially suitable for use in 
offices, workshops, and other 


business places has just been put on the 

market by a well-known firm of electrical 
goods manufacturers. Some of the out- 
‘standing features of the heater are: (1) 
economic in use; (2) even distribution of 
warmth; (3) casing remains cool and 
there is no “‘exposed’’ heat to cause 
damage to near-by equipment; (4) ther- 
mostat control. 

The principle employed is that of 
natural convection. The heater warms 
_and circulates the air. It gives a space- 
heating efficiency of over 95 per cent. 


A unique factor is the differential | 
This allows a 6- 
gree F. fluctuation in the level of 
mperature, a range which is recom- 


thermostat-control. 


mended by medical authorities as neces- 
sary to keep a “dive” circulation of blood 
in the skin-tissues and thus prevent 
lassitude and fatigue. 

The heating element is entirely en- 
closed. Even if the machine falls over 
on a pile of office papers there is no 
danger of fire. The cover always remains 
at room temperature and not that of the 
element. 

Another point of convenience is that 
the heater can be moved from place to 
place. The thermostat is built into the 
machines and therefore there i is no inter- 
ference with mobility. 

Models are available for A.C. and D.C. 
mains of 200/250 volts. The small ty: 


weighs 20 1b., the large type 39 Ib. 


concrete, 


designing and making, at low 
periect u Tapias wails a 


— to — “th 


tost factor is such that t 


carried out economically bs 
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less spo nage in finis 

has cut down cleaning : 
reduced wastage by, in semi 
15 per cent. 


To ands has hi ae a i 

- transport costs by re 
rough flooring with one | 
“The saving to date: 
from less wear and tear on vebi 

Other advantages which hay 

from the change are these: by 
a proprietary case-hardenin 
(silicate of soda type) the f 
become dustproof; the gur 
non-skid, tbus almo 
sli p ping — — 


claimed that the machines give a current Cost o 


— of up to 70 per cent.. 












































































. The 

India Tyre & Rubbe: 
Company. —long 
. famous for high 
=o grade commercial 

: vehicle tyres have now, 
as a result of intensive — 
research into the re- 
“quirements of modern 
transport operation, 
o produced a new range 
cof COMMERCIAL 
VEHICLE TYRES which 
embodies the results 
of this specialised 
knowledge. . 












| quality of acceleration has a far greater 
| influence upon good average speeds over 
long journeys than illegal speeding, — 
| which also makes for heavy maintenance 
“bills, : 





uel economy. But still, as we all know, 
economy in fuel for level road work may 
be gained from “‘thin’’ mixtures which 


are not so good when it comes to general 


performance over any kind of road. 
We thought of that, so before handing 


out any praise decided to watch the 


vehicle’s behaviour on reasonably stiff 
hills. 

By making a detour fyom the main 
road we ran into hilly country where 


FACTS AT A GLANCE 


Vehicle Tested: Albion 54-ton 
Drop-sided Lorry. 
Makers: Albion Motors Ltd., 


Scotstoun, Glasgow. 
Capacity: 54 tons. 
Body Length: 15 ft. 6in. 


| Wheelbase: 14 ft. 
Fuel Consumption: 123 m.p.ge 
Pay-Load Ton Miles Per Gal- 
Jon: 704 
Max. Gradient Climbed: 1 in 44. 
Annual Tax: £30. 
Vehicle Price: £536. 


several gradients of t in 8 and 1 in 6 are 
to be found. Hills in the order of x in 6 


| are easy work for this 54-tonner when 


second gear is used, and then there is 
engine power in reserve. 


conditions. 


Thus far, we were quite satisfied that 


fuel economy is not achieved at the 


expense of performance. 


Turn of Speed, Too, When 
You Need It 


As a matter of curiosity,’’ our busi- 
ness observer next remarked, ‘‘I should 
like to know how fast this machine will 
go, because one often gets pushed for 


| quick deliveries and then even 30 m.p.h. 


seems much too slow,” 

Resisting the temptation to tread on 
the accelerator on a clear road, I turned 
to the driver and asked: ‘‘What about 
it, Jock?” 

O She'll do an easy forty-five, sir, if 
you want it, but that’s not one of our 
official claims.” 


There are other ways than short bursts.. 


of full speed of determining truck engine 
power, such as tests of acceleration. The 


p gear, you can be sure that the clutch 








With bottom ` 
gear we found a r in 4} slope to be just 
a routine climb, but such performance is- 
seldom required under ordinary haulage | 


brake action. os 


churned up by contractors’ 
` before pulling into the required position 
We let the driver do that part of th 
| job because the brick-merchant and 


give in the chassis frame or bodywork 
‘At the end we both agreed upon the 
_ quality of Albion lightweight technique, 
| Hf a fully-laden 5}-tonner will get 
away readily from a standing start on ~ 

























ordinary treatment. At the 
the engine has to put out a very 
torque to put the drive throu 











m.p.h. in just over 41 seconds. But this 
procedure is not recommended for any- 
thing but test purposes. 

A more practical acceleration test is 
that in which the gears are engaged pro- 
gressively in the normal manner, which 
calls for an engine instantly responsive 
to the accelerator, quick and positive 
clutch action, and easily worked gears. 
Here, again, the test produced first-cla: 
results, for the Albion took only 26 
seconds to gain maximum legal speed. 








Factors That Enable Reliable 
Schedule-Building 


As a test for engine flexibility, pro- 
ductive of good acceleration while run- 
ning in top gear, we timed the Albion 
while its speed on direct drive was 
increased from 10 to 30 m.p.h. and gota 
stop-watch reading of 25 3/5th seconds. 
All the results appear to satisfy opera- 
ting requirements and suggest that even 
when working out delivery schedules at 
reasonable average speeds, quite a good 
time factor is obtainable. 

Having discovered nothing so far sug- 
gestive of impaired reliability resulting 
from intensive mechanical ‘‘slimming’’, 
we had a go at the brakes. ee 

Because brake drums of generous — 
dimensions are rather heavy componi 
ents, some lightweight truck builders... 
have adopted brake layouts which give - 
outwardly good results, until continued _. 
stressing finds out the weak spots. Then .- 
unduly light drums, under the influence 
of heat produced by braking on long 
hills, begin to distort either temporarily =- 
or permanently and retardation fades... 
out. aean 
After having deliberately induced high 
drum temperature on a suitable down = 
grade, I made a stop-watch test from 30 - 
m.p.h., when the Albion pulled up with- 
out wheel-spin or skidding in a little over 
3 seconds. — 

This satisfactory brake test produced 
no tendency for the bricks to” pile-up 
against the back of the cab, thus demot 
strating a truly progressive and even” 















On arriving at the building site where = 
our load had to be dumped the Albion 
suspension system underwent some very o- 
severe treatment. Once off the hard © 
highway we had to drive over a roughly > 
laid timber track for some distance and © © 
then through a veritable quagmire, 
lorries, 
















wanted to look for any signs of undu 









APRIL, 








































at very short notice, whereas, 
printer a job like this would 
_months.©® 


says J. W. HAMILTON- 
JONES, Managing Director of 
the Wahi Eversharp Company, 
Limited. 


: Tm the same letter, Mr. Hamilton- 
Jones also says: “When I was first 
induced to put a small Masseeley into 
our Advertising Department, we had 
in mind merely the production of 
‘price tickets and small ‘Eversharp’ 
logotypes, 
It was not long before we found that 
we could use the machine in many 
other directions to give better service 
to our dealers, particularly in regard 
to colour schemes; and from small 
price tickets we began to make small 
runs of showcards. 
“The introduction of the Hot Press, 
combined with our former experience, 
led us to attempt the production of 
longer runs of display material, and we 
are now producing a variety of both 
window display cards, price tickets, 
and also cards for the display of the 
actual merchandise. We have three 
full-time operators, and manage to keep them busy all the year round. modify it or alter it half a dozen times until 
“The principal reason why I am so satisfied with the Masseeley Hot requirements, and proofs of these alterations ca 
Press Unit lies in the fact that it is possible to design a card and to- within a day or so." — 


@ Only one thing need be added to this statement: | 
THERE IS A MASSEELEY UNIT SUIT 
OF EVERY MANUFACTURING OR RETAIL B 


cents 


ASSON SEEL 


Masseeley Building 














WICK PLACE WEST 


Telephone VICTORIA 2151 (4 lines ) 
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| BUSINESS ACTIVITY | THE_BUSINESS meent 
. FACTORS OF THE U-K Busine 


Is your business running at a level 3 per cent above that of a year ago? It ought to be, for 
that’s the average activity now of the nation’s business. i 
Use this bar chart as a measuring stick for your business. A few minutes’ study and B CE( 
current condition of the chief channels of trade can be seen. These latest figures, for instance, y 
show that iron, steel and coal production are all up, that wholesale prices, rail traffics, postal ITHIN 
receipts, shipping, rayon output, employment, etc., are ahead of last year’s level. IN a month pa 
By using this chart you can keep informed on the trend of trade, valuable knowledge that the European map 
helps in long-term business planning. been re-drawn; the 
of American finance has i 
from his high pedestal; 
2 2 y 1 T A L F A C T O R x largest air and chemical com 
have been heavily under fi 
: other words, a further seri 
MINUS : PLUS shocks to confidence on the ] 
Business Activity Index r and foreign fronts. 
1-0 ‘0 Yet business has stood 
Steel Production Even financial confidence 
ad ; been very quickly restored. 
reverberations from Vienna 
lasted longer in Wall Street 
14-9 in Throgmorton Street, w 
underlines the advantage o 
curing sound financial fou 
tions before attempting ex 
sion after a slump. 





iron Production 90 


Coal Production 


3 E 


Imports (total value) 07 





Raw Material Imports 


Nerves Everywhere, Bu 


Exports (total value) 8-9 No ‘Sellshock’ In City 
. HROUGHOUT . this 
Buildings: (total value) series of nerve storms B; 

4 business has suffered little. 
Factories, etc. — details of damage have con 
4-7 : hand, although a month 
Wholesale Prices 9 elapse before complete stat 
2-0 are available. 


The same is true of the 
and post-Christmas depressi 
the retail trade that cause 
much talk. It was said 

2-3 increased taxation and 
Bank Turnover : rumours were making 
ia 8 wealthier classes pull in 
prepews = Entrancas 4:7 purse strings. The sales of b 
class women’s goods were sa 
be almost dead. 

Yet what do the full fi 
show? An average increa: 
7.6 per cent in shop sales ii 
12 months ending 31st Jam 
Even the February sales fi 
were 6.2 per cent above tho: 
last year, which were e€ 
tionally good. Only Ce 
London suffered during the 
6 months. Even here the 
have not fallen below last y 
record figures. 

The Board of Trade’s F 
9-0 16-6 Sales Index has been criti 

just recently as inaccu 
ee wees 398 2 brewing to the smallness o 


Aa How To Read The Ch sample.” While this criti 
e Chart : 
Cost of Living toO Sted bats teemenent Most avatlabic Santos applies to South Wales, ] 


5 Oo for March. *igures show percentage in- satisfied that it does not app 

Employment crease or decrease as compared with March. any other part of the cow) 
Q:/ 1987, Black bars represent percentage : 

increase or decrease for March as com- where the sample 1s now ar 

11 per cent on total retail s 


Rail Traffics 


Postal Receipts (net) 


Clearances 


Rayon Output 

Raw Cotton 

Wool Text. Wages 
— Output 


Retail Sales 20 


Motor Registrations 





2 





pared with previous month—February. 
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fands Fast 


"Ts \F y 
` | A ; 
J LA OW BS, 


arban Shops Getting 
ir ‘Sales Up’ To-Day 


HE striking contrast be- 
tween sales of shops in 
ral London and the London 
irbs has obviously two 
ss. One is the number of 
en's stores selling expensive 
s in the West End; the 
id is the success of the larger 
rban stores and shopping 
res in satisfying their local 
persathome. Possibly road 
estion has proved a helpful 
in this direction. 
it sales alone justify pessi- 
a as to middle-class buying. 
1 the eight h.p. class failed to 
upin January. 
1¢ rise in employment further 
radicts reports of a Christmas 
up, even if it does not amount 
he normal improvement of 
—— There are still 20,000 
ə people at work than at a 
ago but the number of 
tered unemployed has risen 
(38,000. In other words, we 
not able to take care of the 
entrants into industry 
out causing unemployment 
ng older workers. 


Susiness Regional Indices 


pite shocks and unsettled conditions, 
$s continues to bear up well. Look at 
regional activity indices. Only the 
ist drop is recorded for February—a 
when any recession would show up in 


way, 
es and Scotland February figures are 
iven, as some of the vital statistics 
i in the calculations are not available. 
spare a figure without these facts might 
false reading of the position. 
ndon the y Sog from 112.2 to 111.8 
than 1 per cent, a remarkably goo 
which reflects the high level of retail 
in the metropolis. For the South, now 
the level of activity has fallen by less 
2 per cent. Both London and South 
i have, no doubt, been affected by the 
e in building, that key industry which 
tys somewhat slack at this time of year. 
effects of the recent slight recession are 
marked now in the Midlands and the 
A decline of 4.7 in the figure as com- 
with the previous month—from 108.7 
O—reflects the recent rise in the num- 
unemployed, lower bank returns, and 
p of intense industrial activity. Most 
however, with the seasonal upturn in 
now on its way, plus the renewed 
y of industry, the next figures will 
an im rovement. 
atest figures are, of course, provisional. 
e whole, the charts certainly show the 
yess of conditions in all regions, The 
+ index throws up this steadiness in a 
unced way, for the decline for the 
of the kingdom is only 0.2 per cent. 
creditable and encouraging. 


Reading the Indices 


these new indices, the average busi- 
ictivity in each area during 1933 is 
as the base (=100). The indices are 
by months. 
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BUSINESS REGIONAL 
ACTIVITY INDICES 
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HE t 
worst sufferers daring the past year. 





per cent; in woollens and worsteds by 
13.7 per cent. Imports of raw cotton, 
although they rose in January by 15.3 
per cent, fell in February by 13.9 per 
cent in volume, This is a dangerous 
ymptom. 

“India and South West Africa in par- 
ticular are. buying less cotton goods. 
‘The demand for woollens has shrank 
‘both at home and abroad, ata time when 
productive ca pacity has been dangerously 
panded. 

ortunately, “Worahire acts much 
ore rapidly than Lancashire. Four 
indred of the worsted spinners are 
ready investigating a scheme for the 
urchase and scrapping of redundant 
lant and, possibly, of price control. 
the moment the cotton industry is 
employing nearly 52,000 less, the wool 
; es industries 30,000 less than at a year 






































Coal ‘Faces’ Better 
Working Conditions 
"N contrast to textiles, coal is doing 
< better. In Nottinghamshire 
= y2,000 more men found employment 
o Jast year; satisfactory wages are being 
— paid and reasonable profits 
«altogether the 
38,000 more men than at a 








aden partner — 
“knowledge of ‘Scotti 







: feorge er 
Hope Street, U 
Albien.. 3 
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decline from. peak activity was accen- 
-tuated in February. The fall in total 
plans was 26.8 per cent, but the fall of | 

41.7 per cent in plans passed for new n 








textile industries l have — the 


Unemployment is up in cotton by 12.6. 
factories is highly significant. 


wards house building in the north is not 


countries, 
alone 


earned; 
mines are oF 







eee He it understanding 
of oma kets and 


SOMMERVILLE 
AND MILNE 


EGISTERED PRACTITIONERS | 
"IN ADVERTISING | 
| 


Building remains prosperous ; but the 


In other 


quite taking up the slack caused by the 
decline of activity 
completion of most of the government’s 


armament factories will very shortly 





leave a gap in industrial buildi 


with re-armament at its present pitch active policy against big business is to | 


“be modified. The results are already 
“geen ! 


this decline in business ac 
taken care of. 






You Buy From Us, Too, | 
Is Government Policy 


ITH an e trade 


balance 


material than ever, the necessity to im- 
prove exports becomes more pressing 
every day. Soon it may become the 
predominant business concern of the 
Government. Every manufacturer with 
foreign parkets can help. The Govern- 
ment itself is taking a hand through its 
efforts to make improved trade agree- 
ments with the United States and other 

- without prejailice - to our 
mpire commitments. ©. ; 








aAments necessitated by the German coup 
in Austria will make Budget balancing 
difficult for the Chancellor next month. 


so The: most ‘conservative figures show a 


mannen a a emitted ate 





rits good ser- 












its 
— 








in the south. And 





and heavier | armament. / American 


costs involving larger imports | of raw. 
: the raw material producing countries, _ 


Obviously the further increase in arm- 


ERTISING AGENTS 











| THER. G. "BROWN 
ADVERTISING AGENCY 
166 BUCHANAN ST. GLASGOW 


Ph é: Douglas 1214/5 
. "Syren, mses 


PROCESS ENGRAVING 











to the'income tax, but equal ly ob’ 
f urther taxation of — — s 














Presideiit: Fasas Big Stic : 
Tactics, Placates Business 
PART from the steadiness 
. British business the most 


_couraging feature of last month came 


from America. President Roosevelt's 


spurt in building plans; steel 
orders up to 32 per cent of capacity; 


‘increased car loadings; greater steadiness 


of raw material prices; indeed the g 
evidence of a return to confidence. I 
business should revive, it” 
would quicken activity throughout all 


providing a better market for many of 


‘British exports and bring money to every 
European producer of luxuries. 


“Despite March Scares 


Jobless Will Get Fewer 

N the whole British business has 

come out of the February crisis uns. 
commonly well. A steadying of nerves 
will help to prevent any serious deterior- 
ation from our present high level of 
activity. Given the present level of con- 
fidence, the amount of unemployment 
will automatically be reduced between 
March and May. 
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MITCHELLS 


-for preference 


o 
COMPLETE 
ADYERTISEMENT 
SERVICE 
68 
GORDON ST. 
GLASGOW, C.L 


Phone : Central 1205/6 
Grams Mitchelad 
@ 


& 
ON THE SPOT 


On all matters relating to Scot- 

tish Advertising it is advisable 

to see ak aes aid of the Agency 

gi Wie have had over 

in which to study 

"Fol ks and can — 
settle your Scottish 
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D PHONE CENTRAL 193334 19 ST. VINCENT PL. | SCOTTISH appropriation —— 
ee eT 
GLASGOW Cl STUDIOS MENZIES 
& ENGRAVERS | LTO. F 
TELEPHONES lif Bath Street, Glasgow 
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CENTRAL 1656-7. 
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COMMERCIAL ARTISTS = a if 


PHO NE. CEN. 


CLYDE STEC 
GLASGOW 







2354/5 
asgow. 


Telephone : Douglas 
Grams: Menzads, Gi 
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“BUSINESS” SURVEY OF HOME MARKETS 
SCOTLAND and THE NORTH 
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PERLENTAGES OF UNEMPLOYMENT 


POPULATIONS 
erdeen .. 4376807 Leeds... » 480.800 | 
idebank . 47.820 Londonderry 45,150 # 
row .. ‘ 64.720 Middlesbrough 140,000 & 
Yast ...  -. 480.000 Motherwell  .. 487 È 
ickpool « 125.700 Nelson ... i 38,30% 3 
sdford vo! SOOT Newcastle +» 200,400 z 
rnley = 99,340 x : 
rlington tie 75.500 Paisley . 80.075 3 
adee... ... 178602 Port Glasgow | = 10,540 $ 
inburgh . 664.139 Presion . 446,200 $ 
teshead a. 410.034 South Shields «. 111.800 Y} 
isgow wo» £,41$.404 Stockton ° 00,800 & 
tenock x $0,524 Sunderland ... 144.176 A 


rtlepools ... 70.720 York ... ... &0,08 & 


KEY 


é first figure gives change in number of unemployed at 
2 March count as compared with the February count. 
tal number of unemployed is shown by second figure. 


=_ 


should certainly be your first choice of media 
in Scotland for approaching unusually 
influential business and social markets. 


I NORTH BRIDGE, EDINBURGH © 63 FLEET STREET, E.C4. 
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ART WORK FOR 
ADVERTISING 


Is more than just making 
drawings. However good a drawing 
may be, if it doesn’t sell the goods, 
it’sa baddrawing. Ourartworkisnot 
only good art but good advertising’ 


RALPH & MOTT 





o heative Ririce fri hdvert iue @ 
ADVISERS — ARTISTS — COPYWRITERS 


46 GILLINGHAM ST., S.W.I 
Telephone VICTORIA 7362 





ALL that is New, 
Original, Proved, 
Practical and Usable 
in ADVERTISING and 
MARKETING 


In The 


ADVERTISING 
MONTHLY 


Comes to You 


1 


Devoted Exclusively to 

the Interests of Business 

_ Executives, Directors and 

Managers, whose Job it is 

to Widen Distribution and 
Increase Demand 


Order from your Newsagent 
TO-DAY or write for Speci- 
men Copy to the Publisher, 
The ADVERTISING 
MONTHLY, Whitefriars 
House, Tallis Street, E.C.4 












è designed with intelligence 
è backed by experience 
è produced with speed 


BEMROSE &SONS LTD 


AFRICA HOUSE - KINGSWAY. 
MIDLAND PLACE : DERBY 





“I must get going 
with my exhibition 


literature” 


If you are exhibiting at Glasgow this 
thought must have crossed your mind 
already. Perhaps you need help in the 
artwork or photography. Or maybe 
you want especially good halftones 
for your exhibition work. Let the 
K&C service show what it can do. If 
you have not already dealt with us we 
suggest you ask us more about our- 
selves. Make use of our post and rail 


service — it is very smooth running. 


Knighton @ Cutts Ltd 


BLOCKMAKERS, ARTISTS, PHOTOGRAPHERS, TYPESETTERS 
ELECTROTYPERS, STEREOTYPERS - HAM YARD, PICCADILLY 
CIRCUS, LONDON, W.I > PHONE: GERRARD 523! (many lines) 


Any job of 
MAILING 
is a job for 


PERRY’S 


MAILING SERVICES LIMITED 


DIRECT MAIL ADVERTISING CONSULTANTS 


Addressing Enclosing Mailing Facsimile Letters 
56 * CARTER LANE - LONDON :- E:-C:4 










LONDON W'C:2 





ADVERTISING SERVI 


Let’s Get Down 
to Brass T: 


Are you satisfied with your present Sale 
ature. Most Businesses have not yet dis 
the ONE IDEA that will produce the , 
response from the markets they wish to 
My first aim is to remedy that deficiency, 


Booklets — Advertisements — Direct 
Box 375 Business 


Whitefriars House, Tallis S 
London, E.C.4 











Do you se! 
oe 

by mail? 
if you use circulars for securing i 
or enquiries, send us specimens | 
ublicity you use, and we will 
ree recommendations for incr 
your results. Only if you accep 
recommendations will we charge fc 
services. 






Krisson Advertising Ser 


34, Fouberts Place, London, 





ADDING MACHINE 


Adding Machines and Calcul: 
bought, sold, repaired and ret 


Adding Machine Maintenance 
WATERLOG HOUSE, 56 HOLBORN VIADUC 
LONDON, E.C.1 Telephone : CENTRA 





A CAREER | 
ADVERTISIN 
FOR YOU! 


Achieve success in Advertising by *s 
time study. Secure a post of inf 
with prospects for the future. The E 
College of Advertising course cons! 
a thorough training for ambitious 
and women who want to progress. 
to-day for FREE brochure. 


THE BRITISH COLLEGE OF ADVERTISING 
“Dept. 4842, 6, Carmelite Street, London, | 


Write to the 
SPECIALISED ADVERTISEMENT MA 


“BUSINESS” 


Whitefriars House, Tallis Street, Lond: 
for particulars of this Business Building Se 








“BUSINESS” SURVEY OF HOME MARKETS 
SOUTH and MIDLANDS 


ey: first figure gives change in number unemployed at March count as compared with February count. Total unemployed is shows | second figu 


POPULATIONS 


Accrington 
Astton 
Barnsicy 
Birkenhead 
Birmingham 
Blackburn 


Derby 140.008 
Deresbury 

Doncaster 

irimady 

Hatijax x 

Huddersfield 

Hull p2 

I psanch , 
Leicester 

Lincoln 


Manchester 


Vorthampton 
Vorwuh 


Vottingham 270.4 
Oldham rer 

Plymouth ob 
Portsmouth °<f.4 


Reading 
Roachdal 
Rotherham r 
f He rus rot 
Saliord 204 
Sheffield orf 
` " 












guste TEST YOUR ADVERTISING ECONOMICALLY 


IN A PROVED TEST MEDIUM 
NO. 3. HULL DAILY MAIL > © MARKETING BOOKLET FREE ON APPLICATION * 


JOHN COOPE * Advertisement Director * NORTHCLIFFE NEWSPAPERS GROUP, LIMITED * Carmelite House, London, E.C.4, Phone: entra 60) 





NORTH 

Over 10,000 Workers are to be em- 
ployed when all 80 or more factories now 
let on Team Valley estate, Gateshead, are 
operating. All this means extra buying 
power in area—Wage increases worth 
thousands of /'s yearly to shipbuilding and 
repairing yards just granted. Holidays- 
with-pay is also news welcomed by sales 
managers whose products sell in shipbuild- 
ing centres—\Wallasey’s latest public works 
will cost £38,000, to be spent laying out 
reclaimed foreshore. Most money will go 
in wages. 











PRECISION 


must be seen 





Revitalized North-East coast. 
with 32,000 more at work now than 
year ago, wages rising, shipyards full, coal, 
iron and steel industries booming, is buy- 
ing more goods, fact shown in latest retail 
sales figure of plus 7.5 per cent—Industrial 
giant, Dorman, Long & Co. have 17,000 
more men on payroll than in 1932—Work 
for over 1,000 miners soon to be available 
at South Kirkby, Yorks—/100,000 metal 
production plant at Jarrow has started pro- 
duction and 200 men are to produce 
1,000,000 bricks a week at a new plant, 
Washington, County Durham. 





When mechanical perfection must be illustrated 

and upon such illustration depends success or 

failure, then do Averys Services supply the answer. 

Fully equipped to handle any difficult subject, you 

can rely upon ag! 2 " Seeing the job through”. 
s 


Why not let us 


ow you on your next job? 


Aery⸗ Drawings for C very Trade 


AVGAYS oLAVICES LED 


37-41, Lower 


Marsh, S.E.| 


‘Phone: WATerloo 4027 (Private Branch Exchange) 


BUSINESS for APRIL, 1938 


.Here’s NEWS of Active Home Markets 


WEST & WALES 


Millions of £'s are to be spent by 
Bristol on construction work. New bridge 
at city centre, costing £24,000, to go ahead, 
£13,000 cinema going up on Knowle West 
estate, University of Bristol’s three new 
buildings will cost £250,o00—City’s coast- 
wise traffic up 14 per cent over year ago. 
By end of March, port expects new record 
of 4,000,000 tons goods handled in 12 
months—Local firm, Stephen Carwardine 
& Co., Ltd., show Bristol's prosperity trend 
by announcing 74 per cent dividend, week’s 
wages bonus to staff—Applications for 
Corporation's {2,000,000 loan oversub- 
scribed by £56,000,000. Which indicates 
shrewd business opinion of Bristol. Good, 
too, as a market, free buying power being 
shown by £362,280 savings bank deposits 
for last quarter, 


Welsh Wages Up as well as more 
work, is further heartening news. Steel- 
workers now draw higher pay than at 
any time since 1928-29; miners have had 
small increase, expect up to 10 per cent 
more; new factories paying good wages— 
G.W.’s total for trade of six big S. Wales 
ports exceeded 27,000,000 tons, highest 
since 1931. Coal played biggest part in 
increase, being 4,000,000 tons up on last 
year. 


SCOTLAND 


Distillery Reopening is good news 
from Clackmannanshire, where plant, 
derelict over 20 years, has been re- 
conditioned and is employing 200 men— 
Glasgow's first newsreel cinema, seating 
about 600, is being built—British Alumi- 
nium Co., Ltd., last year sent 7,800 tons 
crude metal from their Kinlochleven plant, 
10,000 tons from Lochaber works. 


Three 12,000-ton tankers is newest 
shipbuilding order for Clydeside, two 
to be built by Blythswood Shipbuild- 
ing Co., one at Lithgow’s—Beardmore’s 
Dalmuir shipyard, idle since 1931, is to 
be reopened for industrial development— 
Scottish mining industry’s output is now 
over 550,000 tons a week; wage-earners 
number 91,000. 


£50,000,000’s are Going to Scot- 
land from rearmament money. Clyde's 
shipbuilders are constructing two battle- 
ships, three cruisers, 17 destroyers and 11 
other ships for Admiralty at the moment, 
additional work being promised. Other 
Scottish centres are building at least seven 
navy vessels—Arms, ammunitions, aero- 
plane parts are also included in Scottish 
rearmament work. Air fields, hangars, 
etc., too, are part of scheme; over {100,000 
now being spent on this work, officially. 
Much additional work is being planned. 
Of £50,000,000 admitted official expendi- 
ture, {40,000,000 is going to Clyde districts. 


Stimulating Beef Demand is the 
aim behind {20,000 publicity campaign 
planned by Scottish farmers and in- 
terested business groups—Dumfries and 
Inverness have both reduced electricity 
charges, encouraging further use of electri- 
cal appliances—North Hillington estate has 
received another six inquiries for factories. 
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Will New Pleasure Parade 
Find Record Sales Made? 


HEME song for many marketing 
men this summer is ‘‘holidays with 


pay With at least 1,000,000 
more workers slated for 7 days’ paid 
whoopee, bringing total to over 
5,000,000, minimum of {15,000,000 


cash will pass over counters, stir blasé 
resort retailers to admit business is good. 
Point is: will business be good for you? 

By planning now, reserve a record 
summer sales figure. Many firms are (a) 
projecting sales based on last year’s 
figures, providing for 20 per cent in- 
crease; (b) checking up on retail outlets 
at all holiday resorts; (c) opening up new 
accounts; (d) looking for unusual outlets 
such as beach kiosks, side-shows, etc. 
One novelty manufacturer, for example, 
is using seaside cafés for the first time. 


Holiday ‘Hoards’ Will 
Bring £’s by Millions 


AYBE 13,000,000 workers now 

without paid holidays will join the 
joy trek; certainly some of these will this 
year. Which suggest you should not 
pooh-pooh possibilities of sales to merry- 
making multitudes. 

Industries directly concerned with 
holiday trade are preparing in a big way. 
For example, L.M.S. are spending thou- 
sands of {/’s improving refreshment 
rooms, getting pleasure boats into sailing 
order for unprecedented rush. Resorts 
serviced by this railway are spending 
over {3,000,000 on improvement schemes 
to cope with record crowds. All other 
railways and resorts are pouring out 
Peppiatts in similar fashion. 

First to feel impact of this mass 
pleasure move are textile manufacturers. 
As even shark-natured boarding house 
landladies must furnish attics to pass 
them off as bedrooms, household textiles 
are already selling well. Latest reports 
indicate heavy buying by retailers oi 
sports wear, holiday clothes, novelties, 
etc., suggest that records will be broken. 

This trend points to ready market. 
Can you sell here? Ifso, now is the time 
to get busy. 


Use A Three-Point Push 

To Capture The Markets 
NALYSIS of this holiday market 
shows three main divisions: (1) 

interested industries, which include all 


— 


Current Facts 
that will help in 
Shaping your 
Sales Campaigns 


transport companies, hotels, boarding 
houses, holiday organizations, etc.; (2) 
holiday makers, in the act; (3) holiday 
makers, before and after. 

Selling to the first group should be 
done now. Distribution for sales to the 
pleasure seeker at his or her pleasure 
spot should be arranged in the coming 
two months. 

Market number three is more difficult. 
It needs detailed investigation of holiday 
periods in individual localities. Then 
you can arrange to sell goods that holi- 
day makers will take away with them, 
prepare to sell food, drink, household 
goods needed on their return. 


Witch-Doctor Minds May 
Mar Your Marketing Plan 


OU may think witchcraft these days 
is confined to fairy tales, but the 
influence of the black arts may still 
touch your sales. Most persistent form 
of hangover from days of spells and 
changelings is superstition. Do not 
laugh. Love potions are still sold—not 
in Persia or the Fiji Islands but in 1938 
Britain. 
Hear about the experiences of two 
manufacturers I met recently? One 


How 
A Big Market was tackled though 
Vested Interests barred the way 


See page 13 


Area Try-Outs give Key to National 
Advertising See page 14 





marketed a woman's product at 13s. 
retail. Sales were slow until several 
dealers suggested the price was ‘‘un- 
lucky’’, scared off customers. At 14s. 
the product sells well. 

Up Lancashire way a hardheaded tie 
manufacturer produced a ‘‘peacock’’ 
range of natty neckwear. Peacock 
motive gave it a top-quality touch, 
brought it into discerning, wealthy 
markets. Best of these, theoretically, 
was London, but it flopped. Why? 
There is a superstition in the world’s 
number one city: it says peacocks are 
unlucky. 

Maybe these superstitions are not 
vital factors in marketing because they 
are not generally held. If you sold walks 
under ladders, for instance, such irra- 
tionality might bankrupt you. But it is 
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Marketing TREN DS -i 


By the 
MARKETING EDITOR 


well to look into this angle, find out uJ 
any strong local bias will be harmful, 
especially as there seems to be a re- 
crudescence of belief in soothsayers and 


the ilk. 
+» 


Decentralization as Means 
of Increasing Total Sales? 


ATEST important marketing policy 
comes from a famous department 
store, proposes decentralization as a 
means to increase sales. Single-shop 
units for sale of specific classes of goods 
is held to give more scope to the publi 
to buy. Reasons: shops can be located 
in selected centres, are easier of access 
than crowded big stores. It is also sug 
gested that single units are more econ 
omic to run than big store ostly to 
build, costly to maintain. 
Action may be taken on these views 
this year. If so, it is a matter of vital 
interest to marketing practice 


‘Pacification’ Executives 
Paid These Manufacturers 


EALOUSY and disagreements be- 

tween dealers in the same district have 
adversely affected many sales schemes, 
especially in local sales drives. Troubles 
often are petty, but they take up repre- 
sentatives’ time, loose displays and sales 
—sometimes close up good retail outlets. 

At least three manufacturers I know 
have successfully introduced ‘‘pacifica- 
tion’’ executives. These men go to 
trouble centres and iron out difficulties, 


get more co-operation between dealers 


Price-Cut Pirates Sunk 
By ‘Side-Step’ Salvos’! 


ATTLE between manufacturers of 
fixed-price goods and cut-price 
operators, though quiet nowadays, still 
goes on. Latest cannonade fired against 
the pirates is policy to sell direct to 
retailers, side-stepping wholesalers. 
Two manufacturers — Yardley and 
Schick Dry Shaver—give good examples 
of this trend. Recently anyone could 
go to a wholesaler and buy Yardley 
scents and cosmetic for cash. Result: 
price cutters made easy hauls. Now 
sales are direct to dealers. Pirate stores 
can only buy through retail if they 
can find a shopman who is willing to split 
part of his discount. And this happen- 
ing leads quickly to blacklisting the 
dealer, as all goods are coded, therefore 
traceable to the individual. 



































































— upon hundreds of pounds have been 
ed on really good advertising photographs 
i tawings because indifferent blocks have 
n depreciated the final printed ilustrations 
«ty say nothing of the value of the orders 
lost through this weakening of catalogues 
and other advertising. Invest, therefore, in 
Nickeloid blocks—-made by master craftsmen-— 
and, if you would doubly ensure perfection in 
your illustrations, use Nickelotd photography too. 
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Oak. -Ex-Government Admiralty. ‘Desks, 
, Lined Top, 4 Drawers and Knechole 
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| per reply named. 
represented 25 per cent of total replies | 
it is fair, therefore, to say | 








| customers. 


— paar Londen, W vca] 


— Big : Market : 


(Continued from page 14)” 


i papers. I might add that the campaign 


was modest. We took space in Milk 
Industry, Dairy Industry, Farmer & 


Stockbreeder, Dairy Farmer, Farmer's 
| Weekly and Home Farmer. 


In each case the value of the paper 


| has been judged on a costs-per-reply 


basis. For instance, during this last 
twelve months the paper with the best 
results showed a cost of 14s. 10d. per 
reply named, the next best {1 6s. rod. 
“Named” replies 


received : 
that the costs per reply of the two 
papers quoted were about 3s. 8$d. and 
6s. 8$d respectively. 

Now that we have big expansion 


changed to meet new conditions. 


Sydenham, Kent, and the opening of a 
new factory at Team Valley estate, 
Gateshead, will enable us to double our 
production by the end of this year. 
We are now planning to double our 


sales. 


Two other moves which will help us 
to sell 3,000,000 cartons a week are: 


(x) we are doubling our advertising 


appropriation; (2) we are teaching, 
through the mail, our customers’ milk. 


| roundsmen how to sell milk in cartons. 


One of our big selling points 18] d at 3 Old Jewry, LONDON, E.C.2. 


that the user's business can be ex- 
panded through the use of Pergas. We 


are now helping the dealer to take | 
} advantage of this fact. 


As it is true 
that a roundsman can deliver twice the 
amount of milk if cartons are used in- 
stead of bottles, he can, therefore, do 
twice the amount of business. For 


| instance, two full pint cartons weigh 


only as much as one full pint bottle. 


| This means a roundsman can carry | 


twice as much. Furthermore, he 
does not lose time collecting empties, 
also the handing of the product on the 
round or at the dairy can be done much 
more speedily. 

These factors provide the roundsman 
with more time to sell milk to new 
But most roundsmen do 
not know how to sell. We are tackling 
the problem by providing each man, 
through the co-operation of the dealer, 
with a course of instruction in selling. 
We tell him how to approach a pros- 
pect, how to develop his argument in 
favour of cartons, how to explain each 
point and meet all possible objections. 


Experiments with this course has re- | 


vealed big possibilities and that it will 
help us reach our 3,000,000 cartons a 
week mark. 





“QUIKWAY” 








EXCEPTIONAL 


MANIFOLDIA LTD. of WEST BROMWICH 


are manufacturers of 


CONTINUOUS FORM STATIONERY 
“QUIKPART” CARBON LOADED SETS and 
-STATIONERY FOR. MACHINE- 








EASIER 
RECORD-KEEPING 


Nothing could be simpler, quicker or more. 


practical than the “Robin” Looseleaf Book: 


method of record-keeping. 


| All the leaves of each record follow sone: 


secutively. There need be no “‘dead”’ entries. 
to waste time. Indexing and reference are 
remarkably quick and simple. New records 
can be inserted without disarranging the 


schemes on hand our policy is being | Other's: 


The | 
enlarged capacity of the Perga plant at | 


Examine a Robin” Looseleaf Book yourself : 
SPECIAL TRIAL OFFER 


| ROBIN BOOK, 5 ins. by 8 ins. com- 


prising looseleaf binder, bound full 

maroon buckram, A-Z index and 200 

leaves (feint, cash or double ledger) 9/6 
3 or 

Bound half maroon pigskin 12/- 


J. W. RUDDOCK & SONS 


Looseleaf Book Manufacturers 
LINCOLN 



















NORBRECK HYDRO is he Corn 
plete Holiday Resort for the Family. 
60 Acres on the CLIFFS. 656 Red- 
rooms: Dancing: Talkies: Cabarets: 
iS-hole Golf Course: Tennis (26 
Courts): Putting: Covered Swim- § 
ming Pool: Bowis: Riding: Gym: 
Billiards: Table Tennis: Bridge & 
Whit: Tonic Sunray & Med. | 
Baths: Own Orchestra: Solariurn:. 
Sun & Luxury Lounges, ete, 
Write to J HL SHORRGCKS 
eee On Eiro, for (lus. Folder . 


rms. Phone: 
Black pool North — 
GAGT2. t 





OPPORTUNITY 
One or more gentlemen can secure 49% 
interest in rubber factory to open in Dis- 
tressed Area, {10,000 required. Total 
Capital £35,000. Incorporating highly. 
trained sales force. Big demand mono». 
poly article. Estimated Nett Profits: 
first year, {10,000.—Box 386, BUSINESS, 
Whitefriars House, Tallis Street, E.C.4. 
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TRADITION has grown 
up that the men who are 
doing the greatest com- 
nercial work of the world show 
ery few signs of their activi- 
es. We are bidden to gaze 










captains of industry and to re- 


cient our own desks would be 
-just like that. 

_ No doubt the man who has at 
his beck and call the assistance of 
_a dozen experts can keep his desk 
reasonably clear. His job is to 
ee the possibilities of any sub- 
ject that comes before him, make 
his decision and turn over the 
xecution of his ideas to some- 
ne else. That, of course, is the 
nly way really big business can 
e conducted, but it demands 
ery remarkable qualities of 
nind. 

Not every business man, how- 
ver, isa captain of industry. Not 
very one can afford to maintain 
_ corps of specialists to take off 
is hands any job of work he 
vants done. Willy-nilly, he must 
o a great part of his work him- 
elf. And so, strive as he will, he 
eldom reaches the ideal of ‘‘the 
lear desk’’. Always there is 
omething to be done—usually a 




















o ask for particulars of the Dictaphone 
cord... Records your telephone talks, 


ens. ‘congestion on the lines, gives you a 
plete. —— record. of ai im- 


busy during working hours. 


pon the empty desk of the great 


flect that if we were really effi- 


of business all along the line? 
T The extract Trom The Tih, cores os — 


‘The empty desk not always a 
sign of ideal working conditions 


‘There is a very great deal to be said for bang — and continuous! 

The empty desk does not by any means ` 
indicate the calm-eyed magnate so far ahead of his work that he can keep 
a steady finger on the pulse of enterprise. 
of efficiency whose table groans beneath accumulated files and who feels 
that every opening of the door means an addition to his burden, possibly 
the last straw for his breaking back. Somewhere between the two there is 
a high water mark of competence which is never idle but never fussed.” 
—-The Times, 15th March, 1938. 


BY THOMAS DIXON > 


great deal too much: new matters 
pour in upon his attention faster 
than they can be disposed of: 


papers accumulate until he feels | 
nate periods of idleness — 1 
‘which are a far worse strain 


himself in peril of suffocation. 
How shall he reach the ideal of 


‘“‘Never idle but never fussed”? — 
How shall he so keep things 


moving that, while he has plenty 
to do, he is never driven to frantic 
haste ? 

Only The Dictaphone can sup- 
ply the answer to that question. 


Only The Dictaphone can give 
him the power to deal instantly 


and effectively with every matter 


is no waiting, no delay. 
executive thoughts, instructions, 


and desires are spoken promptly | 
to the ever-ready Dictaphone— 
they are caught and stored be- | 


yond the possibility of loss or 
neglect—-and in a very few mo- 
ments they can be on their way, 
in typed, unmistakable form, to 
the persons concerned. 

While he dictates, 
transcribes. 
until all the dictation is finished 
before she can begin typing. Just 
imagine what it would mean in 
the prevention of delay to have 


his typist 


the typing of two hours’ dictation 
in progress five minutes after you — 
have started to dictate | | Can you — : 


imagine any better ‘ ‘speed up” 








Nor can that man be the soul 


will help you to do it ¢ 


business: 


that comes to his desk. There — —the hig 


His  petence! ! 


FE EE EUREKA SE OE: 


She has not to wait 










printed on this page, puts ff 
matter clearly. Every busi 
man wants work to flow smoo 

He wants to abolish the al 













































4 


steady, continuous work. 
Dictaphone will smooth work ov 
When you have a lot to ¢ 








Sewell 


and better: when things si 
off it will enable you tg 
the new plans and good | 
that make for bigger and be 





‘Never idle but never fv 
yh-water mark. of 
Give The Dic 
2a trial and See how it WE 
you. | 
Post the coupon to-day ; 





Thomas Dixon — $e . 
(Dept. H.) KINGSWAY HOL 
Holborn 4/8124 


And at Manchester, Birmingham, Ghegew. Live 
Leeds, Brisesl, Newcastle-on-Tyne, Drrtiin. 


i Telephone: 


POST THIS COUPON NOV 


THE DICTAPHONE CO. LTD. (Dees. hi.) = 
Kingsway Mouse, Kingsway, 
Londen. CECA 


HE HME OE 





Please send fres book “ Vihat's ar CH fice : an — 
way??? to 





his money's worth. Wants to be sure he does reach the 


general public; doesn't miss whole sections, whole factions. — 









For even calm old England has her opposing camps. Older 





generation and younger; conservative and socialist; Catholic 
and Protestant; northerner and southerner; townsman and 
countryman ; £3,000-a-year family and £3-a-week one... how 
often do they read the same paper? Very, very seldom. But © 


they join in reading the Radio Times—seven separate times a - 
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— “The Journal of Commerce”, ‘Modern Business”, 
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And Now— 


A PORTABLE REGISTER! 





HEREVER internal routine forms— 

requiring carbon copies—are necessary, 
Egry Manifolding Registers will speed up the 
operation. Several routine phases, however, 
preclude the completion of details at a fixed 
point, thus the demand for a Portable Register 
is apparent. 


Small in size, light in weight, and convenient 
to handle, the Handipak embodies the principal 
features of the standard models. One writing 
produces an original and up to three carbon 
copies of any essential routine form. The 
discharge of the written set automatically 








THE “400 LINE” HANDIPAK 


brings a fresh set into position, interleaved 
with carbon paper, ready for immediate use, 
thus avoiding the handling of stationery and 
carbons attendant upon the use of the old- 
fashioned manifold book. A receptacle is 
provided, enclosed in the ‘‘Handipak’’, for the 
storage of file copies of each written set. 


Ask also for details of the Speed-Feed Attachment when typewritten records are required 


EGRY Ltp. 


WARPLE WAY, ACTON, 


Telephones : 
SHEPHERDS BUSH 3377 (3 lines) 


LONDON, W.3 


Telegrams: 
EGRYCOMPAK, EALUX, LONDON 








Why not buy 








ant SAVE . 
MONEY! 


FOR PARTICULARS APPLY : 





*Phone: Central 3725-3726 


Cecil House, 57 Holborn Viaduct, 
London, E.C.1 


Branches in Principal Provincial Towns 
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VENTEX AIR FILTER OZONAIR PURE-A 
cleans the air to the point of sterilization PLANT 
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This is the machine that ensures maximum mechanical accounting 
efficiency. It is the National “‘Class 3000” model adaptable to Sales 


and Purchases Ledger Posting, Customer’s Statement Writing, Invoicing, 
Cheque and Receipt Writing with Cash Book, etc., Stores Ledger Posting, 


Sales and Purchases Analysis, Wages Sheet and Pay Envelopes, etc., etc. 


It has a “‘full’’ adding machine Keyboard, standard typewriter, completely 


visible printing line, flexibility and extensive automatic performance. 


No business is too large or too small for a “National”. 


NATIONAL ACCOUNTING MACHINE SYSTEMS 
THE NATIONAL CASH REGISTER COMPANY LTD. 
2Z06-216-MAB Yee RON E ROAD aa ODDO So SLL: 
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‘DILUTION’ of Labour 


Are You Making Plans to Meet 
The Fresh Problems That Will Arise ? 


of writing) with the engineering 

employers, trade unions, and the 
government are still pending in regard 
to the matter of the ‘‘dilution’’ of 
labour. 

The state of partial national emer- 
gency that has brought this factor into 
prominence is of serious importance. 
While, therefore, the decision on the 
point of dilution remains unofficially 
settled, there seems no alternative to 
dilution, at least in some degree, being 
agreed to in the very near future. The 
agreement may indeed have come into 
effect by the time this paper is in the 
hands of readers. 

Whether this is so or not, manufac- 
turers in the many industries and allied 
trades affected have everything to gain 
by surveying in the meantime ways and 
means of putting dilution into effect 
and of planning the changes in the 
methods of management and control 
that will be necessary under the new 
conditions. 

The problem facing the manufacturer, 
very broadly, is this: making good the 
skilled labour that has been (and still 
is being) drafted into specialized work 
on armaments of all kinds. 

What the manufacturer has to do to 
meet this situation is (a) to find, or 
somehow create, as much additional 
labour of sufficiently high standard to 
do the work of the men that are gone, 
and (b) to reorganize his production 
methods as much as possible to make 
operations more simple so that they 
can be readily undertaken by the 
new drafts of less skilled labour coming 
in. 

Exactly this sort of thing, on a much 
intensified scale, of course, was neces- 
sary during the Great War. It was to 
meet the acute emergency of that time 
that women, to a large extent, had to 
take the place of men. 

That substitution, regarded gener- 
ally, was an outstanding success. In 


N EGOTIATIONS (at the moment 


How to find, train and fit in raw employees for new 
classes of work: How to train existing employees 
for promotion into key positions: How to simplify 
machine operations so that less skilled operatives 
can do the work. These are some of the problems 


that must be tackled under a scheme of 


fact, the production director of one of 
our biggest manufacturing concerns 
(engineering) to-day told us last month 
that ‘‘the women swept the board; we 
should prefer, even to-day, to revert to 
go per cent women in the shops of our 
organization’ ’. 

‘‘Would it be possible,” we asked this 
director, ‘‘for women to take over right 
now the actual work that your skilled 
men are doing?”’ 

‘Now you touch on a vitally impor- 
tant point,’’ he replied. ‘‘What is a 
‘skilled’ man? In this factory we 
manufacture scores of thousands of pre- 
cision units a year, yet very, very few 
of the manufacturing operations actu- 
ally demand the work of ‘skilled’ men. 


‘dilution’. 


‘“What we have developed in the past 
fifteen years is this: systematic plan- 
ning on the office and the purely scien- 
tific sides of the business to such an 
extent that actual operations have been 


broken down to a simplicity that comes 
as a revelation to those who come to 
look at them. 


‘The office planning side to-day 
simply issues to the works a perforated 
card that represents the complete job 
in its minutest detail. The purely 
technical side has selected the material, 
the tools, the tool set-ups, the methods 
of handling and the machinery for 
handling. It has planned the opera- 
tions and broken down those operations 
to the utmost simplicity. This simplicity 


N engineering manufacture and assembly many of the processes have, 


by scientific management, 


management much of the responsibility, 
for ‘skill’ that formerly was vested 
entirely in the factory per- 
sonnel 


l been reduced to such simplicity that, 
with proper supervision, they could readily be taken over by 
unskilled workers or by women. Scientific planning 
has, in effect, removed to the sphere of higher 















ecome aires a matter ‘of Button 
jushing’, notwithstanding the fact that 
he items being produced are large and 
om plicated articles of high engineering 
yrecision. 
Tt is defnively a fact, therefore, that 
women could, here and now, step into 
yur shops and replace probably up to 
o per cent of our men. 
“T will go further: women would do 
etter than the men. We should prefer 
‘them. By their delicacy of touch, their 
‘dexterity and, above all, by their men- 
tality (which makes them superior to 
men at repetitive work) they would 
epeat their war-time performances in 
reducing unit costs.’ 
This very illuminating opinion, based 
on actual experience, is very important 
ndeed. It is a valuable pointer to other 
‘manufacturers. 
The pointer is this: management, by 
careful, scientific planning, can vastly 
educe the burden of responsibility that 
iormally rests on the production per- 
‘sonnel. It can remove into the sphere 
-of higher control much of the skill 
‘formerly needed in the factory, and can 
correspondingly reduce a great propor- 
tion of the factory work to mere 
< ““‘button-pushing’’. The need to rely 
so much on “skilled labour” and all 
ov that it implies is therefore largely 
overcome. | 
< Of course, that is stating the matter 
very broadly. It is, however, precisely 
s what has been done in one of the biggest 
‘engineering works in this country. It 
is there for all to see. And what has 
been done in one manufacturing con- 
cern can also be”done, in principle at 
© least, in any other factory where com- 
parable work is being carried out. 
As an accomplishment it is well worth 
. Studying at any time. But in view of 



































shortage of skilled labour, it is more 
than ever a matter worth investigating, 
‘if only for the possibilities it has for 
“overcoming the difficulties of to-day. 

>In the majority of works where this 


been developed the problem is more a 
matter of finding and training workers 
to take the places of skilled men who 
have gone into armament work. At 
this moment, therefore, manufacturers 
will be well advised to anticipate the 
principle of “‘dilution’’ by looking over 
‘the routine and detail of their produc- 
tion processes. 

‘Some operations by their very nature 
nd themselves to being broken down 
4. Series of more simple operations. 
this is possible the need for 
led work may be reduced. 
3 t alone the difficulty of the 
i BC uf problem can be considerably 





J This process of breaking down opera- 
tions may indeed permit some manufac- 
turers to reorganize that part of their 
work from skilled work to a simple 
1ass-production basis. Useful. as 





> the present emergency caused by the. 


state of scientific management has not. 


tion : why do not the 






effect of — would ‘be on n the labour : 


n, however: it we uld 


olve a considerable replann ng 
— as to control success 


— fror lines. 7 i 
Other factors that have to te con- 
sidered seriously under a scheme of- 


‘dilution?’ are the finding, training, 
and fitting in of new and less skilled 
employees, the training of your existing 
employees for promotion into key posi- 
tions, the organization of shifts and 
overtime, and so on. 





Watch for This 


Series of Articles 


In fact, when the official agreement 
on the matter of dilution is settled, a 
whole chain of management problems 


will arise. Business will keep in touch 


ManaGEMENT TRENDS 


City Planning For 
Staggered Holidays 


much te cause congestion at the 


Q of the factors that tends very 


holiday period is the practice of. 
many big firms to send the majority of 
their employees off on holiday at one 


time. 


Player’s, the great tobacco concern, 
for example, release some 6,000 em- 
The 
management state that every year they 
‘“staggered’’ plan, 


ployees for one week in August. 


have considered the 
but that it has always been found more 
convenient to have the holiday over and 
done with at once. 

The Raleigh Cycle Company do their 
stocktaking in August (Bank Holiday 
week). It is their “‘quiet’’ period, so 


they take that opportunity to release 


their 5,000 workpeople 
for the annual holiday. 

Ericssons, the well- 
known telephone and 
electrical firm, send 
their 3,000 employees 
away for one week in 
early July. They took 
a vote of their em- 
ployees and the 
majority plumped for 
this month, though, 
as one of their execu- 
tives remarked, “I 
don’t know how they 
wangle their children 
off from school!”’ 

In Nottingham a 
full 1,000 employees 
in the hosiery trade 
get the Bank Holiday 
week. 
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HE Nottingham 
Evening News 
makes a good sugges- 
_ by the 
ding industrialists ; 
of the 7? and the 
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EMPLOYEES of C. 
Vittoria Street, wish to 
for their. week's holiday with pay; 





HE EMPLOYEES of ‘s 
T and CHAMBERS, LTD., Dale End Works, wish to > 
express Appreciation to their directors for generous grant. ` 
Gi payment for holiday. : 


— — — — 
* + 
IHE EMPLOYEES of HARCOU RTS, LTD., 
Moseley Street, take this. opportunity of Thanking the 
Management for their kin’ ness. in announcing thal the — 
Holiday will oa 


This publicly. — appreciation is employees’ gesture to : 
Birmingham firms paid. on the policy. 


own — n the froi 


iow the problem is eiae handled pa 
‘ticularly in regard to the training o 
Í ape for new work and. th 
‘reorganization of plant in order t 
simplify operations. 
During the latter part of the Great. 
War period (1916-18) Business (then 
System) provided just such an advisory | 
service for readers who at that time: 
faced labour problems of acute diffi 
culty. Those System articles on how 
_ leading firms were finding, training, and 
organizing employees to meet critical 
needs were tremendously appreciated 
The position to-day is certainly no’ 

so desperate as then, but the situation 
though less acute, is of much the sam 
nature. The articles we shall publish 
will therefore constitute an invaluable 
guide to solution of the problems that 
will arise. 
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The Editors 




































local authorities formulate a staggered 
holiday plan for the city? — 

This seems like a good idea, but noir 
employers, however big, can do much > 
individually. City plans, on the other ~ 
hand, could be completely effective... 
Given live co-operation between leading — 
industrialists, Chamber of Commerce, 
and educational authorities, there would __ 
surely not be much difficulty in arrange _ 
ing that at least a majority of employees’ 
holidays could be spread out over the 
period May-September. oe 

Naturally, some firms would need to 
retain a single holiday term for all hands = 
and to have this term in August. But 
the fact of a bulk of other firms making _ 
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Thank directors of the firm 
also for their past 


GASKELL 













Messrs. 
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These notices were 
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employees c on their own initiative i 


MANAGEMENT - CONTROL - POLICY 


This Administration Plan Gives a ` 


Daily Profit and Loss A/e—BY JOBS 


ciple aim : To reduce to the short- 

est possible interval the time-lag 
between the planned physical activi- 
ties of production and selling and the 
presentation to the management of 
accurate statistics representing these 
activities. 

It can in fact be said that in propor- 
tion to the speed and accuracy with 
which management gets the key facts of 
all departments’ work, so rank that 
company’s chances of being successful in 
the face of modern competition. 

To achieve this aim, however, ad- 
ministration must be wary. Modern 


À DMINISTRATION has one prin- 





It Provides ... 


of costs with the 
Company. 


product. 


scientific methods have greatly re- 
duced the cost and labour of sys- 
tematization, but administrators 
must guard strictly against the 
danger of arbitrarily adopting 
ready-made systems. It is a fatal 
error to subordinate work to a sys- 
tem. The opposite procedure must 
be followed. Only those methods 
must be adopted that will, in the 
quickest, most accurate and most 
economical way produce the prime 
essentials that management needs for 
effective control. 


Any Size Firm Can Apply 
Scientific Management 

No matter whether the business is a 
small or a large one scientific methods 
of control can be applied to it with 
every advantage, but in all cases this 
intelligent discrimination for specific 

needs must govern their application. 
There is everything to be said in 
favour of the practice, now being fol- 
lowed by many firms, of appointing 
a full-time executive as systems 





Management Trends (Continued from previous page) 


alternative arrangements would com- 
pletely remove any danger of such a 
need causing congestion. 

The railways’ new scheme for earlier 
and later cheap tickets would enor- 
mously help city holiday planning on 
these lines. 


HE first suggestion of a city- 

planned scheme of staggered holi- 
days seems to have come, however, from 
Coventry, though it was put aside when 
first mooted some months ago. 

Firms in this area say that their acti- 
vities are so closely inter-related that 
any scheme which split up the holidays 
so much would gravely interfere with 
production. 

The Birmingham Daily Mail, for 
instance, says that engineering concerns 
in Coventry rely on manufacturers in 


Birmingham and the Black Country 
for many supplies; and different holi- 
day periods for the two areas would 
mean a dislocation of present production 
facilities. 

One firm in Coventry has, following a 
conference between the management and 
employees, agreed to grant a week's 
holiday at Easter, and to cut out the 
holiday at Whitsuntide. Other firms 
are preparing schemes on similar lines. 


® 
Penalizing 
The Wary 


USINESS men are chagrined at 
Bux is considered the ‘‘utterly 

inadequate’ income-tax allowances 
to be permitted on expenses for air-raid 
precautions. 


1 Control of all costs by comparison with 
‘standards’. 2 Prompt, accurate statistics daily 
with far less clerical labour. 


3 Reconciliation 
Financial Accounts of the 


4 Visible profit or loss daily on 
Production, Sales and Stock for every class of 


By D. L. PAUL, A.I.A.C. 
(Member of the Institute of Industrial Administration) 


Guest, Keen & Nettlefolds Ltd. 


specialist to look after this side of the 
business. This executive must be cap- 
able not only of following all the de- 
velopments in modern methods as 
they take place, but he must be capable 
also of devising special methods, and 
even equipment, to meet his firms 
particular needs. 

The more developed equipment and 
methods become, the more strict should 
be the rule against applying them indis- 


criminately. The systems specialist 
would understand this He would 
be the pivotal man who would unify 


the whole of his firm’s ‘‘methods’’ to 
the end of continuously supplying the 
management with the most valuable 
up-to-date facts for the profitable 
trol of the business. 

Scientific methods do not necessarily 
involve the installation of costly equip- 
ment or highly skilled operatives, and as 
an example of what can be achieved— 
merely by using suitably designed 
stationery, I will outline the system of 
costing and stock control in operation in 
our Birmingham Wire Mill. This mill 


on- 


— — — 


The government decision is that none 
of the more costly types of A.R.P, 
expenditure (such as strengthening of 
building structures, the provision of 
properly devised shelters, etc.) is admis- 
sible as a business expense. 

This condition will undoubtedly act 
as a deterrent to the fullest development 


of A.R.P. measures, since the cost will 
be such a burden on industry. These 
protective measures are not needed 
except in the case of war, when industry 
would naturally be engaged on produc- 
tion for national purposes. It is illogical, 
therefore, that the individual business 
man should be penalized making 


preparation against the possib lity of a 
national need. 


HERE is also the need for recon- 

sideration to be given to the effect 

of A.R.P. schemes upon valuations for 
(Continued on page 40) 








Jescrp 
the preparation of 
statistics. 





stood, however, 
that under no cir- 
cumstances are 
these codes used 
in the final pre- 
sentation of the 
figures to the 
management. 
There is nothing 
more disconcert- 
ing to an execu- 
tive than to be 
faced with a 
statement which 
is virtually in a 
“foreign lan- 
guage”, and no- 
thing is less con- 
vincing to the 
works manage- 
ment than a sheet 
of codes and fig- 
ures which dis- 
play no more life 
or feeling than a 
robot. 

Fig. 1 shows the 
plan of the Para- 
mount “unit” 
production card 
which is the 
source of infor- 
mation for pro- 





Wire GP Tom 





i i Rods Tens 


— 
Finished Wire Tons 















Process Wire Tons 
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Total Material Cost The management gets 


this departmental cost 
control summary every 
4 weeks. It reveals any 
vartations between stan- 
dard and actual costs. 
This sammary, however, 
is supplementary to the 
running profit and loss 
figures shown DAILY 
as each unit of produc- 
tion ts completed. These 
daily control figures are 
shown in the diagrams 
below 







Wire Drawing Cost 







 Planyfacturing Cost 







Special Treatment Cost 









— Drawn Wire Production Cost 


SALES: | 
Screw Depts., Tons 
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Average Cost Price of Safes 





Stocking and Despatching 






Selling and Administrative 
Total Cost of Sales 
Average Selfing Price 
Profit Per Ton 

Total Profit 


Z of Sales Value gressing, wages, 
costs, stocks and 
statistics. 

manufacturers wire for special orders, Along its edges are numbered holes 


also for screw- and nail-making in which are converted into slots by means 
associated works of the company. 
In designing this system certain guid- 


had to be speedy, accurate, and simple 
-to work, yet informative to any depth 
of detail required, reasonably inexpen- 
sive and capable of being interlocked 
with the financial accounts of the 
company. 


Transcriptions, Therefore Errors, 
Are Avoided 


~The system is based on the use of unit 
information; every record made during 

production being entered, not in a note- 

book or on a scrap of paper but on 

two kinds of unit entry cards, specially 

designed for the purpose: one a Para- 

mount Punched Card, the other a Slip- 

Post Card. 

These eliminate all the copying The Cost Unit Cards 
and posting, re-copying and re-posting give day-to-day con- 
hich waste so much time and cause trol of Output, Costs 
o many mistakes in the average cost- 4 i Profits,” A 
y system; because a unit card, having — pr — 
an identity of its own, can be conveyed 4 inn 


From the workman's 
‘om the source of the information right card to the managing 


all the information shown thereon has statement only seven 
been extracted for the guidance of the clerical entries are 
management and the compilation of involved 
works and accounting records. *How these actual figures 
A simple yet comprehensive code has © e% — haley — 
been compiled to facilitate the handling article as, owing ag ae 
and sorting of these cards, as a. cod : of space, continuation of 
; erigo a more convenient tha 









could not be 
ced: here. 


‘OF smpi —— PP | 
slots indicate the - wri ten informatio 
_ under the various headings and enable th 


It should ba 


clearly under- ata speed of 40, 000 or more per hour, 


through | the various departments until director's control 7 = =e 3 E 













cards to be sorted, by means of a needle 


























One of these Paramount cards is 
made out by the weighman for every 
weighing of finished wire, and a carbon 
copy is given to the operator as a re- 
ceipt for his production. The cards are 
punched daily to record the operator’s 
clock number and machine number, the | 
size, quality, section and process—or 
finish--of wire drawn, and the day. 
number, which is a simpler method of | 
recording the date than by the usual- 
calendar. During the week the cards 
are sorted to the above code numbers 
for planning and progress purposes, and 
on Monday mornings they are sorted 
to clock numbers, rated, extended and 
summarized on to a Wages Summary 
Card, from which the Payroll and — 
Analysis is compiled. 


Production and Wages Costs are 
Easily Obtained 


The cards are then re-sorted, and the 
weight of production and the wages are 
summarized on to Slip-Post Cost Unit 
Cards (Pig. 2) for each quality, section, 
size and finish of wire drawn. 

I should add that there are about 12 > 
qualities, 10 sections, 200 sizes and 20 
different finishes of wire, so that there = 
are often several hundred of these cost . 
unit cards ata time. The various quali- 
ties of wire are separated for costin 
purposes, and a summary cost unit car 
is made out to show the total produc 
tion and cost for each quality. In 
addition sub-total cards are included for 

(Continued on page 40) 
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Maintaining the ‘Family’ Type Business 
In First Class 
Fighting Shape 


To find a continuous supply of relatives young, vigorous and trained 
for executive leadership has always been the greatest problem of the 





HE last article in this series dealt 

| with the large-scale business com- 

bination and its special manage- 

ment problems.* This month we turn 

to businesses of quite a different kind, 

but of almost equal importance in the 
national economy. 

The ‘‘family’’ business passing down 
from father to son (or nephew, or 
cousin, or son-in-law) is very typical in 
English industry and commerce. It 
was the initial form of business organ- 
ization before the industrial revolution. 
The original owner treated the under- 
taking as his personal property, pro- 
vided the capital, took all the risks 
and supplied both direction and 
management. 

At his death, or because he needed 
to broaden the financial basis of the 
concern, partners were introduced. 
There was substituted for the one-man 
show the firm or private partnership. 
But the underlying principles remained 
the same. Essentially the business was 
regarded as property. 

Since liability was unlimited and any 
partner could imperil the whole private 
fortunes of his colleagues, integrity, 
personal knowledge of the other man, 
his essential identity of interests with 
the rest of the group and the convention 
by which property is usually left to 
relatives, were the primary considera- 
tions in making new appointments. 

To-day the convenience of limited 
liability has caused most of these 
partnerships, except in the case of 
professional work, to incorporate as 
public or private companies. But while 
their financial form is altered in some 
cases the methods and outlook have 
changed little. Many small and 
medium-sized companies are managed 
as though they were still the private 


*How to Plan COMBINE Organization, Brstnrss 
for February, page 11. 


‘family’ business. ‘‘Clogs to clogs in three generations’ 


is the York- 


shire phrase that grew out of the tendency for family business to 
revert to type solely on account of this difficulty. The article here 
explains how ‘Clogs’ can be turned into permanent profits 


By L. URWICK, O.B.E., M.C., M.A. 
Chairman Urwick, Orr and Partners Lid. 


property of the directors—responsible 
to no one for their administrative acts. 
It is assumed as a matter of course that 
they should remain ‘‘in the family”. 
Considerations of competence play 
second fiddle to the tables ot afhnity 
when it comes to appointing directors 
and managers. 

This system has many virtues. 
England has produced many well- 
known families of business men who, 
generation after generation, have had 
a proportion of descendants who have 
been equal to the positions they have 
inherited. But the system also pro- 
duces special problems and difficulties. 
The well known North country saying, 
“clogs to clogs in three generations’, 
epitomizes the history of many 
‘‘family’’ businesses which have failed 
to overcome these handicaps. 

To be forewarned is to be forearmed. 
A brief analysis of the special character 
of the problems involved may suggest 
methods of avoiding them. 


A Great Danger is Interrupted 
Succession 


The ‘‘famiiy’’ business often suffers 
from too wide a gap existing between 
father and son. To-day the age at 
which a man of the middle-class has 
his first male child is seldom under 30. 
Occasionally young men of exceptional 
ability may be fitted to control the 
whole destinies of a business in their 


This is the third article in this 
series on Management - building 
which we invited Mr. Urwick to 
contribute. Previous articles have 
been— 


How Balanced Control Insures Profits. 
December, 1937 


How to Plan COMBINE Organization 
February, 1938 


In June Mr. Urwick will deal with 
methods of securing the highest 
quality of management for the 
Small Business, or ‘How to travel 
first-class on a third-class income!’ 





twenties. But the average age, and it 
is averages that we have to deal with 
in practice, at which the individual is 
fully equipped by training and exper 


ence to be a principal utive is 
between 30 and 35, and nearer the 35 
in most instances. On the other hand, 
Many men pass their maximum execu- 
tive utility before rather than after they 
are sixty. 

In other words, every business which 
aims at maintaining the “family” 


principle, will, unless there are nephews 


or younger brothers, who ‘‘stagger’ the 
succession, be running a risk from the 
standpoint of age. The risk is that 
there will be a period when the 


principal executive is either too old or 
too young. He will either be ‘‘hanging 
on” long past his effective capacity, 
waiting for the next member of the 
family to be ready, or he will be too 
young to carry the responsibilities of 


management. Often situations arise 
which are a combination of these 
tendencies. The son carries the 
responsibilities and is the active head 
of the business, but the father continues 
coming to the office just because he 


feels that the son is not ready, so, 
while ceasing to be the effective leader, 
he detracts from the son's authority and 
interferes with his initiative 


Promoting Employees Often 
Creates Difficult Situations 

The result is a period when the 
executive control is less vigorous, less 
flexible, less effective than ii should be. 

Fifty years ago this was not of such 
great importance. fut to-day the 
business which, in its methods or its 
personnel, is not in the front rank is 
apt to find that the only ranking of 
interest is its creditors ! 

Ideally every business should have a 
constant succession of future principals 
within its own staff, and periodical 
change is essential to good health. The 
tenure of office by a chief executive 
should be nearer ten than twenty years. 

Attempts are often made to mest 
this difficulty by promoting a trusted 













jara cteristics essential in a principai. 
s apt to be more concerned with 
comfortable conclusion to his own 






future of the company. 





| ‘Kicking’ Is a Very Real 
— Necess ity 


It has been said that a corporation 
s “neither a soul to be damned nor 
a body to be kicked”. One of the chief 
difficulties with ‘‘family’’ businesses is 
the comparatively sheltered career 
offered to younger members of the 
amily. Often the heirs to considerable 
sums of money, they are introduced 
» “the old firm” for alleged train- 
But that training lacks reality. 
salaried employee knows that 
ily members are marked for quick 
otion. Even if senior managers 
ot. treat them as members of the 
ling caste and call them ‘‘sir’’ they 
hesitate to deal with them on their 
merits. 
This is bad for the business, but it 
o infinitely worse for the young 
ntrant. The only real training is to 
be given definite responsibility for a 
definite job in the certain knowledge 
hat failure to discharge that responsi- 
lity will incur censure, and that 
success will lead to greater responsi- 
“bility. There is no reward so well 
north having as promotion fairly 
earned in competition with the world. 
= Both these privileges are often denied 
members of the family. They are 
neither damned nor kicked for their 
faults; nor, when promotion comes, is 
it regarded by them or by their fellows 
a3 the legitimate reward of work well 
one. Their latent qualities are not 









































ind by awareness that success must 
iepend on their own efforts. 
—— — is enhanced by the 


er than with planning for the ~ 


leveloped by realistic contact with life 


itions.. © Miahitious young: — and 


‘the ba Poel lane see their horizon limited to: 
‘the best salaried appointments—in the 


smaller family business seldom very 


remunerative. 
Advancement to these appointments 
often appears to be a matter of seniority — 


and of cultivating the goodwill of the 
owners, rather than of positive achieve- 
ment. The urge to perfect their admini- 
strative equipment—to master the 
complex technique of modern manage- 
ment is lacking. If they accept this 
position tamely the business loses much 
potential initiative and effort. If they 
do not accept it they become competi- 
tors with the family for the tep jobs— 
seldom a comfortable position. 


Best Preliminary Training Is 
Outside The Business 


These difficulties cannot be avoided 
entirely. True, the ‘‘family’’ form of 
business has many positive values, and 
blood is thicker than water. But 
certain precautions can be taken against 
them and, in the interests of share- 
holders and employees, to ensure that 
clogs do not revert to clogs, but develop 
into enlarged profits. 

One of the most practical steps is to 
secure that all younger members of the 
family are given a good period of train- 
ing and experience, preferably in two 
or three different businesses in other 
trades or industries before they are 
introduced into the family concern. 
When they are so introduced it should 
be, not as learners or apprentices, but 


as candidates for definite positions > 


involving executive responsibility, say 
at 28 or 30. 

It is important however that the posi- 
tions held with other businesses should 
be genuine. The young entrant should 
be required to get his job on his merits 
and not merely be ‘‘attached’’ for study 
because the principal is a friend of his 
father. Where the former course is 






ormer gains the confidence to stan 
us own feet. 
executive with a broad outlook and 
_knowledge of management in general 
rather than the habits of a single 
organization in particular. : 

Even where such precautions are. 
taken there is still danger of a certain - 
amount of inbreeding with regard to 
method. 
family work under a father or uncle: 
and alongside managers who are often | 
the contemporaries of their older rela- - 
tions. 
that they should not press proposals for - 
change to the point when they will 
prove distressing to individuals. On 
the other hand business methods change | 
inexorably. The technique of manage- 
ment advances by leaps and bounds — 
with little regard for the feelings of 
individuals. 







The. latter ‘secures | 

















Younger members of the | 







Both tact and affection dictate | 





















The organization which 


will not stay in the race is heading for _ i 
bankruptcy. 


In such situations skilled and objec- a 
tive outside assistance can be of great _ 


help. 


members of the family from the stand- 
point of their value to the company as - 
executives, unbiased by relationship. 


It can take a view of younger | 





It can review their ideas about organ- 
ization and method as a_ technical 
problem, divorced from old associations 


and personal issues. 


Where their ideas 


are sound, it can present them to senior = 
executives, not as the theories of a’: 
young man trying to “teach his grand-. 


mother’’ 


, but as the common practice of 


many progressive undertakings. : 
Proprietor’s First Duty: Insure 


“Family” 


The Future 


businesses should long 


remain a valuable feature of British 


industry. 


But only if those responsible — 


for them take special steps to adapt 
their methods and their outlook to the 
changing scale and tempo of industrial — 


practice can they avoid a high rate of 
mortality. 3 
The position and responsibilities of 
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» And this he can do only by 


sonnel for the higher manage 


_ are given to administer, they. 
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a director of a limited liability — 
company are not the same as 
the position and responsibili- 
ties of the private proprietor 
of a private concern. He is. 
essentially a trustee and is 
not entitled to do what he 
likes. It is his primary. duty. 
to his shareholders, to the 
employees and to the com- 
munity to ensure that the 
company survives successfully. 


allowing no consideration of- 
relationship or friendship to- 
handicap him in securing the. 
best available quality of per- 


ment. | 

Any other course is ‘ ‘jobbery’ 
—a word with an ugly history 

He should constantly recollect 
Mr. H. G. Wells’s pungent dic- 
tum that “‘it is a universal weak- . 
ness of mankind that what they 
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10-Months Area Try-out Finds the Facts 


In Test Area No.1: A Special-Price Offer put over solely by 


WO regional campaigns now being 

carried out will give the ‘“‘yea 

or nay’’ to the future national 
marketing policy and plans for Maxwell 
House coffee. This means the market- 
ing problem is being approached scien- 
tifically and a limit set to experimental 
costs of selling, management and 
control. 

When the tests are concluded, the 
= Grape-Nuts Co., Ltd., distributors of 
the coffee, will know (a) which is the 

best method for marketing the product, 
= (b) what are the selling costs per Ib. 
of coffee, (c) what is the strength and 
type of sales organization needed and 
how much branded coffee they may 
expect to sell. 


No Half-Measures In Planning 
Local Campaigns 


Into the preparation of these area 
= try-outs as much thought and plan- 
ning was given as many distributors 
ordinarily put into full size national 
schemes. That is why these Maxwell 
House coffee plans make important 
marketing news. 

A variety of problems faced the 
company and their advertising agents, 
Erwin Wasey & Co., Ltd., when they 
sat down to discuss plans. There was 
no precise knowledge of how much and 
to which classes coffee was sold, what 
competition existed, what chances a 
branded coffee had with the trade as 
well as with the public. The directors 
realized at the start that any scheme 
ordinarily launched would be based on 
guesswork, which was not good enough, 
so the advertising agents conducted a 
market research. 

By questioning some thousands of 
housewives, retailers and wholesalers, 
and by examining all available statistics 
an exhaustive report was prepared. 
This provided a basis of facts upon 
which to build a marketing policy. It 
showed, for example, that some form of 
coffee is consumed in more than 60 per 
cent of British homes. It also revealed 
that the product is not used almost ex- 
clusively by the upper and middle 
classes, that over 90 per cent of the 
trade is done by four big firms. 

These and other facts made clear the 
present extent, nature and future possi- 
bilities of the market. The next step 
was to attack the market. The report 
of course did not answer the question, 
“How?” But it did indicate the need 
for careful approach. That is the rea- 
son for the regional campaigns. 

Two campaigns were planned: (1) 
a special half-price introductory scheme 
= at Leeds; (2) at Grimsby, a sampling 
| eme. 

The immediate question is: ‘‘Why 
choose these areas?’’ The broad reply 


local Press advertising. 


In Area No. 2: A Free Sampling 


Campaign by personal canvassers, plus local Press advertising. 
Both Schemes backed by salesmen to bring j» ~cetail 


dealers. These campaigns are the plans of.. 


GRAPE-NUTS Co., Ltd. 


is that they suited the two schemes but 
to some extent the choice was arbitrary. 

Let us deal with the Leeds plan first. 
Here is an area fairly well ‘‘blanketed”’ 
by the Yorkshire Evening Post, a pro- 
vincial paper of standing. This con- 
dition met precisely the requirements of 
the scheme. The newspaper could carry 
advertising to push the half-price offer. 

A special supply of half-pound tins 
of the coffee, labelled ‘‘Special Demon- 
stration Offer’’, was set aside for the 
campaign. These were sold at 7}d. 
each—the equivalent of giving free a 
+1b. of the coffee. 

Working with the newspaper, the 
advertising agents prepared a ‘‘circula- 
tion” map of the Leeds area, showing 
the volume of circulation in each dis- 
trict. The company then drafted a 
number of extra salesmen to the regular 
team in the South Yorkshire area. 
These men were set to work to open 
dealer accounts. Where the news- 
paper's circulation was heavy, the sales- 
men were instructed to make a special 
drive. Dealers were supplied with two 
showcards, one carrying the announce- 
ment of the free offer and the other 
showing the usual sales message. 
Dealers got the usual rate of profit from 
the ‘‘special offer’’ coffee. 

Additional sales staff was used to 





The vacuum packing of the coffee in this 
special container is a main selling point 





complete distribution in a short period 
—about 14 days. This was needed to 
get synchronized effort of dealer dis- 
plays and Press advertising. The news- 
paper campaign opened on February 4 
with a 13 in. across 4 cols. space. The 
advertisement, of course, carried a “free 
offer’’ headline and an illustration of 
the pack. But included also was that 
important sales argument—the ‘‘vita- 
fresh” packing process. 

This point of freshness is included in 
all advertising and sales matter issued. 
As anyone who uses coffee knows, it is 
essential that the product remains fresh 
if the coffee made is to be good. The 
‘‘vita-fresh’’ vacuum process of packing 
Maxwell House coffee is, therefore, a 
key sales point. 


Sampling Had to be Kept 
Within Bounds 


After the introductory special spaces, 
11 in. across 3 cols. were used. Inser- 
tions dropped from twice to once a 
week. And the test in Leeds was on. 

At this time work was going ahead on 
the Grimsby trial. Here a straight 
house to house sampling scheme was 
used, quarter-pound tins of coffee being 
distributed free. 

Grimsby also was selected because it 
provided a clearly defined area covered 
by a local newspaper of standing—the 
Grimsby Evening Telegraph. Here, 
again, it was possible to tie up closely 
with Press advertising. Another point 
was the size of the town. The company 
did not want to spend great sums of 
money on the test. Distribution of 
samples in a larger centre would have 
been very costly to be effective. As it 
was, many thousands of houses had to 
be cut out of the scheme. This was done 
by first finding the local newspaper's 
circulation volume by districts and 
eliminating the weak ones. Then the 
poorest streets and areas were cut out. 

Ultimately there were left 15,000 
homes. The problem then arose as to 
how one in three could be eliminated. 
This turned out to be more simple than 
first appeared. The preliminary re- 
search revealed that about one home in 
three did not use coffee at any time. 
Men delivering the samples therefore 
asked one question: “Do you ever 
drink coffee at home?” The house- 
wife who said ‘‘No’’ got no sample. 


als. 
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With each sample was left a folder 
setting out three ways to make good 


_ coffee and containing the usual story of 


the ‘‘vita-fresh’’ packing process and 
the reasons why Maxwell House coffee 


was always fresh. 

A testimonial type of advertising was 
used to tie up with this sampling. Well- 
known persons were featured, each 
making some remark about the freshness 


= of Maxwell House coffee. 


As at Leeds the campaign started with 
twice a week 13 in. across 4 cols. spaces 
and later evened out to once a week, 
Irin. across 3 cols. spaces. There was 
no need, of course, to use the special 


type of advertisement in Grimsby be- 


cause no free offer was made through 


IDEAS that 


Invisible Ray 


Improves Service 


ERVICE has been speeded up and 
C esias to customer avoided by the 

use of a modern device at the newest 
Ford service station, recently opened at 
Kingston-on-Thames (Surrey). As cus- 
tomers turn into the private road, lead- 
ing to the works entrance, their cars 
interrupt an invisible ray, causing a bell 
to ring in the reception office. Thus, 
immediately they come to a standstill, 
a member of the staff is ready to attend 
to them—saving their time and giving 
them the feeling that they are welcome 
visitors. 
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Use Different Packaging 
In Replacement Orders 


ANY a manufacturer of perish- 
Mi food products has the re- 
placement problem to consider. 


_ Of course he wants to replace any mer- 


chandise which has stayed too long on 
a dealer’s shelf, in order to protect his 
brand, but there is always the danger 
of making it so easy to get a replace- 
ment that the dealer does not push the 
item. 

~ An ingenious plan, as used by a well- 
known company, involves two different 
packs for the same product—one, the 


standard bottle issued on all regular 


orders; and the other, used when a re- 
placement is made. The use of a differ- 
ent package in a replacement serves a 
dual purpose. It is indubitable proof, 
before the dealer's eyes, that he has had 
one replacement on an order. It serves 


-to create a boundary line, too, for the 


salesman, because he is permitted to 
make only one free replacement. 

Sales have increased under this ar- 
rangement, simply because the dealer 
who has a replacement pack of the pro- 


= duct on his shelf sets out to sell it—and 
he does. 


The special package serves as a con- 
stant reminder to the dealer that he has 
had one replacement and that from now 
on, if he does not move the goods, his 
will be the loss on further replacements. 
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"dealers. (Incidentally, this testimonial 


advertising followed the o 
‘specials’ in the Yorkshire Evening 
Post.) 


The salesmen who followed up this 
Grimsby campaign obtained good re- 
sults. Over 60 per cent of the dealers 
in the area agreed to stock the coffee. 
This, up to the present time, makes a 
better showing than the Leeds campaign 
although it is expected that over 60 per 
cent of dealers there will become 
regular stockists. 

It is still too early to determine which 
is the better marketing method. Both 
schemes will operate until November, a 
period of over 10 months. No hasty 
decisions here. 

The advertising campaign will con- 
tinue throughout the summer until 
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November. Salesmen will 

calls in both areas during this period 
which will be ample to show the volume 
of steady business captured. In this 
time every useful fact and figure will be 
gathered. Public and dealer response 
to the product, the number of displays 
obtained, investigations into those areas 
where sales have been very good or much 
below average, and so on, will all be 
recorded. The final figures will reveal, 
of course, the detailed costs of the 
schemes. Thus, both campaigns will be 
analysed from policy, financial and sales 
volume aspects and compared. The 
company will then be able to plan a 
national marketing scheme knowing all 
the big and most of the minor obstacles 
that operate against success. They will 
know, too, how to beat those difficulties. 


have Built Sales... 


Blotters are Good, but 

Make them also USEFUL 
HERE is no question that blotters 
are still a useful and popular form 
of advertising. By far the best 

results, however, are obtained by 


blotters which have on their advertis- 





EALISM, used with imagination, ts 
invariably “a winner" in selling. The 
Cheebrough Manufacturing Co., for instance, 
recently scored a big success at an exhibition 
by having a State registered nurse in daily 
attendance at their stand. 

The display set out to tell of the uses of the 
company's product, Vaseline, in the care of 
babies in particular, and of the more general 
uses for chapped hands, tired and aching feet, 
and so on. The nurse was there to answer all 
questions and to give advice. Mothers brought 
their babies as well as their beauty problems to 
get this free service. As a person qualified to 
deal with such problems the nurse was looked 
upon as an authority, and not as a saleswoman 
for the firm. That, of course, added to her 
value as a sales force, immediate and lasting. 
She created goodwill as well as good sales. 

Care was taken to make the stand an 
attractive background for the nurse’s activities. 
Special attention was paid to lighting, to make 
sure there was no “glare” harmful to the eyes 
of infants. Another point about this very 
successful display was the colour tie-up with 
the company's products. Green and cream 
were used, the colours of the packs of the 

firm's familiar products 


ing side, not pictures of beauty spots, 
but useful information relating to the 
better use of the product advertised. 
Thus a photographic manufacturer 
issued blotters bearing exposure tables 
for its various grades of plates and 
films; a foodstuff firm issued cooking 
recipes; a textile house, patterns; a 
transport firm, haulage costs for loads 
and distances, etc. 

All these tend to keep the name of 
the firm longer before the eye of the 
user because of the usefulness of the 
information. Mere pretty pictures, 
often very badly printed; and meaning- 
less, moth-eaten slogans, have no ad- 
vertising value whatever. 


Commission Plan Raises 
Output 600 Per Cent 


NTEREST of the staff in making 
[eave suggestions and putting up 

money-saving ideas is stimulated by 
a furniture manufacturer in the London 
area by awarding a small commission on 
economies effected. All savings brought 
about by staff suggestions are turned 
into terms of cash savings, and the firm 
pays up to 1 per cent of the amount 
saved. This payment is carried on over 
periods up to a year, the time-limit and 
the commission rate depending on the 
type of saving made. 

This sort of scheme induces employees 
to put on their thinking caps. Take an 
instance in the machining department of 
this firm. A spindling machine is used 
for making a cut in a length of wood— 
called a frame or rail. The machine does 
only one operation at a time, so if wood 
is cut into frames first only one frame 
can be processed at a time. 
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make routine 


When the — 


commission scheme was introduced, one — 


of the operatives thought of the idea of 
putting the whole wood on the spindling 
machine first and then cutting the 
frames. 

Simple, this short cut, but up went 
output of frames by over 600 per cent. 
Turn the saving into cash and the work- 
man benefits considerably. 
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Dir Business i 
Took On a New Lease of Life When We 
Sold QUALITY Instead of PRICE 


By THE HEAD of a Successful Manufacturing Firm 


remarked to me: “It is deplor- 

able, so many seemingly progres- 
sive businesses rise, attain success, then 
decline and fail’’. 

What he had in mind was the busi- 
ness ‘‘meteor’’. What he meant to 
emphasize was the simple but easily 
overlooked fact that foundations for 
great structures cannot safely be laid 
in sand. 

Lasting structures demand a different 
kind of planning. It is one of the grave 
mistakes of business to build for im- 
mediate profits, if thereby you endanger 
the prosperity of the long future. 
Ultimate success is of far more impor- 
tance than a little quick money. 


N PROMINENT industrialist once 


Customers Who Increase Orders 
are the Best Type 


Let me illustrate. The customer who 
buys £200 to-day and can purchase 
{500 in the future is always preferred 
to the customer who may buy the £500 
to-day, but will sell the same volume 
or less a few years hence. 

We wish to be assured of a business 
10 and 20 years from to-day rather than 
to seek the last penny now. 

I had been on the road as a travelling 
salesman, and the policies and principles 
acquired while on the road were carried 
with me into our business. Our com- 
pany soon found success. Our business 
was profitable; and our volume grew 
with each succeeding year. Apparently, 
we were making progress. 

In the course of time, however, we 
found that the business was not as sub- 
stantial as we had thought. We were 
not selling goods, but selling price. Our 
customers were not loyal. They did 
not care much for quality. They did 
not demand our goods. They only 
demanded price, and we were forced 
through competition to reduce our price, 
we had to skimp quality to retain our 
customers. If the quality was poor we 
were always blamed. When we did suc- 
ceed in obtaining a price that permitted 
making a real good product, we received 
no credit for it. 

“How”, I asked myself, ‘‘can we 
keep our customers and build a per- 
manent business? ’’ 

I knew we could do so for a short 
time by selling ‘‘price’’. But I was far 
more concerned about the future. On 
the road I met salesmen who repre- 
sented houses with well-known brands. 
They were graciously received by the 
trade because they were known to stand 
= for something—quality, style, comfort, 
or whatever it might be. Suffice it to 
say that this brought home to me, all 


Grave mistake, building 
for IMMEDIATE Profits « 
only 


QUALITY, we decided, 
was the only basis for 
sound future business 





Our Credit and Sales 
Managers meet for short 
discussion every day 






Factory, Sales and Publi- 
city executives also meet 
for daily check-up 





the more forcibly, that our policy was 
wrong, 

We started our business to make a 
good product. What chance is there 
of doing so when outsiders dictate 
price—what future is there for our 
company ? 

That was my line of thought. 

Our problem was to create a demand 
for our product because it was ours. 
So we made a ‘‘right-about-face”’ in our 
policy. We branded our goods and 
while it is true that we lost fully one- 
half of our business during the subse- 
quent year, we have never since let a 
product go out of our factory without 
our name and brand. 

Our thought was that if we made a 
bad product, we meant to stand by it 
and take the blame and repair the loss. 
If we made a good product, we wanted 
the proper credit for it. 


We Had to Propagate a 
New Idea 


Briefly, then, this was the initial and 
vital step in building our business for 
its future prosperity. There were many 
other problems that were gradually 
developed. Our chief problem was to 
create the lasting demand for our goods. 
We had to impress the public with the 
knowledge that we manufactured a 
really good article. 

So the manufacturing policy which 
we developed, consistent with the 
fundamental idea of permanence, was 
to make the best article possible for the 
money, continually seeking to improve 


our quality and incidentally, always 
being satisfied with a small margin of 
profit per unit. 

That policy, we were confident, 
would in the long run give our cus- 
tomers faith in our product. This faith 


was essential. And since this central 
thought, the embodiment of our busi- 
ness policy, untiringly employing every 
means to improve our product, was in 
the customer's interest, we sought to 
let him know by giving our idea 
publicity. This led to advertising. 


Advertising to Build Prestige, Not 
To Sell 


At first, we had very little money to 
devote to advertising. We took a small 
amount of space and placed advertise- 
ments in publications which we felt 
would reach the largest variety and 
greatest number of people. 

Our advertising was not for the pur- 
pose of getting a great volume of orders, 
Rather, we meant to use it to tell a 


story—to create an impression. We 
tried to say to the public over and over 
again : 
‘‘Our Product is a good Product!" 
That was our thought—to associate 


the name of the maker with quality. 
Good goods with consistent advertising 
gradually created a constantly growing 
demand and paved the way for future 
business. Again we were trying to look 
ahead. We felt that our advertising 
was incidental. Whether it appeared 
in magazines or newspapers or what 


































possible ways. 
50. the foundation on which this busi- 
ss is built, when carefully analysed, is 


ssible for the money and then tell 
he public we are doing so through our 
dvertisements. 

Asa salesman, I came to realize 
enly the value of sales goodwill. For 
ur future safety, I knew we could not 
fford to have many critics. And policies 
every department were built up with 
he purpose of avoiding them. Every 
‘business will make some enemies, per- 
haps, but we always insisted that our 
business be conducted in such a way 
in every contact as to minimize the 
umber and ill-effect of enemies. 

~ Whether it be a question of sales, 
eturned goods, or collections, a cus- 
omer’s friendship is far more vital and 
jecessaty than simply getting his money 
























old in future money. 
Many difficulties, affecting the future 
£ the business, can arise within as well 
as without. The loyalty of employees, 
o-ordination between departments, 
ssuring goodwill and efficient service, 
s necessary for the prosperous future. 





This Plan Secures Departmental 
Ws Exchange of Ideas 
ae: Throughout our organization, we en- 


Ae : -deavour to have a mutual interchange 
of ideas between the various depart- 


— ments. It is just as necessary for the ` 1 
enterprise and the times. 

































accounts managers to be thoroughly 
conversant with the general sales 
policies and sales improvements, as it 
is for the sales manager to be familiar 
¿with the credit situation. It is with 
this thought in mind that we have daily 
‘joint meetings of our accounting and 
gales departments, spending from ten 
‘minutes to an hour in discussing various 
roblems and difficulties that are en- 
ountered from day to day. 

ot only does this broaden the view- 
--of the various individuals con- 
ected with our company, but it also 
gives them an insight into the activities 
‘of departments which might ordinarily 
be considered outside of their sphere. 

~ There is an extremely close natural 
relationship between credit and sales, 
‘one is entirely dependent upon the 
ther. 
lements that enter into an 
nust be given careful attention before 
decision can be intelligently arrived 


ange of vital information. 

Consistent with this, our factory fore- 
en and superintendents meet with our 
ales and publicity departments each 
norning. These meetings are not held 
for the mere purpose of criticism, but 
with the thought of giving mutual con- 
tuctive suggestions. 


k 


me organizations it is. utterly < oyver- 








y- simple: to give the best product 


A knowledge of all the different 


account % AANY firms follow the practice of 
arranging business conventions 


t. The daily meetings encourage inter- 


: Nothing is more essential than this 
co-ordination of. departments. - “Yet in © tions. | 
facing the sea it can fully accommodate 
any convention up to 1,000 — Con- 2 


some pa ot ‘the scienc 
management ; I prefer to think of 

a ‘Science. is too xat 
: es room for the creative E 
genius of the individual... the 
function ofcontrolling and directing 
human beings needs more variables 
. than the scientist is allowed.” 


R. Lloyd Roberts, 


Chief Labour Oficer, Imperial Chemical 
Industries. 

















way and another is pulling in another 
direction. The continued improve- 
ments that we demand—the improve- 
ments in our products, in sales policy, 
methods, promotional activities, and so 
on, can be readily accomplished only 
when there is the closest co-operation 
between the employees. Every one 
must pull together—there must be 
team-work rather than individual strik- 
ing out along lines suggested by private 
initiative without due consideration of 
the business in its entirety. Yet in 
every way possible we try to keep the 
avenues of promotion open so that pro- 
per initiative and ability need not 
be balked anywhere by unnecessary 
obstacles. 

‘Plan for the future now’’——that, in 
short, is the thought carried into the 
sales policy and every other project con- 
templated. Nothing is so vital. Fore- 
sight alone can ca the business 
through the privations of hard times, 
as well as through the prosperity—and 
occasional temptations—of good times. 

Policies or principles in a business 
must not be inflexible. They must be 
varied, depending on the nature of the 
But our ex- 
perience has taught me to have the 


utmost respect for the man who boldly | 
stands by his principles and policy, not-. 


withstanding hardships or the tempta- 


‘tions full of prosperity. He is the one 


who ultimately succeeds, always pro- 
vided that the policies he stands by 
are sound and based on the background 
of experience. 

You can carry the idea I have 
described into nearly every business 
activity. Here is a case. At present 
we have plans for a new factory, i 


Plan Your Business 
In Holiday Conditions 


during the summer months. It is 
well known that a convention is invariably 


-more successful when the social amenities 
-as well as the purely business needs are 


studied. But as appropriate arrangement 
for the former is generally even more diff- 
cult than the latter for the organizers to 
plan it might be useful to review the facili- 


ties provided by the Norbreck Hydro at 
“Blackpool. 


the 


* 


The Norbreck, well known as 


largest recreative hydro in Europe’’, is- 
specially equipped for business conven- 
With 350 of its 68o bedrooms convenience, well-being and recreation. 


without necessarily going | beyond the 


2 —— — ee will also have to havi 


















additional employees. One method of 
getting that staff would be to wait until 
the building is completed, then obtain 
as many people as might be suitable 
for our purpose. We are going about 
it differently. | 

Our plans for this new building are 
only being completed, but already we 
have obtained a short-term lease on a 
building in which we have established 
a small factory. Presently, a number 
of people will be employed in this tem- 
porary factory so that they will be able 
to learn to manufacture our goods. 
When our new factory is finished we 
shall then have a trained nucleus upon 
which we can rely to build the remain- | 
ing necessary organization for our new © 
factory. 

You can find opportunities to plan 
ahead like that, regardless of where you ©. 
turn. No business makes its future by ~~ 
a few gloriously successful strokes. It 
builds through the thousand daily acts, 
for better or worse, of the management: 
and of every one in the organization. 





Transparent Pails Make opinie 
Novel Confectionery 
Displays 


N a well-known Canadian store much 

success has been obtained by exhibit- 
ing sweets of all kinds in buckets 
made of transparent material—cellulose.. _ 
acetate. Rice 
_ This novel use of plastics carries the . 
science of visible merchandising to its = 
limit, for in addition to visibility in bulk, ~ 
each of the sweets is wrapped in trans- 
parent ‘‘Cellophane’’, both as a protec- °° — 
tion against conglutination and for 

“‘appetite-appeal’’ display. 

The merchandise manager states that 
these pails are very easy to arrange into 
large size and imposing displays, and 
that attractive effects can be obtained by 
flood-lights placed behind the displays.. 






















Convention 


ference-hall for anything up to 1,600 can 
be provided, with separate desks for each 
delegate and with speech relay equipment. 
if needed. There are twelve committee- 
rooms near at hand, and the many detailed: 
facilities for the smooth running of 
business arrangements. 

Side by side with these facilities are all 
the amenities which have made this hydr 
famous: golf, tennis (23 courts), warm sea 
water swimming-pool, sun-ray, tonic and 
remedial baths, cinema, gym, ballroom, 
cabafets and so on, Thus delegates to a 
business conference or convention can, at 
the Norbreck, enjoy everything for their 
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will your desk 


Earn to-day? 


The 
RIC 














MOND 
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— indispensable to the 
MODERN, PROFIT-EARNING OFFICE 


© 

DESKS AT 
The Richmond Desk (illustrated above) is meeting a STANDARDIZED 
popular demand for a moderately-priced Executive Desk. COSTS 
It combines dignity of appearance with economy— £6 to £60 
Leather-lined and moulded top. Panelled drawer fronts. ven sane 
Width 5’ 0”. Depth 2’ 10". Height 2° 64". In Oak a 


Ge neral offi t gra de. 

Large desk of toble tyb 
£22 15 0. In Mahogany £27 0 0. Large desk of table tybe 
There is a Shannon Desk designed to suit the individual inated top, Extention 


lide. box drawer, 12 ia, 
duties of every employee in every office. Pn a y 


The four desks (illustrated on right) are well-tried 
satisfactory models all at low prices, chosen from a wide 
range of Utility Equipment, designed and built by Office 
Planning experts for over fifty years. 





THE CONTRACT 
General office prode, 
Four box drowers i 
deep drawer and a 
centre crower automa- 


tic locking controlled by 
centre drawer lwe 
reference slides. Width 
å ft. éin. Denth2 ft. Gin. 


Height 2 ft. 64 In. 





THE BEDFORD 
No. 1850 

General office grode. 
Four box drawers, | 
deep drawer and centre 
drawer Automatic 


MADE-TO-MEASURE DESKS 
at standardized costs 
















locking ontrolied by 

centre drower. Two 

HOW TO PREVENT reference sides, one 

with obal Memo Siate. 

WASTE TIME IN YOUR OFFICE Width 4 ft. 2 in. Depth 

Write for our 28-page booklet ‘‘Lost ae A F iie 
t. G$ i 


Motion‘, the Office Planning and Equip- 
ment specialists’ case for a profit-earning 
office. Sent Free to executives on 
receipt of business card or letter-heading. 


THE BRADFORD 
No. 1954 

Genera! office grade. 
Drop well fesk with 
double pedestal. Auto- 
matic locking centrolled 
by top crower Opa! 
Memo Siate an right 
hond extension slide, 
Width 4 fL é in. Depth 
a vei 7 ee Height 
2 rt 6} j 


THE SHANNON LTD., IMPERIAL HOUSE, 15, 17 & 19 KINGSWAY, LONDON, W.C2 
BIRMINGHAM - BRISTOL - MANCHESTER - LIVERPOOL = GLASGOW - NEWCASTLE-ON-TYNE 


4533 


WRITE TO-DAY FOR THIS 


FREE BOOK! 
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Handling Small Loads At Low Costs 


‘BUSINESS’ Special Road Test No.5 .... . 


consisting of small as well as big 
parcels often find that whereas the 
latter can be delivered at reasonable 
costs, it is the transport of smaller pack- 
ages that runs away with the profits. 
That is because vehicles of relatively 
large carrying capacity are run unecono- 
mically for the purpose, and the obvious 
remedy in such cases is to organize the 
traffic so that the smaller packages can 
be handled separately by light vans. 
There are several important matters 
connected with light van operation that 
call for careful attention, especially as 
experience shows that vans of this class 


| MIRMS which have to handle goods 


By 
RICHARD TWELVETREES 
A.M.I.Mech.E, 


Road Transport Editor 
of BUSINESS 


needed on two quite different sets of 
cogditions. 

First, one must be convinced that the 
general character of a vehicle is such 
that the driver can handle it well and 
economically. 

Economic short distance transport of 
light loads necessitates such special 


Fordson 5 cwt. Delivery Van 


must know something about general 
performance and fuel consumption, 
which information can be obtained from 
readily acceptable test procedure. 


Really Gruelling Tests on This 
Country Round 


After twenty minutes’ run through 
the suburbs of South London, my com- 
panion pointed to the hills in the dis- 
tance where several of his customers 
reside in houses far from the beaten 
track, reached only by rough and stony 
lanes. 





Loading up for our test run on one of the regular country delivery 
rounds of a busy retail butcher 


have to work far harder than heavy 
vehicles engaged on general haulage. 

A few weeks ago the Ford Motor Co., 
Ltd., offered to place one of the latest 
Fordson 5-cwt. vans at my disposal for 
a special test to be carried out with the 
co-operation of a suburban butcher. 

“Tf ever you want to test a small van,’’ 
this butcher had once said, ‘‘bring it 
along to my shop and we will give it 
a run over a country delivery round. 
That will tell you all you want to know 
about the work required of the type.’’ 
So I turned up with the Fordson 5-cwt. 
to take him at his word. 

For demonstration purposes the van 
was fitted with an extra seat in the cab 
and a test tank for checking the fuel 
consumption. Otherwise it was a per- 
fectly standard job. 

The vehicle carried a full 5-cwt. test 
load, but the weight of the extra seat, 
spare petrol and myself increased the 
total weight aboard to well over 7} cwt., 
leaving the van to work under an appre- 
ciable handicap. 


Two Sets of Conditions that 
Must be Met 


Before you decide on the purchase of 
any trade vehicle information will be 


Some delivery points were on gradients of 1 in 3. 


We carried 


an overload, so stopping and starting tests were severe 


features as generous load space, ease of 
quick entry and egress combined with 
structural strength to withstand fre- 
quent loading and unloading and the 
great number of stops and restarts 
involved in local delivery work. 

These are qualities that are deter- 
mined quickly by an experienced rounds- 
man, and I was fortunate in having one 
of the butcher’s assistants to pilot me 
over the route. 

Second, the prospective purchaser 


Vehicle 


‘We have a rough time of it in the 
winter,’’ he remarked; ‘‘the snow hangs 
about for a long time and the roads 
become almost impassable.’ There, at 
all events, I thought, would be a good 
chance to see what the Fordson could 
do; but in the meantime we encountered 
quite an unexpected trial of performance 
and durability. 

Leaving the main road, we turned in 
at the entrance of an enormous sand-pit 

(Continued on page 38) 


Owners 


“Your Questions Answered’’ 
by a Legal Expert 


tions involving as many tricky 

points of the complicated legal net 
which to-day surrounds all commercial 
transport users are answered in a new 
handbook, ‘‘Your Questions Answered’’, 
published by Vauxhall Motors, Ltd., 
Luton. 

The compiler of this handbook is 
the legal expert of Vauxhall's Bedford 
Transport Magazine. All the questions 
answered are actual problems to which 
vehicle operators from many parts of 
the country have asked solutions. For 
example: How are trailers taxed? Isa 


Qè hundred and twenty-one ques- 


container reckoned in with the unladen 
weight of a vehicle? How long ahead 
do I have to apply for a carrier’s licence? 
Can any case be carried to a higher 
authority than the Appeal Tribunal? 
May goods be carried in a private car? 
What is the actual law about careless or 
dangerous driving? 

In his answers to all the 121 questions 
the compiler has kept to plain, simple 
explanations. No legal jargon is used. 
Whether you employ Bedfords or any 
other make of vehicle, you will find this 
handbook extremely useful. Its price 
is sixpence, from Vauxhall Motors, Ltd. 





tu nouncing 
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THE NEW BURROUGHS MULTIPLE TOTAL 
TYPEWRITER BOOKKEEPING MACHINE 


with direct tabulation to any column 


For all accounting and statistical records—such as Purchase and Payment, Payroll, Sales Ledger, 
Cost Ledger, Stores and General Ledger—where analysis is required as a by-product of posting 
For Analysis Journals—Sales, Purchases, Costs, Expenses, Cash Received, etc. For Branch and 
Department Consolidation Sheets, Sales Summaries, Reports and other tabulating work. 


After the amount has been entered on the keyboard, the machine tabulates to—and prints In 
—any column desired, simply by depressing the appropriate key. 


Register selection is automatic. Amounts may also be accumulated in registers selected by the 
operator. Each item is automatically designated with the register number as it is recorded 
The machine will list vertically and add or subtract in any register. Automatic line proof of 
accuracy is furnished. Alignment of figures is automatic—pounds under pounds, shillings 
under shillings and pence under pence. The entire register total or account balance is auto- 
matically computed—and printed by the depression of only one key—not copied from dials 
one figure at a time. 


As many columns and as many accumulating registers are available for columnar distributior 
as can usually be accommodated on a convenient sized sheet. 


Interested executives are invited to see a demonstration—without obligation, 


Burroughs 


BURROUGHS ADDING MACHINE LTD., 136 REGENT STREET, LONDON, W.! 
Telephone Regent 706! (Private Bch. Exch.) Branches in principal citi 


BURROUGHS MANUFACTURE A COMPLETE RANGE OF MACHINES - 450 DIFFERENT MODELS, 7,000 
FEATURES - ACCOUNTING MACHINES - ADDING MACHINES - STATISTICAL MACHINES - TYPEWRITER 


BOOKKEEPING MACHINES - CALCULATING MACHINES - CASH REGISTERING MACHINES 
ELECTRIC CARRIAGE TYPEWRITERS - FANFOLD MACHINES - CORRECT POSTURE CHAIRS - SUPPLIES 
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Planning the OFFICE FORMS so as to 
Speed Up Works Management 





VV hea you design time- and 

error-saving forms as de- 

scribed here, there are three 

important factors that will help 

you to carry the improvements 

and the cost-saving still further: 
O 


1. Whether the forms are in- 
tended for filling in by hand or 
by typing, look into the question 
of having them made up in sets, 
carbon backed, so that any ‘mask- 
ing’ is automatically provided 
by the shape of the carbon layer. 
This saves in the time required 
to manipulate them as there are 
no loose carbons to adjust. 


O 
2. If the nature of the forms 
needs more continuous work, con- 
sider having the sets in ‘con- 
tinuous stationery’ form. Here 
again is speed. 


3. For forms pure and simple, 
there is no style, from the ordinary 
to the most complicated, that can- 
not be produced quicker and more 
cheaply in your own office by an 
office duplicating machine. 

O 


Some business men raise the 
objection that ‘sets’ and ‘contin- 
uous stationery’ cost more than 
single forms. But the cost of a 
form is NOT merely its invoiced 
price. The real cost of a form is 
its initial price plus the cost of 
time in filling it in, distributing 
it, acting on it, filing it and 
referring back to it. 

O 


Naturally, the greater the ex- 
tent by which these plus items 
can be reduced, the more efficient 
and the cheaper a form becomes 
as a unit of working equipment, 


By F. LLOYD PARTON 


divided into two groups: (1) people 
who make things; (2) people who 
do things. The second group includes 
such help as storekeepers, progress men, 
inspectors, works clerks, dispatchers, etc. 
Too often these people are stigma- 
tized as non-producers, but it must be 
admitted that what these people do 
affects to a considerable degree the 
balance on the Manufacturing Account. 
What steps, then, can be taken to 
improve the ‘‘output’’ of this section? 
How can it be more effectively directed? 
What can be done to ensure getting its 
maximum production? 


[aw works manager’s force can be 


Proper Forms are as Important 
as Proper Jigs, Tools, etc. 


Modern, efficient tools and appliances 
are allowed the direct worker, yet the 
needs of these indirect workers are often 
not seriously considered. Much of the 
work done by this class of help consists 
of getting and recording information, 
issuing orders, writing requisitions, urge 
notes, etc. 

Now, in the shops, if an operation has 
to be performed over and over again 
it is some expert's job to devise a jig 
or special tool to reduce time and pro- 


duce a better job. A little considera- 
tion will show that what the jig and 
fixture is to the man who makes things, 
sO properly designed factory forms are 
to the men who do things. Intelligently 
planned forms will enormously increase 
the output and provide an effective 
means of direction and control. 


Fig. 1. 
4} inches, an odd 


An awkward, ill-designed form. 
size, 


There are many advantages in pro- 
viding forms fully printed with as much 
permanent matter as possible. Printed 
matter saves writing or typing time and 
reduces risk of errors; it ensures the 
same sort of information being always 
in the same place, thus making for 
quick, accurate reference; it saves time 
in filing away or finding. 

As with the jig or fixture in the shop, 
the printed form must be designed by 
someone who knows precisely what is 
wanted and the type of help who will 
have to use it. 

Some time ago I had to re-order the 
form shown in Fig. 1. It was at once 
obvious that it needed redesigning. In 
the first place, the size was awkward, 
84 by 4} inches; so it was altered to the 
standard 8 by 5. Then the work of the 
typist who had to fill in the form was 
considered. With the old lay-out the 
typewriter platen had to be moved 
specially by hand a portion of a revolu- 
tion no less than eight times, while six 
or seven horizontal adjustments of the 
carriage were needed to get the matter 
in the provided spaces. 


Know the USE of a Form 
Before Designing It 


The redesigned form is shown in 
Fig. 2. Note that the top three entries 
are all in one line, while the second 
group of spaces is in a lower line exactly 
three typewriter spaces below the first. 
The margin stop gives the right starting 
portion for ‘‘Delivery date’’, No. 1 
tabular stop for “‘Shop No.’’, No. 2 for 
‘Sanction and Stores No.’’, and so on. 
Obviously, the time saved in filling a 
hundred forms a day is considerable, 
and the new forms cost no more than 
the old. 

The matter of size was mentioned 
above. The standards recognized 


It measured 8} by 
The typewritten entries indicated by 


the arrows necessitated the platen of the typewriter being moved 
a PORTION of a revolution no less than 8 times, while 6 or 7 
horizontal adjustments were needed to get the spaces 


Suoe N° 19 
Suon Druvenv Dote 21/4/20 


N° Oe 6 
Sroag N° 4 


SHop ORDER 


Component Gear Box 





Wonas N° P/21/2729 


Sanction N° 1032 
1/3/1930 


Fig. 2. Redesigned, the form is now standard size and far 


speedier to use. 


The top three typewritten entries are all on 


one level, while the lower group is also in line, exactly three 


spaces below the top line. 


Tabular stops give the exact spaces 
horizontally 








INSTRUCTIONS 
TO YOUR STAFF 


EDIPHONE SYSTEM OF 


Voie Z- Wr iting 


— gi 


pie! * 


Write for free demonstration of EDIPHONE VOICE-WRITING at your own desk. 
THOMAS A. EDISON LTD., Victoria House, Southampton Row, W.C.|. BRANCHES AND DEALERS IN ALL PRINCIPAL 
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. throughout the printing trade and by 
the manufacturers of filing appliances 
should always be used: 5 by 3; 6 by 4; 
8 by 5; quarto; foolscap. These are 
sufficient for most needs. 

The lay-out of a form should be 
designed to save the time of every 
person who has to use it: the typist 
who fills it in, the staff who have to 
note its information, the messenger who 
conveys it, and the clerks who have to 
file it and find it in the future. 


Y. OLv8—Desrater 4. Wrire—Stones WORKS 


2 Burr teerecrio~ 5, Gam- Wonns Orica 


No 


3. Olo Gao —Ranes Dert. ©, Canp—Tecemcar 


ONE OF THESE LINES 
TO SE CROSSED OUT 


ADDITIONS AND 
AMENDMENTS 


Fig. 3. 


ORDER 42/8763. 





ate! 


times a day throughout the year add 
enormously to the efficiency of the 
indirect worker. 

Fig. 3 is an interesting example of 
what a printed works form can do. 
Many works managers producing plant 
to individual specifications are troubled 
with alterations by the customer after 
the issue of the order to the shops. 
Such alterations are often numerous and 
important, and it is imperative that the 
inspector finally releasing the finished 


FOR Wilson Lloyd Ltd., 
MANCHESTER « 


The arrow shows a new space added to an old Works Order form. Formerly, 


amendments, as they came in from a customer, were sent forward to the works depart- 

ments in memo form. The inspector of the finished job never knew if he had been advised 

of all the amendments. Now they are incorporated in the Order ; they cannot be missed. 
This order shows 5 amendments added 


In many offices hours a week are 
wasted through want of thought as to 
where to place a contract number, name 
or order number. A case arose recently 
where some contract papers were fas- 
tened at the head in a folder. This 
obscured dates and estimate numbers; 
officials of some importance repeatedly 
lost time in partially undoing the 
fastening, yet this condition had gone 
on for years. A slight alteration in the 
layout abolished this waste. 


Concise Lay-Out Saves Errors 
in Copying 


In some cases one form may have to 
be filled in by several officials in differ- 
ent departments; if possible, the design 
should be such that each individual 
portion is together and not spread all 
over the sheet. Then in forms which 
have to be entered up by copying from 
other records, the lay-out should ensure 
that the writing-up can be done in the 
same order as on the original. 

In the case of visible index cards or 
sheets, careful thought as to exactly 
what ‘‘key’’ information should go on 
the visible strip may save much time in 
finding urgently needed data. All these 
are small points, but seconds saved in 
operations which are repeated many 


product should have in front of him 
complete instructions with all changes 
to the order. 


A Proper Form Tightened-up 
this Checking Job 


In this particular case, when a change 
to specification came in from a cus- 
tomer, it had been customary to send 
out an ordinary inter-departmental note 
to all heads of sections whom it was 
thought would need to be informed. 
But this was not satisfactory. The 
inspector, without making personal 


Fig. 4. By printing in 
all operations as shown 
here in the left- hand 
column the only work the 
production clerk is called 
on to do is to put a tick 
against the appropriate 
headings. With the old 
forms he had to write tn, 
by hand, each operation. 
By this means it took at 
least six times as long to 
complete a form as it does 
now 


! 
| 


Doo! SIS 


investigation, had no check at any time 
that his file was complete. Eventually 
a six-set was designed, identical- with 
the order-set except that it had an 
additional space marked ‘‘Additioas 
and Amendments’’. 

This form had typed on it the original 
order number and date. The amend- 
ment when made out and signed was 
taken out by the junior clerk in the 
technical office; one copy to each official 
who received one of the original order 
and the date of such change instruction 
entered by the clerk in the appropriate 
space at the bottom of the original 
order. 

In the case of the order illustrated, it 
is clearly set out that there have been 
five amendments issued, and if the five 
are not found at the back of the order, 
inquiries have to be made for the miss- 
ing document. 

Incidentally, this method also solved 
another problem, the calculation of the 
cost of individual alterations. All time 
and materials being booked to the order 
number with the addition of the amend- 
ment number, after a stroke, thus: 
AZ / 8763/3. 


Printing In These Particulars 
Saved Time 


A device to reduce labour is shown 
in Fig. 4. The printing in of all opera- 
tions means that the operator or works 
clerk has only to tick the appropriate 
heading. In this form the reference 
under which the ticket will be finally 
filed away is at the top right corner. 
Here, too, colour is made to facilitate 
sorting. Incidentally, where colours are 
used in a number of forms, it should be 
ensured that one shade always indicates — 
the same information, or identifies the 
same department. This point is illus- 
trated on the top left of Fig. 3. 

It is important to remember that 
printed forms of themselves can accom- 
plish nothing, they are ‘‘tools’’, and 
unless the works management insists on 
their being properly designed and used, 
their value is largely nullified. The 
type of management which is almost 
exclusively interested in ‘‘design’’ and 
in ‘‘making’’ things, too frequently, 
after agreeing that certain works forms 
shall be issued, provides no check to see 
that they are intelligently used, and 
so fails to take advantage of this 
important means of effective control 
over the workers who ‘‘do’’ things. 
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The Guarantee of Accuracy 





POSITIVE MECHANICAL SENSING is the fundamental principle of Power 
Punched Card Accounting Machines and is the guarantee of their accuracy an: 
speed. 


In the Powers system the basic information is punched into cards of standard 
size and all accounting records are produced from these cards by the Power: 
Tabulator, the sensing portion of which is illustrated above. The printing 
‘* head ’’ has been removed to show how positive sensing is obtained by pin 
passing through the punched holes in the card. These pins make definite 
mechanical connection between the holes in the cards and the figures printec 
and added. 


Let us show you how Powers Punched Card Methods can be used to advantag: 
in your organization. At your request and without obligation a comprehensive 
system for your work will be submitted and a demonstration provided at th 
address below or at any of our branch offices. 


Powers Accounting Machines are the only All-British Accounting 
Machines. They can be purchased, hire-purchased, or rented on 
very advantageous terms. 


POWERS-SAMAS ACCOUNTING MAGHINES, LTD. 





POWERS-SAMAS HOUSE, HOLBORN BARS, LONDON, E.C.1 
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| BUSINESS EQUIPMENT REVIEW | 


Staff ‘Personal’ Storage Problems Are Solved 
By Using Modern Steel Lockers 


PROBLEM common to all busi- 
A nesses and one which is often a 

nuisance is that of providing stor- 
age space for the personal use of the staff 
or for tools, special equipment, station- 
ery, and so on. The old, haphazard 
method, for example, of allowing office 
or factory staff to hang their overcoats, 
hats, umbrellas, etc., on convenient nails 
on doors or walls or to leave them in 
some central place on open hooks usu- 
ally leads to unnecessary waste of time 
and trouble. Unpleasant though the 
fact may be, there is always at some 
time a pickpocket at work. The method 
is untidy, too, and leads to general con- 
fusion in rush hours. 

An accepted solution to this problem 
is to provide some kind of locker for 
each member of the staff. In some cases 
a locker is shared by two or three people. 

Steel clothes and cupboard lockers 
are, of course, among the most up-to- 
date types of this equipment. Milners’ 
Safe Co., Ltd., whose range of steel 
lockers I inspected last month, are well- 
known makers of this class of equipment 
as well as of safes, strong rooms, locks, 
and soon. They have studied the prob- 
lem of providing the right type of office 
and factory lockers and cupboards for 
the uses mentioned. 


All This Equipment Is 
Fire-Resisting 


The company’s equipment I exam- 
ined was all fire-resisting, damp-, dust- 
and vermin-proof. The standard speci- 
fication reveals the quality of the pro- 
ducts. They are, for instance, all made 
on the initial and extension principle, 
which means that any initial installation 


If you have limited 
floor space available 
and a large staff 
needing lockers, this 
multiple-tier type is 
very useful. Shown 
here is the 4-tier locker 
which has no interior 
fittings. It can, there- 
fore, be used for storing 
documents, stationery, 
tools and so on as well 

as personal effects 





can be increased or decreased without 
interfering with the type of locker first 
installed. 

The locking device to a product of 
this kind is a good test of quality and 
usefulness. Milners’ lockers are fitted 
with a clutch bolt, a simple but effective 
arrangement which is not liable to get 
out of order. The bolt is secured by a 
six-lever chromium-plated dead bolt 
lock with two flat keys. Not much 
chance here for light-fingered people to 
get at the locker contents. As there are 
no projecting catches or hooks, chances 
of tearing and damaging clothes are 
eliminated. 

The doors are made of sheet steel re- 
inforced by channelling on the edges to 
keep them rigid. Inside each door are 
an umbrella clip and a detachable drip 
pan. Top and bottom are louvred to 
allow ventilation and air circulation. 


Lockers Are Made To Stand 
Rough Use 


Little points in construction show that 
the company knows the rough use and 
conditions which face the average 
locker. Each upright, for instance, is 
reinforced by channelling along the ver- 
tical front edges, and hinges are electri- 
cally welded to uprights and doors. Legs 
are provided with elongated slots which 
allow adjustment to meet rough floor 
conditions—a little point but one which 
is helpful. 

Bottoms of lockers have flanged sides 
and backs, are smoothed and easily 
cleaned out. Shelves are of similar con- 
struction, while tops are made of special 
sheet steel formed to a tubular section 
on the front. This gives rigidity to the 
lockers. Backs, too, are made of 
sheet steel flanged at each side to give 
extra rigid support. Double hat- and 
coat-hooks of malleable iron, ivorine 
number plates and, where desired, card- 
holders, are other parts of the equip- 
ment. The standard finish is dark 
green, stove enamelled. 

There are, of course, various types of 
lockers in standard production. The 
multiple-tier types for example, are sup- 
plied in standardized two- and four-tier 
units but can be obtained in other unit 
combinations. Multiple-tier lockers are 
especially useful where the floor-space 
available is limited and the staff large. 
Each unit, for example, of the four-tier 
locker, has no interior fittings and can 
be used for storage of documents, sta- 
tionery, fools, etc., as well as personal 
effects. 

Another type is the combination 
locker, suitable for use by four persons. 
One large compartment and four small 
ones are provided. The large space is 
provided with a shelf at the bottom, a 








This type of single-tier locker is made 

with solid and perforated doors. Internal 

fittings consist of umbrella holder, drip 

pan, two double coat hooks and hat 

shelf. The locker is suitable for use in 
office or factory 


rail for coat-hangers and coat-hooks at 
the sides. The door is fitted with four 
umbrella-holders and detachable drip 
pans. The four small compartments 
are for storing hats and for holding per- 
sonal goods—the kind that many office 
workers like to store away in their desk 
drawers. 

Single-tier lockers are made with solid 
or perforated doors. These, too, are 
suitable for use in office, factory or other 
business premises. The internal fittings 
consist of umbrella-holder and drip pan, 
two double coat-hooks and a hat shelf. 


Cabinets For Use By 
Executives 


Milners’ wardrobe cabinet range is 
made for the use of executives and other 
principals, persons who require com- 
modious and convenient cloakrooms in 
the boardrooms and offices. A cabinet 
of this kind is equipped with fittings 
similar to those used in the other lockers 
except that it has a coat-hanger of 
special design and a plate-glass mirror. 

Cupboard lockers form an economical 
and convenient way of providing ample 
storage space for factory staffs. The 
lockers are supplied in groups of 24. 
Each group occupies a space of 76 in. 
high by 49in. wide by 12 in. deep. 
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and now—**SLIP-POST ”’ 


PROBABLY THE GREATEST DEVELOPMENT 
IN OFFICE PROCEDURE SINCE THE 
INTRODUCTION OF LOOSE LEAF 


a m — 
— — POINTS TO PONDER 


HAO E i E. 
ea ah E ETICE] EETT LLL] i | 
ii | E anus ' | Enormous reduction on Clerical 


— Labour 


Nad 17 


Considerable savings in Time, 
Stationery and Money 


Abolishes re-writing and all 
copying errors 


4 Costs little to install 


5 Simple to work. Juniors under- 
stand it in a few minutes 


Applicable to any written 
record 


7 Suitable for large, medium and 
small organisations 


and (last but not least) 





8 Speeds up production of accu- 
rate summaries for analysis 


l : | nd comparison 
The illustration shows “Slip-post” combined with Cope-Chat - P 
Vertical Visible to give “At-a-Glance” Works Programme Control 


FIRM IN YEAR SAVED 33,000,000 CLERICAL ENTRIES 


YOU owe it to YOUR business at least to investigate the method, its simplicity and its 
benefits. Simply ask for “Booklet A47” which will be posted to you without delay or obligation. 


THE COPELAND-CHATTERSON COMPANY LIMITED 


EXCHANGE HOUSE >œ OLD CHANGE » LONDON °•° €E.C.4 
Telephone: CITY 2284 (4 lines) 
BRANCHES THROUGHOUT THE PROVINCES 





VALOR 


STEEL 
CLOTHES LOCKERS 


The complete 
range of Valor 
Steel Equipment 
includes; cup- 
boards, clothes 
lockers, waste- 
paper tubs, index 
cabinets, filing 
cabinets, filing 
trays, letter racks 
and steel shelving 
for all purposes. 





Send for illustrated 
list No. 29/V. 105 


THE VALOR 
COMPANY LTD. 


BIRMINGHAM, 
Bromford, Erdington 


LONDON, S.W.1.. 
120 Victoria Street, 


0.4 





lme Broader View 


By ROBERT R. UPDEGRAFF 


Author of 


“Yours to Venture” 


: In developing any new 
Passing the business enterprise there 
Point of comes a point at which 
Mediocrit the developer arrives at 
Y a product or a service 
about equal to what other men in the 
same line of business have been able to 
produce and offer to the public. 

Unless he can pass that point, and 
reduce the cost, or produce better 
quality, or offer more for the money, 
or improve the design, or achieve better 
performance, the enterprise might about 
as well be dropped. It will be only 
mediocre; it will have tough sledding 
competitively. 

But if he can press on and surpass his 
competitors in one or more factors, a new 
zone of possibilities opens before him, 
and there is, potentially, a successful 
new enterprise. 


When tempted to give 
the easy, obvious objec- 


It is 


Very Easy tion to a new plan or 
to Obj proposal that looks fool- 
= ject ish or unreasonable or 


But— impossible, it is well to 
stop and remind oneself 

that no progress is ever made in that 
fashion. To reject the easy answer, and 
honestly try to devise some way in which 
the proposed plan or proposal might 
possibly be worked out, will do at least 
four things : 

(1) Lift one’s thinking out of its rut. 

(2) Give one the sense of having been 
fair to the suggestion. 

(3) Afford a valuable experience in 
thinking afresh. 

(4) Possibly develop an entirely new 
plan or project that otherwise might not 
have come to fruition. 


When making a talk which 
is to be illustrated by 
charts or diagrams or 
i built-u exhibits, con- 
Build Up struct thas exhibits pro- 
gressively as you proceed. This is a 
much more effective method than show- 
ing them ready built. The audience 
then goes through the process with you. 
This has the double advantage of hold- 
ing interest through suspense, and 
creating a better understanding of how 
the end or conclusion came to be arrived 
at, since this process involves concrete 
explanation as the chart or diagram or 
build-up is being carried forward. 
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EPE Care Serre 


BUSINESS for MAY, 1938 






Consumer 4"Y business which 

achieves and maintains 

Co- any great degree of suc- 

° cess 1s actually a con- 
operatives 


sumer co-operative. 

The fact is that the consuming public 
really ‘‘owns’’ any business, in the sense 
that as soon as it withdraws its patron- 
age the business ceases to exist. 

And the consumers who patronize a 
business share in its profits in terms of 
(a) lower prices than are available else- 
where for equal merchandise or service, 
(6) better service for their money, (c) 
greater pleasure in patronizing, (d) 
saving of time, (e) greater convenience, 
(f) better quality. These are ‘‘divi- 
dends’’ in terms of the consumers’ 
interests just as truly as cash is dividend 
to an investor. 

So every successful business is a 
co-operative venture, and it will prosper 
only so long as it continues to be 


co-operative. 

Low- fhe more I watch people try 
to sell, the more I become 
Pressure convinced that selling pres- 
: sure should not be brought 
Selling to bear on intelligent — 
the proposition should be presented in 
simple, straightforward fashion. The 

merits will do their own selling. 

This very objectivity is usually the 
best kind of salesmanship, provided it is 
sincere. 

The same does not always hold true 
of selling to unintelligent people, or to 
persons who cannot make up their 
minds; they usually have to be pushed 
into buying. But it is seldom necessary 


—or wise—to push intelligent people. 
The phrase ‘‘for instance’’ 


For is one of the greatest educa- 
Instance tional devices in the world, 
and equally effective in sell- 
ing. It introduces a concrete example 
to illustrate an idea or theory or prin- 
ciple or claim. And it is the concrete 
which both explains and convinces. 
The salesman, the letter writer, the 
advertising copywriter who makes it a 
habit to clinch his arguments or illus- 
trate his points with “‘for instance’ will 
discover that his effectiveness increases 
and his work is easier. People can 
seldom be argued into or out of their 
objections or their opinions, but a good 
concrete experience or example will 
usually win them. 









The PRIMUS attacnment, as supplied by 
us, fits any typewriter and facilitates the 
smooth flow of continuous forms. It 
allows the machine at a moment's notice 
to be used for either billing or ordinary 
correspondence work 


. * 8*4 ins. Ns 
<=) FORM js 


a” — - 






FOR HAND-WRITTEN 

RECORDS ' 
the PRIMUS Autographic 
Register, for use with Con- 
tinuous Stationery, ensures the 
same speedy, smooth operation 
while a copy automatically 
locked in the machine provides 
your auditor with a check on 
each transaction. 


through. greatly reducec- 


LTD. 
ta 
CARTER DAVIS QUEEN ELIZABETH ST. S.E.) Phone. HOP 0204-5-6 













and glass partitions for use in 

factories, workshops, offices and 
other business places has been placed on 
the market successfully by a Cardiff firm, 
it has resulted in remarkable economies’. 
| in costs, space and labour. 


i NEW type of standardized steel 







Lend Themselves to Any 
Sort of Plan 


These partitions are built up on the. | : 
unit system. Panels are interchange- _ 
able with steel doors; doors may be. 


A REVOLUTIONARY 
: single or double, folding, sliding or 

PRINCIPLE, AUTOMAT swinging. The partitions can be set up 

ic ALLY CL ASSIFIES by unskilled labour, moved at will, used 



























| in whole or in part. They form, in effect, o 
VALUES & CONDITIONS mobile baa or ofice walls that are = 
AS THEY ARISE sightly, strong, durable, rigid and fire- 


resisting. They are also dustproof, rot- 
5 proof and verminproof. me 
The recognition of the conditions brought about by One of the big advantages of these 


the relationship of figures is the starting point [of steel and glass walls is that they occupy __ 
management. a thickness of only 14 inches. The econo 
Failure to recognise the conditions buried in figures omy in space thus brought about is con- 
is the rock that wrecks shop schedules, delays deliv- | siderable in a large building. This is 


eries, increases costs, and sidetracks sales. 


particularly noticeable where brick walls 
Kardex Tri-Colourgraph control co-relates the values and partitions have been used. It is also 
of the three primary factors present in each phase of a factor of importance in some cases 


Production, Materials, and Sales Scheduling. It gives 
a sight control over conditions and progress which is 
amazing in its simplicity, 

secure your copy of Bulletin No. 615 to-day. This 
shows in full colour the practical application of this 


new device to: Production Loadings—-Materials Con- 
trol—Contracts—Sales—Budget. i 


where old-type thick wooden partitions 
are used. In addition, the new parti 
tions are less costly to install than is -_ 
| good wood partitioning. And, ofcourse, 
they last longer and cost little or nothing __ 
to maintain in tip-top condition. — 








They Allow the Maximum 
Passage of Light 
A further advantage is that such 
nee “walis” admit light. In factories, fot * 
i instance, this is a particularly valuable __ 
asset, because it makes easier the job of 
providing correct illumination for work oe 
KARDEX, i, LEADENHALL ST., LONDON, E.C.3, | benches, assembly lines and machines. ee 


————— 


© BRANCHES IN ALL PRINCIPAL CITIES 


MANSION HOUSE 3921 | In a number of cases firms have been | 
Please send free, and without obligation Bulletin Na, 615. able to reduce considerably their light — 
bills. Even the glazed surfaces allow. s 
passage of daylight and artificial Iumi- 
EXECUTIVE’S NAME ....0 en | 


=== j nation. Results are better still where. — 
clear glass is used. pe 





Fin this coupon to your fetter heading and post to above address, 





THROWING MONEY AWAY 


: Permitting bad timekeeping to continue is worse than throwing money 
- away. Apart from the actual loss in reduced profit, efficiency is steadily | — 
undermined, with disastrous results. Let the ‘G.B,’ System end VENUS PENCILS are 

unpunctuality and slackness in the ‘no friction no favouritism’ way. You 












| incomparably smoothand 
are paying now for a Time Recorder, and getting none of the advantages, fon — l aie candado 


Send for catalogue and fuli particulars. of quality never varies. — 


MADE IN ENGLAND `> 

| KHOWS THROUGHOUT THE WORLD . 
If you will state the nature of 
your work and: o ties 
different grades w you 
talk most likely to suit, we - 


TIME RECORDERS LTD. —— — 
38, EMPIRE WORKS, HUDDERSFIELD 


VENUS PENCIL CO. Lið., LONDON, E.S j 
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Industrial Sites putting men g Management 





Modern Equipment turns “Back Yard’ Job 
into Big Scale Service—With Profits 


compressed air lines, electric 

hoists, light signal panels and 
loudspeaker systems are some of the 
modern equipment which, used with 
factory planning, have now put the 
garage ‘‘side-line’’ job of car cleaning 
on an industrial basis. The new ‘‘eight- 
minute car valeting station’’ opened 
by Kennings, Ltd., at Edgware Road, 
London, virtually creates a new type of 
service. For efficiency, economy, and 
speed this plant modelled on flow pro- 
duction lines can give pointers to many 
manufacturers. 

A revolution in retailing describes the 
works and sales side of this venture. 
But it goes further. It creates new 
precedents in employment. Following 
the factory principles upon which the 
organization is built, women now do 
what was exclusively men’s work. 


(compressed directional lighting, 


Equipment Solves Special Labour 
Problems 


Up-to-date equipment makes this pos- 
sible, as it reduces the need for physical 
strength and enhances the value of the 
deft touch and pliable fingers. 

The policy behind this development 
is to put car valeting on a time-economy 
basis. Mr. Frank Kenning, managing 
director of Kennings, Ltd., first tried 
out the scheme in Sheffield. There it 
is part of a normal car sales and service 
business. This London‘plant, however, 
is planned purely as a car-cleaning ser- 
vice station. Only minor repairs are 
done. The firm believes that car owners 
want a straightforward cleaning service 
as easily obtainable as filling up with 
petrol. Normally, however, it takes 
half a day or more to get a ‘‘wash and 
polish’’. Archaic methods are to blame. 
The work has been viewed as an indi- 
vidual job; Kennings look at it as a 
repetition job. Hence they can now 
wash, clean, and grease a car in eight 
minutes, a saving of at least some hours, 
possibly a day or two. 

The aims of the firm can be summed 
up: (a) to produce the finished job for 
a customer at a stated minute; (b) to do 
the job as well as or better than is done 
by the old time-wasting methods; (c) to 
reach 500 cars a day ‘“‘production’’. 
Use of conveyors and factory-type 
organization has already achieved aims 
(a) and (b). Time, recommendations, 
and advertising are needed to reach full 
output. 

Let us take a quick run through the 
plant to see how the system works, On 
entering the building, cars stop by the 
works office. Here is filled up the job 
card. Every detail of work to be done 


by 
CEDRIC E. DAY 


is recorded and the card stays with a 
car in its journey through the plant. 
First work is done at two inter-con- 
nected pits for draining and refilling oil. 
Next, immediately ahead, are the twin 
‘“‘conveyor”’ roll-ways. They are divided 
into sections: (1) high-pressure wash- 
ing; (2) low-pressure washing; (3) air-jet 
drying; (4) high-pressure chassis lubrica- 
tion and spring spraying; (5) interior 
vacuum cleaning and body polishing; (6) 
inspection. Cars are then driven off for 
(a) further defects investigation on a 


sometimes by pumps and sometimes by 

gravity to main storage tanks, then to 

the boiler-room. If estimates are cor- 

rect, sufficient surplus of drained oil will 

be accumulated in the busy summer 

season to fire the boiler throughout the 
ear. 

Water used in washing cars is saved, 
filtered, and used again and again. 
Grill flooring covers the pits by the con- 
veyors. As the water runs off the cars, 
it drains through the flooring into a 
central pit. Leaving its heavy sediment 
behind in ten “mud tubs’, water 
passes through three cleaning chambers 
before going through two filters. From 
these it is passed back to two 5,000-gal. 


the 





Throughout this car-valeting “‘factory” little points of efficiency are found in profusion. 


Here, for pase, i are women 
well as (a) over 


olishers at work as a car is carried forward on conveyors as 
d heating, which saves floor space and gives correct distribution of warmed 


air, (b) directional lighting to “spot for polishers, (c) lights controlled by individual 
switches beside workers and (d) overhead electric hoist for removing mud tubs from the pits 


Tecalemit lift, (b) tyre slotting, or (c) 
petrol fill-up and payment of account. 

Seemingly simple, this eight-minute 
car servicing. Itis. Planning has made 
it so. Take the building. It is shaped 
like an L, the drive-in and works being 
in the long arm, the drive-out and pay- 
desk in the short run. There is method 
here. The entrance is in Cuthbert 
Street, a cul-de-sac. This street, then, 
can be used when any “‘piling up” of 
cars occurs. The exit on to Edgware 
Road means that clean, sparkling cars 
are always leaving the works—a good 
advertisement, if nothing more. 

The oil draining and filling pits are 
fitted with radial drain arm bowls and 
duplicated sets of nozzles for filling. 
Each pit can deal with two cars at a 
time. And here is gathered free heating 
for the works. The oil drained from 
cars is stored away, filtered, carried 


storage tanks. When the filters need 
cleansing, flushing pumps reverse the 
water flow. This forces the dirty water 
out to the sewers. At such times only 
is the mains supply taken. 


Electric Hoist Cuts Handling 
Charges 

Tons of mud collect in the tubs, 
which are removed by means of an over- 
head electric hoist located above the 
conveyors. Dumping mud straight into 
lorries is thus done without waste of 
time. 

Each conveyor is 123 ft. long and 
timed to take cars the full length in 
eight minutes. When the staff become 
thoroughly experienced, this time may 
be reduced slightly. Six cars at a time 
can be on each conveyor simultaneously. 

During the eight-minute journey, 
each car passes through 28 to 30 













tional talks by executives and by skilled 
workers; (2) two weeks’ practical experi- 
ence on servicing cars. This servicing 
as done free of charge prior to the 
ficial opening of the plant. 


plicated Plant Guards Against 
Breakdowns 

Another interesting point about staff 
the employment of women. They 
work only in the drying and polishing 
section. The management prefer them 
to men because they have a lighter 
ouch and are more conscientious over 
uch details as cleaning crevices and 
orners. 


















men is employed. They are the men 
ho take charge of the job cards and 
struct the workers what is to be done 
2 the car. | 
As the essential feature of the plan 
s quick service, elaborate plans have 
been made to ensure uninterrupted flow 
of work. All plant, for example, is 
luplicated. There are two filters, two 
torage-tanks, two water-pumps, two 
ecalemit water-cooled compressors 
upplying air at zoolb. per sq. in., 
id so on. Each pair of machines can 
work together or independently of each 
her. No chance of breakdown here. 
There are miles of water, air, and oil 
pes, light and power lines, etc., in the 
uilding. Each pipe has been painted 
a specific colour and thus keyed with its 
control points. Not only does this make 
asy the maintenance engineer’s job, 
mut, in cases of emergency, members of 
the staff could quickly recognize which 
ontrol to operate. 

On the conveyor line are fitted up 
mall wash-basins and mangles which 
e used to keep leathers and dusters 
ean. As soon as a car has passed, the 
orker rinses leather or duster in the 
vater and squeezes it through the 
mangle. Another detail is the provision 
£ curved holders for air or water lines. 
eft lying around, these may easily 
use the staff to trip up or may become 
ntangled in the roll-ways, so they are 
ust dropped over the curved rests, 
eady for use. 






























ety Devices Used Throughout 
— ‘Factory’ 


de individual switches within arm's 
nce for cutting off power from the 


ips, from the conveyors and other 





glance water levels in the collecting 
+; individual switches behind the 





r: groups of lights, and fire- 








sting doors 
sectioned off automatically in case 
* There is, too, a sprinkler system 
overing the whole building. 
noment one sprinkler starts to function, 
general 











rcome this snag: (1) instruc- ` 


The factory system of sectional fore- 


inery; a light signal panel to show 


he heating units; independent 
rs that enable the building - 


The- 






pipes. 


section by means of cord switches. At 
the finishing end of the line lights are 
set at an angle to show up defects in 
polishing. As cars come off the line 
they are illuminated by Osira mercury 
lights. These show up, in ‘‘daylight’’ 
conditions, work done. | 

A small but interesting point is the 
use of a model laundry outfit. This 
consists of a boiler, an automatic 
washer, and a mangle and a sink. In 
it are washed leathers and dusters, used 
in car cleaning, three times a day. Thus 
is eliminated one of the causes of faulty 


Air-Conditioning Meets Need Of 


Special Processes in Factories 


AST month we outlined the 
advantages of air-conditioning in 

offces. In factories, however, 
where various manufacturing processes 
are carried on the function of air-condi- 
tioning may be influenced by different 
circumstances. 

In offices it is only the human element 
that has to be considered: air is ‘‘con- 
ditioned”’ to give the greatest comfort 
and well-being to the people working 
there. But in factories certain sections 
may need to be provided with air ‘‘con- 
ditioned” to meet the physical and/or 


chemical needs of materials in course of 


being processed, with human needs as a 
more or less secondary consideration. 


Air-Conditioning The Only 
Adequate Way 
Where manufacturing processes de- 
mand such special atmospheric condi- 
tions there is no means other than true 


air-conditioning which can provide them. 


adequately. 

Through being able to put under 
control filtering, temperature, humidity, 
and movement of air the air-conditioner 
guarantees to maintain any pre-deter- 
mined quality of atmosphere for any 
industrial purpose. 

In many factories special manufactur- 
ing processes that demand particular 


——— atmospheric conditions are confined to 
ier safety and time-saving measures — 


definite sections. Where air-condition- 


“ing is not installed as a structural unit 
of the building, it is in such sections that 


self-contained, portable air-conditioning 
units are of particular value. Without 


any structural alteration of the buildings 


these units can be readily installed. 
It is impossible in a short general 


article of this kind to cite the many 


circumstances in which these units are 
effective. So many manufacturing busi- 


nesses involve so many specialized pro- 
cesses that each must be considered 
~ separately, 
fire-alarm is. automatically - 


in conjunction with air- 


conditioning engineers. : a ; 
The only point the user need remem- .- 


ber, however, is that full air-conditioning 






be easily and comparatively 





< Each group of workers on the con- 
veyors can control illumination of their 


savings in labour charges have been. 


of manufacturers. 



















boiler-roo f 






time in cleaning the flue: o o 
Earlier I mentioned that the buildir 
is shaped like an L. At the junctur 






of the long and short arms are placed 
offices, café, rest rooms, telephones and 
toilets. Make customers comfortable 
though the wait is short—this is the 
aim. Car owners can sit in warm and 
pleasant surroundings, have a cup of 
tea or coffee and a snack while they” 
wait. Directly their car comes off the . 
line, it is announced through the loud- 
speaker system. Loudspeakers are 
located throughout the building, includ- 
ing the café and rest rooms, so that 
customers are bound to hear the 
announcement. ar Ge ~ 

























pensively installed in any part. of his 
factory. =. T 8s 

Should any readers have missed what 
we said last month about the nature of 
air-conditioning, we will repeat the fol- 
lowing points: Air-conditioning takes. 
full control of the air supply to a room... 
According to needs, it warms or cools 
the in-coming air, humidifies or de-° 
humidifies it, filters it and ensures the | 
necessary complete changes of air per 
hour (i.e., ventilation) without any 
draughts whatever. | i 

Thus the technical need for any, par- 
ticular quality of air is always under 
complete control. ae 

While the self-contained portable air -· 
conditioning units for this purpose are | 
inexpensive when compared with the: 
advantages they introduce, we should 
explain that they can be obtained on 
attractive terms: ‘‘Pay as you benefit,’” 
as one of these unit manufacturers. 


puts it. 
@ 


Conveyors Cut Costs, Speed Up 
Output In Aircraft Works 


RODUCTION has been speeded up. 
Po» over 10 per cent and costs have 

been cut considerably by means of 
conveyors recently installed in two air- 
craft factories, one in the Midlands and 
the other in Lancashire. Hitherto it 
has not been usual to employ the con- 
veyor system in this type of manufac- 
turing work. Special conveying equip- 
ment has been developed for the job by: 
a well-known firm of machinery makers 
Results have been very good. Direc 










































































substantial. It is expected that savings: 
will be increased when working with 
conveyors becomes familiar in the 
industry. nc Bes 

Conveyors are now being made to 
meet the demands of a great variety 
They are saving 
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Would a Factory at this ‘Strategic Point’ 


state Smooth Out Your Management Problems? 


Selecting a new factory location needs more than consideration 
of initial capital costs, services charges, etc. Strategy is a key 


factor. 


A new factory should give you specific advantages 


to produce more goods at lower cost and expand sales 


economically. 


Primary points of strategic superiority are 


found in nearness to main markets, abundance of skilled 
labour and complete transport facilities 


velopment is the growth of factory 

estates on the fringes of London. 
It shows the influence of the metropolis 
as a market, a centre of labour and a 
strategic point in dealing with transport 
and distribution problems. These are all 
vital considerations for a manufacturer in 
light industry who is looking for a good 
factory site. Hence boards of directors 
always consider nowadays the London area 
as well as other industrial districts when 
searching for a suitable location. 

These are reasons why the Barnet By- 
Pass estate, Elstree, makes important news 
for manufacturers. It is being planned 
and developed by a firm of builders and 
engineering contractors, John Laing & 
Son, Ltd. As an estate specially planned 
for light industry, with factories built for 
rental or purchase, it not only provides a 
good location to-day but a site which will 
remain valuable for years to come. The 
plans safeguard the estate against de- 
terioration, a point that is always worth 
consideration. 


_ These Are The 10 Chief 
Advantages 


There are a number of advantages about 
this new estate. Summed up, the chief 
— (1) central to the London mar- 

et; (2) good transport facilities; (3) up- 
to-date factories for rental or purchase; 
8 within easy reach of London docks; 


\ N outstanding recent industrial de- 


— 


skilled and semi-skilled labour abund- 
ant in the neighbourhood; (6) electricity, 
gas, water available in any quantity and 
at low rates; (7) clean, bracing atmo- 
sphere; (8) good housing for workers and 
executives; (9) low local rates; (10) land 
for expansion and open spaces around 
factories. 

There is little need to dwell on point 
number one—nearness to the London mar- 
ket. By road the distance is about 11 
miles to Charing Cross. Thus the centre 
of Greater London’s 10,000,000 market 
can be reached in half an hour. For the 
outlying parts distribution can be made 
without having to enter the city areas. 

The total area of the estate is 470 acres. 
Of this about 130 are being used purely 
for industrial development. The rest is 
being planned for housing, playing fields, 
recreation grounds, shops, schools, etc. 

The industrial section has a frontage 
along the Barnet By-Pass road and Elstree 
Way. The Barnet By-Pass road is, of 
course, a highway from London to the 
Midlands and the North. A manufac- 
turer's trucks are ‘‘on their way’ the 
moment they leave the factory. The route 
north is direct and, naturally, connects 
with main roads leading to places such as 
Bristol and the West of England, Hull 
and the Humber ports, the north-east 
coast and Scotland. 

For the South of England roads by-pass- 
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ing London can be used. By this means, 
too, suburban areas on the other side of 
reached easily, 

Indeed, tests 


parts of the city. 

Incidentally, these good road facilities 
give special advertising value to the site. 
A “‘count’’ of the traffic along the Barnet 
By-Pass road, taken by the Automobile 
Association, revealed that 131,031 vehicles 
passed along the highway during the week 
ending 26th September, 1937. It is esti- 
mated now that about 14,000 vehicles a 
day now pass along this section of the 
road. The advertising value of a factory 
here must, therefore be worth some thou- 
sands of pounds a year. 

Most manufacturers make use of both 
road and rail transport. The Elstree estate 


has the services of two main-line com- 


panies, the L.M.S. and the L.N.E.R. 
Estate factories come within the free de- 
livery and collection area of both railways, 
parcel and goods traffic. 

Both companies give service from main 
line stations. The L.M.S. operate from 
Elstree station, the L.N.E.R. from New 
Barnet station. Goods dispatched from 
the factory overnight reach any big centre 
in the country on the following day. For 
passengers fast trains run from Elstree to 
St. Pancras and Moorgate in 25 minutes, 
Buses run to London's West End in half 
an hour. 

A feature of the estate is that all build- 
ings are up to date in every detail. There 
are no old buildings available. All are 
brand new. They are designed, planned 
and built to provide maximum facilities 
for economic operation. Lighting, for ex- 
ample, is studied from the viewpoint of 
giving natural light all day in the works 
and offices. Where artificial illumination 


kd 


is needed fittings are made to suit the 
special needs of the incoming manufacturer, 

Uninterrupted floor space is another 
point considered. This is planned in 
accordance with best modern practice to 
allow economic and efficient layout of 
plant. Buildings throughout are fireproof 
or fire-resisting. Concrete flooring. for ex- 
ample, is used. 

All factories erected stand on big sites. 
Ample ground is allowed for expansion 
purposes, but this is a detail which can be 
arranged to meet the requirements of indi- 
vidual manufacturers. 

One point of particular interest is that 

ing’s will construct factories to the speci- 

cations of individual firms. If, for your 

own rticular reasons, you needed a 
special type of building the firm will erect 
such premises. Even in cases where the 
factory is to be rented they do this 

From this table you will get a clear ides 
of the rental charges for standard types 
of factories on the estate: 

Rent 
sa, ft. 


Floor space (sq. ft.) per annum 
4,000 to 6,000 Bs tS. 39 


6,000 tO 10,000 4 
10,000 to 20,000 * i3 
20,000 and over i 


These charges are inclusive of wates 
and electric light and power ser 
on and the building wired for electric 
lighting. They do not include rates 
Both electricity and gas companies arè 
helpful to new manufacturers. Both will 
give technical aid on heating and lighting 
problems, a free service. The cost of both 
services is also economic. Here are the 
scales for industrialists: 


Here is a typical 
light industry fac- 
tory constructed by 
Laing's. This attrac- 
tive building is the 
new factory of Kaye's 
Rotaprint Agency 
Ltd., the firm which 
sells office printing 
machines of that 
name 


INDUSTRIAL 


GAS 

Price per 

Therm 
rood. 
9.5d 
8 od. 
70d 
6.4d 
6.0d. 
5.5. 


therms ... 
therms ... 
therms .. 
therms ... 
therms ... 
therms ... 
therms ... 


2,500 
2,500 
5,000 
5,000 
10,000 
25,000 
25,000 


ELECTRICITY 

Rates are various according to quantities 
taken, but the standard charges are: 4. 
per unit (for lighting) or 9d. per unit for 
the first roo hours’ use per quarter; rd. 
per unit all further consumption. Motors 
and industrial power; (rate 5) 258. per 
quarter per kVA of maximum demand, 
plus 6d. per unit; (rate 6) 2d. per unit; 


(Continued on page 36) 
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More About Those Provisions For The 
Guarding of Machinery ... 


FEW words of explanation are 
A called for in connection with an 

important new exception from 
the machinery guarding rules: it is 
that men in classes specified by Home 
Office Regulations may, when necessary, 
examine, oil, or adjust machinery in 
motion. 

This exception does not apply to the 
moving parts of prime movers and the 
other machinery which (as explained at 
the beginning of the article last month) 
the Act imposes an absolute obligation 
to fence. 

Nor does it affect the employer's civil 
liability to pay compensation in the 
event of the workman being injured in 
the operation; it only frees him from 
prosecution. 

And, thirdly, in the case of trans- 
mission machinery, the operations must 
be confined to the processes and the 
methods and circumstances laid down 
in the Home Office Regulations. 

Another exception is allowed where a 
fixed guard is found to be impracticable. 
Here a device automatically preventing 
contact between the operator and the 
dangerous part of the machine will 
suffice. 


Transmission Machinery 


S regards transmission machinery, 

the employer will have to make 
proper arrangements for promptly cut- 
ting off power from such machinery in 
every workroom. 

This new obligation does not mean 
that in a very large workroom, say, all 
the different sets of machinery must be 
stopped simultaneously, but it does 
imply that they must be capable of 
being stopped simultaneously if ever the 
necessity arose. 

A driving belt when not in use must 
not be allowed to rest on a revolving 
shaft, and driving belts must be moved 
from fast and loose pulleys by efficient 
mechanical means. 


New Machinery 


T was a long-standing complaint of 

manufacturers that they could be 
landed in trouble by using machinery 
which they had bought in the market 
in the ordinary way. ‘‘Why allow 
dangerous machines to be sold?“ they 
asked. 

The Act removes this grievance by 
placing a liability on the seller of any 
new machine to see that every set-screw, 
bolt, and key on every revolving shaft 
or wheel is guarded, and that toothed 
or friction gearing is made safe by 
encasing or otherwise. 

This provision has been in operation, 
so to speak, in advance of the Act, for 
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it applies to all machines built since last 
uly. 

: And an agent of a seller is also made 
subject to this provision—that is the 
furthest Parliament went in the direc- 
tion of excluding foreign machinery 
which did not comply with these pro- 
visions. Why its importation could not 
have been prohibited altogether it is not 
easy to see. 

As matters stand, an employer who 
buys his machinery from the foreigner 
direct will only have himself to blame if 
it turns out to be contravening the Act; 
he can only protect himself by stipula- 
ting, when he orders the machine, that 
it shall be strictly in accordance with the 
legal requirements I have referred to 
above, and by refusing to accept it if it 
does not. 


Young Persons 


NCE the Home Secretary prescribes 

any machine as dangerous for young 
persons, a young person will be pro- 
hibited from working at it except under 
proper supervision, at any rate until he 
has had proper training at the machine 
and full instructions as to the precau- 
tions to be taken. 


Floors, Passages and Stairs 


HESE must be of sound construc- 
tion and properly maintained. 
Every staircase must have a handrail. 
If the staircase has an open side, the 
handrail must be on that side. A stair- 
case involving danger (e.g., through its 
construction or the condition of its sur- 
face) must have a handrail on both sides. 
The open side must be further guarded 
by a lower rail or other effective means. 
Openings in floors must, wherever 
practicable, be fenced. All ladders must 
be sound and properly kept. 
The employer must provide safe access 
to every workplace. If any person works 


Relating to Shops,” “Factories Act, 1937,” ete. 
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at a place where he has not secure foot- 
hold and handhold, and is liable to fall 
ro feet, the place must be secured by 
fencing or otherwise. 


Lifts, Cranes, etc. 


LL lifting machines and tackle must 
be sound and properly maintained. 
Each hoist, lift, and chain must be exam- 
ined every 6 months, and each crane 
every 14 months. ` 

The examination is to be done by a 
‘competent person’’. 

Who is a competent person? 

The Act does not define it—deliber- 
ately, it would seem—nor does it give 
any power to the Home Secretary to 
lay down the necessary qualifications. 
Therefore it is for the employer to satisfy 
himself in the first instance that the 
examiner is competent, and there is 
nothing to prevent his deciding that one 
of his employees is competent for the 
purpose. If the authorities disagree 
with the employer's view, the ultimate 
resort will be to the Courts. Although 
the same phrase was used in the 1901 
Act in connection with the examination 
of steam boilers, I have not heard of the 
Courts having had to decide the point. 

The maximum working loads have to 
be plainly marked. 

AN hoists and lifts must be incapable 
of being opened except at a landing, and 
incapable of being moved from the land- 
ing until the gate is closed. They must 
be built so as to prevent persons or goods 
being trapped. Lifts for carrying per- 
sons must have efficient automatic 
devices to prevent overrunning. Ev 
cage must have a gate on each side from 
which it gives access to a landing, and 
the cage must only be movable when 
the gate is closed. 

New lifts must have at least two 
separate ropes or chains capable of carry- 
ing the whole weight of the platform, 
and the maximum working load. 


DUST REMOVAL 





DOES THE FACTORY ACT 
(1938) AFFECT YOU? 


Although the new Factories Act brings the official attention of 
the Government to the elimination of superfluous dust in Factories 
and Offices, the need for such health safeguarding precautions has 
for long had the attention of a great many executives concerned. 
The British Vacuum Cleaner & Engineering Co. Ltd., the original 
Pioneers of Vacuum Cleaning since the year 1901, have an amazing 
amount of evidence to show how manufacturers and other 






Above: Plant for Central Vacuum Cleaning Installation for 
Factories, Institutions and Offices. 


Right : Portable Industrial Vacuum Cleaning Equipment. 


Whatever your Vacuum Cleaning requirements 

may be, consult The British Vacuum Cleaning 

Engineering Co. Ltd., (Dept. BI), London, S.W.6. 
Telephone: FULham 3333. 


employers of labour have become the user 
B.V.C. Industrial Vacuum Cleaning Plants. B.\ 
to-day installed in the Houses of Parliament 

Exchanges throughout the country, L.C 6 

House, Southern Railway Carriage Cleaning Shed ge 
of the L.P.T.B., the principal Power Stations, cc . 
and Theatres, Technical Colleges and Schools 
Industrial Works and Factories everywhere 
Competitors, B.V.C. Cleaners have had the 
selected for use in the Royal Navy. Howeve: 
Removal problem may be, it can be solved in ti 
and economical manner possible by one of the 
B.V.C. Vacuum Cleaning Installations which a: 


b THE ADVICE OF THE B.V.C. EXPERTS IS AVAILABLE TO ALL 





BVC 





VACUUM CLEANING 
INSTALLATIONS 


"i ea 


Theres a RVC Installation for every Iudustriak Varpose 
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‘O.K. Against Bombs? If Not,This 


Service Gives You Protection 


HE problem of providing air-raid 

| refuges for business staffs faces 
most firms to-day, especially as 

the government are making clear that 
employers are responsible for the pro- 
tection of those persons under their 
control. But there is still such little 
understanding of the needs and tech- 





nique of the work that many directors 
are at loss to know what should be done 
and how much it will cost. 

The Air-Raid Precautions Depart- 
ment of the Home Office have had 
technicians working on this phase of 
defence for some time now, and have 
issued instructions and recommenda- 
tions as to the measures business firms 
should take, The trouble is, however, 
to get a practical pian of action for the 
individual firm mapped out and to find 
precisely the costs involved. 

A service which solves this problem 
has just been organized by Woodward 
& Co. (Finsbury), Ltd., a firm of 
builders and contractors. Mr. F. C. 
Hibberd, the director of the firm who 
controls this service, has specialized in 
the study of gas and air-raid protection 





Protect Your F actory 


This article is the first of a 
series on A.R.P. for business 
premises, a vital work about 
which few executives at present 
know the facts. Unless you 
know precisely what type of 
protection your factory, staff 
and plant need, you may make 
costly errors and fail to pro- 
vide real po 

Future articles will deal 
specifically with the dangers 
to be faced—explosive, gas and 
incendiary bombs. They will 

ell how protection against 
these dangers can be provided 
and at what cost. 

It is not possible, of course, 
to give all the information that 
will solve your special problem. 
That calls for investigation by 
an expert. But the facts given 
will provide a guide to the 
type of protection needed, re- 
move many popular misunder- 
Standings on this matter and 
give you a rough estimate of 
the costs involved. 


























over a number of years in connection 
with Territorial Army work. Under his 
direction (a) your problem is investi- 
gated and a scheme drawn up, (b) a 
schedule and estimate is provided, (c) 
the work done, and (d) your staff is 
given a training in anti-gas and first-aid 
work. 


Here is a type of 
underground, tubular 
concrete shelter that 
you may need. It is 
| designed specially for 
protection of factory 
workers. Complete 
specifications for this 
shelter are now being 
worked out by 
engineers 


An exhaustive investigation is needed 
before any decisions can be taken on 
what is wanted to provide adequate 
protection. For example, the first 
things to be determined are: (1) the 
number for whom a shelter is to be pro- 
vided; (2) the general structural aspects 
of your building; (3) the possibility of 
adapting for shelter purposes some por- 
tion of it; (4) the cost of making a 
detailed survey and report. 

The need for such detailed investiga- 
tion is not generally realized by execu- 
tives, yet unless it is carried out, time, 
money, and labour may be wasted, and, 
in the event of war, lives may be lost. 

A popular idea, for instance, is that 
gas is the greatest menace against which 
to prepare. This is not true. Tech- 
nicians have proved that most danger 
exists in high-explosive bombs. Incen- 
diary bombs are considered the next 
greatest risk, Gas is the least dangerous. 

These are factors which most influ- 
ence defence plans for factories and 
other business premises. Except in very 


Looking For A Factory ? 


Then Get 


HERE are many popular miscon- 
| ceptions but none more misleading 
than that which tags an area with 
a specific industry. The bulk of people 
in this country—and that goes for manu- 
facturers and other business men, too— 
will tell you that Yorkshire's industry is 
wool, Lancashire's is cotton, the North- 
East Coast's is shipbuilding, and so on. 
Which is all true. But the trouble is that 
people tend to think these are the only 
industries in those areas. 

Of no district is this more true than 
of Lancashire. That is why the Lanca- 
shire Development Council, Ship Canal 
House, King Street, Manchester, are to 
be congratulated on the publication of 
‘Lancashire Builds’’, a pictorial survey 
of the development of new industries 
and factories in the Lancashire area since 
1930. As the Council say in the foreword 
to this 96-page brochure “' . . . statistical 
records and voluminous factual reports, 
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special instances, protection against a 
direct hit by a high-explosive bomb is 
impractical and uneconomic. It is the 
effects of blast, splinters, and falling 
buildings that must be guarded against. 
With incendiary bombs, which burn at 
a temperature of 5,400 deg. F., the 
danger is fire in the upper stories of a 
building. A small bomb penetrates a 
roof and burns on the floor immediately 
below. 

Provided people are trained in the 
use of respirators and other protective 
appliances, gas, dropped by bombs or 
spray, is much less of a danger than 
either of the others mentioned. But 
gas-proofing of shelters is, of course, 
necessary. 

As you can understand, methods of 
dealing with these dangers depend on 
the special circumstances of each case. 
Your building may be easily adapted to 
provide adequate protection for all your 
staff. In that case the cost would be 
low—say, anything up to f{100. But it 
is impossible to set up any figure as a 
typical example. 

It may be that you have an excellent 
‘“‘below-ground’’ space which, without 
expert opinion, you think would pro- 
vide a first-rate shelter. It is possible 
you are right, but what are the chances 
of the building above collapsing, the 
water or gas mains bursting? And is 
an air-filtering plant needed? If you 
have ample space available, you might 
find it safer to build a refuge by sinking 
into the ground a large-diameter con- 
crete tube. It needs an expert to decide 
such matters. 

Part of the Woodward service is to 
look after the irritating details con- 
nected with local authorities. Such 
plans must be approved by the local 
council, not always a straightforward 
matter. Plans must, of course, show 
exactly what structural alterations are 
to be made and what provision for 
stores such as sand-bags, sand, gas- 
proof curtains and screens, etc., is 
necessary. 


This Free Book 


however accurate they may be, rarely 
succeed in conveying a living impression 
of the changing scene, and many people 
prefer to have as evidence that which 
the eye can see.” 

The briefest inspection cf this bro- 
chure will show the remarkable diversity 
of Lancashire's industries. It will dis- 
pel once and for all in the minds of its 
readers the fallacy that Lancashire relies 
on its textile trade. The facts are that 
the area contains, roughly, 2,146 textile 
factories and 25,499 non-textile factories. 


Another misconception dispelled by 
the brochure is that concerning ‘‘indus- 
trial recovery’’—glib phrase but one 
that really means so much. From 1932 
to 1936 the Lancashire area gained 535 
new factories, while 168 existing fac- 
tories were extended. No decay here! 


The publication is free to business 
executives, 
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you'd never believe 
the money that machine 


Saves . 











Employees can clock “IN” or “OUT” at any 4 It is a two-colour [machine and the colour 
identical moment and the machine will auto- programme can be set to any specific require- 
matically locate the registrations on the card ments. 

in the correct space. 


> No “SHIFT” lever. SP Recordings are made on the front of the 


card, thus accelerating the “CLOCKING IN” 


rate. 
d He patent punch mechanism prevents inten- 44 As it is electrically operated, correct time is 
aD tion or unintentional double recordings. always ensured. 


Issued by : Synchro Time Systems Ltd., Relyon House, 57-63 Wharfdale Road, King’s Cross, N.I. 
Telephone: TERminus 2133. Industrial Branch of Smith's English Clocks Ltd., Cricklewood Works, N.W.2. 
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Walpamur Paints make life brighter 


and healthier 


for your 
industrial and Welfare Research have Water 





Scientific 








workpeople 


@ ‘WALPAMUR’ 


revealed the importance of bright, 
interesting surroundings In promoting 
staff efficiency. 


it has been established that clean bright 
colours do much to reduce fatigue, and 
the use of wall paints which reflect 
the maximum of light without harsh 
irritating glare will avoid the possibility 
of eye-strain caused by undiffused light. 


The use of ‘Walpamur’ Water Paint 
or Ferox White for Factories effects a 
considerable saving on labour costs 
over yearly limewashing, as they con- 
form to the requirements of the 
Factory and Workshops Act, and 
secure exemption from repainting for 
periods of ‘three and seven years 
respectively. 


Paint, for walls and ceilings— 
a durable, non-absorbent, flat 
finish which is washable, fire 
resisting and hygienic—avail- 
able in over 70 delightful shades. 


‘DURADIO’ Enamel Paint 
suitable for all surfaces and for 
interior and exterior use. 
Produces an efficient and dur- 
able high gloss finish which 
withstands hard wear and 
repeated washings—made in 50 
distinctive colours. 


‘FEROX’ White for Fac- 
tories presents an eggshell 
finish which is washable and 
durable asd can be brushed or 
sprayed Over old distemper— 
usually manufactured in white, 
but any desired colour can be 
obtained, 


Colour cards and further particulars can be obtained from 


The WALPAMUR Co Lid 


85/6 Rathbone Place 
LONDON, W.1 


The Works 
DARIVEN, Lanes. 
















A Magnetic Valve 
ensures complete au 
trol of tomperat 
limits 


I Write for the book lemporature Control fot atl purposes” 


THE MAGNETIG VALVE GO LIMITED 


BUSH HOUSELONDON-W-C-2-TELEPHONE TEMPLE BAR 7777 
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‘Money and Time Is Saved By 
Up-to-Date Cleaning Plant 


NE of the most prolific sources of 
(ies is polluted air, a fact which 

is recognized in the new Factory 
Act by provisions Which call for elimi- 
nation of superfluous dust. For, as is 
well-known, dust of any kind is a great 
carrier of germs and bacteria. 

It is inevitable that factories, work- 
shops, offices and so on, must face 
general, as well as specific, dust and 
dirt nuisances. Those sections of the 
new Act dealing with this problem 
make law what is largely the practice 
Of up-to-date firms. Every factory 
must have some sort of extraction 
plant for removing specific injurious 
dusts, but modern management goes 
beyond this point. The aim is to keep 
down the general dust nuisance to a 
minimum, to keep the atmosphere as 
pure as possible. Executives realize 
that, apart from the welfare standpoint, 
it pays to maintain the highest standard 
of cleanliness. 

There are to-day several ways of 
maintaining this cleanliness. Modern 
factory and office layout, new systems 
of ventilation, and so on, all help to 
make the job easier. But none of these 
prevents or takes care of dust that 
settles throughout a building. To-day 
that is the job of vacuum cleaners. The 
old-fashioned method of dealing with 
this problem was to clean up by hand. 
Indeed, the nightly invasion of char- 
women, equipped with brooms, brushes, 
dusters, and pails of water, still takes 
place, but no matter how thoroughly 
they do their work they cannot clean 
completely a building every night. The 
result is that dust accumulates through- 
out the more inaccessible parts of a 
building. Even where dusting is done, 


i E =. ma 





Portable type vacuum cleaner shown here is 

being used to blow machinery clean, one of 

many time- and money-saving uses for cleaning 
plant in modern factories 


the effect is mostly to stir up the dust, 
which soon settles over everything 
again. 

With vacuum cleaners all this dust 
is sucked up and taken out of the build- 
ing. An office or workshop can be 
cleaned from floor to ceiling. No part 
is inaccessible. The process is really 
thorough, and the dust menace is 
brought under control. 

The experiences of firms that have 
taken up vacuum cleaning show that it 
pays in (a) improved working condi- 
tions, (b) improved health of labour, 
and (c) longer life of equipment which 


Need A ‘Strategic Point’ Factory ? 


(Continued from page 31) 


(rate 7) .od. per unit plus quarterly rental 
for a time switch. 

Manufacturers usually come to special 
terms with the electricity company. Price 
is arranged by individual contract. 

The cost of water ranges from 1s. 4d. 
per 1,000 gallons for 10,000 gallons per 
quarter and less, down to 7d. per 1,000 

lions for a consumption of 1,200,000 gal- 
ons and more per quarter. 

A great part of the London labour pool 

a supply of skilled and semi-skilled 
ers for factories on the estate. Sec- 
mas of the metropolitan area, such as 
inchley, Hendon, Edgware, Colindale, 
Cricklewood, each with populations num- 
bering scores of thousands, are within easy 
reach of the site. Workers can also be 
drawn easily from such centres as Boreham 
Wood, Barnet, Watford and St. Albans. 
All these places form the immediate labour 
centres. Other areas within reasonable 
distances are those of north, north-east 
and north-west London. 

But one of the important features of the 
estate is the development of housing and 
other amenities so that workers and execu- 
tives can live within walking distance of 


the factories. At the -present time plans 
are laid for building 1,800 houses in the 
immediate district. About 80 of these are 
already erected. One section of the estate 
is set aside for the building of better-class 
houses for executive staffs. 

The value of this development works 
for the employer and the employee. The 
estate is in a countrified setting and is from 
300 to 430 feet above sea level. The atmo- 
sphere is clean and invigorating. That 
makes it particularly good as a location 
for manufacturers of cosmetics, foodstuffs 
and others that need clean surroundings. 

It is also good for the health of the 
workers. They keep more fit, active and 
enterprising under these conditions. This, 
too, means a gain for employers as the 
better health of labour reduces absenteeism 
and leads to greater output per person. 
It is estimated that, as compared with 
city conditions, this type of ‘‘garden’’ 
estate factory gets from 5 to Io per cent 
more production per person. 

That these conditions will be maintained 
at Elstree is assured by three facts: (1) 
2,000 acres of land in the immediate area 
are set aside by local authorities as perma- 
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is kept thoroughly clean. The British 
Vacuum Cleaning & Engineering Co., 
Ltd., for instance, have found these 
three factors quoted by a great num- 
ber of their customers. In office and 
factory the results are similar. Even 
in foundries, for example, the company 
has found excellent results are obtained. 

It is not possible to state here the 
type and cost of installation that would 
meet your particular needs. A portable 
type of cleaner, for instance, can be 
bought for 450. Included in the price 
is also this equipment: 30 ft. of electric 
cable, fitted with wall plug or lamp 
adaptor; 15 ft. of flexible suction hose; 
long handle for carpet; floor and wall 
tools; aluminium tool with swivel joint 
for carpets; 12-in. brush-faced tool for 
bare floors; 11-in. brush-faced tool for 
walls, etc.; aluminium tool for uphol- 
stery, benches, etc.; circular brush tool 
for shelves, etc.; blowing nozzle; 36-in. 
extension handle; adaptor for use when 
cleaning tops of pipes, partitions, etc. 

There are, of course, other larger 
portable machines, but I mention this 
small type to show that, at reasonable 
cost, you can obtain equipment to carry 
out a thorough cleaning job in your fac- 
tory or office. 

In many instances a central installa- 
tion is desirable. In such cases opera- 
tion is from a central point situated, 
say, in the basement of a building. 
Points are placed at strategic parts of 
the building, and operators merely 
‘‘plug in” with suction hoses. All 
matter collected in the cleaning pro- 
cess is carried to a central point and 
can, therefore, easily be handled for 
disposal. 

Central installations are, of course, _ 
built into your premises. They become 
part of the building. They are particu- 
larly useful where dust or waste matter 
is excessive, But this is a matter which 
must be discussed in detail with vacuum 
cleaner engineers before any decision is 
made. 
© 


nent open spaces; (2) no ‘‘dirty’’ type 

of industry—the kind that makes heavy 

smoke nuisance or pollutes the atmo- 

sphere—will be allowed to locate on the 

estate; (3) the planned development of the_ 
estate and all the neighbourhood will pre- 

vent overcrowding with buildings and the 

deterioration of amenities. 


Lubricant, Wear Testing 
Machine Cuts Costs 


MITH wear and lubricant tester is 
S: machine which has been developed 

for sound, reliable inspecting and in- 
vestigating of the abrasive or lubricating 
qualities of metals and lubricants. It 
is marketed by a famous London 
firm manufacturing high-grade scientific 
instruments. / 

The machine has a wide range of uses. 
It is specially valuable for the selection 
of the best lubricant for any particular 
bearing or for the choice of a bearing 
metal for a given purpose. Indeed, it 
is very useful for investigating almost 
any problem in which materials are in 
wearing contact. 
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A contributory cause of this most unsatisfactory position is the 
UNSATISFACTORY POSITION in which workers—the foundation 
of all profits—are sometimes compelled to execute their various 
duties. Installation of EVERTAUT Stee! industrial Seating, 
provides proper support and improves the position in which 
workers do ther jobs, resulting in improved health and increased 
output. Fitness of workers is a matter of Nationa! importance 
and is fundamental to success. Success breeds success—siumping 


figures cause slumping figures. 


WRITE FOR FULL DETAILS TO: 
EVERTAUT LIMITED. (DEPT. 6) 
WALSALL RD., PERRY BARR, BIRMINGHAM, 22 


\EN DUS TRIAL 


SEATIN G. 








Facts and Ideas for 
Advertisers that you 
can Use with Profit 


P you could gather for yourself all the latest news, 
developments, and the most successful plans in 
the advertising field, and those selling methods 
proved soundest in selling practice— 


How much would it be worth to you? 


pounds and Pounds! For it would help you to get more out of your 
advertising and to increase your turnover and profits. But the cost, 
if you did it yourself, would be prohibitive. 


Here is a way you can do it for less than a penny a day. 


For in the pages of the ADVERTISER'S WEEKLY there comes to your 
desk every Thursday just such a complete report as you could w ish for, 
on the most recent news and developments in advertising and selling and 
in the latest ideas in Press, Poster, Direct-Mail, Outdoor, Sign, Film, Novelty 
and every other branch of advertising. In addition, you also get Marketing 
Surveys both regional and overseas, which show you the sales possibilities 
and facilities in all the markets covered. 


To secure all these sales and advertising ideas, facts and 
data regularly every week, you need simply order your 
newsagent to deliver “ADVERTISERS WEEKLY” 
every Thursday morning. Or, if you prefer, first send a 
post card for a specimen copy TO- DAY to the Publishers : 


Advertiser’s Weekly 


BUSINESS PUBLICATIONS LTD., Dept. B.M. 
WHITEFRIARS HOUSE, TALLIS ST., LONDON, E.C.4 
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“““SECTRIC’ TIMERS 
work to GREENWICH TIME!” 


Production to-day is increasingly a matter of working 
within accurate limits, and clocks should be as reliable | 
as engineering gauges. Smith ‘‘Sectric’’ Clocks cop” 
sistently maintain a Greenwich time standard vgt no 
need for regulating or —— for they are mains- 
driven at a cost of |j- a year each for current. All 
enuine Smith ‘‘Sectric’’ Clocks are manufactured to 
BS.I. Specifications. Please apply for special brochure. 


SMITH’S ENGLISH CLOCKS LIMITED 
Cricklewood Works, London, N.W.2 


WITH PUTRI 


CKS 


PLUG IN TO. GREENWICH TIME | PLUG IN TO. GREENWICH TIME | 
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to call for an order at the wo diner! şo 


canteen, ‘‘This is one of our delivery 
points,” came the explanation, “so if 


you want to test the suspension have a 
run round the place.” 

‘It was certainly a unique occasion, too 
good to be missed. The Fordson engine 
develops a good 23 b.h.p., and as bottom 
gear ratio is 16.9 to 1, I found no diff- 
culty in surmounting sandy gradients of 
1in4. Iwas impressed by the excellent 
distribution of the load over the two 
axles, while, thanks to the Ford sys- 
tem of transverse springing, assisted by 

-double-acting hydraulic shock absorbers, 
the vehicle took the very rough ground 
without swaying or rocking unduly. 


The Engine Gives Plentyjof 
Sustained Power 


Back on the main road, we proceeded 
towards the hills, and on the way put 
up a very good performance on a long 
and difficult climb, culminating in a 


1 in 4 gradient where the engine proved | 
its capacity for putting out plenty of | 


sustained power by working best just 
when one expected the output to fade. 

Under normal working conditions the 
small tradesman’s van is seldom loaded 
to capacity when delivering goods of 
exceptionally severe rounds, so this 
demonstration produced a far higher 
standard of performance than one 
expects in actual service. 

Satisfied with the pull of the engine 
and the grading of the gear ratios for 
negotiating difficult country, we next 
tried the all-important matter of speed 
and efficiency on stop-and-restart work. 
I was interested to see whether the 
clutch was up to its job and if the gears 
would permit really quick getaways. 


FACTS AT A GLANCE 





Vehicle Tested: Fordson 
Delivery Van. 

Makers: The Ford Motor Co., 
Ltd., Dagenham, Essex. 


Capacity: 5 cwts. 

Body Length: 4 Ít. 3 in. 
Wheelbase: 7 ft: 6 in. 

Fuel Consumption: : 44 m.p.g. 


Pay- — Ton Miles Per Gal- 
lon: 15°4. 


Max. — Climbed: rin 3 
| Annual Tax: {10. 
| | Vehicle Price : : £115. 


5-cwt. 
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can only be taken as a basis for es 


4o mg conditions. are involved. 
Nevertheless, 


























































(Continued from page 18) 


Under the most drastic tests the 
entire mechanism was ‘‘fool-proot’’, and 
appeared quite capable of enduring the 
kind of treatment. meted out by the 
average driver who thinks more about 
getting his work done ` quickly than; 

‘nursing’ the van he haridles, E 

The Fordson 5-cwt. vanis very lively 
and, having a fine turn of speed, needs — 
checking at times by particularly effec- =ni 
tive brakes. After a gruelling run up ` 
hill and down dale we imposed a severe _ 
brake test by first warming the drums > 
thoroughly on a steep descent, accelera- > 
ting to 30 m.p.h. on a level stretch, > 
then jamming the foot-brake pedal hard. 
down. The mechanically operated four- 
wheel brakes gives a total area of 85.3 
sq. in., and their action —— us to. 
rest easily in 2 seconds. | 

The hand-brake takes longer to step o 
the van, but is perfectly effective for 
parking purposes and will hold the van 
when fully laden ona 1 in 4 slope without 
— 

One would have thought gradients of © 
ring quite steep enough to demonstrate ~ 
the maximum hill-climbing abilities of a 
light van of this class, but my butcher. 
companion had different ideas. Some of. — 
his regular customers live on a new 
estate, parts of which can only be 
reached by climbing a slope of between 
I in 34 and x in 3; otherwise access to 
Dome Hill near Caterham is quite easy. 

When we arrived at the foot of the 
steep concrete roadway I really won- 
dered if the Fordson was man enough 
for the climb, and it speaks well for the 
engineering qualities of the van to record 
that it made no fuss at all about reach- 
ing the highest part of the estate. With 
a normal load aboard there would have 
been no trouble in making a clean restart 
anywhere on the gradient; but, as we 
were carrying 74 ewt., I decided not to . 
ask too much from the clutch by making | 
an attempt. 

Vans of this type are expected to per- 
form seemingly impossible tasks when 
delivering goods in rural districts, and 
from my own observations I am quite 
convinced that the latest Fordson s-cwt. 
is capable of satisfying the most exac te 
ing conditions of operation. — 





































Fuel Consumption Good: Makes. 
for Low Running Costs 














Readers will realize that any. pul 
lished results of fuel consumption test 


mating the mileage per gallon obtainabl 
in actual service, because so many: vary 








with- thë object ; o 































Simply glance at an alphabetical index, flick 
over the pages—-and there is the entry you 


“Robin” Books are sturdy, good for years 
of hard service. Send for one on 7 days’ 









SPECIAL TRIAL OFFER 


ROBIN BOOK, 5 ins. by 8 ins. com- 
prising looseleaf binder, bound full 
maroon buckram, A-Z index and 200 







































or 
-Bound half maroon pigskin 


J. W. RUDDOCK & SONS 
Looseleaf Book Manufacturers 


LINCOLN 
and at 3 Old Jewry, LONDON, E.C.2 
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Even a modest conflagration in your 
premises could cause incalculable 
damage if your more vital records were 
harmed. Your premises and stock are. 
of course insured, but no insurance 
could repay the years of effort repre- 
sented by your ledgers, sales records, 
minute books and the tike, FIRE- 
PROOFED CABINETS can take care 
of these at a very moderate cost 
however, representing possibly less 
than just one year’s premium on 
less valuable possessions. 


Prices from 87/6. 


Full price list on application. 


H. TAYLOR & SON (London) Ltd. 


28 Holborn Viaduct, London, E.C.1. 
| __ Phone: Central 2987 


leaves (feint, cash or double ledger) 9/6 


a 12a | 


he ca burettor float chamber. was 





quart of petrol was next measured into 
a specially graduated tank coupled to 


the carburettor and then the run was | 


continued along a good main road. 
During the fuel test we were careful 


| to maintain the uniform speed of 30 


m.p.h. according to test custom; no 
“coasting” in neutral was permitted. 
On two occasions we were stopped by 


traffic lights, and progress was impeded 


at several points by cars and lorries 


when we had to accelerate rapidly to | 


resume our cruising speed. 
We covered exactly 1r miles before 
the test quart was consumed, equivalent 


to the remarkable figure of 44 miles per 


gallon. 


Even if we admit the easy conditions | 


of the test, which was uniform with those 
carried out with other vehicles reported 
in this series, the result obtained leaves 


a generous margin for the naturally | 


heavier consumption in normal service; 


tions, will be very low indeed. 


What the Stop-Watch Revealed 


| When working out delivery schedules | 


the mere fact of a van being able to 


travel at 50 m.p.h. does not help very | 
much, since the maximum speeds are | 
seldom reached on short-distance runs. | 
| On the other hand, very rapid accelera- | 
My | 
three usual acceleration tests produced | 


tion assumes great importance. 


the following results: 


MLP.H. Secs. 
(1) 30 starting on top gear 23 3/5 | 
(2) o—30 normal use of gears 10 2/5 
{3} 10-—30 on top gear we 24 3/5 | 


These figures give a good impression 
of Fordson ‘liveliness’ under varying 
conditions, 
greater meaning if one looks into them 


| carefully. | 
| In the first case the engine has to pick | 
up full load from a standing start on | 


direct drive, with the clutch and trans- 


mission dealing with a tremendous initial | 


load. : 


Test No. 2 is less difficult, but calls | 
for extreme engine flexibility as well as | 


rapid and certain action of the clutch 
and selector mechanism. 
as a good check upon the correct grading 


of gear ratios to suit the engine torque | | 


characteristics. | 
Quite different conditions are imposed 


engine shows great efficiency and in 


consequence the van can be relied upon | | 
for good and economical top-gear per- | 


formance. | 

Taking the test as a whole, I think 
you will agree that it demonstrated the 
ability of the Fordson.5-cwt. van to 
satisfy the requirements of the rounds- 
man and the astute purchaser who works 


| out his transport costs to fractions of a | | 
penny. — 


rained, as a few drops of petrol will take | 
| the small Fordson quite a long way. One 


which, under the most difficult condi- | SETTLE THE WINDOW CONTROVERS) 





| 3091 or 8081 to see a worki 


but they have an even] 
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It serves also | . 


|| keep them ina WW: 
| by test No. 3, for while the engine is || | 

pulling hard at low speed on direct. drive, | | 
it is required to produce more power as |- 
the accelerator is depressed fully. At] 
the lower end of its speed curve the Ford | | 








|i documents etc. such as you cunstar 


Whether to keep the windows open 
an endless source of arguiient in I0 
ness offices, Hf they're si 
stuffy and everyone feels. c 
end of the day; if. they're 
draughts, dust, ENIC nome... 
start flying about. 
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Watlene 
Desks are € 
| so thar you can keep all vital inforey 








| permanently within handreach. 
designed for comfort and ease when in a 


Let us send detois. 







Daily Profit 






Better 
rinted Advertising 


Do you doubt that a brilliantly 
produced piece of printed advertising 
brings better results than a dull, 
unattractive one? Of course you 


10% — 50% 


the different sections and finishes and 
give the totals of all the various sizes 
produced under these headings. 

The weight of rods used is determined 
by adding an estimated percentage of 
scrap to the production, and the value 
is calculated from the average price of 
the stock in the stock ledger, to which 
reference will be made later. 

Scrap is priced at the current market 

















Tau kow that the more striking 
and convincing sales literature is, the 
better the results it brings—and you 
“want your own literature to be striking. 






recovered is deducted from the value 
of the rods used, to give the net charg- 
ing cost. 

We must now break away for a 
moment to see how the cost is obtained 
which will ultimately be charged to 
these cost unit cards. 

A cost of production for each process 
is compiled on Cost Statements (shown 
on page 10), which record every item 
of expenditure as compared with a 

‘‘standard’’. This standard represents 
the cost of the various items of produc- 
tion under average conditions and is 
scientifically compiled from past ex- 
perience and the performance which is 
expected from the plant and equipment 
in the department. It reveals instantly 
the slightest divergence from normal 
practice: and may show, for example, 
an increased acid consumption in the 
cleaning house, which may be traced to 
the cleaning of wire that has remained 
overlong in stock, or to the bad con- 
dition of the rods which need a stronger 
mixture to remove the excessive scale. 

Thus these cost statements act as a 
searchlight upon the activities of a de- 
partment which would otherwise remain 
ignorant of its weaknesses and oblivious 
of its success. 










WE CAN HELP YOU —BY EVOLV- 
ING REALLY ARRESTING LAYOUTS 
AND PRODUCING THEM IN 
FIRST-CLASS STYLE. 











Would you like to see specimens? 


J. W. RUDDOCK & SONS 
Printers and Advertising Consultants 
LINCOLN 

and at 3 Old Jewry, London, E.C.2 



















A FREE SERVICE 


(oo SUBSCRIBERS are entitled to free 

| Information concerning Products, Ap- 

4 pliances or Services 

| Wewill advise, secure printed particulars and, 
Hf. desired, put you in touch with firms supply- 

dng services or products in which you are 
k interested, 

* Service Department, 


een BUSINESS, 
= ere Whitefriars House, Tallis "Street, ECA | 




















MANIFOLDIA LTD. of WEST BROMWICH 


are manufacturers of 
“QUIKWAY” CONTINUOUS FORM STATIONERY 


“QUIKPART” CARBON LOADED SETS and 
STATIONERY FOR MACHINE ACCOUNTANCY 







SE THIS COUPON | 


If you desire information from the Editor or from Advertisers attach this co 
— th should be signed by a responsible executive, to your business letter ad 
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NESS Service Department, Whitefriars House, Tallis Street, E.C.4. 


end, withuut obligation, more information in connection with advertise- 
ent. {or advertisements) in the May, 
umbered below. 


— — — — — — — — — — — — — — — — 















1938, issue of Business 





umbers (see Index, page cid — 





ee ee RP eee 





Se leer ee — ree tee cece re eee r reer Tr eR aM PEER KE KRHRER EHH HHH EEE a 2 








EE RR ERROR ROR eH EE 


dress. ERS Orta ne 





Gg SURO AR E 6 ewe wee He 


(Continued from page 10) 


price, and the amount which will be | 


J tax. 









The expenses are allocated from these ` 
cost statements to the various cost unit - 
cards so that the total expenditure for 
one week, which of course balances with ~~ 
the financial accounts, is charged to the — 

production for the same period. 





We Have Now These Key 
Cost Figures 


The costing routine is now complete. 
We know what every size of every qual- 
ity, section, and finish of wire has cost, 
both for the quantity produced and the- 
cost per unit. We also know the pro- 
duction and average cost of each qual- 
ity, each quality and section, each qual- 
ity and finish and each section and 
finish. We have also the average cost 
of the total production. We also know 
our raw material stock investments. © œ- 

The next step is the compilation of > 
the stock records which involves trans- 
ferring the output and cost of produc-) 
tion from the cost unit cards to the © 
stock accounts (Fig. 3). This opera- = 
tion is familiar to everyone conversant > 
with cost accounts, and no doubt the 
majority are quite content to copy the — 
necessary figures, either by hand or 
with the aid of a machine, from one 
form to another. | 

It will be noticed that at the bottom 
of the Slip-Post unit card there are twò oo 
sets of vertical and horizontal cuts on =. 
each corner of the card. These are so. 
designed that they can be attached to 
the stock ledger sheet by means of hori- 
zontal slots, suitably spaced to give visi- . 
bility to the top line of the card which = 
shows the production and the cost. ~~ 

By inserting the cost cards into the. 
horizontal slots in the respective stock: 
accounts the copying of figures is en- 
tirely eliminated, and the possibility of © 
errors in posting ceases to exist. At the- 
same time the stock account is provid- 
ing a safe home for the costs which. 
are readily accessible for future refer- 
ence. The time saved on this operation 
is obviously very considerable, and in- 
addition to the posting and subsequent. 
balancing there is also a saving in the. 
time and space which would otherwise. 
have been taken in filing the cost unit : 
card, — 

IThe ‘Paramount” (Pat. Nos 225009 / 207002): — 
“Ship-Post’’ (Pat. No. ieee S7) systems — 
above are produced and marketed solely b The 


Copeland-Chatterson Co., Ltd. of RERE ons; 
Old Change, London, E. C4.—Ed.] 


Management Trends 
_ (Continued from page 9) f 
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Iti is Clearly inequitable that suc 























A Survey and Index of Regional Business 


MAY, 1938 


— the advantage o 


my display matter to sui 
moment s notice ts a gree 
method of committing 
sands of cards whic 
season or out °° 
American Shi 


22 ADDLE Street, Lowpow, DGS 
gist APRIL, aa 
Messrs. Masson Seeley & Company, Lid., 
Masseeley Building, | 
Howick Place, 
WESTMINSTER, S. W.I. 


Dear Sirs, 

T feel sure you would like to hear of the great success of the g bi awe 
shirt, because I am convinced that no smali measure of credit im sr 
campaign for putting this shirt before the public, must be — i 
department and the efficiency of your process. 

We have been able to produce small or large quanti ies Of showcards, e 
—as the occasion warranted—with great rapidity at very small cost, one 
advantage of being able to change my display matter 16 suit 
moment’ s notice is a great economy over my old method of cor 
to so many thousands of cards which had to be used up in season © 

I am very glad to see that my cards ave being well used by Hy 

as I am almost as proud of them as lam of the Beveriy & 

The many attractive displays I have seen, I can ass 

both great credit. 


Yours faithfully, 
For BEVERLY HILLS AMERICAN 


THERE iS A MASSEELEY UNIT SUITED T 
AND RETAILING BUSINESS 


OWICK PLAC 
Telephone 









for. 
up again, 4.4 per cent this time. 
up as compared with that of a year ago. 
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Business Activity Index Oo 


Steel Production 0:3 


iron Production 

j 
Coal Production 7 
Imports (total value) 


Raw Material Imports 


Exports (total value) 30 
44 124 
Buildings: (total value) 
Fattories. etc. 43 
30 


Wholesale Prices 


Rail Traffics 


Postal Receipts (net) 
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BUSINESS ACTIVITY 
FACTORS OF THE U-K 


There is still plenty of encouragement in latest key figures. Look them over on the bar chart 
below. Business activity, all-embracing index of the general level of British business, is just up 
on the figure for this time a year ago. Steel and iron continue to keep ahead but building is still 
declining. That is not so good but with summer approaching improvement here can be looked 
Wholesale prices are down, which is more favourable than otherwise. 
Very good, this. Cost of living, though falling now, is still 
You can expect a decline here, which will increase 
spending power in the mass market. Measure up your business activity against these factors. 
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THE BUSINESS TREND 


AnUptur1 
By CEC 


O-DAY, this month's bu 
| ness is apt to be the seq) 
to the month before las 
politics. April has given 
good example of this sequen 
It has set the stage for bet 
business next autumn: yet eve 
day business suffered at all pou 
from the shocks and alarms 
February and March, 







Retail sales are 








Only a month ago we were f 
of pious aspirations, saying: “ 
only we could come to an agri 
ment with Italy the tension 
Europe could be slackened, bu 


54 ness would have a chance 


reviving; if only Preside 
Roosevelt would be reasonal 
American confidence would 
vive, Throgmorton St. would 
able to breathe again! If or 
some of the big companies wou 
put out better balances, ever 
Gó body would be more confident 

All this with a shake of the hea 

as much as to say, “‘but wh 

12-3 chance is there?” 


12-0 


71 
Everything In European 
1-0 Garden (Almost) Lovely 


ITHIN a month all the 
desirable things have ha 
pened. The Anglo-Italian (pi 
visional) Treaty has been signe 
even France expects the Du 


will toe the line. Already t 
tension in Europe has pi 
6! ceptibly lessened. Preside 


Roosevelt is back to pum 

priming and American busine 

has won a successful compromi 

over the taxes. The reports 

12-5 the I.C.I., J. & P. Coats and 
dozen other companies have cc 

founded the pessimists. Ty 

vital steps have been tak 

towards stopping the tempora 

recession: further there is 1 

assurance that our largest co 

95 cerns are still working to capaci 
and making handsome profits. 


If the future is brighter t 

past is certainly taking its to 

The decline in orders exten 

9-7 from the iron and steel trade 

shipbuilding, the motor and ti 

plate industries through the e 

tire range of textiles to buildin 

Tinplate output has been fix 

at 60 per cent of capacity, cor 

pared with 80.5 per cent la 
September. 


How To Read The Chart: 


Red bars represent latest available 
figures for April. Figures show percentage 
increase or decrease as compared with 
April, 1987. Black bars represent percent- 
age increase or decrease for April as 
compared with previous month—March. 
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“HIS lack of orders is already 
beginning to make itself felt : * aati . 
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pbuilding were’ commenced in 
itish yards during the first 
arter of this year which com- 
mes with 368,000 gross tons 
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prid’s shipbuilding: 28 per Te E 


at at the end of March com- 
red with 34 per cent a year 
©. With freight rates 32 per 
at below the figure for last 
ptember and shipbuilding 
sts up, there is little incentive 
> owners to build. It is to be 
ped that America may send us 
ne of her mercantile building 
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Business Regional Indices 
here is an upward trend showing on the 
ional indices again. Look at them. And 
master index, too, reflects the rise. 
of which is good news and in line with 
forecast made here in the previous issue 
BUSINESS, 
n. the three instances where the figures 
Sreught up to March—that is, pad Fey 
ith England, North and Midlands—the 
ht but encouraging rise can be seen 
* Wales and Scotland the ev idence 
inot be shown in the indices as certain 
t returns are not available to keep these 
» regions as up-to-date as the others. 
kt month’s charts will reveal, however, 
ether te not these «wo follow the general 
m faces in hand we think it is 
* that thay wi 
5 donut the. drop in unemployment and 
in employment (two different 
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Midlands and North 
t, for instance, is the most substantial— 
irly 5 per cent up as compared with 


yruary and nearly 2 per cent up as om w 
Spare with January. But if existing . nt 
tions in this region do not improve Be VN Cee pe te, 


ckly you can look for a slight drop here. 
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Æændon, up 2.2 per cent and the south, 






nearly 1 per cent, are the other rises. 
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land should progress. But Wales is Q | A 
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new expansion of the programme will de- 
mand further building. Experts think 
- not. 

= ‘Humpty Dumpty’ Disease 

_ Attacks Many Industries 









— applies to all but the heaviest raw 
el. It is the result of the combined 
uilding, ‘motor, and shipbuilding re- 
essions.. | 
The fall i in textile sales is but a slight 
eflection of the fall in shop sales plus 
the considerable over-stocking of a few 
aonths. ARP, when raw materials were 
ing. 
More PRENA is the fall of motor 
car sales for the second month in suc- 
‘cession, for it applies to the cheapest as 
~ well as the most expensive cars. This is 
not in line with the general experience of 
= the present recession. For everyone 
admits that it is only the West End 
=- department stores and luxury show- 
rooms, with their counterparts in the 
oo: great industrial centres, that have suf- 
fered. Only the security owning, Stock 
_. Exchange conscious, classes have pulled 
in their purse strings. The working 
- Class is earning and spending more 
‘lavishly than ever outside Lancashire. 





























| Personal Service... | 
i ‘The Productsofmany well-known z 
~i Seottish firms are advertised by | 
-f Maxwell Nicholls and Partners, 
| Formed in 1913, the Agency has 
-| officesin Edinburghand Glasgow, 
f each under the direction of a 
“resident partner with an intimate 
knowledge of Scottish adver- 

oo. ising problems, | 


‘MAXWELL NICHOLLS | | _ 
~ AND PARTNERS 


` Registered Practitioners in- ‘Advertising 

PTY George Street, EDINBURGH 

p45 Hope Street, 'GLASG GWI 
| B4. Albion Street, ‘LE EDS I : 
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! PHONE: CENTRAL 1935 34 


Registered Practitioners in 
Advertsing 


er cent. Clearly the government’ gre 


‘HE fall in iron and steel orders 


InSecotland 
leading - manufacturers 
entrust their adver- 
tising to the Agency 
known for its good ser- 
vice, its understanding 
of markets and 

technical efficiency. 


Advertising Ltd. 
WEST REGENT ST. 
GLASGOW, (C2 


SOMMERVILLE | 
AND MILNE: 


| REGISTERED PRACTITIONERS | 
IN. ADVERTISING 


GLASGOW 


TELEPHONES 
CENTRAL 1656-7 





Vet at the tara “ot the year « car sales 


expensive models. 


with an income of {400 to {600 a year, > 
not necessarily earned by one member 

of the household. Why have these sales — 
None of my friends. 


also dropped? 
among the motor manufacturers can ex- 
plain it; the research experts whom I 
have consulted are dumbfounded. Can 
any reader give us the solution to this 


sales conundrum by next month? it 


will be helpful to many sales. managers ; 
_ gested, that the rise in cash sales masked 


a a fall in volume sales. 
3-Phase Pointer Tests Ao : 


in other lines. 


oe Market Confidence 
HE nice question is “How far will 
the signing of the Italian Treaty, 


the improved situation in America, and 


rather more cheerful stock exchanges 
affect the middle class and upper class 
buyers?” 

This reaction will settle whether the 


recession continues its slow but certain l 
some of the bad effects of the slowing 


down of textiles, tinplate, shipbuilding, 
motors and building. 


progress or whether it is held. 


. Much depends on whether President 


Roosevelt can improve the American 
situation even by becoming more rea- 
sonable in his demands for business. 


Yet as he pumps {600,000,000 into pub- 


lic works and other undertakings, as he 


frees {280,000,000 of sterilized gold, as 


he gives. powers to the Federal Reserve 
Banks — pene Sue TES: the reserve — of 
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H. Pearson 


Phone : 
Grams : 


“employment. during March, althougt 


S f E TECHNICAL | | 
Tue R. G. BROWN 


ADVERTISING AGENCY 
166 BUCHANAN ST., GLASGOW 


Dougias 1214/5 
*Syren, Glasgow” g 





PHOTOGRAPHERS | 





EXHIBITION 
BELLAHOUSTON 


We extend an invi- 
tation to YOU to 









3 of Bh p: dropped without helping more Wall 
= p xpe Makers believe that sluggishly. 
armament building is coming to an end... the former type goes mainly to families vival can b 


It is impossible to say yet whether the. 


— Most encouraging was the | increas in 


was not up to normal, particularly in the 
textile industries. z 
Cash Sales Play Hide 

And Seek With Volume 


ES encouraging is the RDA €> 
This © 
“proves what I have previously sug- 


analysis of sales during 1937. 


Clearly the long 
expansion in volume of sales was sharply : 


` veversed last spring, since when it has 
the chief departments; 
Here is the explanation, apart from 
over-stocking, of the fall in demand for. 


declined in 


consumer goods during the past few 
months. — 
This month will be crucial. Either = 
renewed confidence will set the middle — 
class buying again and thus counter 


Or the middle 
classes will fail to take heart and we 
shall have a rather more difficult time: 

not an extremely difficult time because 
rearmament, the relatively high level of 
house building orders and the prosperity 
of the working classes will prevent any 
serious — 


MITCHELLS | 
-for preference 


® 
COMPLETE 
ADVERTISEMENT 
SE — 
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GORDON ST. 


GLASGOW, C.i 
Phone : Central 1205/6 
Mitchelad 


Grams 


E ON THE SPOT 


On all matters relating to Scot- 
. tish Advertising it is advisable 

to seek the aid of the Agency 

onthe spot. We have had over 


visie cout Studios MM 50 years which to study 
Ae Ca when: n EET 
— capa — settle your Scottish 
VINCENT PL. SCOTTISH appropriation problems. 
C. | STUDIOS 


COMMERCIAL ARTISTS 3 * 


PHONE CEN. 


& ENGRAVERS LTD. — > 
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“BUSINESS” SURVEY OF HOME MARKETS 
SCOTLAND and THE NORTH 


+1573 
406 66 





PERCEN TALES OF UNEMPLUYMENT 


{.0: 10% | | 10 15% f HS 


“c.f i 








POPULATIONS 
berdeen E te? T 4 : 440.400 
tydebank a 47.420 Londonderry 45.150 = 








arrow ... 04.720 Middlesbrough ... 140,000 

elfast áa — 440,000 Motherwell 64487 

lach joos «+ 121700 Nelson cee se 

rad{ord s. 200,500 N i: y rbi; 

uraley * 01,340 ewcast e .. 200,400 ; 

undee ... ... 178,602 Port Glasgow . 19,580} 

dinburgh y 464.1309 Presion ... .- 725,2008 

steshead .„. 419,034 South Shields ... 1117.800} > 

lasgow + 2,415,894 Stockton 2 66,860 9 —— 

reenock * 80,524 Sunderland . Mano i 

arilepools ... 70,720 York * < 89,680 * g IA s , 
KEY 


e first figure gives change in number of unemployed 
the April count as compared with the March count, 
tal number of unemployed is shown by second figure. 





THE EMPIRE EXHIBITION èe GLASGOW è maY- octos=" 


You are cordially invited to visit our Pavilion which — | 
features Teletypesetting demonstrations. The Scotsman eed Opes 
—the Country’s National paper—introduced Tele- North Bridge 
typesetting into Europe, and now has the largest Edinburgh 
Teletypesetting battery in the world————_______ 











— designed with intelligence 
© backed by experience 7 
















[| the ONE IDEA that will produce 
| response fromthe markets. they wish: 
My first aim Is to remedy that deficien 


® produced with —— 


BEMR OSEe * zs 


AFRICA HOUSE < KINGSWAY. LONDON W- c 2| 
MIDLAND PLACE ` DERBY 


Booklets — Advertise ments — Direct 


Box 375 Business 








) | Whitefriars House, Tallis $ 
a London, ECA. : 





















Do you sel 
by mail? 


ity you use circulars for securing ¢ ° 
or enquiries, send us specimens 6 
publicity you use, and we will 
fr ree recommendations for incre 
your results. Only if you accept 
recommendations will we charge f fo 

2 | services. E 2 





| Krisson Advertising Ser 
34, —— — London, 





ERS — — ARTISTS- me COPYWRITERS 


PRM] drive it home! 









































ER MACHINE! 
There are various ways of bringing 
your manufactures to the notice of =o -0 
buyers. The well-illustrated printed 2o Sg SEs Bes 
‘piece is one of them. If you are = 
a user of artwork, photography <o 0 
blocks, ask us to quote for an 
or all of these items for your — 
_ next production. Our work is good 
and is claiming the attention of 
a advertisers — — and small. 


Daas ARTIST S. PHOTOGRAPHERS, TYPESETTERS, 
ELEC TROTYPERS, STEREOTYPERS * HAM YARD, PICCADILLY 
CIRCUS, LONDON, W.: * PHONE: GERRARD 5231 (manv lines) 


ALL that is N ew, 
Original, Proved, 
Practical and Usable 
ñ ADVERTISING and 
MARKETING 





Adding Machines and Calcula 

bought, sold, repaired and. reb 
Adding Machine Maintezaree- 

WATERLOO NOUSE, 56 ROLBORN VIADUCI 
LONDON, E.6.1 





omes to You In The 
i i Telephone : CENTRAL 








A CAREER | 
ADVERTISIN 
FOR YOU! 


Achieve success in Advertising by s 

time study. Secure a post of infi 
with prospects for the future. The B 

College of Advertising course const 
-a thorough training for ambitious 
and women who want to progress. 
to-day for FREE brochure. . Tan 


|| | THE BRITISH COLLEGE OF ADVERT it 
fase Rept, ta, A, Carmelite St 






is a a job f or 


PERRY 


MAILING SERVICES LIMITED 


DIRECT MAIL ADVERTISING CONSULTANTS 
Addressing - Enclosing + Mailing > Facsimile Letters 


| PERRY HOUSE, 120/128 UNION ST., S.E.1 


















DAY or write — Speci- 
copy to the Publisher, 
ADVERTISING. 
HLY, Whitefriars 
o Tallis Street, E.C.4 













Write to the 
iM TEEMARSED ADVERTISEMEN . mai 
igi BUSINESS” 
ji is ‘ Whitefriars touts, Tallis Stree 
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“BUSINESS” SURVEY OF HOME MARKETS 
SOUTH and MIDLANDS 


first figure gives change in number unemployed at April count as compared with March count. Total unemployed is shown in second figure 
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Accrington 40,42 
Ashton i9. sii 
Barnsley 70,040 
Birkenhead 148 000 
Birmingham 1,018 Joc 
Blackburn 116.000 
0 „s ida 172,000 
Brighton 146,000 
ristol , 413,000 
wry 60,460 
Cardiff 227.50 
Chatham 44,300 
Chorley 70,705 
Coveniry 104,110 
Derby t40 000 
Dewsbury $3,270 
Doncaster 70,680 
Grimsby ... 93,600 
Halifax , 07.170 
Huddersfield Its, $00 
Huli ‘a 127,500 
Ipswich . 02-4) . 
Leicester 261 Poo 
Lincoln... 67,000 
Liverpool . 840.400 
Llanelly ... 17.7% 
Manchester 744,008 
Newport ... 101,296 
Narthampton 06, 200 
Norwich ... 123,700 
Nottingham 270,400 
Oldham ... 177,006 
Plymouth 206,400 
Portsmouth 257,400 
Reading 100 — 
Rochdal 07,20 
Rotherham 74.00% — 
St. Helens rog ,o00 
— 206,000 127 | 
Sheffie st,20 GA] 
Smethwick fr. 200 a 6.97 4 p 
Southampion 17,400 
Stockport rr Ai 
Stoke-on-Trent 773,100 
Swansea 164.1 
Swindor 
Wakefield 60,744 
Walsall roo 
Warrington 70,2 
West Bromwich $2, 20 
Wigan 83.4 Eee 


Wolverhampton 
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ZSKLOVER 


se TEST YOUR ADVERTISING ECONOMICALLY 


IN A PROVED TEST MEDIUM 
NO. 4. LEICESTER EVENING MAIL © MARKETING BOOKLET FREE ON APPLICATION * 


JHN COOPE ` Advertisement Director * NORTHCLIFFE NEWSPAPERS GROUP, LIMITE D ® Carmelite House, London, E.C.4 Phone: Contre) 699 
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GREATER LONDON 


- Twenty-five Extra Portable electric 
~3-ton cranes being bought by Port of Lon- 
© don Authority. Total cranes at docks now 
= ¥,400-—-Deptiord Borough Council to spend 
£35,000 on new swimming baths—Linoleum 
O Manufacturing Co., Staines, plan exten- 
sions to existing factory buildings--Over 
_ £18,000 is latest order taken by Wimpey & 
Co., Hammersmith, work being te pave 


AZO. 






tion of Coldair domestic and commercial 
refrigerators. 

Record Winter Sales is report from 
big London stores on season just ended. 
Planning for new records coming summer 
Indicative of trade conditions are met- 
ropelitan company reports. Instance: 
Gamage’s profits up £5,000 on a year 
Metropolitan Electric Supply Co. 
sold 690,800,000 units last year, Increase 
of 93,200,000, or 15.6 per cent, on 1936. 
Pointer here to expanding London market 


About £6,000,000 Is being spent by” 


the London Passenger Transport Board‘: 


on Underground train coaches. Over ` 
£1,500,000 worth of coaches will be 


delivered this year—Largest car-valeting ~ 
plant, run on mass-production lines, opened ` 
at Edgware Road. Capable of dealing with 
one car every eight minutes-B. I.F. busi- 
ness good, London manufacturers claiming - 
full order books, ae 





7 Portsmouth Streets—G.E.C., Ltd., now 


: for electrical appliances of all kinds for the 
built new works at Wembley for produc- 


SOUTH 


Southampton’s Inward Shipping 
totalled 1,201,365 gross tons in January, 
an increase of four per cent over January, 
1937, more evidence of the centre’s growing 
importance—-British Power Boat Co., Ltd., 
Hythe, are to build over 30 vessels for Air 
Ministry—-Southend have on hand plans 
for spending £400,000 on improvements to 
holiday facilities in the town—Southern 
Railway have placed contracts for steek i 
work for reconstruction of Portsmouth: 
Harbour, — 


Big Electrification Scheme is being 
prepared for G.W.R. Will probably affect 
all Home Counties serviced by the com- 
pany, encourage residential development 
in these areas, expand the market for con- 
sumer type goods—New £230,000 Exeter 
by-pass will enable motor traffic to go to 
Devon and Cornwall resorts without enter- 
ing city, point which may adversely affect 
trade there this summer. 


Me ee ee a ee p 


į 


ied 


porene 


NEE INAS 
ELT AE VARN a A 


Over £100,000 To Be spent by Surrey 
County Council on road improvements in 
coming months. Most money will go in 
wages in Reigate area--Dennis Bros., 
Guildford, employing more men now than 
for some time past-~Good spring weather 
has resulted in higher level of employment 
in southern counties farming, etc., making 
market wealthier than usual this time of 
year, 
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Catalogue drawings 


for every trade MIDLANDS 


Sheffield Intends To spend about. 
£4,000,000 on town development in next- 
two years, much of which will go in wages 
--Work for 160 people will come from 
Leicester firm’s plan to double size of ex- 
isting factory-—-Over 90,000 houses have _ 
been built in Birmingham in past few years, 
most homes being wired for electricity and 
have gas laid on~—{100,000 spent by L.M.S. 
on enlarging Coventry station—Iron output 
1,038,900 tons, steel 1,300,G00 tons is last ~ 
year's figure for Lincolnshire. Foundries,- 
mills working full pressure, wages high, < 
market responsive to sales drives in all 
kinds of consumer goods, 


Averys Studio have for years specialised in 

advertising for the big stores. In every 

<. department, lettering, retouching, layouts, ree ad 
cover designs, besides furniture, we have “Sue M 
specialists who know how to emphasise 
elling points. The studio is only one section of a 
arge organisation equipped to deal with advertising 
production in its entirety. We have a large photographic 
department, while the process side produces perfect 
rinting blocks day and night in line, half-tone and colour. 


Millions In Midlands area getting 
holidays with pay now, Latest are 20,000 
. | steelworkers in Sheffield. Note this are 

in. special selling schemes this summer- 
Lincoinshire County Council have decided 
to spend {210,850 to construct direct road 
between Grimsby and Immingham. Will 
develop trade in district—-Cromalin, Ltd., 
Birmingham, have taken new works, treb- 
ling production, increasing local employ- 
ment—Player’s, Nottingham, are building- 
new 33,000 sq. yd. warehouse. : 
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Every Sprat’s A ‘Whale’ 

For Filling Order Books 
IME now to change sales policies 
to keep order books filled. That 
is, if you have not followed the 

policy lines expounded in BUSINESS 


during the past months. If you have, 
then your plans will be laid to meet the 
temporary stringency of markets. 

No serious setback is foreshadowed, 
only enough lack of confidence to make 
selling noticeably more difficult. Which 
puts sales managers on mettle, demands 
they squeeze every possible sale from 
markets. No despising ‘‘sprat’’ sales 
now that ‘‘whale’’ orders are scarcer. 


To-day’s Pep Policy Is: 
Cut Price, Raise Sales 


AYS and means of keeping up 
sales figures have been quoted on 
this and other pages time and again. 
According to my investigations, most 


successful are: (a) finding new markets: 


for old products; (b) developing side- 
line products into big sellers; (c) reduc- 
ing or keeping at same level prices of 
standard lines; (d) re-packaging, adding 
some special new feature, re-casting 
advertising and sales appeal, etc. 

Among most effective tactics now are 
price reductions, which justify views 
expressed here (Business, February, 
1938, and earlier) that public resent 
recent price rises. Some firms, first to 
realize sales chances in this situation, 
are cutting prices. Willerby’s, chain 
tailors, announce a 5 per cent cut 
because raw wool prices are down. 
Ford Motors have cut their 10’s price 
from {150 to £145, raised 8's price from 
£118 to £120. ⸗ 

Two good examples, these. Notice 
the reason given public by the tailors? 


New Marketing Menace— 
Or Salesman’s Friend ? 


HERE are several Consumer 
Movements starting shortly in this 
country. Maybe this does not mean 
much to you now unless you are familiar 
with the Movements in the United 
States. But when established they 
will influence marketing policies and 
methods. 
Briefly, Consumer Movements in the 
U.S.A. are organized and work this 
way : they are a club type of association 


a 


‘ 


ADVERTISING - SELLING 







Current Facts 
that will help in 
Shaping your 
Sales Campaigns 


with housewives as the majority of 
members; a council of competent per- 
sons examines and criticizes products on 
the consumer market, decides whether 
these goods are value for money and 
possess the qualities and features 
claimed; reports on these investigations 
are then circulated to the Movement 
members. 

Buying must be influenced by these 
reports. Extent of influence, of course, 


.depends on strength of the Movement. 


Prospects are that this will be enough to 
give marketing men here pause for 
thought. 


New ‘Shock Troops’ To Help 
Manufacturers Get Displays 


MPORTANT merchandising service 

that gets retailer display tie-ups with 
national advertising campaigns, vital for 
efficient selling, is latest help for manu- 
facturers. Launched by Good House- 
keeping, the well-known magazine, this 
service offers new chances in marketing. 
Qualification for scheme is to spend {600 
or more a year in the magazine. 

Roughly, scheme works this way. All 
big population centres in country are 
investigated by Good Housekeeping 
merchandising staff, goodwill built up 
among retailers, detailed reports on each 
store or shop made out. Brochure set- 
ting out in dramatic yet detailed form 
the advertising and marketing policy of 
manufacturer concerned, is then pre- 
pared. Magazine’s merchandising staff 
next call on dealers, sell them on value 
and prestige of advertising behind pro- 
duct (particularly its local influence) and 
show how and why displays in windows 
and on counters are valuable to dealer 
and manufacturer. 


Gives Laboratory Touch 
To Rule of Thumb Work 


HIS trend is important to nearly all 
manufacturers, certainly vital to 
those selling consumer-type goods. 
Difficulty now is to get effective tie-up 
with national advertising without high 
percentage of waste in display materials, 
service, time of staff, etc. Unless un- 
economical costs are allowed, manufac- 
turers often find ‘“‘point of sale” 
publicity not more than 20 to 30 per cent 
efficient. 
Wider than just the one publication is 
Good Housekeeping’s outlook in this 
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By the 
MARKETING 


EDITOR 


matter. Aim is to get full dress displays 
for all advertised goods. Emphasis, for 
instance, is not especially laid on adver- 
tising in the magazine, but on adver- 
tising in all forms—Press, periodical, 
poster, direct mail, etc. 

Policy, too, is development of more 
scientific attitude by manufacturers to 
wards display schemes. A _ weighty 
trend, this, worthy of your full attention. 


‘Wakes’ 
Are ‘Staggered’ 


June 12 : Kirkham 

June 25 to July 2: Astley 
Bridge, Barrowford, Bolton, Fam- 
worth, Nelson, Turton, West- 
houghton. 

July 2 to July 9: Atherton, 
Hindiey Green, Horwich, Kirk- 
ham, Leigh, Radcliffe, Tyldesley 
> July 9: Crompton, Freckleton 
Lees, Failsworth, Hollimwood 
Middicton, Middleton Junction, 
Oldham, Royton, Shaw, Spring 
head. 

July 9 to July 16: Brierñekl, Durniey, 
Darwen, Earby, Great Harwood, Hebden Bridge, 
Rishton, Todmorden. 

July 16 to July 23: 





Barnoldswick, Black 


burn, Chorley, Clitheroe, Colne, Heywood, 
Padiham. 
July 23 to July 30: Accrington, Bacup, 


Bollington, Church, Clayton-le- Moors, Haslingden, 
Mossley, Newton Heath, Oswaldtwistic, Rawten- 
stall, Skipton, Stacksteads, Stalybridge, Waterfoot 

July 30 to August 6: Coppull. Longrider, 
Pendlebury, Swinton, Wigan. 

August 6 to August 13: Bamber Bridge, 
Bury, Edenfield, Elland, Freckleton, Greetland, 
Halifax, Huddersfield, Leyland, Preston, Rams 


bottom, Rip nden, Royton, Sowerby Bridge, 
Tottington, Woolfold: 

August 13 to August 20: Bradiord, Brig- 
house, Compstall, Denton, Marple, Reddish, 


Stockport. 

August 20 to August 27; Ashton-u-Lyns, 
Broadbottom, Crompton, Droyixien, Dukinfield, 
Glossop, Hadfield, Hollingworth, Littieborough, 
Rochdale, Shaw. 

August 27 to September 3: Fulsworth, 
Hollinwood, Lees, Middleton, Middieton Junction, 
Oldham, Springhead. 

September 3 to September 6: Hebden 
Bridge, Radcliffe, Kirkham, Todmorden 

September 3 to September 10: Gorton, 
Hyde, New Mills. 

September 5 to September 7: Astivy 
Bridge, Bolton, Brierfield, Burnley, Earby, 
Farnworth, Horwich, Turton, Westhouvhton 

September 10 to September I4: Darwen 

tember 10 to September 17: Faci, 
Shawforth, Whitworth. 

Se-tember 12 to September I4: Atherton, 
Barrowford, Chorley, Hindley Green, Leigh, 
Nelson, Tyldesley. 

September 12 and September 13: Colne 
Great Harwood, Rishton. 


September 17: Ashton-u-Lyne, Dulinteld 

September 17 to September 19: Bəcup, 
Bury, Stalybridge, Stacksteads, Tottington, 
Woolfold, . 


September 17 to September 20: BHarmmohis- 
wick, Haslingden, Mossley, Rawtenstall, Wateriost 
tember 19 and September 20 : 
Blackburn, Clitheroe, Padiham 
ember 24 to September 26: 
Edentield, Heywood, Kamsbottom 
September 26; Coppull, Wigan. 
September 26 and September 27 : 
Accrington, Church, Clayton-le-Moom, Oswald 
twistle, Skipton. 
October 1 to October 4: Bolhogtion 


— aa a g 


aS Machines. 


oo Exgechanged—Dixon Matthews & 
Street, 


me a — Disposal, 


START A MAL ORDER BUSINESS 
that quickly brings © ‘you a full-time income. 
Few pounds capital only needed; no samples 
or o outfits to buy. No rent, rates or canvass- 
ng... New method makes success certain. 

Send to-day for free booklet. 


BUSINESS SERVICE INSTITUTE 
i (Dept. 8760.) 
a Carmelite Street, London, E.C.4 


OFFICE EQUIPMENT FOR SALE 


TY Large Selection of Ex- Government and 
Orner STEEL AND Woop Orrice FURNITURE., INCLUDING 
Trumwo CasineTtS, Desks, CARD INDER CABINETS, ETC. 

180 Plan Cabinets NEW AND SECONDHAND af Lowest 

RICES.~WRITE FOR CATALOGUE, Tre MISCELLANEOUS 

RAaDING Co., Lro., 184/5 Hicu Hotsorn, W.C.1. 

OLBORN 4894." 


BRAVON 


ALL-STEEL 


CABINETS 


For Account 
Books, Records, 
Documents, &c. 


MODEL “A” 


33/- 


Send for complets 
List Free 


— BRAVON OFFICE EQUIPMENT CO. 


eas Southwark Street, LONDON, SE.I 
Phones : Hop 2158-9 


AEE tinie ———— ——————— ——— tet — — ——s —— ——— 


Adding Machines, Calculators, Statement 
Typewriters and all Office Equipment. 
and Second-hand. Bought, Sold, 
Co., 46 Pilgrim 


New, Rebuilt 


Newcastle-upon-Tyne, 1. 


drawers, complete with pockets for 8x5 records, 
“also nine Roneodex Cabinets with 9 drawers, com- 
plete with card holders for 8x3 records, all in perfect 
new condition, will sell iot or anv quantity; 
alli St, EC 393, Business, Whitefriars 

SUB ot uC 


House, 


Addressograph Printing and Embossing 
hines for repetition work, excellent order-— 
imsford Model Laundry, Victoria Road, Chelms- 
. Phone 2962. 


Rubber Stamps and Marking Devices. Catalogue 

No. 20B, post free on request.--Richard E. Stromer, 
Ltd.. 155a Upper Thames Street, London, ECA 
——— 1875. 


x3 

A.A. STENCILATOR 
rE ———— LETTERS FORI-. 400 
COPIES PER HOUR Capacity 

200 words, 54% 8hin. 8/11. 

Postage dd, 

NEW “MAJOR” OCTAVO. 

7* Capacity 300 words, 7 x din, 
pind x ok. Complete with Bed, Paper, 
sand device to ensure printing level with edge 
Strong, well finished. 16/6, post paid. 


' ADDRESSING MACHINE for 60/- | 
DETAILS FREE 
Garden and Household Gadgets, Free. 


MS-AIDS, i972 WHITEACRE RD., 
— N-U-LYNE 


offers | 


pay 8 a line {average T words to a line). 


Minimum 8 lines costing 7/8; each additional line 


or part of a line 2/6. Box No. counts as one line | 


amd isto be paid for; replies are forwarded free 
of charge; Ob discount jor B insertions, 5% for 
& 10% fer 12. Payment with order for single 
insertion. Display panels 24/- per single colwnn 
inch. Discounts as cbove. Special rate for 
“Appointments Wanted’; 8 insertions for the 
rice of | 
Announcemenis for — next issue should reach 
Business, Wahitefriars House, Tals Strezt, ECA 
(Phone Central 9891), not later than Mav 21. 


APPOINTMENTS WANTED 


Yeung Executive who so far has been able to 
apply his talents outstandingly in various spheres of 
the commercial world, with particular success on the 
| Sales-Promotion side, seeks an outlet for tireless 
enthusiasm and determination. A tactful but good 
disciplinarian, accustomec to training, handling and 


directing the activities of salesmen. Box 802, Busz- 


ness, Whitefriars House, Tallis Street, E.C.4. 


Inexperienced as yet but with an absolutely 
thorough and all-round knowledge of advertising, a 
young man aged 24 seeks opportunity to enter adver- 
tising office, Highly intelligent, excellently recom- 
mended, ten years’ experience in accountancy and 
general business, really qualifed now for advertising 
position—sound copy, effective layout, original ideas 
— jusſst needs the start to prove his worth. Interested 


employers, please write--RBox 3864, Business, White- 


friars House, Tallis St, E.C.4. 


— —— — ——— — ——— pt — — 


YOUNG ADVERTISING MAN (aged 21) 2 years 
with national advertiser, seeks similar post. Public 
School education, solid foundation in advertising, 
keen, plenty of ability, would do full justice to pro- 
gressive post,—Box 395, Busnovess, Whitefriars House, 
Tallis Street, E.C. 4. 


amna fH Ph Ok ttt AABN AA BONN re ———— —— — — — — — — — 


Lam prepared to act in a free lance capacity as 


Advertising Manager for a concern whose appropria- 
tion does not warrant the services of a full-time man. 
--Box 596, Business, Whitefriars House, Tallis St., 


PUBLICITY EXPERT 
(YOUNG) 


sound ideas, wide knowledge of modern 


-advertising and publicity methods and 


—— — — — hile — —— — —— —— — È 


Eleven Kardex Cabinets with 12 | 


their application, is looking for a change. 
Moderate salary.—S3o0x 385, Busrvess, 
Whitefriars House, Tallis Street, E.C.4. 


UNEX 


LIMITED 


IS HOLBORN VIADUCT, 


LONDON, E.C.! 
Tel.: CITY 4098, 


Rebuilt and @uarantecd 


ADDRESSING Machines, Cabinets, 
| Frames, Plates. 


EMBOSSING. 
OFFICE PRINTING Machines. 
ACCOUNTING Machines 


of leading makes at attractive prices. 


MAINTENANCE, Overhaulis, Repairs. 


We BUY or EXCHANGE SURPLUS 
EQUIPMENT. : 


A Career in “Mrertising fo for you ! I! 


Achieve success in Advertising by spare-time 

study. Secure a post of influence with 

prospects for the future. The British College 

of Advertising course constitutes a thorough 

training for ambitious men and women who 

want to PROGRESS. Write today feor 
FREE brochure. 


THE BRITISH COLLEGE OF ADVERTISING LTB. 
epl 4641 
6 Carmelite Street, London, E.C.4 


MISCELLANEOUS 


Cycle Storage Problem Simplified—Parwinac”” 
Cycle Racks take any number of cycles. Sturdily made. 
ia solid steel. Stand alone, back to back, or against: 


| wall as required. Sheds and Shelters also supplied, 


= 


Duplicating Ma chines”’, 


ct. Write to-day for list CYRS. 
INDER & ACHURCH, LTD. %1- 
London: 7 Great 


Wonderfully com 
105, PARKER, 
Broad Street, Birmingham, 1. 
Marlborough Street, W.i. 
‘“‘OQuletiy closes | the door: Neat, too!” Your: 
lronmonger sells it. It’s called the “Page” Door 
Closer, © — OIL CHECK partem obtainable 
“PAGE for light doors. bheantifull: 
chromium plated, 12s. 6d.: “PAGE MAJOR,” for’ 
heavy a — finish. 25s., chromium plated,” 
Fis, in use, Sole Makers: PAR Ris 
WINDER rm OC HURC H, LTD., 2851 Broad Supr * 
Birmingham, 1. London: 7 Gt. Marlborongh St:, 


ee Ei ~ — 
GOODWOOD 
HOTEL 


Conveniently situated for all places © z 


From 8 gns. weekly. 10s. daily. 
Bed and Breakfast 7s. 6d. 


þh QUEENSBOROUGH TERR., HYDE PARK, W2 A oS 


‘The Proprietor of British Patent No. 324516, 
dated January 21, 192%, relating to “Improvements in 
is desirous of entering inte 
arrangements by way of a Heence or otherwise on rea- 


sonable terms for the purpose of exploiting the above — 


patent and ensuring its practical working in Great 
Britain.—Inquiries to B, Singer, Steger Building, 
Chicago, Nnois. 


TIME RECORDERS 


Time Recorders and Electric Clocks. 
new machines of all systems a stock; rebuilts at half 
price, fully guaranteed. PoE repairs. Time 

Recorder Supply & Maintenance 159 Grange Road, 
London, $.E.1. 


— — —— — — — — — — —— — — — * 


Staff Time Checking and Job Costing Time 


“Recorders {all makes) for quick cash sale, exceptional. - 


condition. —Write ‘‘Betarcol’’, Box 345, Business, 
Whitefriars House, Tallis Street, E.C.A. 


HOUSE ORGANS 


A well edited and interesting house. organ, 
| profusely illustrated, is available at yery low cost for 
one traders sole advertising use in each district. 
Write on business letterheading for specimen and 
quotations. Arthur. May, House Organ Specialist, 
Nazeing, Waltham Cross. 


CAR HIRE SERVICE 


CONTRACT WANTED for 1938 Austin Landaul 
with uniformed chauffeur, first-class service: . full 
insured, privately taxed.—Phone, Primrose 168, 
apply 34 Kingstown St, Regent's Park.. 
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Your 
Ever-ready ‘on 
Secretary | 7n 














Whenever you dictate to a shorthand- 
writer you are using iwo people to do 
one person’s job. You might as well 
have one boy to hold the envelopes and 
another «to affix the stamps! Don't 
waste the shorthand-writer’s tme. 
Dictate alone to 


Dictaphone 


(Reg. Trade Mark) 





while she gets on with useful work. With the Dictaphone you 

Write to-day for dictate just when and how you like, alone and undisturbed. The 

“What’s An O fice Dictaphone will “get you” with infallible accuracy. You save the 
' ⸗ i ` 


Anyway?” (Free) labour of one person and 

PRA DOUBLE YOUR CAPACITY TO GET THINGS DONE 

i The Dictaphone won’t forget—and won’t let other people forget—the 

ALSO get particu- things you want remembered. 
lars of the Dicta- 
phone Telecord. It 
gives you a perfect THE DICTAPHONE COMPANY. LTD. 
record of all tele- (Thomas Dixcn, Managing Director), 
phone talks and (Dept. H). Kingsway House, Kingsway. W.C.2. 
messages, saves time | 
and lessens conges- 
tion on the line. And at Manchester, Birmingham, Glasgow, Liverpool, Leeds, Bristol, 
Newcastle-on-Tyne, Dublin, Belfast. 





Test it yourself: free of all obligation. 


Telephone: Holborn 4161-2-3-4. 





—— ee 
OVER 260,000 BUSINESS MEN DICTATE TO THE DICTAPHONE 
A LE 


ee 
THEY'LL 

NEVER SEE 

LONDON 






Piccadilly Circus is just a name to them. 






And always will be. But the Joneses of 


Little Lambton don’t much mind. They’ve 





two links with the big world. They listen to 

their radio. They take their Radio Times. 
To them the Radio Times is “Town.” Its “all that’s going on outside.” Its the big 
world. So when you tell them anything through its advertisement pages, they won't 
miss a word. No fear of that! 

In other words, the Radio Times is your only way of reaching the thousands of Little 
Lambtons in the British Isles. But that’s only half the story. The Radio Times is also 
your best way of reaching the towns and cities. There, any other national medium may 
be read. but the Radio Times is sure to be. Its weekly circulation is 3.000.000. Its 
readers at least 12,000,000. Its huge coverage is evenly spread through city, country, 


class and creed. No blind spots. No loopholes for error. That’s why the Radio Times 


goes into very big appropriations and very small. Its dead sure! 
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GUARANTEED AVERAGE WEEKLY NET SALES FOR 1938: 3,000,000 R ADIO TIMES 


MEMBER OF THE AUDIT BUREAU OF CIRCULATIONS WO AE 








~ BUSINESS pi 


THE COMPLETE JOURNAL OF 
MANAGEMENT 


Incorporating “The Magazine of Commerce”, Modern Business”’, 
“System”, “Business Organization and Management” 


In 1911 the then publishers of this Journal acquired from 
a London publishing house the "Magazine of Business”, 
and thereafter incorporated the name of that paper in the 
sub-title above. In the intervening years other Journals 
were absorbed into Business and the names of the peri- 
odicals in the sub-title were, therefore, from time to time 
changed. In October, 1936, Business was acquired by 
Business Publications, Ltd., but in making the necessary 
editorial changes of make-up the words “Journal of 
Commerce’’ were quite inadvertently used in the sub-title 
instead of ‘Magazine of Commerce’’. 

This error has now been rectified, for the “Journal of 
Commerce” is, of course, the well-known daily publication 
that has been issued for over 100 years with conspicuous 
success {since 1826) by Charles Birchall & Sons, Ltd., of 
Liverpool. We apologize to Charles Birchall & Sons, Ltd., 
for any inconvenience or confusion winch may have been 
occasioned by our mistake. 


JUNE, 1938 
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CATALOGUE 
BBO! 


CONSTRUCTORS 
‘ADJUSTEEL’ SHELVING 


ERDINGTON. BIRMINGHAM. 


Business 


Men 


will appreciate 


SPIRIT PROCESS 
REPRODUCTION 


—the most economical 

method of making 

copies—and in several 

colours at one time, 
if desired 


MANUFACTURERS: 


FRANK R. FORD Lr. 


SYDENHAM RD., BIRMINGHAM 1! 


LONDON OFFICES :— 
t4 NEW BRIDGE ST., E.C.4 


Representation in all important centres 
throughout the British Isles 


. 
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OVER 50°”. GREATER OUTPUT 


of typewritten forms in a given time by using the 




















EGRY SPEED-FEED TYPEWRITER ATTACHMENT neon f 


Wherever typewritten forms — requiring carbon 
copies—are used, the Speed-Feed will assist in 
speeding up production, whilst affording the operator 
less effort. This is achieved by eliminating non- 
productive operations. The Speed-Feed, employing 
Continuous Stationery, inserts and withdraws the 
carbon sheets automatically. 


Can be fitted to any standard make of typewriter 
without alteration to its construction and involves 
no strain whatever on the machine. 


The Speed-Feed is so constructed that it can be 
affixed to, or removed from, the typewriter in an 
instant, thus leaving the machine free for ordinary 
purposes at a moment’s notice. 


For handwritten carbon-copy forms ask for details of 
EGRY AUTOGRAPHIC REGISTERS, which operate 
on a similar principle. 


EGRY LITD. 


WARPLE WAY, ACTON, LONDON, W.3 


Telephones : Telegrams : 
SHEPHERDS BUSH 3377 (3 lines). EGRYCOMPAK, EALUX, LONDON 


Why not buy Maste Sheets 





"Phone: Central 3725-3726 


Cecil House, 57 Holborn Viaduct, 
London, E.C.1 


Branches in Principal Provincial Towns 
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OZONAIR HUMIDIFI 


FOR AIR CONDITIONING 


This simple electrically worked apparatus keeps the atmosphere at its correct 

state of humidity. Acts as a purifier and in hot weather cools the air to an 

appreciable degree. Standard type for ordinary size rooms and one for treble 
capacity. Power consumption nominal. 


Standard Size £3 : 10:0 A.C. 
2: {5:0 << 


OZONAIR LIMITED Dept. 3 


OZONAIR HOUSE, ST. LEONARD STREET, LONDON, 5S.W.! 
Telegrams : Ozonair, Sowest, London 
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speaking .. 


a—WHERE IGNORANCE IS BLISS 


“The trouble about ignorance is that it never 
is bliss. To be ignorant of a law lands vou 
in gaol. To be ignorant of new inventions 
is to be a failure in business. In these days 
of the fiercest competition you just have to 
keep alive to the value of each new labour- 
saving device or go under, and few mod- 
ern inventions have so quickly proved 
their worth as the Remington Accounting 
Machines. Listen to a Managing Director : 
‘We find tt difficult to realize how the busi- 


SERIES No. | 





A SINGLE MACHINE CAN BE APPLIED TO 
ONE OR MORE OF THE FOLLOWING 


ness was carned on without them. However OPERATIONS 
flourishing your business ts, this is an inven- leveling a amants 
tion that you cannot afford to be without, for Receipts | Wages 
it eliminates error and saves labour.” Analysis | Costing 


Stores Records 
Hire Purchase 


Registrar's Department 
Statements | Work 


NO OTHER MACHINE, AT ANY PRICE, GIVES YOU ALL THESE FEATURES 


@3. All registers visible 
for columnar accumula- 


Adding and Listing 
Ledger Posting 


S75 





@ 1. Complete electrifica- instant checking of every 


tion of all alphabet and 
numeral keys, and of 
carriage return. 


@2. Complete flexibility 
of registers, providing 
extra accumulations 
without rebuilding or 
making machine obso- 
lete. Number of addi- 
tional registers limited 
only by length of car- 
riage and capacity of 
registers, 


tion and cross compu- 
tation. All registers 
equipped with direct 
subtraction, providing 
contra-entries within 
specific column, and in- 
stant correction of 
errors. 


@ 4. Automatic tabulation 
and interchangeable 
form bars. 


@ 5. Complete visibility of 
writing line, permitting 


entry posted. 


@ 6. Automatic line proof 
of each individual entry 
provides instant audit. 


@ 7. Independent control 
of each related form to 
be prepared simultane- 
ously. 


@ 8. Uniform legibility of 
all records entered sim- 
ultaneously. 


@9. Automatic locks 
against mis-operation. 


Write for full details to Dept. J.J. 403. Accounting & Adding Machine Div. 
REMINGTON TYPEWRITER CO. LTD., 100 Gracechurch Street, London, E.C.3 


BRANCHES IN ALL PRINCIPAL CITIES. Phone: Mansion House 3333 


REMIN 


ACCOUNTING 





MACHINES 


HE essential causes of the present 
condition in employer-employees. 
relations and of most of the m- 


ial unrest of the recent past are 
ot. malevolence and greed on the part 
either the owners and administrators 


business or the workers but dangerous _ 
d costly misconceptions and over- 


: plifications concerning the mctives 
yen in their work. 
The gates are open wide to a flood of 
nionization. The spectacle is no less 
jan tragic, for it is tantamount to the 


jarshalling into armed camps of the 
wo industrial groups jointly responsible ©... 
or the great social services, production. - 


nd distribution. 
‘Collective bargaining seems to be al- 
aost universally accepted as the last 
‘ord in industrial panaceas. Thus busi- 
“ss resigns itself to the hope that un- 
regulated and intermittent warfare will 
e supplanted with a truce dictated by 
quality of armaments. Better possi- 
bilities in industrial relations are gener- 
ally lost sight of. 


Something Different From 
Collective Bargaining Wanted 


But Armistice, in industrial strife or 
in war itself, is not to be confused with 
‘permanent peace; it does not mean vic- 

ory for either side, nor welfare and 
ecurity for the great non-combatant 
group, the vitally concerned general 
ublic. 

Armistice is but an acknowledgment 
hat victory is impossible, that at the 


moment neither side can win completely. 


m its own terms. But while neither 
ide wins, the losses are rarely equal. 
Through armistice the losing side gains 
nly the opportunity to negotiate the 
degree of its surrender, and the partial 
winner gains a breathing-space to re- 
mobilize for more victorious combat in 
the future. 

But business need 


l not surrender; 
labour will not. 


of nations, there can be no PEA in 


Are there not better 
methods than the technique of conflict? 
In industrial relations, as in the affairs 


MANAGEMENT CON rR ROL P POLICY 


That industry should be — 
camps: Organized Employers and i Unionize 


Jabour and, most important, the general 


public, can win. 
Management may accept the wide- 


spread unionization which seems immi- 


nent: collective bargaining has arrived 
not only in fact but in law. But busi- 
ness must not in its wishful thinking 


assume that in collective bargaining. 
alone can be found the solution of the 


employee relations problems, nor con- 


sole itself with the hope that herein a 
the way to new stability. . 
= Management’s feeling of relief can last 
only until the added costs of such stabi- 
lity, bought by higher wages and shorter. 


hours, bring a vigorous attack from a 


new angle--that of the customer, now 


awakened and already growing angrily 


defensive against mounting prices. | 
One of the most certain elements in 


the present situation is this one of in- 
creased costs. Samuel Gompers once 
pithily characterized the union function. 
When he was asked: “What do the 
unions really want?” he tersely replied : 
“Morel” 

To-day the union movement, with its 
new and powerful impetus, shouts its 
intention to obtain a larger ‘‘share’’ of 
the financial returns ef industry. But it 
will not be a mere share. which it gets. 


-Costs will be passed: on, and. the penalty 
-of industrial friction, will. 


aid. even- 


is a Posing Ae of this age, says S the 5 ‘weiter. 


By J. DAVID sith 


consumers are employess. 


spread wage increases (the t 
tive of the union forces) are 
means employed by grudging 
ment, the inevitably “hig 

tion costs cannot fail to g 
more demands and more 

labourer-consumers, protests 


tailed buying by the gen 


stalling ef both product 


bution and general busine 


Any unprejudiced stud 


the influence of the union: 
has meant much in raising wart! 
-ancial returns and stands 


faster than would have been 
no unionization. It is also tru 
union — Paesi 


is ogai i plai 

tive of union. 

giving, a 
duction, ath its t 
of plenty for all; and ‘tha 
alone will bear not only the br 
public criticism over higher pri 


the risk of industrial bankruptcy. € 


mic depression, and public panic. 


When Prices. 
Is Responsible 


Rightly or wrongly, the 


the publie’ S — 
4 
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| q and End-all 


$ aane accepts the union 
thesis that financial returns are = 
important to workers it must face. < 
growing onus of social resentment. eve 
ncreasing 
hreaten its own control of the business 
mechanism, 

The one hope is that management may 
realize that the union thesis may be in- 
orrect: that there are motives other 
aan the purely financial ones to which 
orkers will respond: that industry 
can be so organized and administered as 
to appeal to these motives, and that 
there can result an industrial function- 
ing that will serve the legitimate needs 
fall parties—-owners and managers, 
rorkers and consumers. 

No solution, however expedient, can 
e accepted as worthy of intelligent 
1anagement unless it is based upon the 
ealization that the interests of all 
uman factors in business and industry 
re interlocked, that ownership and 
lanagement, workers and consumers 
ave -equally legitimate needs and 
equally vital interests at stake in the 
general industrial welfare. For man- 
gement to accept collective bargaining 
lone as the complete solution would be 
o perpetuate the psychology of class 
nd the psychology of conflict, in viola- 
on of its own best interests and the 
ärger interests it must hold in trust. 
‘herefore, in keeping with its responsi- 
bility to be intelligent, management can- 
ot afford economically cr ethically to 
take into camp” the unionized em- 
ployee groups alone on the basis of their 
apparent self-interests. 

Not low wages alone but inadequate 
returns in conjunction with subtle and 
poignant affronts to human dignity are 
the true causes of resentment in indus- 





. What People Want from Business. 
we have seen. 


he human employee. 


point on the part of Manageticnts: 
for reaching this new outlook. 


costs which will seriously. 


The book is. s published by McGraw. ; nu, price 15)-. 





aries — are set Up adminis- 


nt. tered, and supervised. s 
By their external nature unions can- 
i = not effectively 


participate in these 
matters. However, 
ments of discord were really eliminated, 
unions as they are currently organized 
would lose their principal function, 
which at present is to provide a method 
of punishing management for the con- 
tinued debasement and frustration of 


workers, with such punishment taking 
its only possible form—that of fre- 


quently recurring demands for more 
money. 

Management to-day is tacitly admit- 
ting that the most fundamental dogma 
of the radical schools is true. 

Radical critics blame most of the ills 
in industry, or even in Society, on what 
they assert is the basic motive of indus- 
trial management, the “profit motive’. 
Likewise, management seems to be con- 
trolled by a similar idea regarding em- 
ployees’ motives. In its industrial re- 
lations, particularly in connection with 
the present union movement, manage- 
ment has been deminated obviously by 
the conviction that the only important 
desires of workers are thase which 


money will satisjy. 


As usual, the. radical Gepa is 
naive and over-simplified. But when 
management, the responsible party, 
adopts this attitude towards employees 
as a working principle, it is echoing the 
over-simplification. By implication it 
is admitting its own interests to be 
merely financial and so is conceding 
the radical philosophy. 

Thus business has been misled into a 
false generalization about the relative 
importance of what men want in and 
from their work. It has unthinkingly 
accepted a demand as an expression of 
a need, and, as a result, it is sacrificing 
its essential good to the thesis of mili- 
tant unionism. 


Nor is Promotion Invariably 
Sought 


There are other misconceptions which 
loom large in business thinking and 
feeling and obscure the true outlines of 
the employer-employee relationship. 


‘HE tesog is extracted — a Chapter in J. D. Houser’s new book: 
x From the point əf view of Manage- 
ment this book is one of the most constructive and penetrating surveys that 
2 It goes far beyond mere organizational technique, it dis- 
usses that vital factor upon which the my structure of industry itself is 


Not inoxing rather than not caring about employee motives is the 
ndictment against Management, and this lack of knowledge is a root cause 
of every industrial dispute of modern times. 
been built the success of the Unions which depend for their power on that 
dangerous element -— employee resentment. 


On this condition there has 


The remedy is a fresh view- 





M Mouser gives specific directions | _ 


n ployers, "that desire for- ‘promotio 
“universal, 


if fundamental ele- 


nized. as sound, is that balanced 3 author 
andor that a mili 





This is not true, as evid 
will indicate. Furthermore, the be 
that practically every employee —ı 
eager for promotion (involving, ` 
course, more responsibility) is harmful 
because it entirely obscures the need 
and opportunity for the enrichment o 
present jobs in significance. | 

The student of the human- relations 
problem in business discovers that words: 
and phrases are often used, as children. 
use them, for their euphony or easy repeti 
tion. He also finds them being used appar 
ently to avoid the necessity of thinking. 
And at times he finds in them blinds that 
obscure real motives which it would ho 
be creditable to admit. 

Such a word is “‘responsibility’’. 






















‘Responsibility’ to some 
Executives is Mere Alibi 


Executives who sustain a combative and 
defensive attitude in industrial relation: 
frequently justify themselves by talking ©: 
the “‘responsibility’’ which management 
bears. There is reason to believe that thi: 
is often a sheer rationalization and that it: 
cloaks a fear, conscious or unconscious, 6 
loss of personal power: that it is an illus 
tration of the ego drive, which is the prin 
cipal motive in the total activities of many 
business executives. There is reason to: 
believe that the ego motive, rather than- 
the much-maligned profit motive, is the 
dominant force operating in business to- 
day and is a deeply rooted cause of much f 
industrial strife and social unrest. oy 

This drive for power is a matter of de 
gree, as is every other human trait. Even 
business executives who are anything but 
autocratic sometimes exhibit the vague 
fear that workers want a power which will” 
menace the proper discharge of vital man. 
agement responsibilities. 

But there is no need for fear on the part 
of any executive. The evidence is that, 
while workers want, and want keenly 
many things that management could ‘gis 
them, the sharing of managerial duties, r 
sponsibilities, and worries is not one ©: 
them. Workers in recent research studi 
reveal no desire to usurp the roles of ti 
management and ownership. 

Workers do want, however, and have 
every right to expect, wise, fair, and effi 
cient executive leadership in their strugg 
for satisfaction in their jobs as employee 
After the repeated failure of the device ©: 
placing employees on boards of directors. 
often unwilling and protesting recipients 
of the honour, the fact should be clear that 
employees do not crave an authority which 
they are intelligent enough to realize they 
are entirely unfit to exercise. It should 
also be clear from the current negotiations 
that even unions do not want authority 
of this sort, When men in places of leader- 
ship rd themselves of an “‘organization” 
blind spot, they can better understand at 
what straw of hope offered by union 
leaders their employees are grasping. 

A halo of near-sanctity is cast aroun 
the sub-executive and his authority ov 
others. This deference is significantly | 
dicated by the curious misconception of 
many principal executives with — 

“organization channels” , 
An administrative principle, long rec 






















MANAGEMENT - CONTROL - POLICY 


Policies That Built 


a New Business and. . 


NE night in July, 1935, as s.s. 
( ) eajest sped from New York to- 

wards Southampton, a Birming- 
ham business man sat in the quietude 
of a lounge revolving an idea. He de- 
cided to build, within his own plant, the 
product which he had marketed since 
June, 1934. 

In that instant a new manufacturing 
business was born, and Frank R. Ford, 
dynamic head of Frank R. Ford, Ltd., 
began sketching plans for his factory. 

Back in 1910 Ford became interested 
in business equipment, efficiency and 
practice. In 1919 he started his own 
business, selling office equipment and 
appliances. All his working life his 
mind had turned on the application of 
organization, equipment and ideas to 
give the executive greater control over 
his business. 

During that night on the Majestic his 
constructive outlook on business shaped 
his first rough sketches along the right 
lines. Executive offices, showroom, 
machine shop and other parts of the 
factory were drafted out. By Novem- 
ber—four months later—the Fordigraph 
factory at Sydenham Road, Sparkbrook, 
Birmingham 11, was not only built but 
occupied and starting production. 





Policy on Which Administration 
is Founded 


In the two and a half years that have 
since elapsed the firm has marketed its 
products all over the world, has built 
two new wings to the factory, taken 
over two other existing buildings, 
trebled its number of employees, made 
sales increases of some hundreds per 
cent, produced several new and im- 
proved models and now plans to go 
further still, 

The product it was decided to manu- 
facture was the Fordigraph, a rotary 
reproducing machine working on the 
hectographic principle and designed for 
the specialized work of reproducing in- 
ternal documents, forms, charts, draw- 
ings, letters, leaflets, and scores of other 
short-run jobs. It will also do any kind 
of manifolding work that is done on a 


typewriter. Reproductions are made 
in one to five colours in a single 
impression. 


Right at the start Mr. Ford decided 
that the machine must be built as a 
precision job. Outside he could not get 


From an interview with 
FRANK R. FORD 


Managing Director, Frank 
R. Ford Ltd., Birmingham 


Trebled It 


materials and workmanship to meet the 
standards he laid down, so he built his 
own factory. 

The firm’s policy is to maintain this 
high standard of quality. That trips 
easily off the tongue. Many firms say 
the same thing: not all organize them- 
selves to carry out such a policy. At 
Frank Ford's, organization is evident 
throughout the works, the staff and the 
service given. 

Consider what this means: it starts 
with the layout of the factory, the pro- 
vision of good working conditions, the 
use of modern systems and methods, the 
selection and training of skilled staff 
and the development of co-operation 
between every individual and every 
department. 

To achieve this, driving force must 
come from the top. Mr. Ford is no 
desk-sitting executive. He believes that 
the managing director's job is equally 
that of co-ordinator and chief provider 
of ideas to be co-ordinated. 

In his daily work Mr. Ford keeps his 
fingers on two pulses: the bank position 
of the company, and users’ complaints. 
He says: “If accounts are paid regu- 
larly and the flow of cash is steady then 
sales developments will run along the 
lines planned for them, while the num- 
ber and nature of complaints give a 
clear outline of what the company is 
up against and how successfully it is 
meeting difficulties.’’ 

To perceive difficulties is one thing: 
to rectify them speedily and satisfac- 
torily is another. Mr. Ford has his own 
plan for doing it: a young executive, 
selected for qualities of tact, patience 


Modern Plant, Modern Methods, Constructive Selling. These are the 
fundamental points underlying Frank Ford’s governing policy . . . 


But in front of this comes his consideration of the human 


element. 


His personnel constitutes a team of whole - 


hearted enthusiasts. This he says is the real foundation 
of the firm’s rapid success 





in 3 Years 


| as full 


and persistency, specially train 
time ‘‘trouble mender’ 

This young man has no office: he 
spends his days up and down the offices 
and works. It is his job to trace every 
hitch, every misunderstanding, and to 
clear it up so that no feeling of 
faction remains with any departme: 
individual either inside or ou 
organization. 

What are the results of this 
work? Most important points are: [i] 


dissa tis 
nt of 


tsHie tie 


no “‘sore spots’ in the firm; (2) execu 
tives and staff do not have to waste tim: 
clearing up mistakes; (3) by prompt 


attention to errors customers are kept 
pleased, therefore goodwill is built 


(4) develops greater sense of co-operation 
between departments and, naturally 
has co-ordinating effect on e firm's 
work; (5) being under direct control oil 


i i i 


one man, all mistakes and difħculties 
are known daily by the ma 
valuable pointer to where the orga 


nagement, a 


liza 
tion is weak; (6) time, money and labour 
are saved, all-round efficien ncreased 


The Works Committee Keeps Its 
Proper Function 


Now look at another of the mana 
ment’s co-ordinating forces—the works 
committee. This meets to ne hous 
every Monday and is composed 
aging director, general sal nanager, 
export sales manager, works manager, 
complaints manager, and the secretary 
of the company. 

The plan is to provide an i 
to discuss all matters which call for the 
co-ordinated decision of the heads ol 
departments. It is not the plac 
department executives can bring 
matters which can be settled in discu 
sion between themselves The test of 
any question raised: Is it (a) one which 
calls for collective ci 
(b) one that two or more ext 
have previously talked over but cannot 
agree upon. 

Discussions and decisions are not left 
as verbal arrangements. Minutes of 


tf man 


pporiunity 


whete 


tit? 


nsideration, Of 


CuLIVeS 


€ a 


o each departmental head. 


Another of Mr. Ford’s successful 
s0licies is that of always being available 
o any of the staff who have complaints 

‘to make. Where a difficulty cannot be 
smoothed out by a departmental execu- 
tive it is not allowed to fester. A 
meeting with the managing director is 
arranged, and the matter is gone into 
there and then. Difficulties tackled are 
not only business problems. All the 
staff know that if they have any genuine 
personal trouble the firm is always will- 
ing to help. 
= Ready assistance of this kind goes a 
long way in cementing employee good- 
will. In the past two years it has had 
practical expression: the men, for ex- 
ample, are always willing to make 
special efforts on the firm’s behalf. On 
more than one occasion, unbeknown to 
the chief executive, factory employees 
jave worked all night to get orders com- 
Weted. They have done it without 
being asked and without asking for addi- 
tional pay. It was sincere expression 
f goodwill. Such spontaneous service 
was, nevertheless, suitably rewarded. 
There is another good example which 
proves this point. While many firms 
ave lost numbers of skilled men who 
ave gone into armament work because 
of higher pay, this company has lost 
nly one man on that score, and this 
workman very soon returned, asking for 
yis job back. Working conditions with 
he company are such that they out- 
veigh inducements of more £ s. d. 


; actory Management that Secures 
‘High Work Standards 


The first step in the success of this firm 
thich has trebled its business in the past 
wo years lies in the factory. 

Mr. Ford holds that, no matter haw 
wrilliant a sales organization may be, there 
‘ill be no progress if the work done on the 
roduction side is not up to the right stan- 
ards. For that reason he forbids sacrifice 
f. quality and precision of the work for 
he sake of output. Accuracy to .005 in. 
s the standard for all parts of the Fordi- 
raph. To ensure that this is maintained 
accurate jigs are used, and each employee 
= responsible for their correct use in che 
making of his certain specified parts or 
operations; and each must test those parts 


Yet the continuous method of assem- 


bling is used. Rate of output therefore 
can be maintained and checked according 
to schedule. 

Control of the factory is under a works 
manager who is directly responsible to Mr. 
Ford. Section managers are responsible 
to the works manager. 

An interesting point is that all factory 
employees are encouraged to become com- 
petent workers in as many of the processes 
as possible. When they become familiar 
with one operation they are switched, for 
experience, to another. This is one 
reason why the company have been able 
to maintain such a high level of output 
per person employed. 

This versatility is not confined to actual 
production work. For instance, all the 
jigs, templates and special tools in use have 
been made in the factory. That, too, is a 
reason why, when much larger firms have 
not been able to keep up production to meet 
demand in the past two years, Ford’s have 
been able to expand steadily. 

Many valuable suggestions for improve- 
ments in the product and in methods of 
working have come from the workpeople 
and staff via the Suggestion Boxes which 
are prominently displayed. 

Many firms have a suggestion box, but 
often the response is not satisfactory. The 
reason is that usually the right outlook 
does not exist among the staff. Ford's 
have fostered the co-operative, construc- 
tive outlook. They get suggestions, and 
valuable ones, too. They give, of course, 
suitable recognition in return. 


Export Marketing the Chief Sales 
Development 


Outstanding here is the development of 
export trade. There are few countries in 
the world in which the Fordigraph is not 
sold to-day. In April, 1934, special atten- 
tion to the export business was given; 
a subsidiary company [Frank R. Ford 
(Foreign & Colonial), Ltd.] was formed. 

In the meantime the home market was 
being developed. Two lines were carefully 
considered: the opening of sales branches, 
and the appointing of exclusive and sale 
dealerships. A's progress was made selling 
through the company’s own branches was 
restricted in order to cope with sales ex- 
pansion through dealerships. 

Reason for this was that operating 
branches to cover the whole country was 
considered uneconomical and not so desir- 
able from all points of view as dealerships 
held by locally resident citizens. Control 


Saves Errors—Fixes Responsibilities 


a the well known firm that uses these inter-office memos, it is the definite ruling that 
erbal instructions are not to be given or accepted. All executives have dictating machines 
nd separate filing systems for these ‘house’ memos, so every facility is provided for using 
he written instruction. The firm has head office in London, a factory 120 miles away and 


en branch offices in the provinces. The ru 
"and has enabled the manag 


ling has decreased errors and misunderstandings : 


etter to fix responsibilities 


. routine. detai 


vork, at a time. when. th 
company was absorbed in production. 
in developing sales overseas. = 000 nO S 

It was found that, by careful selection, | 
dealers who could assume all responsibility: 
for selling in the areas allocated to them 
were satisfactory. The company, of course, | 
gave such dealers full support and co-oper- 
ation in the way of sales aids and publicity. . 

Dealers are appointed by the managing 
director. It is part of his routine to tour 
as frequently as possible all parts cf this 
country and a number of the markets over- | 
seas. He surveys a territory and decides 
the type of dealer necessary. It is not 
always, however, a case of appointing the 
biggest and best-known firm in an area. 
Often such concerns have not sufficient 
interest in a new product to work hard. 
for its success. Sometimes the man with. 
a one-room office or some very small busi- 
ness is the ideal dealer. r 

Three things Mr. Ford looks for in his | 
dealers: (1) honesty; (2) hard work and 
ability; (3) knowledge of the locality. 

A case in point: Mr. Ford had an appli 
cation from a man in a district where the- 
company had no sales representative. On 
calling at the address Mr. Ford found a 
one-roomed office in which was a man who 
obviously was finding business bad. He 
wanted the opportunity to sell Fordigraph 
as a final effort to get back on his feet. 
He was unable to purchase even one 
machine with which to demonstrate and 
could only hope to sell it himself, as he- 
had no staff. He asked if the company 
would risk sending him a machine on credit, 
to be paid for the moment it was sold and _ 
ash received from the purchaser, | 

Mr. Ford considered that the man was 
honest, that he would be hard working, 
had ability, and that he certainly knew the 
locality, so he agreed. 

The machine was dispatched, and the 
man sold it the day it arrived; but he“ 
was not paid on the spot. The man- 
therefore asked the company to trust him- 
with another machine. This was done. 
Business went on like this for some time 
until payments started for machines sold. 
The man then paid the company as and 
when he received remittances from cus- 
tomers. He not only vindicated the firm’s 
judgment: he showed the value of build- 
ing business with men handling a good 
product rather than with a product alone. 

To-day this man has established himself 
as a live dealer with showroom and offices, 
a service-after-sale and maintenance staff, 
a sales staff with suitable transport for- 
covering the territory exclusively allocated ` 
to him. si 


Foreign Dealers Appointed by 
First-Hand Investigation 


Empire and foreign dealerships Mr. Ford 
appoints mainly whilst on tour. He finds 
it pays to get first-hand knowledge of these 
overseas markets and to investigate a pro- 
spective agent on the spot. He can then- 
enlighten his sales executive at head office; 
as to exact conditions in the market in ques- 
tion, the probable extent of the market, 
the outstanding facts and points about. the 
dealer and suggestions for ways and mear 
of helping the dealer to develop.. Suc 
knowledge is essential to the sales depar 
ment for smooth ranning in all their future 
dealings. 

These contacts also give the managing 
director special bits of knowledge about 
best methods of packing and dispatching, 
dealing with customs and currency regula- 
tions, and so on. 


>. 





ly be. ‘obtained on ‘the spot bat which -ensure their receiving the goods in perfect ti 


This helps goodwill as well as - 


mooth out many difficulties. 


he present method of packing the machines 
or export has been developed. Practical 
ips plus experiments at the works have 
volved what might be termed a ‘‘foolproof’’ 
vacking-case: one that can stand up to all 
he rigours of long voyages. Indeed, tests 

iade at the factory show that a machine 


“such a packing-case can be dropped a. 


amber of times from a great height with- 
ut sustaining damage. When, therefore, 
lealers order machines they can be sure 


ye curing 


.. condition. 
It is upon such points, for instance, that 


that every precaution has been taken t 


sales. 

Staff welfare in this firm is no mere ges- 
ture. Canteens, rest-rooms, social and 
sports clubs and so on are provided in 
that spirit of comradeship and co-operation 
which is a keystone in the firm’s whole 
policy. 
social activities of the staff comes from the 
genuine participation of the management 
in such affairs. It is not merely a case of 


allowing or even encouraging the staff to. 
. ‘get together’: 


the executives take as 


Much of the success of these- 


Rest pauses are worth 
mid-morning and mid-aftsri 3 
given, with tea or other beverage 
from the firm’s canteen. 


Mr. Ford is another of those progr 


executives who appreciates that 
human beings and are at all tn 
important than machines. His 
expanding output, sales and p 
bined with the evident spirit 
existing. throughout his organi 
clusively proves that this ce 
true. | 


ective and Profitable C ontre 
the Small-S izet 


pe previous article in this series 


dealt with some of the special- 


“problems of the ‘‘family’’ type of 
——— Many family businesses are, 
»wever, of substantial size. There is 
other series of problems which arises 
ith businesses of small size, say, with 


cannot afford the systems necessary to exact — TOL 


skilled advice is too expensive for it. This article explains 
fallacy underlying these ideas. The small business must in fe 
be more efficient relatively than the large concern if it i 7 
survive. While there are real problems to be faced in adv 


tween 100 anid 200 employees, whether 
they are private companies or owned 
by a family. 

„It is very generally thought that this 


type of business cannot profitably make 
use of modern and scientific methods of 
“management. It is argued that such 
< methods involve the introduction of ex- 
pensive systems of control, only apph- 
cable in large concerns which may or 
may not be engaged in mass-production 
“processes. Directors and managers of 
“such small businesses often imagine that 
the cost of obtaining the best advice is 
beyond their means and that they must 
just get along as best they can, without 
making sure that their management is 
using the most modern technique. 


©The Small Business Must be 

Proportionately More Efficient 
< There is a considerable danger in this 
attitude of mind, a danger which is 
not only individual but national. Even 
to-day the number of really large-scale 
undertakings in Britain is only a very 
small fraction of the total number of 
‘business enterprises. Nearly a third of 
the total number of persons employed 


in trade and industry are employed in 


‘concerns of the 100-200 personnel size. 
The effectiveness of such small busi- 
‘nesses is therefore a matter of vital 
national interest. 

Looking at the question from the 
point of view of the businesses them- 
selves, however, the need is equally 
erious, The large public company 
‘almost necessarily enjoys advantages 
¿which the small business cannot share. 
It has greater capital resources, bigger 
eserves, and a widespread basis for 

edit. It can afford to sustain excess 


costs and ineffective operation to a 


a - — managers and- 
Maintaining the the Family Type Business in “Fi ist 7 I f ay — ő 


hape: _ Business for May, 1988. 


the small business profitably, qualified ‘consultants are awi 


these problems and have devised methods of adapting — wW 


to the special needs of small-scale undertakings 


By L. 
Chairman : 
greater degree and for a longer period 


than can its smaller competitor. In 
other words, the small business, if it is 


to survive in a competitive world, must. 
be proportionately more effective than ` 


its larger rival in directions where it is 
possible. And the principal direction in 
which it can seek an advantage is in 


superior management, by improved co- | 


ordination and closer control. 


Balanced Performance of All 
Functions is Essential 


Whatever the size of a business it must | 


provide for all the functions necessary 
to effective trading. Theoretically, the 
one-man shop carries out, on a smaller 
scale, every activity entrusted to the. 
great managerial staffs of Selfridges or 
Woolworths. 

The one-man shop must buy, keep 
stocks and records, display its goods, 
study prices and determine margins, 
service customers and maintain ac- 
counts. It carries out all these 
functions, not by distributing them to 
different specialists but by a , 
bution of the tim: 
dual who is the 


inevitably decline. 
his manifold duties will not 
time to be a specialist in them a 


> single indivi | 
Iders, — — 


URWICK, O.B.E., M.C., M.A. 
Urwick, | Orr 


Partners, Lid. 


seriously behind the standarti 


his larger. competitor, his bu 
Since it is 


the more in need of skilled ad 
assistance if he is to maintain 
standard of performance. 


Certain Activities Receive Ti 


Little Attention 
While the one-man b 
mittediy an extreme ci 


principle applies to the s 


turing or distributive ü 
a comparatively timite 
employees. That is to- 


number of persons in the hi 


agement which such an u 

can afford to maintain mast nei 
distribute their time over a va 
functions. One man will 


while a colleague occupies bi 
sales and supervises a cashier or 


ant who represents the finan 


There are, of course, ` 


number of permi at 





ndividuals always tend to be 


ested in one aspect of their \ 
than in another. And probably ` 
of. the gravest difficulties which 


es. the small business is that some 


ssential function, say, for instance, | 


urchasing, does not receive the detailed 
d enthusiastic attention necessary for 
“proper performance. ` 


Why Specialized Advice is 
-° Profitable 
Another important point: The small 
siness cannot give the time required 
whatever investigation may be 
eded as the essential preliminary to 


1 he establishment of modern methods of. 


ontrol. A department consisting of 
x people carrying out between them, 
say, twelve processes, calls for a pro- 
ortionately greater amount of study if 
hese twelve processes are to be put on 


‘correct basis, than a department of six 


hundred people engaged on the same 
twelve processes. 

The small business sometimes feels 
also that if it did carry out the detailed 
inquiry necessary with its own staff it 
might not prove profitable. 

. This difficulty is a real one, but a great 
deal more can be done than is com- 


monly supposed. The cost of investiga- 


tion should never be regarded as a lump 

um outgoing. It must always be re- 

ted to the corresponding yield ex- 

ressed in terms of reduction of expense. 

1 other words, a service is only ‘‘dear’’ 

the. value-for-money equation is 
nsatisfactory. ` l : 


Some modern consultants have appre- 
ated.and studied this special problem 
helping the small business and have 
fected methods by which, through 
le..correct distribution and employ- 
ent of consulting time, effective re- 
organization work can be carried 
through for quite small businesses 
ithin a figure that will show an ample 
ward, | 


High-Grade Management IS 
Available To Small Firms 


The point which the small business is 


ost apt to overlook is the possibility 


of cutting its coat according to its cloth. 
While it is clearly impossible for the 
mail business to employ high-grade 
uutside advice for long periods at a 
high cost, it is important that it should 
have advice of the highest quality in 
ealing with certain questions of policy 


r of reorganization, otherwise it is not. 
ikely to become a big business. It can- 


not: possess within its own staff the 
ye skilled leadership in all functions 

hich. is enjoyed by larger concerns. 
But because it cannot employ, say, 


2,000 per annum management all the 
ime, that does not mean that it must. 
mploy low-calibre management all the 
Į It can obtain high-grade assist- 
ce over shorter periods and be pre-. 


ared to use it with less expenditure 


me devoted to argument. an 


Case, 


to discuss problems and make decisions. 
The time and effort required to inform 
staff of new plans and to get them work- 
ing are proportionately less. Personal 
leadership has greater opportunity to 
make itself felt. 


Why Planning Must Be More 
Carefully Done 


working either to individual orders, or 


= of management. ary 
It often requires a higher quality 


assistance. 
The fact that the smaller business is 


ARIS at MAPON 
can afford to ignore modern method 
Quite the contrary 


of management and superior plan 
ning to ensure that its labour an 
equipment are maintained in balanced 
employment. as 

For all these reasons directors of small. 
businesses will find it profitable to ex 
amine their management problems. and 
the possibilities of using skilled outside 
Experience has already 
shown what can be done in this respect 
with wise guidance. | 


MANAGEMENT TRENDS 


Build-up and Pay-up is 
Government ‘Stick-up’ 


R.P. is still front-page news in 
Ae daily papers up and down the 


land, not because protection for 
our families is reaching exemplary stan- 
dard but for the opposite reason. 
A.R.P. in business is in even worse 
Reason here is not, as is said of 
the wider rational plan, mere lack of a 
comprehensive programme but because 
of direct obstruction by the Government. 
Said a leading A.R.P. engineer to us 
last month: This refusal by the Gov- 


ernment to allow expenditure on the pro- 
tection of factory and office buildings to. 


be admitted as a business expense for 


income-tax purposes is seriously hold- 


ing up the whole idea. Business men 
are refusing to be ‘penalized’ for co- 
operating in a plan against national 
emergency... .”’ | 

As we point out in the A.R.P. article 
(page 34), a firm that makes, say, 
{1,000 gross profit and spends {250 on 


building air-raid shelters still has to pay 


tax on the full f1,000. The work is 
counted as an “‘inaprovement’’. Which, 
say business men, is iniquitous. 
is why many firms are doing nothing 
about this vital work. And this, in turn, 
should force the government to allow 


money spent on A.R.P. measures to be 


deducted from taxable profits. 
| & 
Shysters Only Will 


Pay New H.-P. ‘Bill’ 
[tire Pare: is 


Ellen. Wilkinson’s 
Hire Purchase Bill. Specifically it 
will not affect manufacturers, distri- 


butors, and purchasers who do business 


in the normal ethical way. It aims only 
to curb the shysters. In doing this, 
however, the Bill will have effects— 
beneficial effects—on legitimate h.-p. 


as well. 

In the first place, by squashing sharp | 
practice, it will invest the whole system 
of hire-purchase trading with a fuller 
degree of confidence. It will standardiz 


e h.-p. principle on a better level alto 
t r, and this of course is bound i 


That 


By — 
The Editors 


long run to improve trading relations 
—and volume. z 
In the second place, a factor will come 
into force that will make the bona fide 
trader's position more secure. It is this: 
The tremendous publicity given to the 
Bill and its objects has initiated the 
Courts into the real significance of h.-p. 
trading. While, therefore, the authori- 
ties will have power to banish abuses, 
they will also be in a position the better 
to safeguard the claims of legitimate 
traders. — 
Whereas, up till now, subconsciousl 
moved by the practices of a few sharks 
who gave the business a bad name, the 
authorities have been preponderantly 
in favour of ‘‘the poor customer” in al- 
most all cases involving hire-purchas 
transactions that have come before the 
Courts. They will now, however, in th 
light of the cleared situation, be abl 
to deal with the facts on their merit 
and to ensure that the legitimate h.-p 
trader is fully protected. J 


Industry Needs Self-Helpers 

Not Cry-babies — 
ORD PERRY, of Ford Motors 

Ltd., warned his shareholders a 


last month’s meeting of the dange 
to the British market of this influx.o 


_ German cars imported at “Tess than th 


cost of production”. : , 

Personally, we do not think th 
Germans are selling at less than th 
cost of German production. Indeed, w 
are sure they are not. 

The fact remains, of course, that thes 
German cars, when they reach th 
British market, are very readily bough 
by British motorists. Instead, there 
fore, of at once invoking Governmen 
aid to combat this situation, as Lo 
Perry and other home car manufacture 
are doing, why not seek for a. busines. 
reason why British motorists ares 
readily buying this foreign product. 


_ preference to a home-made marque. 


We ourselves have made some clos 





MARKETING - ADVERTISING - SELLING 


Expanding 


A Side-line Into a Best Seller to 
Boost Turnover and Profit Volume 


test publicity campaign which is 

being conducted in South York- 
shire is that sound management policy : 
building up the sales of subsidiary lines. 
It is a policy of building for the future, 
of giving the business as a whole a 
sounder economic basis upon which 
development and progress can be 
continuous. 


B EHIND an electric clock special 


Area Test Campaign To 
Feel the Way 

There is not, in this sense, any out- 
standing new policy or method in the 
scheme which the company concerned 
has planned, The interesting points are 
that the directors have taken the long 
view and that they are using a test cam- 
paign as the first step towards large- 
scale advertising and marketing. This 
is quite different from the all too normal 
methods of (a) concentrating energy in 
building up sales of only the main pro- 
ducts of the business, (b) developing 
side-lines haphazardly, (c) turning to 
subsidiary products as a last-minute 
effort to maintain sales volume and pro- 
fits, and (d) plunging into a national 
marketing campaign on side-lines with- 
out adequate knowledge of market 
possibilities or a reliable understanding 
of all the problems to be faced. 

Before the directors of the firm 
decided on the South Yorkshire cam- 
paign they were armed with many vital 
facts about the national market for elec- 
tric clocks. They had, too, actual 
marketing experience or the product to 
go upon, gathered from the past few 
years of selling this side-line. 


Now the company manufactures 
many side-lines and the question 
naturally arises: Why choose to develop 
synchronous clocks? The answer is not 
hard to find. An expanding market 
awaits development. 

Although the potential market is 
large, the problem of selling to it is 
difficult. The clocks, for instance, are 
not cheap. People do not buy clocks 
as they do groceries. Many people are 
rather sceptical or nervous about elec- 
trically operated mechanism. There is, 
too, much competition in the market. 

An interesting point about competi- 
tion was brought out before the test 
campaign started. It was found that 
the trade Press advertising got response 
but retailérs said it should be supported 
by advertising to the public. They 
pointed out that the public asked for 
certain electric clocks by name and had 
to be introduced to the firm's clocks, a 
name with which they were not familiar. 
This was one of the factors which 
influenced the company to get on with 
a general advertising scheme. 

Three questions next arose: (1) what 
sort of scheme to be used; (2) where was 
it to operate; (3) when was it to start? 
It was agreed that a regional test should 
be the first step, the best choice for 
several reasons. First, it was held 
unwise to plunge into a scheme on a 
national scale without sampling the 
market response, getting a cost per sale 
standard and testing the methods used. 
There was the additional point that 
some parts of the country are not yet 
‘‘time-controlled’’. Secondly, a regional 
campaign could be kept under head 


If You Use The Miniature Camera in 


Business 


ITH the 
J miniature 
camera 


becoming so in- 

creasingly valu- 

able an instru- 

ment in the pub- 

licity and techni- 
cal departments of manufacturing firms 
Bernard Alfieri’s new book, The Miniature 
Manual, price 6s., should be studied by all 
who are active in this kind of photographic 
work. 

Alfieri’s aim has been to produce a book 
that bridges the gap between the quite ele- 
mentary handbook and the highly techni- 
cal treatise. He has succeeded very well 
indeed. Without getting into the sphere of 
the professional the author has packed his 
work with practical information about 
modern technique which is exceedingly 
valuable to the serious user of the minia- 
ture camera. 


or Otherwise . 


His chapter on lenses, for example, while 
not extending to the depths of optical 
science, picks out just those vital facts 
which the serious photographer must know 
if he is to use effectively the wide range of 
lenses available in this field. 

On shutters, Alfieri gives but eight 
pages. But in this space are facts that 
will banish, even for the advanced worker, 
many of those misunderstandings that have 
marred thousands of shots. 

Chapters on negative emulsions and ex- 
posures, too, contain practical data for 
the user and not theoretical discussions for 
the scientist. In fact, all the information 
in this book: colour filters, lighting, table- 
top shots, — —— and so on, are the 
results of the personal work and research 
of Alfieri, who is himself an exponent of 
the miniature camera. 

This useful book is published by The 
Miniature Camera World, 300-304 Gray's 
Inn Road, London, W.C.1. 


By C. E. DAY 


From an Interview with a well 


known Manufacturing Firm 


office control easily, any mistakes made 
could be corrected quickly and the total 
costs could be set at a reasonable level. 

The choice of area was, in a measure, 
arbitrary but certain factors did have 
influence. The company, for example, 
already had good distribution for its 
products in Yorkshire. The local news- 
papers, Yorkshire Evening Post (Leeds) 
and Bradford Telegraph and Argus 
covered the district well with a com- 
bined circulation of over 260,000 among 
the 1,500,000 or more population with 
500,000 homes on time-controlled A.C, 
No rival evening papers from London 
were sold in the area and sales of other 
evening papers from outside districts 
were insignificant. Another point con 
sidered was the prosperity of the area 
which ranked high among provincial 
centres. Furthermore, it is a compact 
area which makes for ease of working 
a special scheme of this typ: 


Period of Topical Appeal 
Governed the Start 


The choice of time for starting the 
campaign—from March until the end of 
May—was governed by the sales appeal 
of the products. 

Experience has shown that clocks are 
a favourite wedding gift and that spring 
—particularly the Easter period—is a 
popular time for weddings. By getting 
the campaign under way in March the 
company cashed in for spring weddings 
and were prepared for the summer 
wedding season. This is a small but 
quite important point. 

A month before advertising was 
booked to open three extra travellers 
were sent to the area to help the regular 
representative there. These men worked 
from a display shop opened in Leeds, 
Here the complete range of the clocks 
was on show for the benefit of the trade. 
The salesmen brought dealers. whole 
salers and others to look over the stock. 
The shop served as a field headquarters 
for the attack on the district 

In this pre-campaign period salesmen 
were backed up by the mailing of 2,000 
broadsheets to a selected list of whole- 
salers, supply authorities, contractors, 
retailers, watchmakers and jewellers. 
This broadsheet told the story of the 
campaign—the amount of advertising 
to be used, the window displays avail- 
able, the catalogues, showcards, folders, 
leaflets and so on provided. It also 
pointed the extent of the local markets 
and the specific opportunity every 
dealer had to make sales. 














nd 50,000 envelope-size throw 









orders for specified quantities of clocks 
also received free a planned display 
| consisting of a 33-inch centre panel and 
“three g-inch display boxes for arrange- 
ment around the centre-piece. This 
display piece, made by a well-known 
firm of window display designers, was 
planned so that it could be used as a 
complete or part display, to fit any type 
{ window. 

The Press advertising opened on 24th 
March. Space sizes were usually 8 
inches across 2 columns but some 6 
across 2 and 10 across 2 were used. The 
headline on each occasion played up 
some specific advantage of electric 
clocks. The advertisements appeared, 
once a week, in the Yorkshire Evening 
Post and Bradford Telegraph and Argus. 
The only other paper used was the 
Yorkshire Observer, to link up with an 
Popia editorial feature. 














































































3 | The Scheme is Getting Good 
<a Dealer Co-operation 


Dealers whose orders reached a 
specified quantity got a free tie-up 
th the advertisements. Their names 
nd addresses, as appointed dealers, 
appeared at the foot of the advertise- 
ents. Each week the list was changed 
o give another batch of retailers their 
hare cf free publicity. 

ults of the campaign are not yet 
able but. — indications are 
it Dealers 
ghout: the area have — reason- 
l le- stocks and are making good sales. 
ublic interest has been considerable. 
nstance, many retailers are hand- 
out between 300 and 400 envelope- 
throwaway booklets each week or 
days. (These booklets are particu- 
op ypular because, when overprinted 
the dealer's name and address, 
look as though they are a special 





Froma policy viewpoint it is inter- 
ting to see how thoroughly the direc- 
ors of the company are doing their 
b. For example, although the motor 
>a synchronous clock is simple and 
obust it is possible that it may be 
damaged or may go wrong. Local 
vatchmakers and repairers are still a 
ttle uncertain if they can handle elec- 
ric clock repairs. To overcome this 
ifficulty the clocks are fitted with 
asily replaced motors. The owner of 
the clock can do the replacing. It can 
hen be taken to the local dealer or sent 
irect to headquarters. In any case a 
are motor can be supplied at once. 
‘the attempt to capture a national 
market the company has paid attention 
“styling” the- clocks. For cases, 
hat attractive material catalin is being 
sed in brilliant red, cream, rose quartz, 
lack, apple green and _ tortoiseshell. 












































r materials· xood 


away booklets. Dealers who placed 


Jogue issued by the dealer himself.) 


esigners are being employed to pro- . 








“puffs,” the advertising manager to the 
firm dug out a wealth of interesting 
facts and figures about the British clock 
industry. Not just blurb stuff but 
material that had national significance. 
It was not presented as a pretentious 
article but as a series of straightforward 
paragraphs giving the facts. Any sub- 
editor skimming them through could 
pick out a story from each paragraph. 

Supporting this written material were 
photographs showing home interiors. 
The electric clock in any picture was 
just a part of the setting. It was in 
its correct place, natural and, therefore, 
all the more interesting from the 





i ea ea the sditorak aversion to 









-T lig approach to the 
posting free publicity problem met 
success. Editors gave space ` 
clock story. 

In a few weeks’ time, when results ca . 
be properly assessed, the firm will be 
able to decide on future marketing 
policy. The directors will not neces- 
sarily launch out immediately — 
national scale. It may be they will: 
try the present scheme in another area... 
They may even decide to cover the. 
country section by section with the- 
existing scheme. Whatever their choice, _ 
results of the present regional test will- 
be the deciding factor on the plans to` 
be followed in building up this sub⸗ 
sidiary line into a national best seller. 















Add a Fresh Touch to Your 
Sales-Aid Matter 


tion of pencil drawings has put into 

the hands of the publicity man an 

extra medium which gives him a vastly in- 

creased versatility in the expression of his 
ideas. 

From the inset enclosed in this issue 


P ton of pe technique in the reproduc- 


some idea can be gathered of the remark- 
- able realism with which pencil work can 


be reproduced. Many firms are to-day 
having booklets and small catalogues pro- 
duced entirely from pencil drawings by 
artists. But among manufacturing con- 
cerns the pencil medium is more frequently 
being used to supplement and enhance the 
ordinary letterpress. The reason is that 
most products need to be shown in their 
particular technical detail. Photography 
is therefore the logical medium. But back- 
ground or atmosphere sketches in pencil, 
added for decorative effect, have a novelty 
and prestige that exercise a very pow erful 
appeal. 

Whether pencil reproductions are used 
alone, or as a supplement to letterpress it 
is important to know that, costed as illus- 
trations, their price is about fifty per cent 
less than that of the deep-etched half- 
tones ordinarily required. Also it should 
be stressed that the ‘‘Penciltone’’ method 





Accounting Machine Exhibition 
This Month 


EARLY a hundred different 
machines and modern systems 
for every kind of accounting and 
statistical work will comprise the exhi- 
bition to be opened by Burroughs Add- 
ing Machine, Ltd., in Chesham House, 


Regent Street, W.1, 13th to 17th June. 


Business executives are invited to see 
the demonstrations that will be given 
in the latest methods for invoicing, add- 
ing, book-keeping, calculating, etc.; all- 
purpose typewriter accou nting machines; 


electric carriage typewriters and fanfold 


machines; cash registering machines, etc. 


The exhibition will be open from z. 


uce new designs of cases. All the usual P m. to 7 p.m. each day; admission will. 


esigns are, of course, also: made. 


be by invitation card or by poa 
business card. 


their many effective uses. 


‘se ientific scrapping of users’ obsole' 
plant’. 
This exchange offer is particularly. appr 


priate just ; now — not only do 


used by the Swan Press, Ltd., of repro- . 
ducing certain types of pencil sketch 
without a screen ensures such faithful re— 
production that no one but an expert can- 
distinguish between the artist's original. 
sketches and the printed copies. K 

The same method of reproducing pencil _ 
has been perfected by the Swan Press, Ltd., 
for faithfully reproducing handwriting. a 
This again gives the publicity man scope © 
for novelty and originality. On sales 
letters, folders and catalogues he can ines 
sert personal notes in facsimile hands 
writing that tremendously increase the- 
intimacy of appeal to his prospects. cso 

The effectiveness of such personal notes. 
has to be seen to be appreciated. No re- 
production here by letterpress can possibly 
convey their realism. 

Entire letters can of course be repro 
duced in ‘‘handwriting’’ and at a cost that 
is barely above that of ‘‘duplicated’”’ type 
written letters. These, for the ordinary 
business, are not of course widely adapt 
able, but any publicity man can visualize 
their tremendous appropriateness for pa 
ticular jobs. And here again we sugge 
to readers that they look at some. ac 
specimens. 

Swan Press, in fact, will be sae to sen 
you a range of specimens! Ways of using 
pencil sketches and handwritten matter 
from which you will be able to visualize 



























° : 
New Motors for Old 
for con a 


XECUTIVES responsible f = 
JE fonine costs of production andi: 


factory maintenance will be interested- 

in an important offer now being made by s 
Brook Motors, Ltd. — 
To bring up to date your electrical pow er 
units the company offers substantial cas! 
discounts (up to 50 per cent) on new motor 
in exchange for your old ones. Bro 
Motors have, in fact, equipped a spec: 
department in their organization for. th 
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YOUR BUSINESS Zodlay IS NOT THE SAME AS IT WAS / 





@ Sales of a fast-selling line @ Complaints may have been @ Production in the Works @ Important territor l sia * 


may have dropped. received from your best cus- may have been held up. have been negle 
Did you know? tomer. Did you know? Did you know? weeks Did 5 





SEE “at a glamce 


the day-by-day changing facts ! 
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LET VISIBLE RECORDS SIGNAL 

THE TENDENCIES IN PURCHAS:- 

ING — SALES — OUTPUT AND 
PRODUCTION! 
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HANNON Visible Records are widely 
used by progressive firms because they 


speed up entry making—eliminate 
fact searching—supply automatically at- 
a-glance related facts. They warn by 
means of signalling the necessity of de- 
cision and obtain action by clerks and 
executives at the right moment. In every 
department of your business Shannon 
Visible Records save time and expense 
and give continuous automatic control 


to all executives. 


Read about Shannon Visible Records 
and how much they can mean to your 
business. Send Business Card for FREE 
copy of the Booklet offered below. 


l al B on AN INDISPENSABLE TEXT-BOOK for th 
PROFIT-EARNING OFFICE 
S } "Lift the Lid off Your Business 
V istble R d = 


is a 24-page illustrated booklet, di 
THE SHANNON LIMITED 


cribing the endless possibilities ol 
Shannon Visible Records in offic 

IMPERIAL H OU S E 

15, 17 & 19 KINGSWAY, LONDON, W.C.2 












and works. It will be sent Free to 
executives on receipt of business 


card or letter-heading. E” 
Write for this ) 
FREE BOOK ; 


Birmingham Bristol Manchester Liverpool Glasgow (Agents) Newcastie-on-T yna 
4746 


our: old motors (they can be of any make) 
epend on their age—irrespective of con- 
— assessment Brook have classi- 


oR placer ent: 
with pulley, slide rails, 


motors can È supplet 
and atarte 7 


required, and there need be no stoppage | 


of work. Offers are, however, conditional 


— that have Built 


\.R.P. Tie-Up 
Boosts Many Lines 
“ASHING in on current topics, 
always considered good marketing 
Apolicy, has again been successful 
n getting sales, this time on Air Raid 
Precautions appeal. Many firms have 
made a special drive to sell goods that 
have specific uses in A.R.P. work. 

A good instance is that of Boots, 
the chain-store chemists. The company 
ias. (a) made special window displays 

1 ‘‘Things To Have In Your Refuge 
Room’; (b) produced leaflets and folders 
setting out a specific list of goods that 
would be needed in such a rcom, to- 
gether with a folder on “Refuge Room 
Hints”; (c) backed the effort with 
dvertising. 

The list of goods needed is extensive. 
As a start 20 items are mentioned, fol- 
owed by a list of articles which most 
ople “probably possess already”? 
After this another dozen or so articles 

hich should be collected for use in an 

r raid shelter are stated, and finally, 
inder headings of ‘‘First Aid Equip- 
iênt” (Medicinal and Accessories), 
‘Household and Toilet’’, “Sweets and 
Beverages”, and ‘‘Amusements’’, some 
lozens of other goods needed are named. 

‘The instructions leaflets contain 


ound, practical advice about making a- 


efuge room safe. Typical defects are 
lealt with, alongside each being given 
he remedial measures necessary. 
eneral instructions on the choice of 
oom and a list of hints are also 
ncluded. 

A considerable amount of interest has 
en stirred up by this sales scheme. 
Although full results are not available 
hose to date show that it is a success. 
_As interest in A.R.P. work is bound 
o grow rapidly in the coming months 
many manufacturers could cash in with 
pecial sales drives on a national scale. 


Good Ideas 


successful sales policies and 
mes of an electric washer 
facturing company in the 
s are framed mostly on the ex- 
-of the firm’s best dealers. 


of the main reasons why the 
y’s sales have continued steadily - 
crease in lean as well as in prosper- 


eriods 


tices of this dealer were investigated, 
analysed, and, where workable, incor- 
porated into the company’s own policies 
and methods. 

An instance is the fact that the dealer 
concerned is a 
This has had a lot to do with the man’s 
success. Not only does he understand 
thoroughly how washers function and 
where trouble, if any, is likely to occur, 
but he knows the normal working con- 
ditions that face washers in his locality. 
Thus any washer installed has been put 
in intelligently, the purchaser instructed 
on how to operate it in view of local 
conditions, and se on. 

As a result of this the company are 
being more insistent that appointed 


dealers shall have a thorough under- 


standing technically of the electrical 


first-class electrician. 


r Bange app n 
form can ce bad pee the compa i ; 
Empress Works, St. Thomas 5i —— 
Huddersfield, Vorks. 


Sales 


and mechanical sides of the business 
and a special knowledge of local condi- 
tions. Ignorance, often on the part i 
the dealer as well as on that. of the 
buyer, has been one of the biggest sale 
obstacles to washers. 

_ House-to-house canvassing, — followed 
up by salesmen and demonstrators, 
formed the successful dealer’s method 
of approach and sales. This is being 
used by the company as a first-class ej 
ample: to other dealers. * 

This policy of using " successful * 
tailers to tell others how to sell moi 
is a growing practice with up-to-d 
manufacturers. But it is still anid 
which could be used more extensivel 
lined with the policy of watching dealer 


to get successful new selling schemes and 


ideas. 


In Planning Editorial Publicity 


It is misleading to Compare Staff Journalists’ 
Salaries with The Specialized Agency’s ‘Fee’ 


time journalist, or even two, for 

editorial pubhcity work with that of 
employing a specialized agency for the 
same purpose is a point often keenly dis- 
cussed by executives, 

Business organizations without practical 
experience of both methods may find the 
idea. of a journalist on the staff the more 
attractive. It seems the simplest method, 
and at first thought may appear to be the 
cheapest. They are inclined to compare 
his salary with the total “fee” paid to a 
specialized agency. 

What is not realized is that the expense 
of the staff man only begins with his 
salary. In fact, if he is to produce and 
distribute work on a really worth-while 
scale the additional expenses which he can 
incur have, virtually, no limit. 


(Sime Sournat of the cost of a whole- 


But however much these extra expenses - 


may be restricted (with consequent loss of 
the amount of publicity which counts) 
there are certain operating costs which 


cannot be avoided and which remain a 


standing liability even on the lowest paste 
of operation. 


The agency provides the part-time ser- i 


allied 
in- 


and 
í ‘fee’’ 


of many journalists 
and their so-called 


vices 
workers, 


cludes a host of items which are sheer 


disbursements and overheads. In reality, 
therefore, this ‘‘fee’’ should be looked on 


as an appropriation covering every cost 
Only pert of it is in y sense.. 


inu Olved., 


Here are some actual figures of. costs tc 
that were incurred in a year by two under- 
lit 


kings who employed their owi 
aphetty - departments: (a) pr 
| nside establishment with 


-Secretarial and 


and junior journalist and an office staff 6 
two in two rooms, and (b) provided th 
cheapest form of all—one Journalist an 
one typist in one room. 


Essential Items “Scale (a) Scale i (6) 


Journalists’ salaries ... A 

Outside* journalistic and 
organizing services... 

general 
office services, salaries 
only 

Office rent and charges, 
postage, printing and 
stationery, outside* 
duplicating, telephone, 
etc. 5 ve ae 

Photographs 

Travelling and contact 
expenses ` 

Press cuttings, 
papers, etc. Hea 

Office sundries, insur- 
ance, boys’ fares, 
extra* messengers, 
etc., repairs, renewals 
and depreciation 


news- 


*This means the work the — itself 
cope with, eg., overloading at rush. times, 
for holidays, etc. 


The foregoing facts ‘relate — 
It SaN remains to consider — result: 





ROAD TRANSPORT 


MEASURING The Facts 


of Commercial Vehicle Performance 





Here an observer is taking the test readings 
recorded on the Tapley dashboard instruments 


ance can sometimes be an illusory 

quality when expressed merely in 
words. Much depends upon the skill 
and temperament of the person who 
undertakes the tests. Whereas one in- 
dividual may produce a glowing report 
of any given vehicle, lack of enthusiasm 
on the part of another may result in 
an indifferent description of the same 
results. 

Personally I never attempt a road test 
unless feeling fully fit for the job; but 
all our readers do not know that. There- 
fore, to conform with the standard of 
efficiency maintained by Busrngss, I 
decided to experiment with certain well- 
known instruments in an attempt to 
reach a definite basis for measuring 
vehicle performance. 

With the co-operation of Dodge 
Brothers (Britain), Ltd., I was able 
to conduct my experiments on one of 
their most recent productions, the 
Chrysler-Plymouth 15-cwt. delivery 
van, to be described briefly later. 

First, however, I must explain the 
purpose and action of the Tapley in- 
struments used for measuring perform- 
ance. The Tapley Performance Meter 
is, designed to measure vehicle ‘‘pulling 
power’, that which enables the vehicle 
to accelerate and climb hills. 

It will be realized that the power 
exerted by the engine in propelling the 
vehicle at any given steady speed is 
absorbed in overcoming friction and air 
resistance. It is the remaining pulling 
power which represents performance. 

The capacity for hill-climbing and 
acceleration is determined by the 
amount of pull a vehicle can develop 
in relation to its weight. Accordingly, 
by taking the total weight into con- 


3 OMMERCIAL vehicle perform- 
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These Special Instruments Remove 
all Human Bias from the Tests 


New CHRYSLER-PLYMOUTH 15 cwt. Van in BUSINESS Road 
Test No. 6, conducted by R. TWELVETREES, A.M.I.Mech.E. 


sideration, the available pull at any 
speed gives the value of performance at 
that speed. By taking the pull over the 
whole range of vehicle speed, the per- 
formance data is established definitely. 


Puli Expressed in Terms of 
Lbs. per Ton 


The degree of pull developed by any 
vehicle depends on the engine power 
available, the gear ratios and tractive 
resistance; but the resulting performance 
is influenced also by the vehicle weight. 

In practice, however, it is inconveni- 
ent to consider the weight of different 
vehicles while testing, the pull and 
tractive resistance being expressed more 
readily as lbs. per ton weight of the 
vehicle, by which means the respective 
performance of all vehicles can be com- 
pared accurately. 

For example, a small van weighing 
only 10cwt. may give a pull of too lb. 
and a 6-ton truck 1,200 1b. at, say, 20 
m.p.h. In both instances the pull per 
ton is 200 lb., while the acceleration and 
hill-climbing capabilities of both vehicles 
are exactly equal. 

The Tapley Performance Meter gives 
readings in Ibs. per ton and measures 
performance correctly both for accelera- 
tion and hill-climbing power without 
bringing any other factor—apart from 
road speed—into consideration. 

The same unit of measurement serves 
to indicate the resistance opposed to 
vehicle motion and is, in fact, the only 
convenient figure by which comparative 
performance can be 
determined. 

The meter is sup- 
plied with clamps for 
its fixture to the 
vehicle dashboard or 
steering column, orin 
the event of no suit- 
able mounting posi- 
tion being available 
it can be fixed on its 
box which has three 
folding legs with 
pointed studs for 
steadying purposes, 
thus enabling read- 
ings to be taken 
when the instrument 
is placed on the floor- 
board. 





The revolving dial must be allowed to 
come to rest at zero when the vehicle is 
standing on a level surface, the final set- 
ting being made by vernier adjustment 

To test acceleration on top gear the 
vehicle is slowed down to to m.p.h. or 
less, and, after the meter scale has 
settled approximately at ser the 
vehicle is accelerated fully As the 
speed increases the maximum pull is 
read in Ibs. per ton, and the speed at 
which that figure is reached is noted 
The speed at which maximum pull is re- 
corded will vary with different types.of 
vehicle and may be between 15 and 30 
m.p.h. A good point about this test- 
ing method is that slight variations in 
road gradient may be disregarded; they 
do not affect the result. 


For a fully laden commercial vehicle 


up to 6-tons load capacity the average 
pull is about 70 lb. per ton and for light 
delivery vans up to about 2901b. per 


ton. 


How We Measure Tractive 
Resistance 
As truck acceleration on the level is 
represented by its pull in Ibs. per ton 
so is the rate at which it slows down, 
when de-clutched or running in neutral, 
measured by its tractive resistance in 
the same terms. 
Tractive resistance acts as 
pull tending to stop the vehicle 


1 negative 


The 


latter tests are taken by driving at 15 

or 20 m.p.h on top gear, then de-clutch 

ing and allowing the vehicle to 
(Continued on page 44) 


sie Ww 





This view gives a good idea of the smart appearance of the 
Chrysler-Plymouth 15-cwt. van. 
brake efficiency recording on the Tapley Decelerometer 


The observer is reading the 





Fig. 2. The new “Airline” 
design, €0” x 34’°—£16 100 








Fig. |. The massive “Dynamique” Executive Desk, 66° x 36" 


ART METAL offers the widest desk range of any manufacturer. Distinctive designs combined with con- 
structional superiority make Art Metal the unquestioned choice of the discriminating business man. Here 
is a brief survey of the main Art Metal desk lines : 


THE ‘“‘DYNAMIQUE”? (Fig. 1)—a massive desk 


of outstanding design for the executive who likes 


THE *“‘STANDARD” (Fig. 5)—a wide range of 


single- and double-pedestal desks for every pur- 


something ‘‘different”. 


THE “‘AIRLINE”’’ (Fig. 2)—a range of nine 
models distinguished by rounded edges and 
island supporting bases. For private or general 
office use. Very popular with professional 
men. 


THE “MOUNT VERNON” (Fig. 3)—an execu- 
tive desk of “period” design in walnut, mahogany 
or oak grain. Statuary bronze trim, fluted legs 
and panelled back and sides. 


THE ‘‘AIRLINE’’ SECRETARIAL DESK 
(Fig. 4)—with new type typewriter mechanism. 
The machine is housed inside the desk pedestal 
when not in use. 


pose, including many different types of execu- 
tive, general office, secretarial, and typists’ 
models. 


THE ‘“‘COMMERCIAL’? (Fig. 6)—a series of 
4-leg desks for general and private office use. 
Double-pedestal are full size 60" x 34”, single- 
pedestal 45” x 34”. 


THE ‘SERVICE SERIES (Figs. 7, 8 and 9). 
Low-priced desks for general office and factory 
use. Comprising double-pedestal general office 
desks (55” x 274") and single-pedestal general 
office desks (42" x 274°), also small typewriter 
tables and desks. No sliding shelves or knee- 
space drawers. 


Art N\atal 


STEEL OFFICE 





Offices & Works: 


FURNITURE 


201 Buckingham Palace Road, London, S.W.| 


Showrooms: 31 Kingsway, London, W.C.2 


TELEPHONE : 


Sloane 5201 (6 lines) 


=> © 







Fig. 4. The “Airline” 
Secretarial Desk, 
60” x 34” 











Fig. 3. The 
**Mount 
Vernon’ 
period de- 
sign, 60°x 

34”, in mahogany 
walnut or oak grain 









Fig.6. The popular **‘Com- 
mercial’ (4-leg) Desk, 
60” x 34° — £10 10 0 





Fig. Do. Fane 

“Standard” (8-leg) 

Desk, 60” x 34"°— 
£15 0 0 










Fig. 7. The 
‘*Service’’ 
Desk, 55°x274" 
— {817 6 
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e-pedestal i Fig. 9. One of many 
ice” Desk, | typists’ tables, 40” x 22°— 
e279 — EAS- ! Steel Office Furnitur 
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BUSINESS for JUNE, 1938 


This Administration Plan Gives a 


Daily Profit and Loss A/e—BY JOBS 


let us now consider the routine 

attached to the delivery of wire 
from the warehouse to the adjoining 
screw mills and outside customers. 

The first record that is made when 
wire is issued from stock is the delivery 
note. So, to avoid any future copying, 
this note must be designed to carry the 
information it contains right through to 
the compilation of the issues to the wire 
stock accounts. 

To achieve this the delivery note 
is made out in triplicate, consisting of 
two tissue copies and one Slip-Post 
unit card (Fig. 1), which is forwarded at 
regular intervals (daily, but more often 


I] AVING dealt with the production 


SMETRWwICe« 


how WIRE DEPT 








class of product. 


if necessary) to the cost depart- 

ment. These Slip-Post cards are 

filed in loose-leaf sheets (Fig. 2) in 

a similar way to the cost unit cards, 

one sheet being used for each qual- 

ity, section, size and finish of wire. 
At the top of each page there is a dif- 
ferent coloured card showing the stock 
at the beginning of the week, the esti- 
mated requirements of the screw mills, 
and the customers’ orders received, so 
that as each delivery note is filed the 
extent to which the mill requirements 
and customers’ orders have been met is 
clearly indicated. 


These Extensions Give The 
Sales Analysis 


On Monday mornings a blank slip is 
inserted after the last entry on each 
page, and the total weight of that par- 
ticular quality, section, size and finish 


SEE 


Once the Delivery Note has been made out this Unit Card provides all the 
information for Invoicing, Sales Analysis, Costs, Stocks and Statistics without 
any further copying or posting of figures 


PART 2: For Part i of this article see page 9 of last month's issue 


This method provides: l Control of all costs by 
comparison with ‘standards’. 2 Prompt, accu - 
rate statistics daily with far less clerical labour. 
3 Reconciliation of costs with the Financial 
Accounts of the Company. 
daily on Production, Sales and Stock for every 


4 Visible profit or loss 


By D. L. Paul, A.LA.C. 
(Member of the Institute of Industrial Administration) 
Guest, Keen & Nettlefolds, Ltd. 


of wire is entered in the space provided. 
This slip, together with all the others, is 
then inserted in another backing sheet 
from which a summary of deliveries 
(Fig. 3) is typed in triplicate—one copy 
of which is sent to the screw mill to 
which the wire has been consigned. The 
second copy of the summary of deliveries 
is the invoice and is priced and extended 
to give the sales analysis under ‘‘mills"’ 
The third copy is forwarded to the wire 
mill for reference only. 


The Slip-Post cards are now trans- 
ferred to another backing sheet which 
records the ‘‘month-to-date"’ deliveries 
of all classes of wire; it is similar to the 
weekly sheets previously described. At 
the end of the month a small blank slip 
(see “A” in Fig. 4) is inserted after the 
last entry on each sheet, and the total 
weight of wire delivered is entered in 
the left-hand column. 

The slips are now priced at the cost 
price of the stock shown in the stock 
ledger, extended and slip-posted to 
credit the stock accounts (see Fig. 4) in 
the same way as the production, except 
that the entries are made on the right- 
hand side of the ledger sheet instead of 
on the left. 

Needless to say, all the stock accounts 
are filed in Visible Index Cabinets, and 
an outstanding feature of the system is 
that each account gives a complete sur- 
vey of each class of wire in stock. It is 
not merely a record: it is an active 
source of information for all questions 
concerning production, sales, costing, 
wages and invoicing. On each account 
a small card (see ‘‘B’’ Fig. 4) is inserted 
in the visible section to show the selling 
value of each class of wire so that the 
profit or loss on every stock account is 
always available. 

In our stock records we now have 
under qualities, sections, sizes and 
finishes, the following current and past 
information : 





There's a warm welcome fo enter either door of a 
“TEN” saloon, an invitation to be comfortable, relax, 
things easy after an exhausting call, or refresh your ner 
energy for the next. 


The FORD “TEN” gives you perlormance, ease 
simplicity and noiselessness of gear-changi 


class; and its complete equipment, its degree 
and out, stamp it emphatically the car for the 5 
ales Executive. 


—— sy 
eee tas — 


S 


S 


Let us send you a Catalogue : Permit the local Ford 
demonstrate its real suitability for your service 


* 


— — 
PA 


(Engine Develops over 30 b.h.p., Taxed at Only £7. 163, per 


Double-Entrance Saloon, as Illustrated, or Touring Car £157. 4 
(PRICES AT WORKS) 


Ss 
5 — 


Delivery of any Ford Car will be arranged, on request, “by any: Ford Dealer, our London Showrooms * 


IOTOR COMPANY LIMITED, DAGENHAM, ESSEX. LONDON SHOWROOMS: 88 REGEN 





Stocks in weight and value with: 


average prices, 
3. Sales in weight and value. 
4. Selling prices. 
5. Profit or loss on sales. 


-A profit or loss on sales provides a 


very clear survey of the relative margin 
„of profit on different sizes and classes of- 


wire which would be equally valuable 
to any organization with a variety of 
different products. 

While the usual profit and loss 


account will give the net trading re- f 


sult for a given period it will not give an 


analysis of the profit on the individual 


sales; a net profit of, say, {1,000 may 
well be considered satisfactory when, in 
- actual fact, there is a profit of, say, 
< £1,200 and a loss of £200. 


Essence of This System is 
Its Flexibilty 


_. The flexibility and simplicity of this 
“system is so striking that it must be 
-difficult for anyone who is not conver- 
“sant with its working fully to appreciate 
the value of the information which is 
-sọ easily obtained. Its adaptability en- 
courages the compilation of statistics for 
the guidance of the management, yet its 
. speed and accuracy remain sufficiently 
reliable to withstand the demands of a 
-regular routine timed and planned on a 

$ scientific basis. 


ay me yet its cost is no more than that of the 
«stationery and the clerical labour of one 




































~ week. 


Ae "This is only a faston of the time that 
ae was taken. previously when figures were 
: copied and re-copied in order to obtain 


—— merely the wages and deliveries, and vhen 


costs as detailed and accurate as those to 
“which I have referred in this and last 
monthꝰs article were non-existent. 


=` The works and accounting staffs, 
having been relieved of so much clerical 
work, are now free to devote their time 
and energy to studying the results 
which have been obtained. They are 
able to investigate the question of lost 
time and examine the reason for delays. 
They are in a position to analyse the 
defective material and workmanship 
under types of material, machines and 
operators, for the benefit of the depart- 
mental managers. Items of expenditure 
which have exceeded the standard are 
discussed with those concerned, econo- 
mies are effected and waste eliminated. 
In addition, valuable assistance is 
iven to the management by interpret- 
he results speedily and accurately 
he form of a précis. This is issued 
oon as possible after the end of the 
© that they have before them 
the results but the reason why 
ilts are not better. 


“Efficiency | Lies in This Kind 
of Organization 


: ‘In large organizations where there 
re many producing and service depart: 

















coo Lt does, I think, fulfil all the ideals oe 
owhat I call Rational. Administration, 


girl working on an | AVERA BE 25 hours per 








ments one is often faced with the diffi- © 
. ulty of organizing: the — personnel * 
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WEEK ENDED _ 


Description 
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Fig. 4. 
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Shows the credit side of the Stock a/c* and the Sales for the period. T he 


Profit or Loss on Production, Sales and Stock is always available by comparing 
the average prices with the Selling value (marked “‘B’’) 
"The debit side of the stock a/c showing the cost of eae was illustrated on page 10 of 


last month's is issue. 


ö— — a — — — — — — — 


so that every form of productive 
activity is under control. 

Experience has shown that by allocat- 
ing certain departments or groups of 
departments to each member of the 
costing staff the work is handled much 
more efficiently and far quicker than by 
having one member deal with mainten- 
ance expenditure, another with sales, 
and another with stocks. 

It is practically impossible for the 
cost accountant of a large organization 
to keep in close touch with every 
department as each one has its own 
peculiarities and difficulties, and in 
many cases one costing system cannot 
be applied to all the departments. 

Each member of the accounting staff 
is therefore held responsible for the 
costs, stocks, and statistics relating to 
his particular section, and it is his duty 


to keep in close touch with the depart- 
mental managers and to assist them to- 


* rk 


nerease the efficiency and reduce the 


between the works 





-osts of their various productive units. . 
= In this way every section ofthe 
factory or works is represented in the so 
cost department and a link is forged 
and accounting 


— hina snaremaraneanimannmainaas naaa a anna eaa oana oA ALAN ag netia A RN a te bey a am AA AAAA AAAA 


—— which unites the two : 
vital centres of control. E 
This procedure, together.: with. : a 
systematic planned routine . for © the 
entire clerical staff, will provid the 
management with a complete’ and 
accurate news-sheet for the whole 
organization. This | will eventual 
become the ‘‘Times’’ of the Com pany. 
and will result in quick decisions. anc 
active steps being taken to guide tl 
industry through periods of prosperity 
and depression with the same degree . 
accuracy and control that is possible 
during normal periods of production. . 

























Special Note 


Throughout the first part ie — 
article, published on pages 9, 10 
40 of last month's issue and in the < 
cluding. second part published ` 
The: “Paramount” (Pat. Nos. 228 069, 
P and uae — 











PRIMUS 


CONTINUOUS STATIONERY 


in conjunction with the continuous form attachment which fits any typewriter 


guarantees at least 30% faster production of all repetitive routine work such as billing, iny oicing, 
day-book recording, works orders, inter-house records, etc., etc., and saves as much as 50”, of 
the energy expended thereon. All non-productive work, of the kind which fatigues typists and 
eventually affects their powers of concentration, is cut out. Forms are fed smoothly to the 
machine; there is no interleaving of carbons, no aligning and correct registration is assured. 


FOR HANDWRITTEN RECORDS the PRIMUS 

Autographic Register for use with Continuous Stationery 

ensures the same speedy, smooth operation, while a copy 

automatically locked in the machine provides your auditor 
with a check on each transaction. 


Carter-Davis Utd. 


Queen Elizabeth Street, London, S.E.1 
Telephone - - á * * Bs i Š HOP 0204-5-6 
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On Your Air 


ATIVE Indian labourers are among 

the world's most prolific letter- 

writers. Many of them are employed 
on estates in Malaya, but their homes are in 
India. Every week the labourers write long 
letters to their wives and children, mothers 
and sweethearts on the other side of the 
* water. Indeed they write such long letters 
that—-since the introduction of the Empire 
mail scheme—a special light-weight paper 
is being manufactured for their use. 

Eleven sheets of this paper, with 
envelope, weigh under half an ounce; so 
the long letters go air-mail, still for the 
equivalent of three-halfpence. 

Large business houses throughout the 
Empire are now giving serious attention to 
the question of special paper for air-mail 
purposes. East Africa, a weekly magazine 
published in England for circulation in 
Africa, now publish a special air-mail 
edition, printed on light-weight stock. 

A firm of motor manufacturers with 
branches throughout the Empire use two 
kinds of letter-paper—one for use in 
England, and the other for abroad. 
Imperial Airways do the same for inter- 
departmental correspondence. 

ot all air-mail paper, however, is as 
light as eleven sheets of flimsy supplied to 
the Indian labourers. Most business houses 
prefer a heavier stock for filing and record 
purposes. So they use a slightly thicker 
paper and type on both sides to keep the 
weight down. In order that the writing 
will not show through, the paper is tinted 
to give it opacity. 

Four sheets of this medium-weight 
tinted air-mail paper, with envelope, 
weigh less than half-an-ounce. Typed on 
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‘Save Still More Money 


Mail Postages 


both sides this gives an eight-page letter. 

It is not only for letter purposes, how- 
ever, that business houses are using light- 
weight papers. Banks, insurance companies, 
etc., who record their transactions on in- 
voices, bills of lading, and so forth now 
have their printing done on lighter stocks. 
In those cases where large quantities of 
these forms are sent from one part of the 


Eastern Empire to another in daily or’ 


weekly packages, a big saving is effected in 
this way. 

Those firms which continue to send by 
air-mail packages of forms printed on 
heavy bond paper are naturally finding 
that the air-mail scheme has involved in- 
creased expenditure on postage. They 
have not yet discovered that their costs 
would be greatly reduced by lighter paper. 
Tinted air-mail paper of good quality suit- 
able for all office purposes can now be 
obtained from any large manufacturer. 

The most popular colour for the tinted 


paper is blue. It is made by John 
Dickinson, Limited, and three or four 
other large manufacturers. As good 


quality light-weight paper is made only of 
the best rags it is slightly more expensive 
than ordinary stock. But the extra cost is 
more than off-set by using both sides and 
by avoidance of surcharge. 

Cheaper papers are either made of wood 
pulp or esparto grass. Papers made from 
both these materials are quite serviceable 
but heavier, and are apt to lose colour 
quicker. To make a light-weight paper of 
good durable quality, rags are always used 
because their long fibres hold together 
better and the paper does not tear so easily. 
That is why it is preferred for filing. 


This ‘Bulk’ Plan 


Will Cut Your Travelling Costs 


HE “bulk travel” system recently 
introduced by Imperial Airways 
provides firms with the chance to 
make considerable savings in time and 
money, particularly as the staff most 
concerned with foreign travel are 
executives. 

In brief the system is this: You pay 
in advance a lump sum of money to 
cover a stated period of European flying 
by your staff. You are provided with 
special air-travel vouchers which can be 


exchanged for ordinary tickets at all 
stations of Imperial Airways and also 
at those of other air companies through- 
out Europe. The rates paid for this 
travel are lower than those which you 
would pay if vou bought tickets in the 
ordinary way. 

A number of firms are now using the 
system. Harrods, Ltd., for example, 
employ it for their buyers who are con- 
stantly visiting Paris, Berlin, Budapest, 
Vienna and other Continental centres. 


Summary Board Saves Time 





Left: Use of this 
Summary Board avoids 
preliminary copying 
when adding figures 
from many report 
Sheets, thus saving time 
and possibility of errors. 
The board can be used 
with any type calcu- 
lating machine. Punched 
report sheets are placed 
on rings and stubs of the 
sheet holder bar. Sheets 
can be arranged in over- 
lapping or shingled form, 
only a single column 
being exposed. Product 
of Percy Jones (Twin- 
lock) Ltd. 





By using the ‘‘bulk travel’’ system and 
flying from city to city the buyers not 
only save time and money but they are 
able to do their jobs more efficiently. 
They can keep in closer touch with the 
markets and make more ‘‘speculative’’ 
journeys because the expense factor is 
not so important. 

This is only one example out of many. 
Wherever a firm has a staff that need 
to make these journeys the system is 
worth while. And if you do not already 
travel abroad for business these terms 
might enable you to embark on the idea. 


Calculator 
A market in this country. It is a 
and division. 


A New 

Low Cost, Vest Pocket 
NEW type of vest-pocket calcu- 
lator has recently been put on the 
German invention and can be used for 
addition, subtraction, mujJtiplication, 
The ‘‘Produx’’, as it is called, is 
available in two models. One is for 


This Calculator 

is one of the 

smallest on the 
'market 





£s. d. up to £99,999 19s. 113d., and the 
other is a numerical model for calcula- 
tions up to 99,999,999. Both are vest- 
pocket size, and each costs 5s. gd. For 
executives or members of the staff who 
have to do figure work this miniature 
calculator is a handy little machine. It _ 
is speedy, accurate, and shows results 

at a glance. 


Clear Lettering Speeds Up 
Office Reference Work 


LEAR lettering on folders, files, 
(indexes, containers, and similar 

office equipment is only a small 
matter but one which does aid in speed- 
ing up ordinary routine work. 

There is now on the market the 
“Uno” office outfit by use of which a 
junior can turn out a smart job of letter- 
ing with success. The outfit consists 
of a stencil, a guide, drawing-board, a 
variety of pens and bottles of stencil 
ink. Besides being suitable for all the 
usual types of office lettering the outfit 
can be used for writing showcards, price 
tickets and similar material. Further 
details can be had from A. West & 
— 91 Petty France, Westminster, 
S.W.1. 




















PROBABLY THE GREATEST 
IN OFFICE PROCEDURE 
INTRODUCTION OF 





Enormous reducti 
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Considerable savings 
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copying errors 


Costs little to instali 






stand it in a few minutes 
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small organisations 











but nat 


and (last 









' 8 Speeds up production of a 
~~ rate summaries for analy 
and comparison 












The illustration shows “Slip-post’? combined with Cope-Chat 
Vertical Visible to give “At-a-Glance” Works Programme Control 


FIRM IN l YEAR SAVED | 000 00 


YOU owe it to YOUR business at least to investigate the method, its ‘simplicity | J 
benefits. Simply ask for ‘Booklet A47” which will be posted to you without de or obligati 
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BUSINESS EQUIPMENT REVIEW 


New Paper Sheet Duplicating Medium Widens 
Range of Work on This Machine 


HEN a new type of duplicating 
machine is put on the market 


to-day it makes interesting news 
for most firms. For that reason alone 
the new ‘‘Multigraph’’ Duplicator, a 
product of Addressograph-Multigraph, 
Ltd., is of importance but it also has 
other claims for executive attention. 
These can be summed up under five 
headings: (1) versatility; (2) economy; 
(3) simplicity in operation; (4) quality 
of reproduction; (5) use of a wide 
variety of weights and sizes of paper. 


Only Needs Filing Cabinet 
Space 

During an inspection of the new 
machine and a demonstration of it at 
work last month I saw how and why 
the advantages mentioned were ob- 
tained. But before going into detail let 
me first describe briefly the machine. 
It is an electrically operated duplicator 
which takes up no more room than, say, 
a small filing cabinet. All controls are 
grouped on the same side of the 


machine—electric starting switch, paper 
feed and ink controls, and a lever which 
suspends production by disconnecting 
the paper feed. 

The automatic paper feed is the fric- 
tion type and holds a ream of paper. 
Once the paper is in position you have 










no need to give it further attention. 
The paper feed can be automatically 
raised, lowered and adjusted to the size 
of standard office forms and documents. 
The feed will take paper up to a size 
of g}?in. by 14in. Speed of produc- 
tion is 3,500 copies an hour. 

In considering this new duplicator it 
is necessary to take into account the 
new duplicating medium to be used 
with it. This, after all, is of primary 
importance. 

Actually, there are three duplicating 
media: (1) the “‘Duplimat’’; (2) the 
Duplex plate; (3) the Photcegraphic 
plate. Of the three the ‘‘Duplimat’’ is 
the most unusual. It is a sheet of 
specially treated strong paper upon 
which you can write, type or draw. 
From this master sheet you can obtain 
reproductions on almost any kind of 
paper of a variety of weights and grades 
up to post-card stock. 

The outstanding feature of the new 
medium is its simplicity. You can 
handle it as easily as your typist 
handles an ordinary sheet of paper. 
Indeed, you need not take as much care 
as she would because the ‘‘Duplimat’’ 
is not fragile or sensitive. You can 
write, draw and rule on it with an 
ordinary pen, or turn it up in a type- 
writer and type on it with the usual 
touch. If you make a mistake, you 
; simply erase it 
with a rubber. 
Each sheet is 
marked at top and 
sides for alignment 
and spacing in the 
typewriter. 


Examples shown here are typical of range and quality of work produced in one or 


more colours on the new machine. 


Whether for internal or external use, documents, 


forms, leaflets, sales letters, etc., can be run off at the rate of 3,500 copies an hour. 
Almost any paper of weights and grades up to postcard stock can be used—a new 
feature in duplicating 





Operation is simple, all controls being 


grouped on the same side of the 
machine (see illustration). Office juniors 
easily become first-rate operators 


The value of the ‘‘Duplimat’’ lies in 
short run jobs up to, say, 2,000. A 
special sales letter or leaflet, for in- 
stance, can be run off in the space of 
half an hour for a limited ‘‘shot’’. The 
time, cost and work involved in the job 
is negligible. Even if you include an 
illustration the work is speedy and 
cheap. Your artist, using an ordinary 
pen or brush and a bottle of ‘‘Dupli- 
mat’’ writing fluid, can make his sketch 
on the sheet and there it is, ready for 
use, 

When you need intermittent -runs 
extending over an unlimited period, the 
Duplex plate is the medium to use. 
This is a paper-thin sheet of metal 
which can be used on both sides—a 
point of economy. Preparation is 
similar to that described for the ‘‘Dup- 
limat” sheet. You can write, draw, 
type, etc. on the sheet. When you have 
run off the required number of copies 
you remove the plate from the machine, 
and store it away until you need another 
batch of copies. Up to 10,000 copies 
can be taken from each side of one 
sheet. 
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3 Writing table, 3 


PRACTICALLY linmitiess in is application, from 
~ the smallest  hand-operated Registrator to the GETE p a 
electric models, the ALACRA system can be expanded to. embrace the entire reco 


- activities of a large organization. 









“ALAC RA means handier and more @ legible — than are — possible with tedious, old -fasi 
book- keeping methods. AL ACRA means less risk of error, less need for checking. TI 
uncomplicated system brings greater all- round speed and smoother efficiency with less « 





A POST CARE. or telephone call will bring you | full details of the ALAC RA system. 
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h Photographic pte H 
medium, is for the production of 
| fo light face printer's type matter, 

letter headings and so on. 
is prepared for you by Addressograph- 
Multigraph, Ltd. Matter to be repro- 
duced is photographed and printed 
down on to the plate. You merely put 
the plate in position on the machine and 
run off copies as required. The plate 
can, of course, be stored for re-use and 
will give at least 30,000 copies. The 
cost of preparing a Photographic plate 
varies according to the dmount and 
nature of the matter used on it. On 
average, the cost is comparable with 
that of the other media when taking 
into account the longer life of Photo- 
graphic plates, 

The work of the machine — I saw 
was clean and sharp, first-rate stuff that 
would be to the credit of any business 
to send out. One ruled form I saw pro- 
duced was, for example, in every way 
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only a fraction of the usual charge. 
This is a typical instance of how you 
can cut your normal ——— costs 
to less than half, 

Colour work is possible on the new 
machine and the registration is excel- 
lent for such a low-priced machine. 
This opens up wide scope for two- and 
three-colour jobs where dead registration 
is not necessary. Touches of colour to 
liven up a leaflet or folder, for example, 
can easily and cheaply be used. I saw 
some good instances of this work. 

One of the outstanding features of 
the machine is the fact that almost any 
kind of paper can be used. There is no 





(Continued from page 8) 

regular gradations and through regular 
channels. AH orders, instructions, and in- 
formation naturally take this course. The 
executive, then, feels convinced that any 
information about the attitude of sub- 
ordinates must inevitably come back to 
him by the same route as that along which 
information and orders proceed, only this 
time, upward from worker to supervisor, 
to department head, to chief executive. 

Since the latter appreciates keenly the 
great value of using these routes In passing 
information and orders downward, he 
reasons that it. is equally necessary, if 
morale is to be preserved, for information 
about human results to pass upward to 
him in the same manner. In other words, 
he assumes that the degree of success of 
executives in ‘‘petting along’? with sub- 
ordinates can be checked and evaluated 
through information provided by those 
executives themselves. 


‘cally as sound as such generalizations can 


on his back. Most men are naturally slow 
to recognize and slower to call attention 
to anything bringing discredit upon their 
wor k—particularly in the eyes of superiors, 
Furthermore, men artless in human rela- 
tions, often in all good faith, fail to recog-. 
nize significant indications as significant 
| o accepting at face value sub-executives 
-appraisal of their own success in buildin 


or a complere il Ilustrated fist, 
your — "requirements for 
, Bins, Sheet — etc. 


Hir 


— morale. among their subordinates, ie 





This plate. 


comparable to a pen-ruled printing job. 
yet the total cost of producing this was _ 


workers, 


by some weird trick with unaccountable 
Often overlooked in this assumption is 
the trath of the old proverb (psychologi« - 
7 responsibility. 
| be) that a man carries his shortcomings ` 


tude creates a istinction which wou 
not otherwise exist. And, having createc 
a — a eee accentuates 






that you | can, “For instance,” F out 
‘sales letters duplicated on your ordinary 
letter-heading paper, even duplicating: 
the letter-head itself. It is also possible- 
to use such “trick” stunts as hand- ; 
written (ink) signed letters. The repro 
duction of this type of letter is con- > 
vincingly like an original. 


The release from normal restrictions 
of the type of paper to be used for the 
duplicating work widens the scope of ~ 
the machine vastly and the litho-offset . ` 
principle of reproduction used ensures. 
that results are very good. Copies dryc 
as they come off the machine so no = 
interleaving is needed even when both w 
sides of a sheet of paper are used. =? 

As I have shown, no special tools or ~ 
methods are used in operating the |. 
machine. An office junior easily = 
becomes a skilled operator. The dupli 
cating media costs very little, mk = 





consumption is neglible and the running: oe 


expenses of the machine are an —— ee 
ficant factor. 3 


There are few businesses to-day where oe 
some sort of reproducing machine is not 
in use or could not be used with advan- 
tage. This apphes to businesses large 
and small, from the 10,o00-staff concern 
to the one-man office. It is a point that 
the makers of ‘“‘Multigraph’’ Duplicator 
have kept in mind. They have made» 
this machine to have all-round efficiency < 
and usefulness in any kind of duplicats i; 
ing work. And they have, too, put it 
on the market at low price to bring it 
within reach of small manufacturers: 
and other business men. 


Management’s Blind Spot 


chief executive unwittingly closes his doors 
against the information he wants and needs 
and makes impossible the counting of 
human costs as he accounts and controls 
material costs in his business. : 
In close proximity to the organization ` 
blind spot and closely resembling it in 
nature, is the tendency to consider the in- 
dustrial relations problem as ‘the labour 
problem’. 
Such an attitude and the use of such an “e 
expression is likely to be a substitute for i 
critical thinking, and to prevent a realistic ` 
approach to the difficulties. This unfor- 
tunate conception is founded upon a fal 
dualism: the idea of oo an 
of management” and. 
The assumption, conscious or ancora 
which follows is that “management -is- 
executive 






























the thinking, policy-making 
and responsible group and that men’ 
is the group of automatons supplied 


emotion centres, but acting on. the lowe 
levels, without thought and without re 


Dualism of management and men. 
figment of business imagination. a 
have no existence in fact: ‘Such an at 




























over things. . 












































here is Over. 
in the other eae 
which do not apply with the same force 

to every level of the organization. Ade- 

quate authority and responsibility is just 

as necessary to the morale of the lathe 

operator or the salesgirl as it is to the pro- 

duction manager or the merchandise man- 

ager. There is the same need for a man 

to know that he has a real job to do and 

that his superior knows he can do it, to 

understand how his effort is judged, to 

be treated with a decent respect for the | 
human need of understanding and being 

understood. 

_ An incident in a motor-car manufactur- 

ing plant partially illustrates the satisfac- 
‘tion of such need, Whiting Williams tells 
about working in a steel shop, shaping 
large metal sheets. Few in the department 
new the use of these plates. After some 
weeks he discovered on a casual visit to 
the next department that they were being 
ade into automobile bodies and that so 
important was a perfect finish that even 
slight defects would make an entire plate 
iseless. When he told his fellow workers 
they were much surprised. Not only did 
they. show more interest in their work 
from that moment but they gave more 
attention to the details of the finishing 
process. | 




















-© The Very Simple Truths Too 
; Often Overlooked 


. Both employer and employee are prone 
to overlook truths too simple to seem im- 
portant. =. 

<o Men at.all levels must manage. ‘‘Execu- 
tives” are “‘employees’’, and employees | 
“must execute. Morale reflects organiza- 
tion, and organization reflects morale, 











“game human traits. 

No impartial observer can but admit the 
truth of assertions about the ambition and 
self-seeking of many labour leaders and 
the frequent intimidation of neutral or 

“ even loyal workers. But against any and 
- all reasonable reservations regarding the 
appeal of unions, the mushroom growth of 
the movement affords eloquent testimony 

to the all-too-general failure of manage- 
ment to know the minds and motives of 

“workers and to make its workshops, for 

the most part, anything more than places 
of meaningless drudgery and frustrations. 

— Some individual managements have 

-stood out against the injustice of com- 

pelling workers to join unions against their 
will and have made vivid the probability 
of the closed shop an element of complete 
control which so definitely distinguishes 
the present union drive from other older 
and “‘responsible’’ labour movements. 
























VENUS PENCILS are | 
incomparably smooth and 
long lasting, their standard. 
of quality never varies. 
: MADE IN ENGLAND «" @ 
"KNOWN THROUGHOUT THE WORLD 


df you will state the nature of 
your work and choose two 
different grades which you 
hink most likely to suit, we 
hall. be very glad to send 
you samples to try. £ 





‘re are no organization principles | 


Executives and subordinates possess the | 
























KARDEX, | LEADENHALL ST., LONDON, E.C.3. 
PLEASE SEND ME FOLDER No. 60i, “THE BRAIN BEHIND THE 
ACCOUNTING MACHINE”. 
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Looseleaf Books 
















i. Ie ‘is quicker to enter — ona leaf 
than on a card. 

2. Any Robin” 
few seconds. 


3. Dead” leaves can be 
necessary. 
4. Indexing is extremely simple. 
5. “Robin?” books occucy little space and 
_ can be kept close at hand. 

6. “Robin” books are made in ten standard 
sizes and a large variety of stock record 
leaves is available. 

Reasonable in first cost and maintenance. 


leaf can be referred to ina 


replaced as 


*7 
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ee catalogue to 
J. W. RUDDOCK & SONS 
E Looseleaf Book Manufacturers 
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HORBRECK HYDRO is “the Corm- 
plete Holiday Resort for the Family. 
Oh Acres on the CLIFES. 650 Bed- 
gonn ippa Dancin: Talkies: Cabarets : 
-As-hole Golf Course: Tennis (28 
Courts): Putting: Covered Swi im 
Bowls: Riding: Gym 
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Tonic ‘Sunray & Med. 
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— and the | Summer Season. 
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Few men know the exact amount of money in — pocket—few 
traders know how much cash is in their till, unless they have a 
modern till like the Gledhill, which shows exactly where you 
Accuracy and knowledge mean efficiency. 
lernise your cash checking system-——get a genuine Gledhill. 
Send for details and Catalogue. 


3. H. GLEDHILL & SONS LTD. 
. _Works, HALIFAX 


an “MACHINE 


y Management’ s ‘objection: ¢ to ‘the: ‘threatened 
loss of its power is definite: 
duty of management to plan and pups 


operations’ 

Not so definite, but doubtless even 
stronger, is business rebellion against the 
utter hopelessness of the condition which 
it feels in a moment of extremity that 
complete unionization will inevitably 
bring. 

Management sees a vision of its indus- 
try organized as two armed camps, with 
no interest in common save in the amount 
of financial returns. 
alienated by this alignment, with hope of 
co-operation permanently lost. And this 


vision has become reality in certain 
of those industries already completely 
unionized, 


Despite the long history of comparative 
failure in industrial relations, it may be 
that such managements are desperately 
eager for something which seems especially 
valuable just because it seems almost lost 
for good, As a hungry man who, in a 
moment of satiety, had rejected food offers 
to pay well for it when he thinks the 
supply is growing meagre, so manage- 


have discovered a very strong body of 
opinion that Opel cars are popular, not 
so much because they are just a little 
Cheaper than the cheapest British car, 
but because they offer something which 
the British car has not got, at the price: 


a convertible 4-seater coupé body, 


Our changeable climate is one for 
which a convertible full-size coupé is 
particularly suitable, but to get such a 
body on a British car a considerable 
extra price is demanded. 

We suggest, therefore, that rather 
than turn helplessly for Government 
aid, British car manufacturers would do 
better to turn their energies towards 
producing something for which buyers 


are obviously showing a preference. 


As to prices, we believe that the selling 


| prices of some popular British cars could 
“| (while still showing a good profit all 


round) be reduced below their present 


levels. 


car  hianiiadturers® 
is therefore a probem of 


The British 
“dilemma” 





ACCOUNTANCY 





It sees its workers 






“the right and. and unprejüdiced. 
co- operation. oe ate 


Industry need - “not: surrender f: 
dangers inherent in complete uniot 
tion could be utterly transcended if bus 
ness would substitute a true picture o 
workers’ motives and desires for the false 
prejudices and misconceptions which it 
now has. For management, and manage- 
ment alone, can satisfy the most vital of. 
these desires. : 

The blind hope of business to make the 
best of unionization must be translated into 
a determination and a method, Business 
must do more than y ield to the strategies 
and demands of union leaders. 
supply the additional effort, 





concessions to labour will bring assured. 
returns in increased employee goodwill, co- 
operation, and effort—-returns of genuine: 
satisfaction and security for all the human 
factors in industrial relations. 


The initial task is one of discovering the “| 


relalive importance of workers’ motives. 
Modern psychology has provided 
method. 


i Mana g ement Trends (Continued from page 12}. | 


management and marketing, not a 
situation calling for panicky invocation 
of Government aid. 

e 
Do Your Exhibitions 
Reveal ‘Fair’ Trade? 


N a north-bound train from London 
[« met a director of a large firm in 
avery well-known combine of textile - 
manufacturers. : 
This man was travelling to visit a 


trade exhibition, where his firm had a- 


stand, in a not very important town. 
That so highly placed an executive 
should travel a long distance to visit a 
local trade exhibition surprised us, so 
we inquired his object. The explana- 
tion brought up what we believe is an 
important point to manufacturers : 
“Wel,” commented this 


on trade and public exhibitions, but we 


feel there is considerable ground for the 


contention of some of, our marketing 



















Leabank Chairs for good work and 
good workers. Preserve the 
healthy and efficient upright atti- 
tude. For men and women in 
office or factory. 


CATALOGUE FROM :—- 
LEABANK CHAIRSLTD. 


(Showrm) 4, IMPERIAL BUILDINGS 
& SS KINGSWAY, LONDON, W.C? 










lt must a 
intelligence.. F 
and leadership needed to ensure that Mace 


the 28> 


director. 
“we are spending some {10,000 a year | 























ey were’, and i? am 1 investigating the 
vhole matter with a view to revising our 
olicy towards exhibitions in general. 
“In towns where we have participated 
jn exhibitions we have for some time 
been keeping a carefully devised check 
‘on the business in those towns for the 
months following the exhibition. The 
results have been extremely disappoint- 
ng. No matter how cleverly exhibits 
1ave been tied up to the interests of local 
etail distributors, practical benefits to 
is have not justified our expenditure. 
“Coupled with these statistical reports 
myself have been visiting exhibitions 
ö get a first-hand knowledge of the con- 
litions, and I am reaching the conclu- 
on that in the case of public exhibitions 
ople are coming to regard them more 
d more in the nature of ‘fairs’ where 
e centres of interest lie in the increas- 
g number of stands selling cheap 
adgets. The status of exhibitions is 
ling, and this an important factor 
0 serious manufacturers. 
“In the trade exhibitions there is 
definitely a declining interest. This may 
be due to a surfeit of trade shows. The 
ocal trade exhibition certainly has lost 
ts novelty; serious attendances are posi- 
tively on the wane. 
“Tt will not be our plan to forsake 
oe exhibitions entirely, but my investiga- 
__ tions are proving clearly that we must 
‘drastically revise our attitude towards 
them. Participation will henceforth be 
confined to a very few carefully picked 
shows in London and the main provin- 
cial centres.’ 
Few businesses give to the question of 
exhibitions the same calculated thought 
that they devote to other sides of their 
= sales promotion. In the light of the 
above authoritative data, therefore, it 
would seem that the exhibition factor 
is one which calls for close attention. 
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Here is the 
finest, most phe- 
nomenal value we 
have ever offered. 
The desks are worth 
more than double the ; 
price we ask, are beau- 

tifully made — and cer- F 

tainly look it ! , | on 

They carry our 3 years’ 7 DAYS’ FREE TRIAL. 


guarantee and are ideal —— d — 
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This House Magazine Aims To 
Increase Customers’ Profits 


ably successful in ‘building sales, 
especially when they are aimed at 
helping the firm's customers to increase 
turnover. 
This is the aim of Masseeley Users’ 
Magazine, the first issue of which was | 
. published by Masson Seeley, Ltd., in 


c. Soo house magazines are remark- 






































April. Instead of carrying the usual — 
house magazine editorial matter—giving Applied 
For 


details of staff changes, photographs of 
the works, and so on-—all the articles 
contained a specific “How to increase 
YOUR profits”. angle; For instance, 
ne story told is that of a retailer who, 
by adroit use of point of sale advertis- 
ing, has built up considerable plus sales. 
Another article tells how to use the 
“moving annual total” system as the 
‘simplest and most informative way of 
keeping current records of significant 
figures from the viewpoint of manage- 
ment as distinct from. the specialized 
needs of the accountant’’ . Other articles 
ae equally informative ‘and helpful, [| 
C The magazine is a good example of |. 
sound — pone y. | 
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BANCROFT aan 


Head Office & Works: KINGHAMWAY, REGINALD STREET. LUTON, BEDS 
Fhone: Tee 3081. eegun ACCRAT POLG, LUTON 


SALES AND SERVICE 


LONDON, BIRMINGHAM, MANCHESTER, LEEDS, LIVERPOOL, SHEFFIELD, NOTTING HAR. 
LEICESTER, BRISTOL, SOUTHAMPTON, GLASGOW, EDIN RGH, = | 



















Wa -menits — = — 
heir own showcards and other point- 
of-sale promotional matter. 

> This equipment provides great scope 
n the way of lay-out and colour design. 
Colour undoubtedly is a powerful attrac- 
tion, but, like everything in this world, 











Colour combinations tn order 
of their legibility 

Black on yellow. 

Green on white. 

Red on white. 

. Blue on white. 

White on blue. | 

Black on white. 

Yellow on black. 

White on red. 

g. White on green. 

10, White on black. 

11. Red on yellow. 

12. Green on red. 

. Red on green. 

















oon) (hon te N 


principle holds good also for design. > Because 

citis the WORDING, however, rather than 
pictorial design that in most cases puts over 

the real kernel of the selling message, it is 

: “tmportant that legibility of this facter should 
: be given first attention 


: — is — ae ‘Colour, A nly 


: These results apply to lettering, but the 


Made 1777 


wrongly used on a showcard or other 
display piece, can, by the eye-confusion 
it causes, defeat the object for which it 
was employed. 


To help display men in this matter 


of colour selection a series of exhaus- 
tive tests have been carried out by 
M. Maurice Boigey 
Courier du Livre. The results of these 
tests, in their order of effectiveness, are 
reproduced in the panel. 

It is curious that black on white, the 
combination that most people would 
say was most legible, is graded sixth, 
and white on black as low as tenth. 


9 
Storekeepers as Salesmen 
-= Raise Profits 
l WELL-KNOWN _ motor-car 
| manufacturing company has 
- æ added some thousands of men 
to their sales staff as a result of a policy 
of turning retailers’ storekeepers into 
salesmen. Instead of these men remain- 
ing mere "bin tenders’ they have be- 
come salesmen of spare parts. 
Spare parts service is a long-estab- 


lished department of the motor trade. 
Every dealer operates in some measure 


desk every 


and ever 
Surveys 


newsagent 








daghe 


and published. in 


How much would it be worth to you? 


Pounds and Pounds? 
“ advertising and to increase your turnover and profits, But the cost, 
if you did it yourself, would be prohibitive. 


Here is a way you can do it for less than a penny a day. 


For in the pages of the ADVERTISER’S WEEKLY there comes to your - 
ursday just such a complete report as you could wish for,.- 
on the most recent news and developments in advertising and selling and 
in the latest ideas in Press, Poster, Direct-Mail, Outdoor, Sign, Film, Novelty 
other branch of advertising. 

oth regional and overseas, which show you the sales paeiti 
and facilities in all the markets covered. = 


To secure rali these sales and advertising ideas, — arid 
data regularly every week, you need simply order. yout 
to deliver 
every Thursday morning. Or, if you 
post card for a specimen copy TO-DAY to the Publishers 









ame started with CE 
meetings where fie. com ja 
discussed with local dealers ways anc 
means of merchandising spare parts 
The company’s representatives ex 
plained to dealers the spare parts ser- 
vice from the manufacturer's viewpoint. 
and discussed it from the retailer's angle 
This developed interest in the schem 
and brought out useful points abo at sell 
ing the products. 

Following up the interest tared b 
the meetings, the company provided a 
two-day course of instruction for their 
dealers’ storekeepers. Subjects covered 
were: Keeping stock and sales records; 
stocktaking; ordering, displaying parts: 
to increase sales; general pr oblems. — 

Linked up with this intensive course 
was the use of a model spare part de- 
partment built at the factory. Here the — 
storekeepers were able to see just how 
the department should work when 
equipped with up-to-date steel bins,” 
display stands, counters, parts and» 
accessories for demonstration, stock 
records and sales systems. On their res: 
turn storekeepers were encouraged to. 
develop their own departments along. 
similar lines. | 

Although it is too early yet to assess 
full results, sales of spare parts have ins 
creased by over 15 per cent in the past 
three months, and many dealers report 
that their spare parts departments are _ 
now showing a good profit. ‘ 































Facts and Ideas for 
Advertisers that 
can Use with Profit | 
de ot oe et ae 


the advertising field, and those selling methods 1 
proved soundest 1 in selling practice—_ 


you 












For if would help you to get more out of your 


in addition, you also get Marketing 


“ADVERTISER'S WEEKLY 
prefer, first sen 








33 





Industrial sites ping "imene Management 





Modern Equipment Puts This Firm's 
Profits 20 Per Cent Ahead of Rivals 


HEN a firm in a highly competi- 

W tive business can keep its net 

profit volume 20 per cent or 

more ahead of rivals with a similar size 

and capacity plant there is always sound 
reason for this supremacy. 

In the case of a certain Wolverhamp- 
ton firm making a specialized electrical 
product the reason is: up-to-date and 
planned method. 

This firm’s products are acknow- 
ledged to be the best of their kind, yet 
they sell at lower prices than those of 
their keenest competitors. 


Partitions that Enable Quick and 
Easy Changes 


The source of this success is in the 
factory. Top-line efficiency is found 
there in every detail. Even such small 
points as individual lighting of work 
benches and the colour and quality of 
paint on the walls has been studied. 
The paint, for example, is of a cream 
tone, just the right shade to help main- 
tain ‘‘balanced’’ illumination. It is 
washable and easy to keep clean. Sound- 
proofing of walls, use of flooring that 
reduces noise and employment of steel 
and glass shelving and partitions that 
can quickly and cheaply be adjusted te 
current needs are typical instances of the 
equipment in use. 

Right from the first drawings of the 
architect every detail of the set-up has 
been planned. The building is divided 
one-third for office, two-thirds for fac- 
tory. The directors’ and managerial 


offices, the general and the drawing 


Does Your Factory Get Really 





by 
CEDRIC E DAY 


office, together with conference and rest- 
rooms, form a block in the building. 
They are divided from the works by 
sound-proof walls. 

Each office is planned for its purpose, 
and the whole block is so constructed 
that passage to and from any one room 
or section can be made without inter- 
fering with or disturbing the staff. The 
drawing office, for example, is placed 
in the northern end of the block. In- 
stead of the normal brick and concrete 
walls it has large north-light windows ot 
opal glass. Thus the draughtsmen are 
undisturbed by the scurry of general 
office work and enjoy the best working 
light all day long. 

The reception-room for callers is 
placed immediately inside the main 
entrance doors, to the left. Next to it 
is the inquiry office so that no callers 
need to pass through the second set of 
entrance doors into the inner part of the 
offices, 

The main office and files department 
are in one large room as the two depart- 
ments naturally work closely together 
throughout the day. Secretaries to 
active directors are placed in a common 
office immediately across the passage to 
the managerial rooms. This gives them 
all a short-cut route to the executives. 

The works manager's private office is 
the last of the block and, therefore, 
nearest the workshop. There are only 


Cleaned ? 


Dust menaces the 
health of workers be- 
cause it is a germ 
carrier. Old hand- 
cleaning methods 
mostly succeed in 
stirring up dust, thus 
helping to spread 
germs. Modern 
equipment, such as 
the portable vacuum 
cleaner shown here, 
ts highly efficient in 
removing dust. This 
reduces chances of 
such illnesses as colds 
and ‘flu sweeping 
through your staff. 
It means that you get 
your factory really 
cleaned, which helps 
in getting longer effi- 
cient life from plant 
and equipment and 
protects stocks from 
deterioration 


two places where the work: 
can be—in the shops or in his office 


anager 


Sequence of Work Determined 
This Lay-out 

Work in the factory consists of assem 
bly of components. Manufacture ol 
parts is done on contract 

Benches are erected to allow three 
gangways between them. As the work 
men stand at their job this gives ample 
freedom of movement for all 

The complicated electrical control 
equipment made is a type that is 
mally an ‘‘individual’’ job. This firm, 
however, has standardized the compo 
nents so that units can be built up in a 
specified range of sizes. 

Now this standardization has 


jet 


nor 


machi 


possible the use of standardized assen 

bly tools, a big saving in costs. The 
most notable instance is the ) types 
of rests fitted to the benches each 
man's use. On these rests can be fixed 
as though held by a vice, all the frames 
upon which the units in production are 
assembled. 

The two types of rests are exactly 
similar in appearance, the difference 
being in size. Furthermore, each bench 
is planned for a sequence of work s0 


that a complete unit of equipment ts 
assembled, checked, tested and passed 


on each bench. 


Insurance Costs Cut 20°, By 
Fireproofing 
The factory building is constructed ol 
steel, concrete and brick facing——-pract! 


cally fireproof. The floor of the work 
shop is of solid concrete. steel and 
metal equipment and fittings are in 
general use. These include metal offici 
desks, steel files and cabinets Such 
safeguards have cut fire insurance costs 
by nearly 20 per cent of usual rates. In 
flammable component parts ept i 
the centre of the factory in steel con 
tainers which are central to all work 
benches. Supplies are, theref ilways 
on hand. There is also a wide belt of 
free space around the stores \ny fire 
that did break out could |! solated 
easily. 


Hot, Cold Water Available 
in Factory 


Cloakrooms, lavatories and was 
basins, with hot and cold running water, 
first-aid equipment, et: ire pi led 
for the workmen at one end of the ij 
tory. These conveniences are in thi 
factory building so the men do not waste 
time nor have the discomfort of running 
out of the workshop and up or down 


stairs. 


Iny tructural Work Delay Should 
Jot Be Allowed to Hold Back Staff Training 


T has been officially decided that pro- 
¿tection of business staffs is the re- 
sponsibility of employers, therefore 
ASR. P: work is now the concern of direc- 
‘ors of all firms. This means considera- 
ion of more than the provision of 
shelters. It calls for special internal 
A.R.P. organization and training of 
staff, collaboration with local authorities 
cand long-term planning. It constitutes 
problem and a job for the top 
mecutives. 
The important point now is to make 
n wnmediate start on A.R.P. work. 
chemes that involve turning basements 
nto shelters or call for construction of 
pecial shelters in factory grounds or 
isewhere. must, necessarily, take some 
ime. Decisions on such work may be 


ifficult to make, especially if the costs 


nvolved are high. The right policy to 
œ adopted needs careful thinking out. 
The question is made all the more 
ifficult by present tax position. A.R.P. 
measures are counted as improvements 
o property, and, therefore, no allow- 
nce is made. This means, for example, 
hat if a firm makes a gross profit of 
ooo and spends £250 on constructing 
ir-raid shelters for the staff, tax is still 
paid on the full £1,000. For this reason 
many firms are ‘not taking active steps 
o get on with defence measures. They 
e: waiting until the tax position is 
ared up. 3 
hile there is some justification for 
is attitude it should not be an excuse 
lo nothing. A vast amount of pre- 


ry work canbe put in hand, work 
‘The first- 


hat must eventually be done. 
ep, for instance, should be to discuss 


particular problem with a technical _ 


pert. Itis useless to expect the public 

R.P.. officials to devote sufficient time 

3 your problem. They are too busy 

ith their community work and can only 

ive the minimum of co-operation to 
you, 

A number of companies which are 

pecializing in A.R.P. work can supply 

ou with technical knowledge and sound 

vice. As we pointed out last month, 

oodward & Co. (Finsbury), Ltd., are 

w giving a free service of this ty pe 

the management of Mr. F. C. 

ne of the firm’s directors. 

Business are invited to take 

ige of this service. | 

of the vital work that should be 

vt once is that of staff training. 

Mess your employees are disciplined 

nd. instructed in precisely what to do 


rhen. an air raid is in progress all other 


y be useless. The pointis this: 


; experts know. exactly the kind 


Q guid against 


Js that of panic among the people. 
can be guarded against in your factory 


other 


gency duties of these kinds: 
out men; (2) wardens; (3) fire pickets; 
(4) first-aid workers; (5) rescue squads; 


-is readily admitted that, 
“of hostilities, central elec tricity supply 


This 


by organizing and drilling now all your 
workpeople. 


The importance of this work cannot 
The Home Secretary .. 


be over-stressed. 
recently pointed out that while 1,000,600 
volunteers were needed for public ser- 
vicé an equal number were wanted for 
A.R.P. work in offices and factories. 

selection of “leaders” is the first task. 
These people must be steady and reliable 
persons of either sex. They must be 
trusted by their fellow employees. They 
must not (a) be young men who will 
likely be called to the colours in case 
of war or (b) hold posts as wardens or 
officials in the public service. 
They must, of course, be available on 
the spot w hen eme rgency arises. 

The duty of selected leaders is to 
learn all they can about the dangers to 
be met and the methods to combat 
them. Under direction they must teach 
and organize the staff generally. 

Leaders must be trained for emer- 
(1) look- 


(6) decontamination squads. 

During war-time at least one look-out 
man will be on duty, probably on the 
roof of the building. His or her duty 
will be to give notice of a raid as soon 
as the general warning is sounded. This 
is necessary, because of the noise and 
preoccupation of normal work in fac- 
tories. Quite possibly the public siren 


or other general warning might not be 


heard. 

Wardens, who, in training, act as in- 
structors, are the persons to marshal and 
lead the workers by a pre-arranged route 
to the refuges allotted. In factories of 


more than one floor two wardens to 
each floor are usually necessary. There 
should, in any case, always be a deputy 
to each warden. In single-storied works 
organization should be clearly defined 
for all wardens concerned, so that there 
is no entanglement of commands in a 
crisis. ; 
Fire pickets are trained to deal with 
incendiary bombs and fires resulting 
from them. These pickets remain on 
duty after general evacuation of the fac- 
tory. Protection from explosion is pro~ 
vided the pickets by means of sand-bag, 
concrete or other types of shelters placed 
at strategic points in the building. 

Special first-aid instruction about ga 
poisoning and contamination is part of 
the general instruction given first-aic 
workers. 

For rescue squads men used to heavy 
manual labour are needed. They must: 
be trained in A.R.P. measures and pro- 
vided with tools, etc., which are needed. 
for the rescue of persons buried under 
debris, and soon. Rescue squads must, 
of course, work in close co- ———— 
with first-aid squads. 

Decontamination squads must b 
composed of able-bodied men trained te 


deal with portions of the factory, offic 


or other building which might be con 
taminated by persistent gas in liquid” 
form. | 
Now these six categories of specialized: 
bodies of men and women present a for 
midable task of organization, especially 
if that organization is to work smoothly 
in an air raid. That is why it is neces 
sary for you to get ahead now on the 


volved in this work will need. LC ivilian 
Duty Pattern’ respirators, gene: 
accessories and protective clothin 


Here Is Free Technical Advice For 
You About Emergency Lighting Plant 


use of self-contained emergency 
electric generating sets for fac tories 


| “SREE advice on the need for and 


and other business premises is now being 


given by a famous firm of manufacturers 
of electrical goods. This company has 
formed a special department, composed 
of technicians of wide electrical experi- 
ence, to provide the service 

The reason behind the service is the 
need for individual emergency lighting 
plants as part of A.R. Precautions. It 
in the event 


stations would become objects of imme- 
hate attack by an enemy. Success in 


troying such a station would not. only 


o loss of life but to widespreac 
zation of factories, 


other hand, business and other premises 
were equipped with emergency supply 
plants which automatically switched on 
when the public supply failed, dangers 
of confusion would be minimized. The 
situation in this respect is quite clear. 
But a matter to be made clear is this : 
What type of emergency lighting plant 
do you need? There are to-day many 
simple and sound systems of iumin: 
tion which might be suitable for your 
purposes, but it needs a technician to 
determine which is the most useful anc 
economical in your case. To give this 
advice free and without obligation is the 
Spin ka — serviee HELE ent s 
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War on YOUR Factory Plant ana Staff 
The Trench System is— 










E 1. Easy to construct 
2. Low in first cost 
> vot WNS 3. Adequate in defence 
' i S fo trench 
B Door 
CC Air-lock 
D Latrine 
E Shelter-recess - | 
£ “HE trench system may be the answer to your — — 
í special problem of providing protection for your 
ec staff. Zig-zag construction is generally used, as 


’ 
i 


this minimizes the effects of a direct or near-direct hit 0 
I8 on any part of the trench. 

Shown here is the trench shelter made by Johnson & , 
Johnson (Great Britain), Ltd., in the grounds of the — 


~ nnr — 


1. Aerial view: factory and trench. Note 8 firm's Slough factory. The land measures about 150 ft B 
that the trench is close to the works, F—A by 6oft. The trench has a length of, roughly, 180ft. 
Little distance to travel for the staff to |" | Jt is 6} ft. from bottom to roof, 3 ft. wide at the bottom, AT 
reach cover SRT. spreading to 44 ft. at the roof. Galvanized iron sheets [— 

2, The ‘straight down’ entrance helps speed- — laid on railway sleepers make the roof covering. On * 
up move in to the shelter -—| top of this is laid about 2} ft. of clay and ballast, — 

3. Drainage is arranged at point 1 (see plan) |__}A which, in turn, is covered by 1ft. of broken brick AL_} 

4. Second entrance to the trench. Note bow [he trench has room for 57 people for six i 
quickly the line of the trench bends away hours. (Photos and plan by courtesy of F 
from the entrance \3 Johnson & Johnson (Great Britain), Ltd., and 


The Chemist and Druggist.) 
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‘What To Do About this Factory Act. 


Fourth Article 





The Welfare of YourWorkpeople 


By H. SAMUELS 


Author of “Law Relating to Industry,” 
“Law Relating to Shops,” “Factories 
Act, 1937, etc. 


developments of the last quarter of 

a century has been that of industrial 
welfare. It is not surprising, therefore, 
that this should be marked by the new 
Factories Act. Here, ‘‘Welfare'’ appears 
as a new heading under which a num- 
ber of fresh requirements are grouped. 

What are these new requirements? 
Factory employers generally are ob- 
liged to provide: 

(a) washing facilities; 
(b) accommodation for clothing; 
(c) seats for females. 

Of course, some factories are already 
under these obligations. The difference 
in the position before and after the Act 
takes effect is this—that whereas 
hitherto it required a special Home 
Office Order to bring a factory within 
an obligation of this kind, from now 
on such an Order will be required to 
exempt a factory from what is hence- 
forth a general obligation. 

The employer has been given an 
extra year’s breathing space to comply 
with the new duties as to washing facili- 
ties—that is to say, the Act does not 
require these to be provided till 1st 
July, 1939. But the accommodation 
for clothing must be provided by 1st 
July next, and if your factory handles 
poisonous substances like lead or 
arsenic, the washing facilities as well. 

Now employers are placed in a diff- 
culty here, which I cannot think was 
present to the minds of those who 
framed this Act. 

The Home Secretary is given power 
to prescribe the standard for washing 
facilities and accommodation for cloth- 
ing—and this standard has not been 
prescribed. If employers now take 
steps as required by the Act, they run 
the risk of finding that the arrangements 


[« industry one of the outstanding 


they have made are not up to the Home 
Office standard. 

On the other hand, if they wait for 
the Home Office to prescribe the 
standard, they run the risk of being 
prosecuted. An employer could hardly 
be regarded under these circumstances 
as acting unreasonably if he made up 
his mind to wait till the Home Office 
standard was published rather than 
embark upon costly structural altera- 
tions only to find later that the 
expenditure has been sheer waste, and 
that entirely different alterations are 
required. 

Included in the facilities for washing 
must be a free supply of soap and clean 
towels (or substitutes which are equally 
effective). The employer is bound to 
see that the workers have easy access 
to the washing places aad that the latter 
are always kept in a clean state. 

As regards accommodation for work- 
ers’ clothing, this must include drying 
facilities. As indicated above, it re- 
mains to be seen whether, or in what 
cases, the Home Secretary will require 
separate cloakrooms to be provided. 


Seating Accommodation For 
Females 


How many seats have to be provided? 
Unlike the analogous provisions for 
women shop assistants which prescribes 
one seat for three assistants, the Fac- 
tories Act merely says that the factory 
employer must provide suitable facili- 
ties for sitting, sufficient to enable the 
women workers to take advantage of 
any opportunities for resting which may 
occur in the course of their employment. 

It is curious, too, that even the Home 
Secretary is not empowered to prescribe 
the number of seats. So that it is left 
to the employer to make the best pro- 
vision he can, and woe betide the hap- 
less employer if the Factory Inspector 
happens to enter and to find a woman 
standing about because there is no seat 
available ! 

If the machines are fitted with seats 


This is a Tamper-Proof Form 
of Marking and Recording 


HE use of perforating as a tamper- 

| proof method of marking docu- 
ments is generally considered to 

have a very limited application. 


Actu- 





ally, however, this method of marking 
can be used very widely indeed. 

For dating all kinds of coupons, 
vouchers, requisitions, receipts, petty- 


cash slips, etc., it provides a quick and 
secure method of identification. For 
numbering documents, indexes, films, 
photographs, sample materials, labels, 


specifications, important technical 
papers, etc., the system is equally 
useful. If desired, of course, perfor- 


ated code symbols can be used. 

A British company is marketing a line 
of perforating machines specially for this 
work. The firm is J. Sloper & Co., Ltd., 
22 Budge Row, London, E.C.4. They 
will send you further information on 
request. 


WASHING 


SEATING 








FIRST AID 

there is no reason to think that the 
latter would not comply with the 
requirements. 


There is an important new require- 
ment in first aid arrangements. If you 
employ more than 50 workpeople, every 
first aid box must be in the charge of 
a person trained in first aid. 


New Ruling In Regard To 
First Aid 


What is meant by the latter phrase? 
The Act lays down no standard of train- 
ing, no V.A.D. qualification or recog- 
nized diploma. Here again the burden 
is laid upon the employer to satisfy 
himself, and eventually in case of dis- 
pute a Court, that the person in charge 
had had sufficient training. And the 
requirement applies even at those 
periods of the day or night in which 
you may be only partly staffed, and 
less than 50 persons are actually at 
work. 

Nor is it sufficient for your trained 
person—your factory nurse—to take 
general responsibility and leave the 
actual keeping of the individual boxes 
to untrained persons. That practice 
would only be legitimate if the nurse 
were herself the person in charge of each 
first aid box and were herself always 
readily available to the workers in all 
the departments. 

Here let the factory worker be 
reminded of the important obligation 
which has now been placed for the first 
time on him to make use of these first 
aid arrangements; he can be prosecuted 
if he does not. 

Another new departure is the prohi- 
bition of excessive loads. An employer 
may not allow a person under eighteen 
to lift or move a load so heavy as to 
be injurious to his or her health. 
Hitherto the woollen trade was the only 
one in which such a ban has operated. 
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The factory we recently erected for Messrs. Powers Accounting Machines Ltd. 


An out-of-date factory, like worn machinery, is a serious drag on your business. 
Planned for obsolete methods of production, it cannot accommodate the highly 


efficient methods of to-day. 


Move to a new scientifically planned factory and the first things you will notice 
are increased speed of output, reduction of overheads and improved health of 


your staff. 


We offer you a complete service. A service including the provision of a suitable 
site in any of the industrial zones around London, a scientific analysis of the 
requirements of your particular industry and the construction of a factory that 
will considerably increase your speed of output and reduce your overheads to 


an absolute minimum. 


Over 250 firms in the London area are manufac- 
turing more efficiently in CS PLANNED FACTORIES 


COMMERCIAL STRUCTURES LID. 


LEA BRIDGE ROAD LEYTON E10 Leytonstone 3678 


STAFFA ROAD 
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" ing so many provisions for im- 
proving the safety of workers, many 
manufacturers are finding that a new 
‘function for their Works Committee is 
‘to study “safety first’’ methods. 





Every Accident Investigated 
At Once 


One well-known firm has had its com- 
mittee busy on this problem for the past 
six months. Every accident that has 
happened has been investigated on the 
spot and a report drawn up. The reasons 
for the accident are detailed together 
with ways and means of preventing 








shelving in factories and offices 
is evidence of its efficiency and 
economy yet there are many firms that 
still stick to old-fashioned wood fittings 
of this type. In keeping outdated kinds 
of shelving firms pay heavily in many 
ays. 

“As compared with modern steel 
shelving, for example, the wood type 
take up on average 20 per cent of the 
available space. If, therefore, you have 
storage composed of 5,000 wooden 
compartments the wood itself takes up 
a space equal to 1,000 compartments. 





New Cheap Boiler Control 


i Increases Efficiency 


< NEW method of electric boiler 
control, claimed to be cheaper 
and more simple than any devel- 
oped hitherto, is now being used by 
a London firm of heating equipment 
manufacturers. 
: The method is designed to dispense 
with the automatic circuit breaker or 
‘contactor. When the controlling thermo- 
tat or time-switch operates, the control 
mechanism reduces the boiler lead to 
imost zero. The amount of current 
hen passing is negligible. In a 200-kw. 
boiler it is about 3 amps. If a fault 
elops in the load control mechanism 
all relay operates the trip of the 
nd-operated- breaker. This also 
give an alarm. 
n the old system, the normal opera- 
ion of the control thermostat or time- 
witch is to operate the load control 
mechanism and reduce the load by about 
o per cent. Then an automatic switch 
connects the supply. 
This method needs a contactor or 
omatic oil circuit breaker, an expen- 
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new Factory. Act 
7 coming into force and contain- ` 


This- is a serious factor for most- 





ce. of pa that needs a 








brings them fresh stimulatior 


accidents happening again. 

“Many recommendations have been 
hade and put into effect. An interest- 
ing example is the prohibition of running 
inside the factory building. This simple 
measure has been almost revolutionary. 
The custom has always been, on the 
sounding of the buzzer for the lunch- 
time break and on other occasions, for 
the staff to rush out of the building. 

There are few factories where this kind 
of rush does not occur daily, often with 
the result that some person is injured. 
Indeed, minor accidents are quite fre- 
quent. Since the firm concerned im- 
posed the ban on rushing there has been 
a noticeable decline in small accidents 
in the factory. 


: similar 


Economic Storage? Try Steel Shelving 


HE growth in the use of steel 


manufacturers. But there are other 
points of advantage about the new 
steel shelving: (1) its initial cost is less 
than that of good quality, painted 
wood; (2) it is hygienic, easy to keep 
clean; (3) flexibility and resistance to 
rot, fire, damp, vermin make it a 
permanent fixture. 

There are three main components to 
steel shelving—posts, shelves, and 
bracings. Yet unskilled labour, with 
the aid. of a screwdriver and hammer, 
can erect the fittings in a number of 
ways. It can be built up, taken down 
and built up time and again to meet 
any special needs. By means of ‘‘pres- 
snap” fasteners compartments can be 
adjusted to the necessary size to take 
the stock concerned. Adjustment is a 
matter of a few moments’ work. 


Music In Factory Stimulates 


Output, Offsets Fatigue 


NCREASES in production have been 
[coiainea’ by many manufacturers 

who have introduced music as a tonic 
for workers during the ‘‘fatigue hours” 
of the day-——that is, during the last hour 
of the morning and the "final hour of 
the afternoon. Good results have been 
obtained in a wide variety of factory 
work.. 

One of the latest firms to take this 
new industrial idea is Meltis, Ltd. Pro- 
grammes of light music are being broad- 
cast for three-quarters of an hour late 
morning and late afternoon. 

The innovation is very popular with 
the hundreds of girls who are employed 
at the factory. The rhythm of latest 
dance tunes and songs gets the girls sing- 
ing at their work. From one end of the 
conveyor pee to the other the. workers 


mae affect. ‘the workpecen 












A. “such — as electric cables, g 
hydraulic power and other water pip 
drains, sewers, and so on, approachabl 
through smal] tunnels or culverts. Thi 
saves time and costs which are. nov 
often wasted when repairs are needed. 
The necessity to dig trenches and to. 
throw up other obstructions across. 
works’ approach roads and elsewhere: 
is eliminated by the new method. ai 






























Big Enough For Man To ; 
Pass Through 













The concrete tunnel or culvert needed 
may be big enough only to allow a man 
to walk or creep through. The cost of. 
constructing such a ‘‘service artery” is 
economical in itself as compared with- 
the separate laying of all the service’ 
lines. And, of course, the savings 
effected ultimately are enough to pay 
for the work many times over. 

Many other favourable factors a 
found in this method. Pipes, for 
example, can be more easily and better 
protected from damage. Steam-pipes 
can be insulated efficiently, — 
reducing heat losses. Costly a 
unproductive searches for — in an 
service ine can be eliminated: ; A 












































































































Idea Extension of Public 
Service System 


The idea is, actually, an extension o 
that which has been used with success 
for servicing drains and sewers. It jie 
only recently that the principle a h 12 3 
been recognized as useful fo ctor 
service lines. 


forgetfulness of dragging minutes: whi 
production goes on at normal. speec is 
swiftly and efficiently. | | 
Music is supplied through a radiogran 
and amplified in keeping with the siz 
and shape of the rooms serviced. In on 
large shop, for instance, a dozen ampli- 
fiers are used; in a smaller section, half 
a dozen loudspeakers give the righ: 
amount of volume. Records as well a 
broadcast programmes are used. : 
There are several firms to-day that 
provide a “music background” in. 
machine-rooms. Although workers. may. 
not be able to hear clearly above the’ 
roar of machines the words and tune: 
broadcast, sufficient volume is provided 
to form a background. of tune whicl 
meets the need. This arrangement is . 
also very popular with staffs. 
a Equipment for. “Tau 










DUST REMOVAL 


DOES THE FACTORY ACT EVC nitri) Vaaa Chining — 
to-day installed in the Houses of Parliament, G.P pa lept jè 
(1938) AFFECT YOU? | ea haim Cartage Ciani Sole the’ Garage 


of the L.P.T.B., the principal Power Stations, countiess 





Although the new Factories Act brings the official attention of and Theatres, Technical Colleges and Schools, Civic H 

the Government to the elimination of superfluous dust in Factories Industrial Works and Factories everywhere. And 

and Offices, the need for such health safeguarding precautions has Competitors, B.V.C. Cleaners have had the honc 

for long had the attention of a great many executives concerned. selected for use in the Royal Navy. However difficult y 

The British Vacuum Cleaner & Engineering Co. Ltd., the original Removal problem may be, it can be solved in the most efficie 
Pioneers of Vacuum Cleaning since the year 1901, have an amazing and economical manner possible by one of the many types 
amount of evidence to show how manufacturers and other B.V.C. Vacuum Cleaning Installations which are available 


* THE ADVICE OF THE B.V.C. EXPERTS IS AVAILABLE TO ALL 


BVC 


VACUUM CLEANING 
INSTALLATIONS 
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Above: Plant for Central Vacuum Cleaning Installation for 
Factories, Institutions and Offices. 


Right : Portable Industrial Vacuum Cleaning Equipment. 


Whatever your Vacuum Cleaning requirements 

may be, consult The British Vacuum Cleaner & 

Engineering Co. Ltd. (Dept. B2), London, S.W.6. 
Telephone: FULham 3333. 


Theres a RVC Installation for every Industriak Vurpere 
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Output Up, Costs Down, As These 


Machines Cut Time and Labour 


UTS in costs, time and labour are 

being made by John Bull Rubber 

Co., Leicester, by means of auto- 
matic tyre vulcanizing presses. The 
company recently installed a battery of 
these double-deck robot presses at their 
Evington Valley Mills. 

Spoilage and losses resulting from 
errors in judgment have been almost 
eliminated as the new machines operate 
nearly roo per cent automatically. A 
pull on a lever hydraulically closes the 
presses after new, unvulcanized tyres are 
placed in position. When the presses 
close, air bags in the tyres are automati- 
cally inflated. At the same time steam 


is admitted and a master clock starts. 
A chart of the temperature is automati- 
cally printed, and the time taken by the 
cure is recorded. 

Press operators are automatically 
warned by a red light when the cure is 
complete. Automatically, too, steam is 
shut off, air released from the bags, the 
presses open, and each tyre is ejected 
from its mould. 

This is a good example of modern 
management's policy of looking to plant, 
lay-out and planning for economies. 
Not only do these new machines save 
money, time and labour and cut down 
waste but output is greatly increased. 


Have You Got ‘Flow’ or ‘Intermittent’ 


Production at 


LTHOUGH flow production 
A methods are now widely known 
and practised, there are still 
many factories where the problem of 
uninterrupted production has not been 
solved. Very often the firms concerned 
are not aware of the unproductive costs 
which are involved. This is particu- 
larly true of handling costs which are 
frequently hidden in group costing, and 
they are a good example of the need for 
detailed analysis of every ‘‘time unit’’. 
Recently a manufacturer of motor 
components showed us how he had 
made a saving of roughly /1,700 a 
year by building concrete loading-decks 


New Building Methods Cut 
Capital Costs 20 Per Cent 


EW methods and materials used 
N in building to-day have made 

possible big savings in capital 
costs. Some firms have been able to 
cut down expenses by 20 per cent in 
the construction of new factories. 

The biggest single saving effected is 
in the cost of land. In the past it has 
been necessary to buy sites of high- 
bearing capacity to take heavy 
factories, therefore the cost of land 
has always been of primary importance 
in expansion schemes of this kind. 
To-day, by means of concrete raft 
foundations, it is safe to build on land 
of low-bearing capacity. Such land is 
usually much cheaper than the ‘‘good 
building’’ type. 

One firm, which recently built a 
factory in Essex, saved over {1,000 by 
using the raft method. Actually, they 
designed the new building to have big 
basement storage and boiler-rooms. To 
meet this need the raft foundation was 
designed as a box-like structure which, 
besides its other functions, served to 
give extra strength and support to the 
building. 

Even very bad ground can be made 
fit to build npon to-day. 


Your Works? 


and ramps and carrying out several 
other similarly simple improvements. 
This new equipment all facilitated the 
handling of materials or finished pro- 
ducts. It reduced the time-lag between 
processes throughout the works. It was 
the part of his continuous system which 
had been missing, a part which had 
reduced his ‘‘flow’’ to ‘“‘intermittent’’ 
production. Thus, he had not only 
lost time at various handling points 
but had automatically slowed up all 
processes. 

This is an angle of factory manage- 
ment which is well worth checking even 
if you believe you have flow production. 
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Bonus Scheme Increased 


Efficiency in all Departments 
SMALL manufacturer at Reading 
has recently obtained all-round 


of this Factory 
A improvement in efficiency by 
introducing a bonus scheme. For out- 
put above a stated figure, all foremen 
and operatives receive a I per cent 
bonus on value of production. But to 
guard against bad and hurried workman- 
ship, all faulty goods are charged against 


responsible departments to double their 
production value. 


The effects of this scheme have been 
many. Both foremen and men, for 
instance, are anxious not to have em- 
ployed workers who do not pull their 
weight. No foreman will take on a man 
unless he is really needed. Again, the 
men, instead of merely taking orders, 
now think about them. They study 
ways and means of shortening the work. 
There is, too, good-hearted co-operation 
between individuals and departments, 
each anxious to see that nothing impedes 
production. 


No Pilfering Now In 
This Factory 


One of the least expected outcomes of 
the scheme is the suppression of pilfer- 
ing. The firm has now keen eyes in all 
parts of the works and waste from pilfer- 
ing and other causes has been reduced 
to a minimum. 


Incidentally, output has been in- 


creased by 6 per cent. 





This Trench System Simplifies A.R.P. Work 


Simple but adequate form of air raid shelter is the trench system illustrated here and 


on page 35. 


Trenches should be 7 ft. deep and passage-ways 2 ft. wide according to 


Home Office recommendations, This illustration shows a concrete-lined trench, easy to 
construct, imperishable and costing nothing in upkeep 
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a ) DO THEY COMPLY WITH 






» THE FACTORIES ACT 1937 ? 


Only five per cent. of the electric 
Ð motors in this country comply 
fully with the above Act, which 
comes into operation in July 1938. 


BROOK MOTORS I? 
Offer — 


to bring your motors up-to-date at reduced cost, 
by exchanging obsolete motors for new and modern 
machines at a discount varying up to a maximum of 


90% DISCOUNT 


on the price of new motors dependent upon the age of 
the present machines. The condition and make of the 
existing machines do not matter. 


THE FACTORIES ACT OF 1937 (Part Il, Section 12) demands 
that all rotating parts of electric motors shall be fenced or 
screened so that it is not possible for any 
part of any person to come into contact 
with them. 


















Brook Motor has- 
O Stronger shafts 










Ball and Roller 
Bearings 






Increased grease 
storage 





Higher Electrical 
Efficiency 







Greater Mechanical 
Strength 







Dynamic balance of 
all rotating parts 







O Full compliance 
with the Factories 


Act, 1937 
— SEND FOR 


BROOK MOTORS I? 


EMPRESS WORKS, HUDDERSFIELD. 


Heme Branch Offices 









An obsolete molor does 
not comply because- 


@ Revolving parts 
exposed both ends 
Terminals exposed 


@ No conduit 


connections 


Do your present motors comply with this? 


BROOK will bring your factory up-to-date with 
modern motors at reasonable cost, giving a new 
lease of life and allowing you to comply in full 
with the stringent regulations of the above Act. 






O No earthing 
| terminal 


© Protruding Key 
@ Gearing exposed 


SEND THIS COUPON 






To 


BIRMINGHAM & LONDON . . . FIRST AVENUE HOUSE Brook Motors Ltd., —E Works, Huddi 
SOUTH WALES 19] CORPORATION STREET HIGH HOLBORN WC! Please send me. without any ob! igetio i 
Tarphsee Corsveh 2120 tegremt BPOO MOH! Whphese Mulburn TG? — ——— “Are Your Motors Out. F di 
> x ~ is VICTORIA STREET MANCHESTER . * 1S VICTORIA STATION ery 
hind ts ” letgremt BADOO MOT —— Waecbivurs 3070 APPROACH which explains the new Act on dg g' ves cetails of yO! 
GLASGOW . . . «+ 95 BATH STREET NEWCASTLE . . 109 PILGRIM STREET 
—— Douglas 1907 Tigress GAOOKMOF Teivphene 476) legreme BROOR MOT Name 
LEEDS LLOYDS BANK CHAMBERS VICAR LANE SHEFFIELO | UPWOOD ROAD HILLSBOROUGH Address S 
Trieptee 370 t Trwpheee —— · 4243 
‘ : N HOUS 
LEICESTER $y ena BANCK Agents in all Dominions Overseas teeters — 
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Factory Location is Not Limited by Labour 


NDUSTRY to-day is more free than 
[eves before to locate where it will, for 

problems of labour, supplies services 
and distribution have undergone radical 
changes in the past ten years. Of these 
changes none has had more significant 
influence than that concerning labour. 

Time was when the industrialist had 
to locate in certain districts if he in- 
tended to manufacture particular types 
of goods. The labour factor was mostly 
vital and always an important consider- 
ation. Take the time-worn example 
of textiles. Manufacture of wool and 
cotton goods was confined until recently 
to a few specific areas, the most notable 
of which were Yorkshire, Lancashire, 
the West of England and parts of Scot- 
land. While it is true that climate, 
supplies and other factors were funda- 
mental influences on the location of tex- 
tile industries the development of armies 
of highly skilled workers in these areas 
assumed a dominating influence, 


Not Essential To Limit 
Your Choice 


To-day the position has changed. 
Textile factories are operating very suc- 
cessfully in the London area and in other 
parts of the country. In making this 
point I do not wish to imply that the 
recognized homes of textile industries no 
longer exist as such. They do. But 
conditions are such that it is no longer 
economically, technically, or for any 


By a 


‘BUSINESS’ INVESTIGATOR 


other reason essential, to confine loca- 
tion of textile factories to the area 
mentioned. 

The reasons for this are many, of 
which I need but mention two: (a) the 
mobility of industry to-day; (b) the 
spread of technical knowledge and skill 
among labour. 

Mobility has been brought about by 
numerous developments. The obvious 
is that of transport, particularly road 
transport. It has relieved industry of the 
need to locate near a port or near a rail- 
way, although both these services may 
be essential and used extensively. It 
has made possible for management to 
draw labour from a wide area about the 
factory. It has encouraged workers to 
follow prosperity with greater ease, to 
go where there is work. The instances 
could be quoted by the dozen. 

Mobility has been given industry, too, 
by such technical advances as that of 
conditioning factory atmosphere. For 
example, the degree of humidity needed 
in some textile work (found naturally 
in Lancashire’s climate) can now be 
manufactured in a factory located any- 
where. 

The spread of knowledge of factory 
work has naturally followed the big de- 
velopment in transport. And the War, 
of course, that forcing-time of progress 


along so many lines, helped to increase 
the dispersement of skilled workers all 
over the country and to extend factory 
work among women. The post-War de- 
pressions, too, had an influence. Skilled 
persons left the established but hard-hit 
industrial areas to find work in other 
parts of the country. Cheap transport 
helped these migrations. A case in 
point is South Wales. In the past few 
years about 250,000 people have left the 
area, a great number of them persons 
skilled in ircn and steel, shipbuilding 
and kindred industries. Similar migra- 
tions from Northern Ireland, Scotland, 
the North-east and the North-west of 
England to (chiefly) the Midlands and 
the South have taken place. 


Most Centres Have Some 
Skilled Workers 


Once started, the development of 
light industry in the southern part of 
the country naturally attracted skilled 
and semi-skilled labour from the older 
industrial centres. Thus a situation has 
developed where there is at present in 
most populous areas of Britain at least 
some people who are skilled in factory 
work. That is a big reason why such 
estates as those at Welwyn, Letchworth, 
Slough, the Thames-side, Wembley, 
Perrivale, and other outlying parts of 
London, as well as towns such as Luton, 
Bedford, Southampton, Reading and so 
on have become centres of successful 





H e wont be back 


Jor SEVEN YEARS... 


* 


Factory interiors painted once every seven years with 
FEROX White for Factories conform with the require- 
ments of the Factories Act, and the necessity of 
limewashing every fourteen months, with its attendant 
inconvenience and increase 


materials, is obviated. 


FEROX White for Factories can be brushed or sprayed 
over old distemper without fear of scaling. 
an ‘eggshell’ finish which is washable, non-absorbent 
and hard wearing, and can be made glossy or matt by 
the addition of oil or turpentine respectively. 


FEROX 


* 


in cost of labour and 


It gives 


WHITE FOR 
FACTORIES 


THE WALPAMUR (Co, Ltd. 


DARWEN : LANCS. 








Particulars of FEROX White for 
Factories and other industrial paints 
supplied on request 


in and women are attracted Hon dis- |] P ' E e 
t areas, and, with the general spread ann tr 8 
industrial knowledge, people to-day 
quickly trained to become compe- 
t operatives. AYTAY 5* ; | ; 
This view is supported by the facts | SUCCESSFUL PLANNING of industrial e nterpris 
of the case. In North London, for ex- only possible if all the essential factors prevail. There: 
ample, there is a foundry where castings decided reasons why Lancashire became the birthp: 
in a special alloy are made. The man- | British industry and why to-day it continues to attra 
aging director of the company told me i enterprise. | 
that, before investigating the problem, | | | 
the management were convinced they | Every possible facility exists in this — to make mari 
would have to go north to the areas facturing and distribution most economical. 
¿where foundry work had been carried | | ea he 
-on for generations. A few inquiries, || | — 
‘however, showed there was an abund- A Britain’s largest < consuming y market within a radis 
: ance of the right type of labour in 75 miles. 

London—mostly northerners who had | 3 
come souii Port accommodation for vessels of every type | and 
oa RS tonnage. 3 
Industry Can Move To Skilled and adaptable labour for every type 

Country To-day industry. 

The instance is typical of scores to 
be found throughout the areas where 
industry was non-existent until the War 
period and later. Time and again I 

ave: been told this story, especially 
where firms have made radical changes 

location, have moved, shall we say, 
from the heart of an industrial city to 
a country location. | 
=o Lest you misunderstand me, let me 
- point out that this is not written to urge 
“|. executives to move into unspoiled parts 
of the country. Far from it. But I do 
want to show that this question of | 
labour does not, to-day, tie industry 
dovn to one spot. That outlook, which 
¿still influences many boards, is out- 
dated. That is the point. fe eee — 
It may be that your best location | | Many concerns have already realised the value of these advania 
would be in the very heart of the oldest | —why not investigate the possibilities? _ 
established centre of your particular in- ; r J 
dastty That lava matter for you to — and expert advice will ‘be given on confien 
decide upon the facts-you have. Labour 


is, after all, only one factor which, JI. BENNETT STORET, — 


although important, may not be in your | 


ase the most important. But it is as 
rell to get a correct view of this ques- iv. 
on when you are discussing the pros ja G 
nd cons of a new location. INDUSTRIAL DEVELOPMI 1 

@ í | Ship Canal House, King ‘Street, i 


M : mae ài Preliminary information obtainable through the Travel & Industrial: — A, 
Big Economies Through Britain and Ireland, 29, Cockspur Street, London, $.W.1, British — Building, F 
⸗ * 
New Acid-Resisting Metals 


New York, and 28, ‘Avenue des Champs ‘Elysees, Paris, 
P hioysu acid and corrosion-resisting 


Sites in modern industrial and rural areas. 


Special financial terms for the establishment of new 
factories. 


Free water supplies and effluent facil ites. 

Sites along 70 miles of inland deep-water frontage. 
Highly efficient public services. | 

Transport facilities by road, rail, air and water. 


Spacious factories for rent or Saeed at atirac 
prices. | 


> >rPPrPrrp >> > > 


Planned industrial estates. _ 


” alloys that can be forged, rolled into ù 
| rods, bars, flats, sheets or wire and | 
are excellent casting metals are now! 
being produced by a Gateshead foundry. | 5 E ua 
At the moment six different alloys are Sat is to keep your staff concentrated on work, A mechanicu! g 
being produced. E pa, system is best for supervision—-it. eliminates wasted time and r 
All these metals are exceptionally | 1 oT efficiency without friction. Time saved at starting and 
strong and withstand shock as well as] E © work is adding to profit—surely this is “worth investigation 
Ta o k = — J1 im Write. now for catalogue and fuii details to 
out intermediate annealing. They can| E 
jso be employed for screw making, : 
‘drills, lathe tools, etc. They are pro- 
uced, too, for use by the chemical, 
yeing, glass, mining, railroad, motor- 
ar, oil refining, petrol, coal carbon- 
Hon, “gas, and marine ———— 





India Tyre & Rubber 


empany.-long 
famous for high 
grade commercial 
vehicle tyres have now, 
< as aresult of intensive 
research into the re- 


quirements of modern 


transport operation, 
producen a new range 
COMMERCIAL 


EHICLE TYRES which _ 


embodies the. -results 


of Commercial | | Vehicle Performance 


ponimia TA page — 


down without brake application. The re- 
sistance is read from the Performance 
Meter when the speed has dropped to 10 
m.p.h. The normal figure for most vehicles 
is about 34 lb. per ton, but for heavy trucks 
it may be less. Results over 50 1b. per ton 
are abnormal and indicate high tractive 
resistance responsible for loss of pulling 
power, excessive wear and fuel wastage. 


- Hill-Climbing Performance © 


The Tapley revolving scale shows two 
sets of figures, those on the right determin- 


‘ing road gradients and, on the left, the 
pull of the vehicle in lbs. per ton. 


The maximum puil exerted by a vehicle 


determines the steepest gradient it could | 


climb at a steady speed on the same gear 
ratio, and for every gradient there is a 
corresponding pull in Ibs. per ton necessary 
to negotiate it. 

Ita truck is required to climb very steep 
hills in normal service facts will be wanted 
as to its maximum performance or maxi- 
muam puli. 

H a gradient of 1 in 3} is mudd in 
any delivery route the meter attached to 
the vehicle for testing purposes should give 
a figure of about 650 lb. per ton as a mini- 
mum when bottom gear is in action. 

If, however, there is no opportunity to 
test on a very steep hill where bottom gear 
is necessary the pull on that gear can be 
determined from the maximum on third or 
second gear by means of the Tapley Normal 
Performance Calculator, supplied with the 
instrument, 

There are many other uses to which the 
Meter can be put, but the simple tests 
described above will tell the vehicle user 
all he wants to know about performance. 


+ Brake Testing Decelerometer 


Brake tests can be taken with the Per- 
formance Meter, but very high figures are 
involved, so it is more convenient to use 
the special Tapley Decelerometer which 
expresses brake performance as equivalent 
to a percentage of vehicle weight. 

Theoretically, the brake action should 
produce a resistance of 2,240 lb. per ton, 
i€., when it equals the vehicle weight, or 
roo per cent efficiency. In practice there 
are several factors that upset the maximum 
theoretical efficiency, so if the tests give a 
figure of 50 per cent there is no cause for 
anxiety. 


The Chrysler-Plymouth 15-cwt. 
Van Under Test 


This model has special attractions for 
operators who want vehicles capable of 


Mery rapid acceleration between numerous 
= stopping points. Its load capacity is 15 


cwt., for which 123 cu. ft. are available, 
Weighing little over 25 cwt. in full work- 
ing order, this van comes within the {20 


annual taxation class which, together with — 
its initial cost of £215, isa really economical 
“proposition. 

Rated at 23.4 h.p., the 6-cylinder engine.. 
develops 66 b.hip. and, although this power ` 
will produce speeds much in excess of those” 
actually- needed, it ensures fine performance. 


“top gear and amazing acceleration. 


1 in 8, g can be surmounted easily without 
changing gear. . 

When testing the brakes by the Tapley 
Decelerometer a corresponding value of 
retardation was noted, for at 30 m.p.h. 
full depression of the pedal operating the 
hydraulic brakes on all four wheels recorded 
a brake efficiency of 70 per cent. 

For readers who prefer acceleration re- 
sults in terms of split seconds, I took a few 
stop-watch readings: From a standing 
start on top gear the vehicle touched 3 
m.p.h. in 22 1/5th seconds. Normal us 
of the gears revealed fine acceleration, the’ 
van took only xr 1/5th seconds to reac 
legal maximum speed. Further test showex 
that when travelling at rọ m.p.h. on top 
gear the speed. could be increased to 3 : 
m.p.b. in just r3 seconds. 

Of very smart appearance and sound í con 
struction, this Chrysler-Plymouth makes a: 
strong appeal to users who need vehicles: 
of this type. 


FACTS AT A GLANCE 


Vehicle Tested: Chrysler- 
Plymouth 15-cwt. Delivery Van. 

Makers: Dodge Brothers 

~ (Britain) Ltd., Kew, Surrey. 

Capacity: 15/cwts. 

Body Length: 15 ft. rin. 

Wheelbase: 116 in. 

Fuel Consumption: 23 m.p.g. | 

Pay-Load Ton Miles Per Gal- 
lon: 17°25. 

‘Max.Gradient Climbed: 1 in 3}. 

Annual Tax: £20. 

Vehicle Price: {215. 


More Specific Plan For- 
Anti-Gas Training 
NHERE is no question now abou 
“the. need for definite training in 
* _anti-gas measures, but there is 
more than one way of getting this 
training out. While you can select 
your personnel and send them t 
lectures < organized by your loc 
authorities, you. may find it mo 
useful to have them instructed undi 
such a free scheme as ‘that -pr 
vided by Woodward & Co. (F insbury 
Ltd. This 10-week instruction cours 
conducted by Farfield Gas School 


trained instructors, is given from: the 
employers’ point of view. It is there- 


fore more helpful to business men, as 
it deals specifically with their problem 
Your selected men can take the St. Joh 
Ambulance examination for the reco; 
nized A.R.P. certificate upon comple: 


“ing the course. Already 150 r — 
_tives of firms are atten nding the l 


Although the Je tu 


` Tests of maximum pull on top gear with — 5 


‘Tapley Meter gave 250 lb. per ton; 
i.p.h. This equals that of high-powered 


touring. cars and shows. that gradients. of f 
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my — matter J sui 
moment s notice is a great ec 


Messrs. Masson Seeley & Company, L 
Masseeley Building, | 
Howick Place, 

WESTMINSTER, S.W.1. 


Dear Sirs, 
I feel sure you would like to hear of the great suces 
shirt, because I am convinced that no small measure ofi ae 
campaign for putting this shirt before the public, musi be pas 
department and the efficiency of your process, => 
We have been able to produce small or large quant 
—as the occasion warranted—with great rapidity at very sm 
advantage of being able to change my display matter to swit t 
moment’ s notice is a great economy over my old met nod of com 
to so many thousands of cards which had to be used wp in season 
I am very glad to see that my cards are being weil used by # 
as I am almost as proud of them as Tam of the Beverly Hills si 
The many attractive displays f have seen, T can assure you, 


both great credito 
Yours faithfully, 


For BEVERLY HILLS AMERICAN 5 


THERE IS A MASSEELEY UNIT SWITED T 
AND RETAILING BUSINESS 
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BUSINESS ACTIVITY 
FACTORS OF THE U-K 


Key figures shown on bar chart this issue reveal effects of spring reces- 
sion. If your business has shown a slight falling off, see the reason why by 
consulting these latest figures. Taking an all-round view, general business 
activity has declined by 2'5 per cent as compared with year ago and 1°5 per 
cent as compared with previous month. Which is not as bad as it might be 
nor as bad as some pessimists would make out. 

Long-sighted economists take view that recession is salutary, that this 
check on minor scale has avoided a big slump at later date. Point now is 
to make your business activity rise above prevailing levels. 


ee VITAL FACTORS 
PLU S= 


Business Activity Index 


Steel Production 
Iron Production 


Coal Production How To Read The Chart: 


Red bars represent latest available 
figures for May. Figures show per- 
centage increase or decrease as com- 
pared with May, 1987, Black bars 
represent percentage increase or de- 
crease for May as compared with 

previous month—April. 


Imports (total value) 

Raw Material Imports 
j? ~ 

Exports (total value) 


Buildings: (total value) 
* 


Factories etc. 





Wholesale Prices 


oO 


Rail Traffics 
45 
Postal Receipts O-6 


Bank Turnover 
22 /5°7 , 
Shipping: Entrantes ie 


Clearances 10 8 


Rayon Output ?/ 


125 
Raw Cotton 
125 


Wool Text. Wages 







Electricity Output 








Retail Sales 








Motor Registrations 
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New Capital Issues 
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THE BUSINESS TREND 


How Long. 
By CEC 


AST month I suggested that 
| might be crucial. Would it re 


confidence to the upper and m 
class buyer? Or not? Could Į 
priming renew the confidence oj 
American business world and ther 
help raw material producers the \ 
over? Or not? A little luck r 
have done the trick on either side c 
Atlantic. 

But the luck has been against 
ness. At home we have been face 
one of the grimmest budgets ever 
sented; by a Ministerial crisis, ph 
aircraft scare; and finally by a first 
European crisis. Any one of these e 
alone would normally upset the mi 
class nerves. Even the crisis-tough 
nerves of to-day were jangled by 
quite unexpected 6d. on the income 
apart from home and foreign anxi 


New Spending, ‘Slump’ 
Priming, Says Business 


N America apparently public sp 

ing has lost its charm. There ar 
signs that either Wall Street or big 
ness feel any better at the prospec 
another {1,000,000,000 being pun 
by government into various busi 
channels. Both Wall Street and Th 
morton Street, therefore, are 
plunged in gloom. 

This gloom is justified by an a 
depression in America; but in 
country we are still near the top 
boom. 

New figures available show that (a 
1935 the average worker was earni) 
bigger real income than ever before 
between the end of 1935 and the en 
1937 average wages rose by 7.6 per c 
while the cost of living rose by 8.2 
cent. By the end of 1937 industry 
employing 44 per cent more worker 
wages purchasing 13 per cent more gi 
than in December, 1935.* 

Even during the last quarter 
volume of industrial production 
higher than a year ago, although it 
2.9 per cent below the last quarte 
1937. 


Business Race Going 
As Book Form Points 


ET the fact remains that the do 

ward trend of the present cycle 
begun in good earnest. It isa per 
example of the economist’s cyclical 
too; everything has been happer 


"Wage Rates in the United Kingdom, 1034-7, 
E. C. Ramsbottom. Journal of the Royal Statis 
Society, 1938. Part I 
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ding to the book. First of all shop 
i began to fall away; the volume of 
il sales stopped rising in the second 
ter of 1937; in the last quarter it 
already falling behind 1936 and it 
continued to fall ever since. Busi- 

activity continued to rise until 
ust of last year, maintaining this 
t level until March of this year, when 
ll below 1937. Both the Economist’ s 
x of Business Activity and the 
rd of Trade Industrial Production 
x show falls for the first quarter of 


ce—Volume See-Saw Is 
erated by Rearmament 


URIOUSLY enough, the decline in 
the volume of retail sales coincided 
1 a rise in price. This time lag 
veen a fall in retail sales and in 
tral business activity is normal, 
suse goods placed on order take 
e time to complete. The rise in 
il prices is, of course, largely due to 
higher prices we were paying for 
orted goods, and partly to the 
ease in our own manufacturing costs 
ch have been accentuated by re- 
ament. 

t the present moment the fall in 
ld prices is impoverishing every 
tern and Empire raw material mar- 
while the rise in our.own costs will 


Business Regional Indices 
isperity spot in Britain at present—and likely to 
in so for some months—is Glasgow. The sensa- 
| tise of 22 points—from 114 to 196—during the 
1 between February and March reflects influence 
umpire Exhibition on Scottish commercial] life. It 
nificant, for example, that bank clearance figures 
kept up in Scotland while throughout other 
of Britain they have declined. Retail sales, too, 
been maintained; commercial car licences issued 
increased. All these factors can be traced to 
txhibition. Scotland expects to be busy; is busy; 
remain busy for months because the Exhibition 
success. Go to Scotland to get “plus” sales this 
1er., 
ewhere, with exception of perennially prosperous 
1, the recession shows up in the indices published 
issue. London even reveals a 7-point decline, 
ly attributable to the slack-off in West End 
y trades and car sales, Employment in the 
ypolis remains at a high level. 
th and Midlands also show a 7-point recession. 
is a reflection of the temporary slow-down in 
ron and steel industries and building. Decline 
armament factory building work account for 
of the fall. It will take time for private and 
ary business construction to take up slack left 
ompletion of major building programmes of the 
nmment. 
til we get April figures for Wales it ts difficult 
mge how that area is standing up to the reces- 
| tendencies. It is significant, however, that 
al building is at a high level in the district 
* the 12-point rise recorded. Building is a vital 
r in maintaining Welsh prosperity. 


Reading the Indices 


these new indices, the average business activity 
ch area during 1933 is taken as the base (=100), 
indices are given by months, 


MASTER 







BUSINESS REGIONAL 
ACTIVITY INDICES 
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inevitably affect exports still further. 
Fortunately the fall in import prices, 
by raising purchasing power here, will 
inevitably help to check the depression. 
But that can only occur considerably 
farther on in the cycle. 


Look Left This Month 
To See Chart Figures 


GLANCE at the bar chart on page 
A 46 shows the extent of the damage. 
The number of both red and black bars 
on the left-hand side, where scarcely 
any had been seen for two years past, 
witnesses the turn in the tide. 

Even the two missing working days in 
April do not account for the fall in the 
steel production of 13.1 per cent under 
last year; for a fall in raw material im- 
ports of 17.2 per cent; in building plans 
of 24.1 per cent (factory plans show a 
fall of 45.4 per cent); of 9.3 per cent in 
motor registrations; of 1.1 per cent in 
employment. 

What forces are at work (if any) to 
abate the influence of the trade cycle? 
First there is the armament programme, 
now developing out of the building stage 
into the mass-production of materials, 
weapons, and ammunition. Another is 
the big speed-up in the aircraft pro- 
gramme. A third is the report that 


erders for capital goods have improved 
since March. 





Personal Service... 


The Products ofmany well-known 
Scottish firms are advertised by 
Maxwell Nicholls and Partners. 
Formed in 1913, the Agency has 
officesin Edinburghand Glasgow, 
each under the direction of a 
resident partner with an intimate 
knowledge of Scottish adver- 
using problems. 


MAXWELL NICHOLLS 
AND PARTNERS 


Registered Practitioners in Advertising 
71 George Street, EDINBURGH 
45 Hope Street, GLASGOW 
B84 Albion LEEDS 


David 


Street, 








SMURTRIE- 


ADVERTISING SERVICE 










Il BOTHWELL STREET 


GLASGOW. C.2. 
PHONE CENTRAL 1933:34 


Registered Practitioners in 
Advertising 





InSecotland 


leading manufacturers 
entrust their adver- 
tising to the Agency 
known for its good ser- 
vice, its understanding 
of markets and 
technical efficiency. 


Advertising Ltd. 


113 WEST REGENT ST. 
GLASGOW, C.2 


SOMMERVILLE 
AND MILNE 


REGISTERED PRACTITIONERS 
IN ADVERTISING | 


19 ST. VINCENT PL. 


GLASGOW 


TELEPHONES 
CENTRAL 1656-7 





Expect Holiday Spending 
By £ Millions This Year 


URTHER, there is the very high 

level of expenditure throughout the 
country. If the classes are not spending 
generously, the masses are spending 
more freely than ever. Paid holidays 
for 7,750,000, or over 40 per cent of our 
18,500,000 workers receiving under £250 
a year, will do much to maintain ex- 
penditure during July and August. It 
means around {16,000,000 of spending 
money, much of which has not hitherto 
been released in this way. The Scottish 
Exhibition also should assure a record 
tourist trade this summer. 


U.S. ‘Cheques’ Needed 
To Stabilize Markets 


AKEN together, however, these 

influences can but mitigate the 
present downward trend. To check it 
substantially we require greater confi- 
dence not merely in our own suburbs 
but in the boardrooms of New York, 
Chicago, and Detroit. 

At the moment the American picture 
is not encouraging. Pump priming has 
failed in its initial effect. There has 
been no uprush either in business or in 
the markets. Steel output has just 
touched a new ‘‘low’’ at 29 per cent of 





SCOTTISH ADVERTISING AGENTS 


understand the Scottish Market thoroughly 


its 


H. Pearson 


C.I 


COMMERCIAL ARTISTS 


& TECHNICAL 
Tue R. G. BROWN — 


ADVERTISING AGENCY 


166 BUCHANAN ST., GLASGOW 
Phone: Douglas 1214/5 
Grams: ‘Syren, Glasgow" ® 


PHOTOGRAPHERS 





“To all who visit the 
Exhibition we extend 
a warm invitation to 
inspect our Works.” 


SCOTTISH 
STUDIOS 


& ENGRAVERS LTD. 


196 CLYDE ST. 
GLASGOW 
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capacity. The motor trade is still in 
the doldrums; building is stagnant, 
enterprise appears to be at a discount 
throughout the country. 


‘Sam, Sam, Pick 
Up Tha’ Market’ 


MERICA has again acquired an 
— surplus through her reduced 
requirements for rubber and tin in par- 
ticular. On the other hand, a quick 
change in the political horizon or some 
unforeseen circumstance may quickly 
change American psychology. We must, 
as usual, be prepared for the unexpected 
from that country. 

Throughout the Empire, business and 
conditions generally are better. The 
South African election gives reassurance 
of stable government for another four 
years. Canada has had an exceptionally 
successful year in overseas trade, step- 
ping up to the fifth place among the 
nations. 

With the trade cycle definitely turn- 
ing downward, the business man must 
shape his policies towards fighting in- 
creased sales resistance by lower prices, 
better service, special inducements and, 
above all, aggressive selling. 

An analysis of some of the special 
sales problems that face many business 
men to-day will be found in ‘Marketing 
Trends’’ on page 53 
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POPULATIONS 


berdeen a 4276807 Leeds... .. 440500 
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You are cordially invited to visit our Pavilion which 
features Teletypesetting demonstrations. The Scotsman 
—the Country’s National paper—introduced Tele- North Bridge 
typesetting into Europe, and now has the largest Eyginby rgh 

Teletypesetting battery in the world——W———_______ 
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è designed with intelligence 
è backed by experience 
e produced with speed 


BEMROSE &SONS LTD 


KINGSWAY 
DERBY 


AFRICA HOUSE ° 
MIDLAND PLACE - 





ART WORK FOR 
ADVERTISING 


Is more than just making 
drawings. However good a drawing 
may be, if it doesn’t sell the goods, 
it’sa baddrawing. Ourartworkisnot 
only good art but good advertising. 


RALPH & MOTT 
o Creative Ferwice fri hdvertidetse 
ADVISERS — ARTISTS — COPYWRITERS 


46 GILLINGHAM ST., S.W.I 
Telephone VICTORIA 7362 


drive it home! 


—the argument, or sales message, 
of course! And what stresses the 
copy better than a well-printed illus- 
tration? Try out the K&C Studio, 
where good drawings are produced, 
always with a thought for the eventual 
reproduction. We are blockmakers 
and handle the art side of many firms’ 
publicity from start to finish. Can 
we not do the same for you? It 
will cost no more. Write or ‘phone. 


KNIGHTON & CUTTS LTD 


BLOCKMAKERS, ARTISTS, PHOTOGRAPHERS, TYPESETTERS, 
ELECTROTYPERS, STEREOTYPERS * HAM YARD, PICCADILLY 
CIRCUS, LONDON, W.1 * PHONE: GERRARD 5231 (many lines) 


ALL that is New, 
Original, Proved, 
Practical and Usable 
in ADVERTISING and 
MARKETING 


Comes to You In The 


ADVERTISING 
MONTHLY 
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Any job of 
MAILING 
is a job for 


Devoted Exclusively to 
the Interests of Business 
Executives, Directors and 
Managers, whose Job it is 
to Widen Distribution and 
Increase Demand 


PERRY’S 


MAILING SERVICES LIMITED 


DIRECT MAIL ADVERTISING CONSULTANTS 


Order from your, Newsagent 
TO-DAY or write for Speci- 
men Copy to the Publisher, 
The ADVERTISING 
MONTHLY, Whictefriars 
House, Tallis Street, E.C.4 


Addressing Enclosing Mciling Facsimile Letters 
PERRY HOUSE, 120/128 UNION ST., S.E.1 










. LONDON W°C°2 














ADVERTISING SERVIC 





Let’s Get Down 
to Brass Tac 


Are you satisfied with your present Sales 
ature, Most Businesses have not yet disco 
the ONE IDEA that will produce the gr 
response from the markets they wish to ex 
My first aim is to remedy chat deficiency. 


Booklets — Advertisements — Direct | 
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London, E.C.4 





FOR HIRE! 


MODER 
SALOO 
—-CAR 


Chauffeur Driven - =- No Restric 
LONG OR SHORT CONTRA 


Box 398 Business, V 
friars House, TallisS 
London, E.C.4 


PRIVATE 

TRANSPORT 

CONTRACTOR requires 
EXTF 
LOAI 


between 


LONDON 4 MIDLAN 


Regular Daily Servic 


Box 399 Business, Whitefriars +F 
Tallis Street, London, E.C.4 





DO YOU REALIS 


| That it is costing usa f 

of a penny to addres 
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Here’s NEWS of Active Home Markets 


NORTH 


£3,500,000 Power Station Barton, 
Manchester, starts operation—Two 33-ton 
locos being built by Stephenson & 
Hawthorn, Ltd., Newcastle, for Turkish 
Government—Manufacture of cartons in 
one and trays, fire-screens, etc., in other 
is taking place now in two former cotton 
mills, Kirkham, Lancs—Clothing factory 
to employ 325 persons at Sunderland— 
Small industrial estate started at St. 
Helens, Bishop Auckland, where first 
factory will. be London firm’s leather 
goods production works—About 40 factor- 
ies in production, another 54 let is latest 
account of Gateshead (Team Valley) trad- 
ing estates—Over 600,000 insured workers 


are now employed on N.-E. coast com- 
pared with 450,000 five years ago—Orders 
for 60 locos for India and S. America 
now being completed by Vulcan Foundry, 
Ltd., Lancs. 


About 80 Ships are being built on 
Tyne, Wear and Tees apart from 
Admiralty contracts totalling ey 
£2,000,000—Tyne dock is to be extended, 
plans for 700-ft. quay now being passed— 
Total tonnage on Tees up 250,000 tons 
on 1936 figure—Coal exports have risen 
1,000,000 in past year—Shortened holidays 
is now North-east’s method in shipyards 
and steel plants to meet work pressure, a 
fact to keep in mind when organizing 
special local sales drives. 


r aaor k that scl ls 


We can produce every variety of illustration in our 
large and modern studios, fully staffed and equipped 
to design from a selling point of view. 


Averys Drawings for Every Trade 





37-41, Lower 


AVERYS SLAVICKS LTD 


Marsh, 


Fe 


‘Phone: WATerloo 4027 (Private Branch Exchange) 





WEST & WALES 


£400,000 This Year Goes in holiday 
pay to 135,000 Welsh miners—7,000 other 
S. Wales workers also getting paid holi- 
days. English Corrugating Paper Co., 
Ltd., Bristol, have bought site for fresh 
development—Bristol Haulage Co. taken 
over new j-acre premises—Local council 
to build 5,000 houses in next four years 
—A.R.P. schemes to cost city {21,110— 
No electricians now unemployed in Bristol 
area—Local manufacturers, Britton, Ltd., 
Kingswood, sold more boots last year than 
in any year since 1927. 


More Miners At Work, 10,000 of 
them, than at this time year ago 
is cheerful news from long-depressed Welsh 
mining valleys. Average drop in unem- 
ployment 10 per cent—200,000 tons up 
in 1937 on 1936, 50 per cent up on 1935, 
is Wales’s iron and steel industry’s record. 
Tinplate industry exceeded 1929's record 
output of 900,000 tons, opened up 28 more 
mills last year—S. Wales's 200 cargo ships 
all traded unceasingly during 1937. 


£10,000,000 Ebbw Vale develop- 
ment well advanced, parts of plant being 
in production. Revitalizing, this, to Ebbw 
Vale area. People paying off debts, eating 
more food, buying more clothes, refurnish- 
ing homes. Certainly a market to be into 
this year. 


Cheap Water Found at Bristol's 
Blaize Castle estate will cause quicker 
expansion of this new factory area—Vast 
gas-mask store is to be built at Avon- 
mouth—/250,000 building scheme in King 
Street is part of G.P.O.'s expansion plans— 
Last year’s total traffic of 4,818,000 tons 
at Bristol port showed 335,000 tons rise 
over 1936. Other record figures: letters 
posted, 101,713,000, Over 5,000,000 up on 
last year; letters delivered, 105,532,000, 
7-5 per cent up; telephone calls, 52,258, 
up 6,o00—In past five years city unemploy- 
ment halved. 


SCOTLAND 
Glasgow’s £10,000,000 Empire 


exhibition is going with a swing—Over 
100 pavilions and palaces display might 
of Empire's industry, scores of thousands 
of people swarm through grounds each 
week—All Dominions and about 40 
colonies are exhibiting—Scottish Union & 
National Insurance Co. made profit of 
£330,000 last year—J]. Finlay & Co., Ltd. 
increased profits by £43,067 in year ended 
——Motherwell Bridge & Engineering Co., 
Ltd., have got large orders for aeroplane 
sheds, enough work to keep works opera- 
ting at capacity for months ahead—With 
exhibition attraction and good crop engin- 
eering orders coming in, Scotland will be 
worth selling to this year, especially 
throughout summer months—Reports of 
firms already active in area bear out this 
point. Keep in mind, too, fact that scores 
of thousands of foreign visitors are flock- 
ing Scotland-wards. If you can sell to 
them, it is plus cash. 


Nearly 50 Manufacturers have taken 
factories or sites now at Government- 
subsidized North Hillingdon, employment 
given over 1,500—Clyde Trust is to spend 
£20,000 on grabs, cranes, etc., to improve 
Rothesay dock—Clyde Iron Works’ Colville 
plant now operating creates demand for 
2,000 tons daily of iron-ore—Factory ex- 
tension is being carried out by Ioco Rubber 
& Waterproofing Co., Ltd., Anniesland, 
Glasgow. 
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Use This ‘Cause-way’ As 
Road To New Sales To-day 


NALYSE now causes of any busi- 
Ares sag to find out how to keep 

up sales in coming months, main- 
tain profit margin. Lack of confidence is 
one general cause, but others—smaller, 
maybe more subtle—have influence. 
Talks with manufacturers, wholesalers, 
chain and departmental store chiefs 
reveal these factors as affecting trade: 
(1) national “keep fit’ campaign; (2) 
unusual weather; (3) after-effects of last 
year’s coronation spending; (4) preoccu- 
pation with A.R.P.; (5) recent increases 
in unemployment; (6) growth of pas- 
times, such as ; 

Do not be sure none of these concern 
you. Their influence is widespread, par- 
ticularly over lower middle- and better- 
class spenders. 


Shrimp Investor Is 
‘Crab’ To Salesmen 


OT listed above but of real import- 

ance is plight of small speculators. 
Share prices, having shrunk in many 
cases to half or less of last year’s high 
level, cause spending power of this class 
to dwindle. Not necessarily because 
they have not money but because their 
safety margin of savings has gone or 
nearly so. Hence they will not spend 
any more than they can help. 

Typical instance of this outlook is 
found in car sales drop, fall in sales of 
better-class goods, reduction of luxury 
trade. Investors are ‘‘making do” with 
what they have. 


Try A ‘Pub Haul’ For 
Bigger Summer Sales 


IGOROUS pursuit of sales where 
people congregate is always sound 
policy, hence set your travellers to do 
a “pub haul”. Certain goods—food- 
stuffs, sundries, some sports goods, etc. 
—might well be displayed or sold in 
pubs. Naturally, the list is limited. 
Does it include your lines? If so, now 
is the time to cash in on darts craze. 
Other retail outlets of growing impor- 
tance are wayside cafés, stalls, tea 
gardens, country stores, etc. Now 
people are cycling, walking, getting into 
the countryside for pleasure and health, 
retailers mentioned are doing more busi- 
ness. I know one manufacturer of small 
first-aid outfits who has doubled his 
number of country outlets and increased 
sales 20 per cent to date. Maybe his 
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Current Facts 
that will help in 
Shaping your 
Sales Campaigns 


products lend themselves to this drive, 
but the prap is the same for most 
kinds of consumer goods. Can you 
follow up this idea? 


National Fitness Improves 
All ‘Figures,’ Except Sales 
ROUBLE arising from the ‘‘keep 
fit” campaign is this: people are 
spending spare time doing physical drill, 
gymnasium work, playing games, walk- 
ing, cycling, etc. For this they need 
little clothing or other goods. Usually 
old clothes are suitable. 

Remember, too, time being taken up 
with country-wide A.R.P. work. In- 
stead of going to cinemas, other amuse- 
ments, staying at home to listen to radio 
and so on, young and old attend lectures 
on protection against gas, high explosive 
and incendiary bombs or get themselves 
into fighting trim for much-rumoured 
but unlikely war. 

® 


First-Class Weather Gives 
Buyers ‘Second-Hand’ Ideas 


ANY manufacturers tell me that 

last year's national jubilation led 
to overspending, recovery from which 
is still going on. People are now replac- 
ing spent savings. 

Summer-like spring has helped them. 
Uncertain of the warm weather, they 
put off buying lighter clothes. Now, at 
verge of summer, they are ‘‘making do’’ 
with cheaper substitutes. Men, for ex- 
ample, are buying flannels, sports shirts 
and jackets, etc., instead of light spring 
and summer suits. Women are skipping 
spring-wear, going for summer dresses. 

Typical sufferer of unseasonable 
weather is the boot industry. Cheaper 
lines remain unsold because absence of 
rain allowed poor classes to go through 
recent months without usual winter- 
spring heavy, waterproof footwear. 

3 

Manufacturers Make Pool 
To Spread Their ‘Sales’ 

HAT are the manufacturer and 

retailer to do about these adverse 
factors? Certainly not sit back, grum- 
bling. Proper policy is to search out 
ways to cash in on these current trends. 
There are effective methods. 

First consider background advertis- 
ing. Groups of manufacturers with kin- 
dred interests can combine resources to 
push their products on a national scale. 
The refrigerator group is an example. 
Individual manufacturers cash in on 








Marketing TRENDS .. . 


By the 


MARKETING EDITOR 


the main background advertising by 
conducting series of local campaigns. 


This cuts out expense of national 
schemes, increases selling power of 
localized efforts. 

© 


Fashion Now To ‘Style’ 
Appeal In Your Selling 
NECOND scheme is to sell with thi 
trends. This means basing sales ap 
peal on current thought and feeling. 
Instance is recent chocolate, milk, and 
similar consumer-product advertising 
Appeal has been to cyclists, hikers, 
sports followers, etc. Products are be- 
ing sold as though they were naturalls 
part of the ‘‘keep fit’ movement. 
Simple though such styling is, it is 
effective. This policy could be followed 
by most manufacturers of consumer 


type goods. Clothes, for example. All 
food products. Footwear Tonics, 
medicines, goods for personal and 


general hygiene. The ‘keep fit”, 
health, cleanliness, etc., angle can be 
applied without strain to majority of 
ordinary goods. Even slight adjust- 
ment to goods themselves might be 
worth while. 

Think over these suggestions. You 
may find them a means of increasing 
sales. 


Use This Weather Forecast 
In Planning Sales 


Towards the middle of June there will be 
some fairly settled weather, frequent lone 
sunny periods and fairly warm temperatures 
Expect coastal mist and inland hare about 
this time may develop 
occasionally. À 

Near the week-end 25th—20th weather will 
break temporarily. with some cloud. wind and 
local thunderstorms, In many districts, later 
in the week-end, conditions will improve, but 
they will be disturbed locally 


clouds 


Thundery 


er the last part of June somewhat broken 
weather is likely, interspersed with sunny 
intervals. The beginning of July will be cloudy 
often with occasional doubtful thundery con 
ditions over many parts of the country There 
will be a good deal of sunshine towards the 
week-end @th—l0th July 

This forecast summary by Bartlett 
Bros., long-range weather experts, is 
brief and general, You can, however 
ret a detailed day-by-day 
for specific areas throughout 
Britain. Forecasts for any period up 
to a year ahead are availablh If the 
sale of your products is in any 
affected by weather conditions a 
detailed forecast may have a vital 
influence on your sales pl and 
their success. 

Many firms are using this 
forecast service. Tested over a 
period of two years, the forecasts 
have been proved more than 90 pet 
cent correct. 

For information, write to 
Marketing Editor, Business. 
friars House, Tallis Street, 
E.C.4. 


forecast 
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OST of us find that in summer 
M there are often times when it is real 

| hard work to produce ideas, when 
nothing short of a mental wrestling feat 
will enable us to put the necessary drive 
behind promotion plans or even behind the 
ordinary daily routine. In other words, we 
feel whacked. 

At such times we delude ourselves into 
thinking it is the forthcoming holiday that 
we need; or we imagine we ought to cut 
down our smoking. The timorous among 
us even believe these symptoms are the 
heralds of old age! 

The reason really lies in quite another 
direction. But few people think about 
that. We are running on the wrong kind 
of fuel. 

Winter and summer provide two totally 
different conditions of Living. Nature, 
frankly, needs some little help towards 
enabling her to adjust herself to the change 
from winter to summer. We are just plain 
fools to refuse her this help. And when 
we do refuse, she just kicks back at us. 

The help Nature wants is a change of 
fuel. You must give her a “diet”. 

To the average business man a ‘“‘diet’’, 





| and printing unusually striking sales | 
| literature. Would you like us to 
submit for your next piece of printed 
matter a layout which will not put | 
you under any obligation ? 





















(J.W. RUDDOCK & SONS 


_ Printers & Sales Consultants 


LINCOLN 
and at 3 Old Jewry, London, E.C.2 
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|Your typist’s work is more 
Satisfactory if 


Ideas she sits ata 


Drawings 
and Copy by 


TON’ 


STUDIOS LTD, 








Watlane Typists’ Desks provide more opera- 
tor-space than the usual small typist’s table, 
allowing for greater freedom of action and 
/ | preventing congestion arising through accumu- 
| lation of work, 

Though low in price (45/6) they are never- 
theless sound in construction and smart in 
appearance. Send for catalogue. 


WATLANE CABINET CO. 


15 Grange Rd., Willesden Green, N.W.10 
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thus through the summer, 
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meals given above, our adviser simply. 


Many business men do not like ‘rabbit 
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To banish Summer Lassitude and keep your Driving Energy 
throughout the day you do not have to be ‘finicky’ about 
food. Harley Street solves the problem for you 










we know, is just exasperating restric- 
tion. Few restaurants can provide it for 
luncheon, and at home for breakfast and 
dinner it generally throws the kitchen into 
confusion. | 

We therefore sought the help of Harley” 
Street on behalf of our readers for this 
summer. : 


There is No Need to Go 
On a ‘Diet’ : 
“Far better than a diet is a plan for àii 
eating,’ said our adviser. “Here is a cas 
summer menu that is the result of a great oos, 
deal of research. It is designed to embody 
all the qualities of weight restriction and 
at the same time to contain the maximum -i 
values of nourishment and energy-building: — 
It throws no heavy burdens on the kitchen, 2°04 
it can be obtained in most restaurants, ooo. 
above all, it is not monotonous or- 
unattractive.” 
As a summer diet you will find that it 
helps tremendously in defeating lassitude 
and in helping you to keep "on the job’’ 
from the time you dictate your letters in 
the morning till you sign them at the end 
of the day. 
And when you have looked after yourself 
you will find 
that it is not such a bad programme to: 
observe through the winter, too. 
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Summer 
Plan for Fating 


Breakfast: One whole grapefruit. 
Two slices of crisp bacon and one egg. 
Tea, or coffee, and a little milk. No 
bread, butter or bread substitutes. 


Lunch: One serving of lean meat, 
preferably grilled or roast. Two small 
servings of any vegetable that grows 
above the ground. Stewed or sliced 
oranges. <A glass of skimmed milk. 


Tea: Tea. No solid food. 


Dinner: Meat or fish, chicken or |. 
game, One fair-sized helping of any | 
vegetable that grows above the 
ground. One half-square of butter... 
and two cream crackers. Half a 
grapefruit, or fruit salad. A glass of © 
skimmed milk. Black coffee, sweet- 
ened, if necessary, with Saxine or 
saccharine. i 


On retiring at night: Hali a pint . 
of orange juice, alternated with grape- _ 


fruit juice. 





Special mention has not been made of 
fresh green stuff (salads) and fresh fruit 
Without “planning” these into the 


said: “‘Just eat as much of it as you like, 
it is always good as a clearing agent, 
though without much sustaining power. ° 


food’, the above meals are therefore. 
designed to be oa acy, without : 
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You get results faster when you direct your 
business via the Dictaphone. You speed up 
your whole organisation. 

No time-wasting waits for a secretary ; no ideas 
jotted down on scraps of paper and lost; 
nothing forgotten or misunderstood. All your 
orders, instructions and intentions go quicker 
into typed form—clear, unforgettable, un- 
mistakable. 

This instant availability of the Dictaphone is 
the secret of better management, and it gives 
you more time for planning ahead. 
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Dictaphone 


2 — 
s is much more than a mere 
dictating machine. It is an 
Tee indispensable adjunct to 
perfect business control. 


Executives find it halves 
effort and 


DICTAPHONE TELECORD] DOUBLES PERSONAL 


Also get particulars of the Dictaphone Telecord. It gives you a perfect OUTPUT 
record of all telephone talks and messages, saves time and lessens con- 
gestion on the line. 


Ask for “What's an Office, Anyway?” 


THE DICTAPHONE CO.. LTD Test it for yourself free 


(Thomas Dixon, Managing Director) ‘ r 
of all obligation. 
DEPT. H, KINGSWAY HOUSE, LONDON, W.C.2 
Phone: HOLborn 4161-2-3-4 


and at MANCHESTER, BIRMINGHAM, LEEDS, LIVERPOOL, ff - PEIA 
UC ASCOW. NEWCASTLE-ON-TYNE, BRISTOL, DUBLIN & BELFAST (C7! Write or telephone to-day 





The Trend to Dictaphone sweeps on 









-o 4 5 in iport rtani t trade papers. While you 
~ tell 3 000,¢ 9,000 families to buy, we tell your 


Te eti a i il e rs to stock. So you cover two 
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PROTECT THOSE 
PROFITS! 


Time and effort wasted on unproductive operations cost you money. 
Take for instance, the apparently trivial question of interleaving carbon 
paper by hand between sets of forms to be written—or typed. Many 
hours are spent each week on this non-profit earning work, and over a 





year amount to an astonishing loss of time. 


EGRY MANIFOLDING REGISTERS accommodating Continuous Stationery 
eliminate all waste effort, as the carbon paper is inserted automatically, 
and most important of many advantages, a copy of each form is retained 
under lock and key in the Register as a Master Control, a feature which is 
absent when using the old-fashioned Manifold Book. 


For typewritten forms ask for details of the Speed-Feed Typewriter 
Attachment. 


EGRY LTD. 





Telephone : 
SHEpherds Bush 3377 


; Telegrams : 
Egrycompak, Ealux, London Warple Way, Acton, W.3 
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FAN complete with 


3 yds. Flex, separate 
Switch and Adaptor 


T. 128 Standard and 
Fan Fitting £7:12:6 


T. 128 D. Double 
Strength and Fan 
£8:7:6 


T.128 DR with regula- 

tion for 4 strengths 

of Ozone and Fan 
F: 12:3'6 


Supplied without Fan less 
£2: 17:6 


ZON AIR N YOUR ESTABLISHMENT 


WILL KEEP YOUR STAFF FIT 


VENTEX AIR FILTER OZONAIR PURE-AIR 
cleans the air to the point of sterilization PLA NT 


All Problems of AIR PURIFICATION 
DEODORIZATION, etc., solved by 


OZONAIR APPARATUS 


OZONAIR LIMITED bpepr. 3 


OZONAIR HOUSE, LONGMOORE STREET, LONDON, S.W. 
Telegrams : Ozonair, Sowest, London Telephone : VICTORIA 0312 





. of interest to business men anxious to secure the latest and best 
type of equipment for the mechanisation of accounting records, is 
the information that new machines . .. and various developments 
and improvements to existing models, have recently been introduced 
into the well-known range of “National” Accounting and Book-keeping 
machines. 

An investigation of ‘‘National’’ systems should be made at an early 
opportunity, as specialists in modern methods of account mechanisa- 


tion are always ‘at your service” upon application to :— 


THE ACCOUNTING MACHINE DIVISION 


THE NATIONAL CASH REGISTER COMPANY LIMITED 
206—216 MARYLEBONE ROAD | LONDON, N.W.1 










"T is now more than ten years since 
_ the World Economic Conference of 
1927 passed a series of strong resolu- 
tions in favour of Rationalization. Yet, 
at a recent meeting of Pease & Partners, 
Lid., the Chairman, 
Taylor, was compelled to call attention 
to the abnormal position developing in 
ocks of pig iron and scrap due to im- 
ports from abroad, and the unfair inci- 
dence of controlled prices on those com- 
panies owning works carrying out the 
whole course of manufacture from iron 
ore to the finished steel product, 

He went on to suggest that in dealing 
with these and similar problems the iron 
and steel industry might be better off 































































































„He indicated in his view that this 
ould be achieved by interinvestment 
etween existing companies. ‘Once 
more,’’ he said, “I must voice my belief 
in real rationalization. N atural mergers 
still appear to me to be necessary, so that 
having regard to all those interested, the 
‘wage earners, the shareholders and 
others, the most effective operation may 
‘be attained.”’ 


` For Long the Term was 
` Much Misunderstood 


- Rationalization is a long word. When 
it first achieved popularity it was in 
danger of becoming a “blessed word’’. 
It produced at one stage a crop of vary- 
ing definitions as numerous as were the 
industrial leaders and economists who 
spoke or wrote of it. 

“Mr. Frater Taylor has called atten- 
ion to the problem at a time when fad- 
ng popular interest in the term allows 
‘it to be considered soberly. It will be 
noticed that he emphasizes real rationali- 
zation and natural mergers. 

=- At an earlier period, in the first flush 
‘of enthusiasm for the idea, the mere 
merging of businesses was regarded as 
i good thing in itself. 

~ But in case after case the anticipa- 
tions entertained when former competi- 
ors came together did not work out in 
practice. There seemed to be a curious 
atch somewhere which prevented ap- 
parently reasonable and logical arrange- 


nly Real 


will give 


Mr. J. Frater | 


if it was so organized as to have more. 
direct responsibility for its own welfare. 


ments for eon — financial re- 





‘Rationalization is not a — 


jacea for — 


Chairman: 


sults in the trading accounts of the new | 


combine. In consequence those con- 


cerned often expressed disappointment. 


with “rationalization”? 

That was unreasonable. Rationaliza- 
tion is not a patent medicine warranted 
to cure all business ills. 
dozen ill-assorted businesses to keep 
house together offers no security to their 
creditors. 


* * 
In fact, to combine businesses which i 


are not adjusted economically and tech- 
nically the one to the other so as to be 


suitable for merging is likely to create- 
difficulties and expense rather than to- 


solve them. 

All that merging can do is to create 
opportunities : in itself it creates nothing 
else. 


that those directing the new combina- 


tion can eliminate certain of the wastes 


and disadvantages which arise from in- 
dependent trading by the constituent 
units. If, owing to the nature of their 
operations, the constituent units can in 
fact be managed quite as well and con- 
veniently independently or must in fact 
so be managed, or if those in control of 
the new entity are unable to create an 
organization capable of seizing the op- 
portunities presented, then the act of 
merging will merely add to the expense 


and complexity of administration. 


Many different kinds of mergers can 
be distinguished : ‘in fact, no two com- 
binations are exactly alike. 





ally. 


Yaw material to plat 
7 product in the hands | 


To set hilft a 


And in essence such opportunities — 
consist of the replanning of the control 


tien leads to large vert 
of a group of businesses in such a way ~ | 


But from 
the economic point of vie ow there a are ae l 


‘they are seldom repre 
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in reality a single oper 

In so far as independenc 
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— uncertainty of s 





be aN peor in 
whole operation under a 
Friction is cleared away, 
tion of the units can be 
ordinated far more clo: 


are concentrated on tl 
the whole operation, t 
consumer demand. 


The second 3 main ty pe 
constituent units are ¢ 
same process, Here 
standpoint of those units ur 
control may have ai 
Price-cutting is kept: 
experience of the 1 
can be standardized Í * 
as a whole, supplies can 
in bulk and redundant 
nated. Such situations 
zontal combinations. 

While these two main 
distinguished in their 


practice. Almost every 4 


reveals a complex of permutations and 
combinations of the two main types and 
of every possible variant either side of 
the central economic principle involved 
in each of them. 

It is this complexity and the diffi- 
culties which it introduces in adjusting 
practical plans of co-operation that 
is the cause of much of the disappoint- 
ment experienced with schemes of 
rationalization. 

It is one thing to look at a group of 
existing businesses in general terms and 
imagine how economical and convenient 
it would be if this and that were done. 
Ignoring details it is comparatively easy 
to design a coherent pattern. It is quite 
another matter to deal in detail with 
the personal and economic problems 
which must be solved if the pattern is 
to come to life. 

If, in fact, some of the units are not 
well adapted to take their place in a 
correctly planned and balanced larger 
entity these practical difficulties are 
much increased. It may be many years 
_ before the cost of reorganization is amor- 
tized and the new combination realizes 
the profits so confidently anticipated— 
on paper—when it was formed. 


Some Causes of Unsuitability for 
Rationalization 


Some of the causes which may make 
units unsuitable for merging with others 
are: 

1. Lack of balance. In a vertical 
combination each unit should be cap- 
able of absorbing the full output of the 
unit preceding it in the chain of pro- 
cesses. Otherwise the latter is forced to 
sell some of its production to competi- 
tors at a disadvantage. 


2. Inequalities in cost. Unless each 
unit is an efficient low cost producer 
other units will be handicapped by being 
forced to take materials at a price above 
the market. 


3. Location of factories is an- 
other important factor. A group may 
be suitable for amalgamation on other 
grounds, but units may be so situated 
that it is not possible to service certain 
portions of the market economically 
from any of the existing factories. 


4. Where units are carrying out 
the same process differences in quality 
and/or price may make processes in 
an apparently competitive field quite 
unrelated. The same consideration 
applies to groups of customers at dif- 
ferent income levels. 

The large horizontal type of merger, 
while it may yield immediate economic 
advantages for the units concerned, may 
in fact prove a handicap to the industry 
as a whole and thus eventually under- 
mine its own position. 

The presence of one or more large 
mergers partially monopolizing one pro- 
cess of a complex industry and more 
powerful than their unmerged suppliers 
or customers engaged on other processes, 
can hold up prices or introduce obstacles 
to the proper vertical integration of the 
industry. They may make the industry 
inflexible so that it does not adjust it- 
self quickly enough to the changes in 


demand, price levels and so on, which 
are so marked a feature of modern 
business. 


These are The Factors To 
be Considered 


In general the following groups of con- 
siderations should be examined in detail 
before any amalgamation is allowed to 
go forward: 


(a) Is the proposed arrangement 
economically sound, reviewing the 
kind of points outlined in the 
preceding paragraphs ? 

(b) Are there legal difficulties ? 


(c) Is the financial position 
secure? The consolidation of fac- 
tories, etc. will call for capital 
expenditure before the anticipated 
economies can be realized. Has this 
been foreseen and provided for? 


(d) Has the combination a pros- 
pective head, who not only has the 
knowledge and ability to direct 
the affairs of the combined group 
but commands the confidence and 
respect of his future colleagues ? 


(e) Are the earnings positions of 
the respective units satisfactory ? 
If calculated on a uniform basis 
and assuming the conditions which 
would have existed had the units 
been already combined, do they 
show wide discrepancies, particu- 
larly in their ratio to fixed capital ? 
In other words, will the combination 
have to carry excess plant or other 
unproductive assets on behalf of 
one or more of its constituents ? 

Short of actual merger there are many 
degrees of collaboration which are pos- 
sible between units in the same or com- 
plementary industries. But here again 
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the potentialities of any arrangement 
depend ultimately on its base. 

If it arises from a real economic need 
for collaboration and is appropriately . 
designed to deal with that precise need 
it will work. Bargains between sensible 
people which benefit both parties are 
kept without any need for legal for- 
malities. All the legal san¢tions in the 
world will not maintain for long a bar- 
gain which has ceased to be economi- 
cally useful. 

The prosperity of the iron and steel 
industry is a matter of first-class national 
importance. 

If its internal organization in certain 
respects does not provide for proper 
planning to meet economic requirements 
where collaboration is essential, far the 
best course is that those in the industry 
should take their own steps to establish 
appropriate machinery to secure this. 

As Mr. Frater Taylor hints, such 
machinery need not necessarily involve 
outright merger in all cases: interinvest- 
ment between firms may be sufficient. 
The important point is that the balance 
and direction of material interests and 
control within the industry should be 
on lines which coincide with the econo- 
mic and technical requirements of oper- 
ation at minimum cost. . 

In the instance to which he refers the 
procedure followed by the State to cor- 
rect a shortage of material in one part 
of the industry organized in one way 
has been such as to cause serious surplus 
stocks and potential unemployment in 
another part of the industry organized 
in another way. 

This is good neither for the industry 
nor for the country. And in calling at- 

* tention to the need for further measures 
of ‘“‘real’’ rationalization he has per- 
formed a public service. 





r This Welding Feat, Carried out on the Site 
in 96 Hours, Saved Thousands of Pounds in Delays 





In the repair, by welding, of the upright of this rolling mill the cost of a new standard 
was saved and thousands of pounds in losses due to delays on contract work were avoided. 
Full production was resumed after only 96 hours for the repair. 

The weld (arrow shows fracture, which was right through the column) was carried 
out by Barimar Ltd., whose engineers worked in continuous relay to complete the job in 
such remarkable time. Incidentally the repaired standard was at the same time reinforced ; 
it now has a greater margin of strength than it had originally. 

It is of interest to record that in this machine steel billets 5 in. thick are rolled into 


thin sheets. The rollers are shaped to handle two sections of metal at a time; this gives 
some idea of the strain imposed on the machine which is operated continuously night oat 
The man standing on the right of the repaired column indicates its size 


for long periods. 


day 


MANAGEMENT - CONTROL - POLICY 


This Junior Executive Board . . . 


N many instances the most critical 
[ine in the development of a busi- 

ness is during the period when it 
ceases to be a one-man venture and, 
through necessity of expansion, is 
brought under multiple authority. 
Then it either loses the dynamic 
driving force of an individual or it is 
infused with new ideas and forges ahead 
under collective leadership. 

From its establishment in 1889 by my 
uncle, Willoughby M. McCormick, until 
his death in 1932, our company was 
largely a one-man business. 

After I left college my uncle put me 
through a course of training. During 
seventeen years I was active in all the 
various departments of the business. 


New Ideas Were Simply Killed 
At Birth 


Throughout my long apprenticeship 
ideas came to me concerning possible 
improvements in the business. At first 
I relayed these ideas to my uncle in 
the form of suggestions. He listened 
patiently and with a peculiar smile; but 
to judge from the outcome he immedi- 
ately dismissed from his thought every- 
thing I had said. Finally, one day he 
said, in unmistakable terms, that my 
employment was in the field of being 
managed—solely and exclusively. 

I never again annoyed him with sug- 
gestions; but ideas for the improvement 
of management continued to occur to 
me. Most of these ideas I tested by 
applying them in imagination. Others 
[ jotted down and studied from time 
to time. It was excellent mental 
exercise. 

After my uncle’s death the Board 
elected me head of the company. Then 
I found that out of the hundreds of 
ideas concerning business management 
that had come to me only a few had 
survived. The principal survivor con- 
cerned the advisability of giving the 
young men in the company not only 
more to say but better opportunities for 
development and advancement; and 
that idea, I believe, was the beginning 
of our plans for multiple management. 

Somewhere, long ago, I had read that 
the average business man utilized only 
about half his mental capacity. For 
some time I doubted the truth of that 
statement, until I had tested it out 
through self-analysis and my observa- 
tion of others. 

Our first objective, then, was to find 
a way to stimulate all our executives 
to apply as much of their mental capa- 
city as possible to the management of 
the business. 

The members of the board had grown 
into the habit of confirming my uncle's 
judgments. All subjects of importance 
were discussed at board meetings, af 
course; but the final decisions invari- 
ably rested with W. M. McCormick. 

But I had taken stock of myself and 
had arrived at the conviction that I 
possessed neither the ability nor the 
inclination to be the manager of a one- 


Is a plan that finds and develops the 


Best Thinkers in this organization and 


fits them for future Managerial positions 


° 


Says CHARLES P. McCORMICK 





I needed all the help I 
could get, and I impressed the board 


man business. 


with that fact. I also assured them 
that I realized the value of theirsindi- 
vidual experience, their mature judg- 
ment, and their collective wisdom, but 
that I was convinced we should exhaust 
every source of ideas and information. 
I then proposed a plan for the forma- 
tion of a junior board of directors, and 
they voted to give the plan a thorough 
test. 


This New Board Was a Fresh 
Motive Force 


So we organized the new board. I 
called together seventeen of our 


younger men who appeared to be pro-* 


mising. They were assistant depart- 
ment managers and others who had 
been taking a special interest in their 
work. At a preliminary meeting I ex- 
plained that our purpose was not to 
supersede the judgment of the men who 
had made the business a success but to 
supplement that judgment with the 
energizing power of new ideas. 

I also explained that the greatest 
value anticipated was the training of 
executives and promised that, if the 
experiment was a success, all new mem- 
bers of the senior board of directors 
would be chosen from their membership 
in the future. 

The men were given the customary 
rules to govern their meetings and told 


to elect two officers—a cl | 

secretary. It was suggested that the 
chairman and secretary be hanged 
every three months so as t ive as 
many as possible practice wu 
mentary procedure. It also was under 
stood that the junior board of directors 
was to be self-governing. We agreed 
that no official of the company would 
interfere with their ‘‘closed othe: 
activities and that every recor la 
tion they made for the advancement 
of the business would have the serious 
consideration of the 

To give the junior executives a 
ther insight into the m 
the business it was arranged to have the 
junior board meet with the senior | 
about once a month, the junior 
man presiding. 

With their own man in the chair wi 
thought that the youngsters would | 
more inclined to open up during dis 
cussions, and that was what we wanted 
Another purpose was to demonstrate ti 
the senior members the valu ca 
work of the junior board to bot! 
company and the men 


Darila 


con p in 


nagement ol 


Nearly Every Idea a Proved 
Profit-Make: 


In May of 1934 [ checked ti 
of the junior board and 
practically every recommi 
had made had been adopted, an 
some amazingly profitable result 
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I had expected some drastically radi- 
cal proposals and was prepared to send 
them back for modification, but the 
work of the board was found to be ex- 
ceedingly conservative. : 

Problems tackled by this junior 
board include such matters as repack- 
aging and redesigning the containers 
for a number of our products, the set- 
ting up of a model store in the general 
offices to study packages from the con- 
sumers’ viewpoint, a plan for selection 
and transfer of clerks in the interests 
of efficiency, introduction of new office 
equipment, introduction of new lines, 
building up overseas business, to men- 
tion a few. . 


The Whole Management is 
Buoyed Up 


The greatest value of the junior 
board of directors has been the effect 
it has had on the entire management 
of the business. An average of one man 
a year has been advanced from the 
membership of the junior board to the 
board of directors of the company. 
This advancement is considered by the 
junior’ executives as a reward for dili- 
gent service. 

It is customary now for department 
managers to send their problems to the 
junior board for suggested solutions. 
Frequently a subject submitted by a 
member of the senior board at a meet- 
ing is sent to the other group before 
action, ‘“‘To see what the youngsters 
think about it.” And I am convinced 
that the work of every executive in the 
organization has been improved by the 
activities of the junior board. 

Early in the experiment a friend 
asked me: ‘‘Aren’t you afraid the boys 
will put over some wild and radical 
plans?” I did anticipate this, because 
I knew we had some college ‘‘pinks’’ 
among the younger men; but the board 
manifested a surprising coriservatism. 
From the first several members at- 
tempted to use the board as a means 
of introducing revolutionary theories, 
and there were some lively fights over 
radical proposals. However, the majo- 
rity of the young executives always 
applied the acid test: ‘‘How will it 
work?” 

The board is patient with the radi- 


“.. . This prevalent 


1920: “Sounds a jolly good 
idea, let's have a look at it.” 





1926: * Well, I don't know, I 
might consider it.” 


cals because they admire the fellow 
who will fight for complete considera- 
tion of his suggestions. It is only when 
a new member fights for fallacies that 
the rest get rough, and, next to the 
fixed fanatical theorist, they dislike the 
chap who agrees with the majority 
opinion too readily. 


The “Youngsters” Won’t Carry 
any passengers 


During the first year of its history 
there were seven changes in the junior 
board. When I asked why one of the 
men was fired the chairman told me: 
"He is a ‘yes’ man. He never has had 
any worthwhile suggestions.” 

It is remarkable how ruthless the 
boys are when any one of their num- 
ber stands in the way of progress. 

Since 1932 about thirty-two of our 
young mèn have served as members of 
the junior board. Of those who have 
been thrown out the majority have 
immediately set about gaining rein- 
statement, and most of them have 
earned it. 

Within two years we found that the 
junior board plan was developing the 
men far beyond our expectations. It 
used to be that when a position was open 
we advanced the man who appeared to 
be the best qualified; but we made mis- 
takes in some instances, and in others 
it required months of training to fami- 
liarize the man with the new work. 
After two years of board training each 
man is qualified to fill the next higher 
job because he has taken part in dis- 
cussions regarding the problems of that 
job. i 


Success Led Us to Appoint this 
Second Board 


Our experince with the junior execu- 
tive board was so successful that we insti- 
tute@ a factory executive board: nine 
members, and four observers as probation- 
ary members who were not to hold office. 

From the inception of the factory board 
observers from the junior executive board 
attended the meetings, and factory ob- 
servers sat in on all sessions of the junior 
executives, 

As the board developed its work it dis- 
played a keen desire to learn more about 
the operation of the business. Its mem- 
bers studied the various departments, and 


but fatal reluctance to 





1932: ‘Sorry, too busy to give 
that any attention just now." 
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as they progressed in knowledge they con- 
tributed a greater variety of ideas. Their 
recommendations ranged from one to im- 
prove the paste used on labels to others 
that required radical changes in depart- 
ments and rearrangement of machinery. 

The work accomplished by the factory 
executives in finding better ways of doing 
things, in cutting down expense and in- 
creasing profits, was invaluable to the 
company. But of greater value was the 
attitude the members of the board as- 
sumed unconsciously after the first few 
meetings. They began to show that poise 
and thoughtfulness which mark all men 
of ability when they realize their respon- 
sibility to their fellows and share the re- 
sponsibility for the success of a business. 

Much has been written about the good 
old days of management when a proprietor 
employing several hundred men knew 
them all by name and ran his business 
the’ way he thought best. As the busi- 
ness grew he delegated some authority, 
because of the limitation of time and 
energy; but he appointed managers who 
took his orders, carried them out, and re- 
ported back to him. They had none but 
minor decisions to make and were man- 
agers in name only. Their number was 
fixed by the size of the organization, and 
their efficieney was rated according to the 
faithfulness with which they carried out 
the wishes of the boss. 


Yesterday’s Aim: “Profits First”, 
Doesn't Pay To-day 


One-man management persisted because 
of the reluctance of the average successful 
business man to change tried and trusted 
methods, even when they were known to 
be faulty. The vast majority of business 
managers seem to dread even a contem- 
plation of unfamiliar fields. So the one- 
man system persisted as long as it was 
able to show profits. 

That was the main test of yesterday's 
business—profits—regardless of its kind of 
management. But the test of modern 
business is much greater than its ability 
to earn cash profits. 

In studying the solutions of the prob- 
lems created by the old system we may 
find the inspiration for the acceptance of 
that spirit which must animate to-day's 
management if it is to succeed. The first 
grave charge against the one-man system 
is that it created an organization with 
only one thinker. This does not mean 
that others in his ‘organization will do no 
thinking about the business beyond their 
immediate concerns; but they will invali- 
date their constructive ideas by not freely 

(Continued on page 28) 


consider New Ideas” 





1938: “No...WNo... 
entirely 
they are.” 


I'm 
satisfied with things as 
























Fidelity Bonding: Better 
Cover, Less Trouble 


NOMETHING new and very favour- 
able to business men who need 
“employees to be  fidelity-bonded 
came to our attention last month. 
: The long and complicated proposal 
form for each bonded individual, the 
fixed limit of indemnity for each indi- 
vidual and various other complexities, 
are done away with under an entirely 
new type of collective or ‘“‘floating’’ 
bond. 
This new scheme works as follows: 
Suppose you want to bond ten em- 
ployees on the basis of #500 each; in- 
tead of taking out ten single bonds at 
500 each, i.e., £5,000, you could take 
ut a bond for £3,000 {or larger or 
maller sum as you thought necessary) 
rhich would float over all the em- 
loyees. Under this arrangement, sup- 
‘pose one employee defaulted for {2,000 
(four times the amount of his bond), 
hen you would be fully indemnified 
or the whole amount; if two employees 
efaulted for, say, 
ame. The bond ‘‘floats’” over the 
‘single employee who may default is 
omitted. | 
_ Another big advantage of this new 
scheme is that if, during a current year, 
a you wanted to bring under the bond 
_.. any employees additional to the ten 
owalready bonded, they will be auto- 
‘matically included without additional 
premium, and without it being neces- 
sary for you to notify the insuring com- 
pany. The premium is not raised to 
cover the increased staff until the bond 
s renewed at the end of its twelve 
months. | 
- The only condition under which this 
new scheme is inoperable is in the case 
£ staff employed on a commission only 























-Compared with the old type of system 
under which a complicated proposal 


N effective and equable plan to 
induce employees to “‘stagger’’ 
wA their holidays is being used by 
W. A. P. Watson, Ltd., manufacturing 
jewellers, of Birmingham, employes 
about 150 workpeople. 


give paid holidays, and drew up the 
form shown here. Later, however, the 
“company found that a number of 
‘employees were, for family reasons, 
compelled to take their annual holiday 
during August. It was decided, there- 


the August week in those cases where 
an earlier holiday was impossible. 

The. response to this whole arrange- 
n fe sompany aed, has been very 


£1,500 each—you — 
vould. be fully compénsated just the 


whole staff, so that by this method no- 


Starting this year, they arranged to 


fore, to extend the scheme to include 


form is needed for each bonded indi- c 
vidual, and under which only the sum 
named in each separate bond is recover- 
able, no matter how much in excess 
may be the default, the new plan is. 
nothing short of revolutionary in, its 


convenience to employers. 


We shall be pleased to tell any 
can get further 


inquirer where he 
particulars. 


# 


Complaints Help Them 


To Beat Competitors 


N far too few manufacturing concerns — 

do complaints from customers receive. 

“attention from the really responsible 
Yet complaints, seen in 
the right light and handled ———— 


management. 


FACTORY ACT 
POSER SOLVED 


The new Factory Act involves 
you in obligation to produce 
certificates, signed by a “compe- 
tent person,” as to your plant 
worthiness. 


Who is a “competent person”? 


‘Answer to this problem is on 
Page 36 


can form a very useful guide to work 


improvement. 


In one concern that we visited last 
month an inquest on complaints is held 
every week, though in the case of a 
serious complaint an investigation is 


always held at once. 


The ordinary routine inquests, how- 
ever, are handled like this: All com- 
plaints—of whatever nature—are put 
After 
examining them he has copies sent to 
each department in the works or office — 


This Plan Is Helping . 
Towards the Holiday ‘S preadover” |: 


before the managing director. 


gratifying and has resulted in the fol- 
lowing total percentage of employees 
being absent in any one week: 


Week commencing 13th June 2% 
ji 53 2zoth ,„ 2% 

* ne 27th ie 4% 

a 35 4th July 8% 

7 X rith ,, II% 

ii - rth ,, 18% 
25th ,, 20% 


August Bank Holiday week 35% 

Tt will be seen that the absentees 
are spread as well as possible, even 
the last two weeks being not nearly 


such a drain on the staff-as is nor- 
mally the case when no attempt at 


a , spreadover is made oe ee 
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‘the people there time to look uy 
facts. 

On inguest day all ! 
| parties”, with their evidi pence, 
the managing director's roomy 
receive censure, but to dist SS DOR 
a constructive manner. 

The fact that the chief hima 
ensures that ad — a 
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Bedford trucks with. y 
enable them to answer co 
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products. | 

“It is very pleasing to hear 
keenness on the part of our 
about the Company's pre 
feel | ‘Sure: that a A more 
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that anybody acquainted with a member 
of the Vauxhall staff should go to him for 
information. 

"Since our own welfare is so closely 
wks up with increasing the sales of 
Vauxhall products, I feel sure that eve 
employee would like to be able to tal 
intelligently about our products. 

“We have, therefore, issued this small 
book which can be carried in the pocket. 
It contains condensed particulars of all 
our cars and trucks. 

“I should just like to illustrate the 
thought of how widely information could 
be broadcast concerning our products by 
word-of-mouth propaganda on the part 
of our own people. There are some 8,500 
of us, and if we each spoke to one friend 
once a month for twelve months, and that 
friend in turn passed the information 
to—shall we say—two other people dur- 
ing the year, it would mean that 300,000 
people would have been given information 
about our products. The figure looks 
startling, doesn't it, but it is not at all 
an unlikely assumption, and it does illus- 
trate the immense value of word-of-mouth 
advertising and what we can do in this 
direction. 

“Every man in the Vauxhall Company 
has an interest in the success of our 
Company for it means to us constant 
employment, besides which we all take a 
natural pride in the work which we are 
individually doing and the excellent pro- 
ducts which, as a result, we are producing. 


(Signed) A. F. PALMER PHILLIPS, 
Director of Sales.” 


Dyspeptic Management: 
Morale Wrecker 

VERY good man has just resigned 
A from a well-known manufactur- 

ing concern. He left under cir- 
cumstances that reflect a fault in 
management that is still too prevalent. 
Narrow-minded, destructive -criticism 


that jeopardizes staff morale and dis- 
organizes work. 


This man had the title of advertise- | 
But he was more than | 
He had not only the commercial © 


ment manager. 
that. 
qualifications for the job, he was highly 
artistic and among the first flight’ of 
creative men producing publicity matter 
for a very technical product. A rare 
combination of qualities. 

The culminating point in his associa- 
tion with the firm in question was 
reached one day when the final design 
and make-up of a catalogue was sub- 
mitted to the technical director. The 
technical director’s ‘‘pass’’ was natur- 
ally required to ensure accuracy of text 
and illustrations. 

Many weeks of inspiration and excep- 
tional skill had gone into the prepara- 
tion of this catalogue. After a long, 
deliberate survey, the technical direc- 
tor returned the ‘‘dummy’’. His only 
reaction, after rather contemptuously 
throwing it down on the advertising 
manager's desk, was to point to the 
company’s name drawn in gold on the 
cover. Tapping it with his finger, he 
commented in sarcastic tone: ‘‘Why the 
h——— don’t you get the title right; put 
the ‘The’ in front of the name!’’ 
WÈ heard about the blow-up that 

followed this fatuous jibe—for it 
was nothing less. Perhaps you can 
imagine it, boiling up for two years, the 


final clash of bitterly conflicting tem- 
peraments. 
senior in years, cold, cynical, destruc- 
tive even on a point outside his sphere. 
The advertising manager, artistic, crea- 
tive, over six feet of vigorous enthusiasm 
for the best he could put into his job. 
It was quite a scene. It ended—to the 
loss of the company. 


The technical director, 
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Incidentally, the ‘‘The’’ had been left 
out of the title on the cover in order to 
secure a balance of design that would 
have been thrown out by the additional 
word. But that’s neither here nor there. 
The tragedy is that management in a 
big firm—to-day, 1938—should be so 
administered that friction of this kind is 
even remotely possible. 


England to NGpway osis s 


In Less 


Than 3 Hours 


This Air Service for Business Men Saves 20 Hours 
Each Way and Avoids the Discomfort of Sea Passage 


By F. T. POULTON 
Editor of BUSINESS 


COMFORTABLE ’plane hop of 
A under three hours from England 

to Norway instead of 23 hours by 
boat across the most capricious sea 
around our coasts is a proposition that 
will at once appeal to executives who 
need to make business trips (or a holi- 
day trip, for that matter) to and from 
Scandinavia. 

Every weekday, except Wednesdays, 
The Norseman, 1o0-seated, 4-engined 
D.H. 86b, of Allied Airways (Gandar 
Dower), Ltd., takes off from Newcastle 
airport at 10.40 a.m. 

The schedule to cross the 390 or so 





miles of water and to reach Stavanger 
at 1.50 p.m. allows for easy flying or 
adverse winds. Actually, on any normal 
day, The Norseman takes you over, more 
steadily than a train, in something like 


2? hours. Breakfast in England, lunch 
in Norway becomes just routine. 

I went over in The Norseman last 
month to try for myself this sea-avoid- 
ing travel facility. There was a slight 
following wind, and we touched down 
at Stavanger airport in 2 hours 40 
minutes. A happy contrast to my last 
crossing by steamer, between England 
and Norway: twenty-six hours of acute 
discomfort, the sea and wind working 
in distressing combination. 

Travellers from London, Manchester 
and other centres distant from New- 
castle can stay the night in Newcastle. 
Allied Airways pick up passengers at 
10 a.m. by taxi from their hotels. 

On arrival at Stavanger you can get an 
air connection on to Arendal, Kristian- 
sand, Moss, and Oslo. From Oslo there 
is another air connection for Gothenburg, 
Copenhagen, Stackholm, etc. 


From Stavanger on the return trip The 
Norseman leaves at 2.35 p.m. and is 
scheduled to reach Newcastle at 5.45, 
but usually she gets in about ro minutes 
earlier, connecting usefully with the 
L.N.E.R. Coronation express for Lon- 
don (King’s Cross at 10.30 p.m.). But 
for London business men who wish to 
stay overnight in Newcastle I might 
mention that the 10 a.m. Silver Jubilee 
is a good train to catch next morning 
(King’s Cross 2 p.m.). i 

Later this year it is expected to run 
an air service between London and New- 
castle, connecting with The Norseman, 


Allied Airways’ Norse- 
man, ten-seater express 
which ferries you com- 
fortably between break- 
fast and lunch, over the 
longest sea crossing in 
Europe 


out and return, There is already such 
a connection to and from Glasgow. 

Apart from the enormous saving in 
time and the increased comfort of this 
air “ferry” service between Newcastle 
and Scandinavia there is much greater 
ease in clearing the Customs, a detail 
of considerable importance to the busy 
man. Instead of taking your turn with 
a crowd of several hundred boat pas- 
sengers, ‘plane passengers pass the air- 
port officials in a matter of minutes. 

It might be of interest to mention here 
that this Newcastle-Stavanger service is 
the longest sea crossing in Europe that 
is bridged by air; it is second only to the 
famous Timor Sea crossing (500 miles) 
which Imperial Airways cover with the 
same type of machines, D.H. 86b’s. 

By Allied Airways, too, is the only 
means of getting to Norway in transport 
owned and manned by a British com- 
pany. All the passenger steamers ply- 
ing between British ports and Norway 
are Norwegian owned. No British ships 
can participate. That also is a fact that 
is not without some significance. 
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“I have spent the last 20 years of my life in daily contact with speciality salesmen @ It 
has frequently been brought home to me that the correct status of this profession has never 
been clearly recognised—nor has its proper function been clearly stated @ Many business 
executives, both buyers and sellers, are still vague on the subject @ Here I haye made a 
beginning at setting down what has of recent years been on my mind @ In the end I hope 
executives throughout the country will come to realise more fully just 


what further understanding 


and consideration should be given to 
members of this indispensable and honourable profession @ I shall be 
very interested to know how far readers of this paper agree with me’’ 


Something of What I Think 


HAT is a Speciality? A special- 

W ity is an article that renders some 
new service and is sold more for 

what it does than for what it is. It 
may cost as much to sell as to manufac- 
ture. It is an article sold where there 
is no market: it can be sold only by a 
salesman to the executive head of a con- 
cern as a result of an educative process. 

This is not a definition but a general 
description. 

The means employed in selling speciali- 
ties are Press advertising, direct mail 
advertising, the external house organ for 
your customers, the internal house organ 
for your staff and, most important of all, 
the Speciality Salesman. 

It is on the salesman that everything 
depends. All other factors, all of them, 
are ancillary to him. . -> 

In eighteen years’ daily experience I 
have learned to respect him, to like him, 
and to understand him. 


The ‘Pattern’ Salesman: This 
Is Ours 


To find your speciality salesman you 
must have a pattern to work to. This 
pattern is a persistent, resourceful man 
of high moral courage, healthy, active, 
agreeable, hard-working. Our pattern 
is between the ages of 30 and 45. Men- 
tally he is alert and has sufficient execu- 
tive ability and experience to appreciate 
the value of the executive outlook and 
to manage his own affairs properly. In 
the fortunate case he has the disciplined 
and analytical mind of a barrister. 

If you watch a barrister in court you 
are watching pure and unadulterated 
salesmanship. He makes each point 
once and once only, then he becomes 
silent and awaits the verdict. The suc- 
cessful barrister has planned his cam- 
paign before going in to court. 

Lucky barrister—you have a nice 
court, in an imposing building; wig and 
gown and precedent to provide your per- 
sonal dignity; ushers to prevent inter- 
ruptions; the judge there, patiently 
listening; all you have to do is to make 
your case. You are paid for your plead- 
ing, even if you lose. Win, lose or draw, 
you go home in comfort, even though 
your client that same night may languish 
in gaol. 

Now let us consider our high-grade 
speciality salesman. He, too, has 
planned his campaign before going in; 
he, too, has the disciplined and analyti- 
cal mind. 


about Speciality Selling 


But, first, he has to fight his way into 
the court, past commissionaires, secre- 
taries and such notices as~‘‘Travellers 
only seen on Thursday, 10 a.m. to 12 
a.m.'’. He has even to make the point 
that he is not a traveller; he has to re- 
fuse to be fobbed off on to the buyer, 
and to make it clear that he desires, and 
he has to get, an interview with the con- 
trolling executive, and with nobody else. 

Then he has to conduct his case, un- 
aided in any way. By his own moral 
courage, by sheer personality, he must 
plead successfully in a court where he 
has not been invited, to a man who 
doesn't want to listen to him—to a judge 
who may not appreciate the substance 
of what is put before him, and who may 
even not give this skilled and knowledge- 
able man the courtesy of a fair hearing. 

And even when he has got the verdict, 
and even when the verdict is favourable, 
he has to close the order—he has to get 
that signature on the dotted line—not 
next week—not next year—but NOW ! 

On the whole I think the really good 
speciality salesman has to be a better 
all-round man than the really good 
barrister. 

The first part of Sales Management is 
finding such men. If you advertise you 
get hundreds of replies in a week which 
come mostly from men who have lost 
their jobs and are looking for others. 
You must look elsewhere. 

The second part of Sales Management 
is training. 

By this I do not mean the month you 
have them in your own special school 
but the continuous training that goes on 
by means of your internal house organ, 
your sales conferences, and those of your 
senior men who work with a man on his 
own territory and set an example in in- 
dustry, selling technique, and practice. 


This is How We ‘Perfect’ 
the Presentation 


Apart from the supreme moment of 
closing the order selling is largely pre- 
sentation. A man buys when he is suff- 
ciently impressed. You may not be able 
to reduce the whole art of selling to a 


series of techniques—but you can build. 


up a series of presentations. Men in the 
field discover these, and when a man 
discovers a new technique of presenta- 





By 
STANLEY WALPOLE, D.Sc. 


Chairman and Managing Director 
Masson Seeley and Co., Ltd. 


ko 

tion I confer immortality on him by 
naming that technique after him. The 
other men learn these techniques more 
readily and practise them more accu- 
rately if they are named in this way, 
after their inventors—recognizing that 
they are born of practice, not theory 

We have a Mr. Carrie. He has been 
pre-eminently successful in selling one 
particular thing. I am now trying, in 
conjunction with him, to reduce his tech- 
nique for doing this to something clear 
and crystalline. When we have suc- 
ceeded so that we can have it on a plate 
and look at it I shall confer immortality 
on him by publishing this technique and 
making every man learn it, practise it 
and report on the results—and that tech- 
nique will be called a Carrie-ism. 

The golden rule in training is to seize 
on any habit or technique or discovery 
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of any kind that brings one man success 
and teach it to all his colleagues and re- 
mind, remind, remind, through your in- 
ternal house organ, and your letters, and 
in your conversations. That process 
must go on all the time, every day. 

I have bought almost every speciali 
there is, and I have treated every special- 
ity salesman I have dealt with as I would 
like our own men to be treated. I think 
that no factor has stimulated me to help 
my men in every way more than this study 
of other men in action. 

When I am called on by a fine fellow 
who is a credit to our profession I listen 
to him, watch him, and I am delighted. I 
say to myself our men must be taught and 
trained and helped to be like that. And 
when I see a poor type, making awful mis- 
takes, I pray that none of our men, 
throughout the country, are making them 
in our name. 

A man has not two personalities—no man 
can be Jekyll to you and Hyde to your 
customers. If he is a fine man in his rela- 
tion to you he will be a fine man in rela- 
tion to your prospects and customers. An 
unwritten item on your balance-sheet is 
reputation; every one of your men carries 
your reputation in his hands. 

It iscomparatively easy to find men who 
can sell—but we must have men who can 
reflect credit on themselves, and us, while 
doing it. 

What a task this is. Remember your 
men are themselves managers; they know 
locally far more about the territory than 
eyou, at head office, can possibly know. 
Nevertheless, from your statistical analy- 
sis of everything they do, you are in the 
position of the onlooker who sees most of 
the game. — 

If you are worthy of it you will earn their 
confidence, their respect for your judgment, 
and they will do as they are told. They 
will do it wholeheartedly and sincerely, if 
for no other reason than to please you. 


Complaints are Welcome: We 
Profit by Them 


What is the highest compliment a sales- 
man can pay you? I think it is this. . It 
is when he writes you, or phones you, or 
comes to see you, and says: ‘‘Mr. Walpole, 
I have tried out this latest thing you have 
told me to do, and I think you are making 
a mistake.’’ 

That man is my blood-brother. 

One of the most difficult things you can 
get men to do is to complain. I encourage 
men to head their report form COM- 
PLAINT, and, though no other report is 
necessarily acknowledged, a spre pees is 
always acknowledged, and with real thanks. 
I want complaints—complaints of late de- 
livery, incorrect delivery, technical imper- 
fections, mail late, mail gone astray—all? 
are acknowledged by an appreciative letter. 
Complaints are the lifeblood of efficiency. 

You cannot be too appreciative of com- 
plaints, though it takes a long time to 
train a man to understand that, not only 
do you like them, but that the department 
where the complaint lies likes them too, 
It is much easier for a man to see some- 
thing wrong and do nothing than to write 
you a complaint about it, knowing that 
- someone else's fault is involved. 

The very last thing a man will complain 
about is the money he is earning. That 
is why you must keep a constant watch 
on this. When you see a man’s earnings 
are below his essential needs you must do 
something. 

Some people think that penury will drive 
a man on to work. I don’t. In my view 
—— paralyses a man so that he can't 
wo 


r 
Another difficult thing is to get accurate 


accounts of failure. An excuse is a slight 
misrepresentation of the real facts. These 
reports on failures are important—much 
more important to Sales Management than 
reports on success. Success breeds success; 
but failure is the very godfather of further 
failure. It is by our mistakes that we learn 
most. 


Look After the Man Who 
LOSES an Order 


Congratulation on success is easy, ancl 
it helps a man along to more success. But 
sympathetic treatment of a man who has 
lost an order is far more important. He 
needs your letter of vee under- 
standing far more than the other fellow 
needs your congratulation. Look at his 
earnings for the last month; think of his 


What’s Happening in 
The Home Markets 


See Pages 44 to 51 





family needs as you know them, then think 
of what that commission cheque would 
have meant to him. Then you will 
understand. 

To write this letter effectively you must 
have the facts, and these facts are hard to 
get. Men find it hard to understand why 
you want these facts; they think there is 
a catch somewhere; they cannot understand 
how the statistical analysis of failure is so 
important in leading you to remove its 
causes. In fact they won't understand 
until they have learned to trust, 

There is a cheap telephone service all 
over the country. This is invaluable. I 
insist that every one of our men is on the 
telephone in his home. If he wants to 
phone me he does so in the evening. I pre- 
fer to phone him in the morning, when he 
is fresh and his mind is receptive and his 
day’s work is about to begin. Arranging 
it this way, one telephone to the study 
in my house is ample. 

Both at my desk at home and at my 
office I have a Dictaphone, so that I do 
not waste time writing. Any action taken 


Avoid Isolation 


es directing men in the 
field one of the biggest 
evils you have to fight is the 


danger of isolation. The 
*phone is the great antidote 
. . . few firms use it—propor- 
tionately—more than I do, yet 
my ’phone bill is but .02% of 
my turnover.’’ 
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as a result of the telephone conversation 

down the pipe there and then, and I 

ave finished with it. The letter is written 

and signed for me; copies go to my col- 

leagues automatically, so that they know 
what I have done. 

You may say that this is a sacrifice of 
my leisure. Nota bit: these men are my 
friends, and I don’t see anything you could 
call ‘‘work’’ in planning with one’s friends 
success in which we have a common 
interest. 

You may say that in doing this I am 
usurping the functions of the Sales Man- 
ager. Perhaps so, but then in our case 
the Sales Manager, the Assistant Sales 
Manager, the Sales Promotion Manager, 
and myself work together in most intimate 
co-operation. 

The phone in the house of a salesman 
is valuable in other ways. Every man 
dislikes that night away, at the far end 
of his patch. He may drive the miles to 
get home and drive back next day. That 
wastes time and energy for him and you. 
A man will go farther afield if he can still 
keep in touch, by phone, with his home. 

In fact he must have a telephone. A 
successful man, before he faces the day, 
has it planned. With no telephone his 
planning is impossible. 

In directing men in the field the biggest 
evil you have to fight is isolation. 

(That, I take it, is the strongest argu- 
ment in favour of decentralization; but we 
are young in this game: we have only 
had 18 years’ experience, and our attempts 
at decentralization have been unfortunate.) * 

So we have to fight against the effects of 
isolation all the time. And in this the tele- 
phone is unparalleled—you actually talk 
to him, and all that is in you goes over 
the wire. I believe few business houses 
use the phone’ more—proportionately— 
than I do. Yet my phone bill is roughly 
only 0.02 per cent of my turnover. Is 
that too high a price for what we have 
found to be the most unfailing remedy 
against Isolation? 

The speciality salesman is no mere 
traveller calling for orders. He has more 
than the ordinary run of men, a value 
which may be expressed as a product of 
two factors: (1) his intrinsic value, (2) how 
he feels. 

His intrinsic value is your biggest prob- 
lem at the time you engage him. How he 
feels is up to you when once he enters your 
service, and it is up to you all day, every 
day, week in and week out, so long as you 
both shall live. 

A Sales Manager should be available to 
his men: (x) when they have brought in 
big business, to learn how they did it and 
express appreciation; (2) when they are 
doing reasonably well, to stimulate them; 
(3) when they get no business, so as to 
combine sympathy with practical help, to 
give them courage to go out again and, if 
possible, to go with them. The finest sales 
management is done on the territory, 
working with the man. 


Harley Street Paid to Keep 
Our Men Fit 


A man’s private troubles are also the 
troubles of the management: to leave a 
man “‘to get on with it” is to waste valu- 
able time. I am seldom so angry as I am 
with a man whose results have fallen off 
for some private reason I could readily have 
rectified. 

Take one instance. . It is generally known 
that we are all liable sooner or later to 
lumbago, neuritis, rheumatism, and kin- 
dred ills. These things cripple a man, 
sometimes for a day or two, and worse 
still, the ailment is bound to recur. Luckily, 


(Continued on page 29) 
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The Mechanical Horse 
For ‘Shuttle’ 
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and Short Distance Hauls 


Operation and Costs of the 
Scammell Tractor-Trailer Units 


Test Conducted by 
R. TWELVETREES, A.M.I.Mech.E. 





WO factors that are of very great is fitted with shock-absorbing buffers to ready to proceed in the ordinary way 

| importance to many transport eliminate any impact at the instant of By virtue of the instant detachability 
managers are; (1) Economy in big coupling. cf the motive unit two or more load. 
hauls over short runs, and (2) Manceuv- When the tractor has been backed carrying semi-trailers can be used, so 
rability of vehicles in confined spaces. into the coupling position a locking de- that while one load is being delivered 


The first is demanded by conditions 
such as shuttle runs between factory and 
factory or dock within industrial areas, 
and so on. The second is demanded by 
the confined and crowded spaces in rail- 
way yards, wharfs, docks, warehouses, 
etc., and the congestion of narrow streets 
in the manufacturing centres. 

These conditions have brought about 
the ‘mechanical horse’ type of vehicle, 

e modern development of the patient 

N beast that, until just now, was supreme 
in this difficult haulage field. 

In February, 1937, I dealt with two 
well-known types of mechanical horse, 
or tractor-trailer units, but last month 
I went to the Watford works of 
Scammell Lorries, Ltd., to investigate 
the latest developments of the units 
bearing this famous name. 

The Scammell range of mechanical 
horse units comprises two standard 
models for hauling loads from 3 to 6 
tons and 6 to 10 tons respectively, ac- 
cording to the types of trailer employed. 
Both types are similar in design and 
differ only in dimensions. The smaller 
model has a power unit rated at 10 
h.p., developing 24 b.h.p.; the larger 
has a 15 h.p. engine, developing 39 
b.h.p. 

My inspection of the work in progress 
on the mechanical horse dssembly line 
revealed a high standard of material and 
workmanship, checked at every stage by 
a rigid system of inspection based on 
high precision limits. 


This Coupling Method Important 
to Operators 


From the viewpoint of the transport 
operator an important point of interest 
in the mechanical horse unit lies in the 
turntable and automatic coupling de- 
vice. Ingenious to a degree, this oper- 
ates with amazing ease and simplicity. 
= The forward portion of the semi- 
trailer, or carrier unit, is fitted with a 
turntable to which is attached a retract- 
able under-carriage carrying two wheels 
to support the trailer when detached 
from the motive unit. A transverse 
oscillating beam on the turntable is pro- 
vided with two small flanged wheels at 
its extremities. The latter engage with 
two. corresponding ramps or runways 
mounted on the tractor unit frame which 


vice of two steel claws engages the rollers 
on the turntable oscillating beam and 
secures the two units firmly as’one. 

A lever in the driver's cab actuates the 
disengaging mechanism, and the whole 
design permits rapid coupling and un- 
coupling, even should the tractor be at 
an acute angle with the trailer or when 
both are standing on uneven ground. 


This “18-seconds Dead” speeds 
up ‘Shuttle’ Work 


The time required for coupling and 
uncoupling is usually expressed by 
manufacturers of this class of vehicle 
as a ‘‘few seconds’’; but since the time 
factor is important in shuttle transport 
operation I asked for a demonstration 
so as to place a definite’value upon the 
speed of this operation. 

Accordingly, a complete tractor- 
trailer unit was driven to the roadway 












The vehicle at the top of this page is a 
Scammell 6-ton Mechanical Horse Motive 
Unit with 18-ft. platform carrier. 
Coutts & Co.'s vehicle is a 3-ton, drop 
frame semi-trailer with a special big- 
capacity single-skin box body 


outside the Scammell works, and, at a 
given signal, the driver was instructed 
to uncouple the tractor, drive it round 
in a circle on full lock and then reverse 
into position. so that the automatic 
coupling device came into action. 

This manceuvre occupied exactly 18 
seconds, after which the combination was 


other loads can be placed on additional 
trailers in readiness; the tractor and its 
driver are not obliged to stand idle while 
loading work is in progress. 

Another great advantage of the sepa- 
rate motive unit is that several different 


kinds of trailers can be used with one 
tractor when different classes of loads 
have to be carried. When operated to 
the best effect the mechanical horse can 
therefore be kept on the move continu-, 
ously with one or other of its trailers. 

Capable of turning in less than its own 
length, the Scammell mechanical horse 
with its trailer, or trailers, provides the 
solution for dealing with traffic in con 
gested thoroughfares and at termina! 
points. 


Another important advantage is the 
great convenience of being able to bouse 
the units in places inaccessible to other 

(Continued on page 42 








OPERATING COSTS ) 


For the 3-ton Scammell Mechanical Horse and ONE | 
Carrier, based on annual mileage of 12000, Le., 250 miles | 
per week for so weeks, 


Capital Cost of Complete Unit... 70 0 ð 
Wr yas a E A 

Depreciation of machine, less tyres, over HA years 
Annoal Licence 
ineurance 

interest on capital at $% 
Tyres 

Petrol m. p g. at 1/ td. 

Chl—_750 m.p.g. at 3 Ode , 

Drivérs” wages at dy per week... 
Maintenance —grease—cleaning materials, et 


Garage rent, rates, hgtting. ete 





overt © years 
















Total standing. & runing costs p.a. (50 working wees) 






Tota] standing & running costs per week ... 
Total standing & running costs per mile ... 










Costs, Under Similar Conditions, of 
6-ton MECHANICAL HORSE and ONE Carrier 
TT 
: ‘a @ 

Total standing & running costs p.a, [50 working werks) 435 18 o 

Total standing & running costs per wrek S4 y 

Total standing & running costs per mile Boe 
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This Simple System Turned Over Our 
SALES and PURCHASES Analysis frOMe San % 


Slow 


Says 





HE collation of purchase and 

sales statistics, although the 

soundest foundation on which 
an executive can plan his buying and 
selling programme, is still a much neg- 
Jected department of business. 

These statistics, to be of real use, 
must not merely consist of aggregate de- 
tails of purchases and sales: they must 
be prepared so that one can see from 
them, at a glance, whether the com- 
pany’s buying contracts precisely meet 
requirements. Also from them the sales 
executive should be able to see the pre- 
sent rend of sales and be able to fore- 
cast, with reasonable accuracy, the 
company’s future sales. 


Much Work but Poor Results 
by Old Methods 


The method in which these statistics 
are compiled, and the extent to which 
they are calculated, depends on the 
policy of the company concerned. In 
our case we found that keen competi- 
tion and periodical changes in the popu- 
larity of woods which our customers 
were requiring (owing to fluctuating 
marketable values) caused the directors 
and the buying and sales departments 
to call constantly for detailed statistics 
which, under the old system of extrac- 
tion and analysis, could be obtained 
only after much work. Even then the 
results could only be approximate. It 
was decided therefore to install a more 
detailed and accurate system of pur- 
chases and sales analysis. 

After studying the various systems for 
obtaining this information cheaply and 
speedily we decided that the Paramount 
system for the analysis of purchases and 
sales and Visible Index Records (both pro- 
ducts of Copeland-Chatterson Co., Ltd.) 
for our publicity and sales departments 
were ideal. 

We had been using the type of multiple 
invoice set, used by most up-to-date firms, 
by which we were able to get at one oper- 
„ation the customer's invoice, duplicate in- 
voice (for sales analysis purposes), the 
posting medium, branch and traveller ad- 


vices, delivery order and stock record + 


A. P. WISE, A.C.A. 


Secretary 
L. Keizer & Co., Ltd. 


Motion to Double- 


copy. The delivery 
order and stock 
record copy were de- 
tached from the set 
after typing and 
handed to the ware- 
house office for atten- 
tion. These, on 
completion, were re- 
turned to the invoic- 
ing and stock depart- 
ments. After seeing 
that the customer's order had been deliv- 
ered as required the remainder of the set 
was re-inserted in the typewriter and the 
footage, price and invoice value entered 
and extended, giving— i 
(1) Completed invoice for despatch to 
customer; 
(2) Posting medium for accounts de- 
partment; 
(3) Duplicate 
analysis; 


invoice for sales 






` ESYABUBHED IMF 


ChEYNE MOUSE. INVOICE 
O803, CHEAPEION. ECI —⸗ 


ierte sPrice ’ 
MITCHELL STAŁET. 


Le KEIZER & CO 


(MCOPFOMATING THE SCOTTISH & BALTIC TRADING CH LUF) 


PLYWOOD IMPORTERS, 


66-72, S' ANNE ST’ 
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uick Action 


(4) Copies for branch, traveller con- 
cerned, etc. 

Until two years ago the duplicate in- 
voice, in addition to acting as a check on 
all invoices being accounted for, was also 
used for sales analysis, and it was a slow 
job either to hand-sort and list under the 
headings of the various woods and sales 
per traveller, or to enter them in an analy- 
sis book, and obtain the same results. 

It was, of course, fairly simple to agree 
our analysed totals with the ledger con- 
trol in £ s. d., but this did not go nearly 
far enough for our needs. It became 
essential for the company’s stock control, 
sales drives, etc., to account in values 


*and quantities for the detailed sales month 


by month of each class of wood, and to 
be able to break these up into: 
(1) Quantity and value of sales of 
each wood; 
(2) Sales to each customer and total 
of each wood; 


* 


Left: The Invoice 

Set. Punched card 

(below) goes at the 
back of the set 


Mr. F. J. Gompton, 
Goopers Building, 


LIVERPOOL, 1. 


500 8q. ft. Jib Ash @ 


1,600. * * 
Per Rail 


Gaboon o 


26/- * 


46" x 60" 


Fig. 1. This 
Paramount 
Card introduced 
into the invoice 
set gives product 
information in 
52 different 
classifications 
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Different from any|S HAN 
Filing you have ever seen | employs all thes 








@ Graphic control with unlimited Flat — — 
| applications . . . . . - . . Signalling... Perfect Suspen 
Unlimited Classificati 
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Movable Signalling. 
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@ Maintains perfect filing order 
automatically . . . ... - 


| Write for 


@ Fits any standard filing drawer 
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@ Reduces all subject indexes to 
instant visual identification. . . 








. BIRMINGHAM ~ BRISTOL - LIVERPOOL > 
: A “split-second” locates any folder | newcastié-on-tyne GLA 
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- (4) Sales by districts (as distinct from 
travellers); 
(6) Sales ex. our own stocks, value 
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Above, Fig. 2 





nd quantity; 
_{6) Sales ex. contract 
orders, value and quan- 
tity; 
-{7) Sales ex. other 
merchants’ stocks, 
Wue and quantity; 
(8) Sales ex. stocks 
f branches, value and 
quantity; 
(9) Sales from special 
Hers; 
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{11) Sales to new 
accounts, also by trav- 
eller and district, or by 
oo 8pecial advertising; 

(12) Sales of 

lines. 
To get all this information we intro- 
duced into the invoice set a further copy, 
_-the Paramount card. This, being typed 
- with the invoice, is an exact replica, and 
by using the Paramount sorting sys- 
tem we can extract whatever details we 
oo want, 

The Paramount sorting system is based 
-sön the use of a card with holes punched 
`: along one or more of its edges. Against 
< each hole is printed a code number, des- 
cription or an item of information. We 
therefore designed a card to give us an 
Analysis of 52 classes of plywood, wall- 
boards, insulated boards, doors, etc., one 
hole for each class or type. By punching 
he hole or holes of the woods concerned 
1 each Paramount invoice card we can 
rapidly sort the cards into the numbered 


new 





























ich value and quantity, either with or 
also provided on the card for other infor- 
mation we needed (see classifications 1 to 
12). This was again rapidly obtained by 
‘ipping the cards in the requisite holes 
and by totting the resultant figures on the 
‘comptometer, Lay-out of the card is 
Shown in Fig. r. * 

_ i think now the reader will have a fair 
dea of the method of sales analysis: it 
all, perhaps, be useful now to mention 
the complementary purchase analysis. In 
this case there is no medium available 
rom which to prepare speedy statistics as 
he suppliers are not concerned with any- 
hing other than the correct recording of 
goods purchased, their price and. 
oice value. 

e designed a small card on which, 
art from the entries in the purchase 
rnal that are necessary in one form or 
nother for recording suppliers’ invoices, 
enter the supplier's name, code 
mber, invoice date and amount (value 
nd quantity), at the same time punching 
card to. classify the purchases into: 
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vithout the aid of the comptometer. We- 


1). Branch concerned; (2) Wood; (3) 
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SUMMARY ON Dry Comerte) Qbder 
Ruantities shown in Che Mhelers m 






Quantity in transit at 
let of month. 
atantity in Warshouse at 
let of month. 


Total on hand at ist of 
month 

“mantity purchased during 

the month:~ 

Wx Contract 

Bx Other Merchant 

Bx Liverpool 

Bx Lonion 

Zx Leith 


Quantity on declaration 

at let of month 
Quantity declared during 
the month 


Y, 





Quantity sold during the 
monti 
quantity sold;- 
To Liverpool. 
To London. 
To Leith. 
Quantity in transit at 
end of month. 
quantity in stock at end 
of month. 





Quantity shipped during 
the month 

Quantity on declaration 

at end of month 


— 


Quantity on contract still undeclared :- 


quantity on reserve:< 





Whether contract purchase or ex, other 
merchant, etc. | 

As these cards are only used for actual. < as they : 
purchases, and not for the multitude of. entry system of book-keeping they can be 










can signal each month the traveller's calls, 


-sales department, such as whether the’ 















overhead expenses, it is not a difficult o 
long job to keep them up to date. More 
over, as they are not part of our double 


sorted at any time. At the month end 
they are totalled and agreed with the total 
purchases, as per the purchase journal, 
and then sorted to our requirements as 
just mentioned. Illustration of the card 
is given in Fig. 2. 

To record the individual sales of each: 
customer wg have installed Bardex visible 
equipment. For each customer we created _ 
two record cards, one takes care of each- 
sale made to the customer, the other gives 
full details of the customer, such as credit 
standing, class of business, name of repre-. 
sentative to be interviewed, credit limit 
and monthly summary of sales to the 
customer in total and in respect of each. 
wood. The daily card has a visible edge: 
protected by celluloid cover on which we` 


each month in which an order is received, = 
the numbers of the woods which the >- 
customer is buying regularly, and the 
numbers of the woods which he is buying 

for the first time. 


How The Coloured Signals 
Help 


At the side of the pocket we can also” : 
signal any special information to help the 





buyer concerned might be interested in 
bulk offers, or other special offers, etc. 

This visible-edge signalling we find valu- 
able. We use it to keep our mailing-list 
always up to date, and thereby save 
stationary through refraining from sending ©. 
sales matter about any particular wood tò oci 
buyers who are not interested in that wood. 

(Continued on page 32) 
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SUPPLIED 1902—STILL GIVING 

COMPLETE SATISFACTION 
Messrs. Joseph Lyons & Co., 
Ltd., write :— 
“We are glad to say— 
that the ledgers installed 
as long ago as 1902 are 
still giving us complete 
satisfaction.” 





The italics are ours. The claim is 
NOT ours. Itis made by afirm who, 
following their original purchase, 
have bought over 700 of our Binders. 


How long have you had your 
Binders ? 

Are they giving complete 
satisfaction ? 


Will they continue to do so after 
35 years ? 





(CCOPE-CHAT LOOSE LEAF BINDERS and Requisites are made in every type— Thong, Post, 

Section Post, Spring, etc., for pen or machine posting, and are made ina size which will 
suit your forms. Nothing but proved materials and highly skilled craftsmanship could produce 
these attractive Binders, which are finished in many coverings and edged with ‘‘Hardite’’—an 
almost indestructible material of pleasing touch and shade. We could win your confidence by 
illustrating tests — such as that of a Gloucester County Council steam roller rolling and re-rolling 
over a binder taken from stock— but you do not buy a binder to be run over. You buy it t 
give lasting service under your own working conditions. The best test you can give a Cope-Chat 
Binder is to use one, 


COPE-CHAT Quality costs no more. WHY NOT SEND US YOUR ENQUIRIES NOW ? 


Note the flat opening. 


No binder of any make 
will give you better 
writing facilities. It is 
a pleasure to use. 





FULL DETAILS GLADLY BY RETURN POST 


rHe GOPELAND-CHATTERSON CO., cro. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 
BRANCHES THROUGHOUT THE PROVINCES 
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Faster Work and Lower Costs Through 
Modern Equipment in this: Mailing Dept. 











stant and close communications 
between departments and indi- 
viduals suggested the way to expand 


JM Biot ana close: vital need ofin- 


activities of the department. In a firm 
of this type, with branches of various 
kinds all over the country, a major need is 
to get co-ordination between head office, 
branches, representatives, etc. Important 
decisions, for example, must be sped by 
shortest routes. Telephone or telegraph 
are the two methods mostly used, but 
both have disadvantages. Over long 
distances there is often difficulty in hear- 
ing correctly what is said. There is no 
check on messages sent or delivered. It 
is, too, a costly method of communica- 
tion. And with the telegraph there are 
chances of delay, error in transmission, 
and soon. To send long messages is also 
costly. 


Teleprinters Have These Distinct 
Advantages 


These disadvantages do not apply to 
teleprinters. All messages sent or de- 
livered are checked. For instance, the 
operator sees the message he is sending 
just as a typist sees the letter she is 
typing. And messages received are also 
typed as though the sender is sitting be- 
fore the machine through which the mes- 
sage is coming. Thus, actual copies of 
messages sent and received are always 
on hand. Speed is present, too. Shell- 
Mex & B.P., Ltd., never take more 
than three minutes to get a message 
going through to its destination. 

A survey showed them that they had 
sufficient volume of work to justify in- 
Stallation of teleprinters. From every 
point of view the move was good policy 


By introducing new equipment and methods, 
SHELL-MEX & B.P., LTD., have increased the 
efficiency of this whole department and have 
opened up a new and vital teleprinter section. 
By these results they have shown again that 
there is always scope for improvement, even 
in a smoothly running organization. 


One of the most impor- 
tant items contributing 
to the speed-up is this 
electrically operated 
Universal postal franker. 
With it one girl franks 
out-going mail at a 
speed of 4,000 an hour 


and sound management. They (a) put all 
mailing department work on a more up- 
to-date basis, (b) gave new scope to the 
staff, (c) gained more ‘‘finger-tip’’ con- 
trol of all phases of the business, (d) 
eliminated any chance of the depart- 
ment becoming a “‘bottleneck’’. 

The normal work of the department 
was speeded up in two ways: (1) intro- 





duction of office machinery; (2) use of 
new methods. Both have cut time and 
made possible the staffing of the new tele- 
printer department with ‘‘mailing’’ men. 

Apart from comntissionaires, who col- 
lect and deliver post, the department 
employs about 30 men. Each day these 
men handle over 24,000 pieces of mailing 
matter. In addition to this normal flow 
there are ‘‘specials’’. A recent publicity 
scheme, for example, called for the dis- 
patch of 139,000 two-piece letters. 

Most of this work is done by machines. 
The letters that go out each day, for 
instance, are put through a postal 
franker at a speed of 4,000 an hour. This 
is an enormous saving of time as com- 
pared with the hand methods normally 
used. Sealing envelopes is another ex- 
ample. A machine now handles this 
work in a fraction of the time taken by 
mailing clerks. 


Machines Are Linked in With 
Effective METHOD 


Other machines include a folder, two 
letter openers, an electrically operated 
duplicating machine, an addressing 
machine, and two postage scales, one 
for letters and the other for parcels. 
These scales provide a good instance ot 
time and expense saved on a simple job. 
Each indicates at a glance the cost of 
postage in Great Britain, Empire, or 
foreign countries. There is no need for 
the postage clerk to put on an extra Id. 
or $d. stamp “to be safe’ nor waste 


time looking up the charge scale ‘‘to be 
(Continued on page 30) 


Here are the cost-cutting and time-saving parcel and letter scales. On both 
machines correct weight and postage payable are shown at a glance. No 
need to look up lists of rates. Parcel scale (left) shows, where arrow indi- 
cates, all the chief countries in the world. A pointer, swinging across the 
chart, shows at once cost of postage, each cost being shown on the line opposite 
country’s name. Postage limits, special charges, C.O.D., etc., are all given. 
Capacity of this type ni scale is up to 22 lb. Letter scale, on right, shows 
inland, British possessions, U.S.A. and foreign rates. Biggest capacity of 
standard models of this machine is 2 lb. 


AS TIME-SAVING AS THE TELEPHONE 





and as simple to use 


By avoiding dictation delay, Ediphone Voice- 
you an average of an hour a day. Immediately your t 
occur to you the Ediphone is ready to take 
Memoranda — staff instructions —letters— are spor 
Your mind is immediately freed for other business 
routine becomes smoother, more efficient. As mechani 
perfect as the telephone or typewriter, Ediphone Voice 
is now being found equally indispensable in all pı 
offices throughout the country. 


EDIPHONE systenwo 


Writi 


then 


\A 
Vy] 





A WRITE FOR FULL PARTICULARS OR FREE — — N YOUR DESK 





Every responsible executive is invited to ‘sample’ Ediphone V 
without obligation. You buy nothing until the Ediphone prove s its adva 


THOMAS A. EDISON Ltd. Victoria House, Soutaa — W.C. 
BRANCHES AND DEALERS IN ALL PRINCIPA 
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The Greater 


Part of Business Is... 





PART from any new types of 
A\ eauipment which may be on view, 

it is always worth an executive's 
¿time to visit the annual Office Equip- 
ment Exhibition held by Burroughs 
Adding Machine, Ltd., to see the devel- 
opments made during the year to the 
firm’s already wide range of machines. 
That is one reason why we found this 
year's exhibition so interesting when 
we visited it last month at Chesham 
House, Regent Street, London, W.1. 

If the success of shows of this kind is 
judged solely on attendance, then the 
Burroughs’ exhibition scores full marks. 
Every demonstrator was busy, and a 
point we noticed with considerable in- 
terest was that several visiting execu- 


tives had brought their personal secre- 


taries with them. Business men should 
make a note of this and practice the 
habit. One key secretary can come 






of the 


This Burroughs adding machine is 

a well-known piece of office equip- 

ment but the firm is still finding new 

jobs for the ‘adder’ to do. The 

latest work is (a) discounts and 

(b) division. (See text on new uses 
for machines) . 


Selective skip tabulation 
is a big point about this 
new multiple total type- 
writer accounting mach- 
ine. Amounts can be 
printed and added or 
subtracted at will in any 
one column on forms up 
to 30 in. wide 


away from the show with the knowledge 
of many new cost-cutting, time- and 
labour-saving methods and ideas that 
can be passed on to office operatives. 
These new uses and wider application 
of machines do not, of course, just 
happen. Burroughs employ a special 





Carriage return, platen 
shift, carbon shift, opening 
and closing of carriage, 
retraction of forms and car- 
bons and locking of new 
forms in place are some 
automatic features of this 
new electric fanfold machine (see text). 
Standard keyboard is used which means there 
is no new touch to learn. These features help 
operators to concentrate on items to be written 
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Figure Problems 


... here is where many 


answers are born 


research staff whose sole job is to dis- 
cover every possible kind of work the 
machines will do, how existing methods 
can be improved and speeded up and 
how the efficiency of the machines them- 
selves can be increased. It is worth 


while keeping informed about the dis- 
coveries of the research staff because 
they show you how to get more output 
from your existing office equipment. 





Take a typical example: the adding- 
listing machine which has the short-cut 
keyboard. It is one of the best known 
of Burroughs’ products and is certainly 
not a new type, yet we were shown at 
least two recently discovered uses for 
the machine: (1) discounts; (2) division 
(pro-rating-percentage of department 
totals to whole). In the case of dis- 
counts, the new short-cut method re- 
duces the number of operations by about 
half. The principle is to subtract 
directly the discount instead of multi- 
plying by the complement of the dis- 
count or by the decimal equivalent of 
the chain discount. 


This Was An Interesting 
New Product 


A new piece of equipment on show was 
a multiple total typewriter book-keeping 
machine equipped with “‘selective skip 
tabulation’’. This enables amounts to be 
printed and added or subtracted at will 
in any one of a large number of columns 
on forms up to 30 inches wide. Amounts 
can be entered in any column or to 
any classification by use of a single key. 
For example, you enter the amount on 
the keyboard then depress the column 
selection key; the carriage moves to the 
right column, where the amount is auto- 
matically printed and accumulated. 

The computing mechanism and the 


(Continued on page 26) 















Proverbial? Yes—-but it only indicates that however 
accomplished the player may be he cannot be expected to 
bring off the perfect shot without materials that assure 
precision and smooth running. 

However efficient your stenographer may be, she cannot 
keep up, for hours on end, a peak-high production-stand- 
dard_on tedious tasks such as billing, unless she uses 
the correct stationery for such work. 

Repetitive routine record-work of this nature is speeded 


up at least 30 per cent, by the use of 


PRIMUS — 


CONTINUOUS STATIONERY 


The forms are fed smoothly to the 
typewriter, relieving the operator of all 
time-wasting and irritating tasks such 
as inserting, aligning and removing 
forms, interleaving carbons, etc. The 
elimination of these unnecessary opera- 
tions assures greater concentration on 
actual typing and reduces very greatly the 
possibility of error. 


forms. It allows the machin 


notice to be used for either b 
correspondence work. 









Sony 8} x 54 ins, s 
R FORM —— 
















FOR HANDWRITTEN RECORDS 
the PRIMUS Autographic Register 
for use with Continuous Stationery 
ensures the same speedy smooth 
operation, while a copy automatically 
locked in the machine provides 
your auditor with a check cn each 
transaction. 





QUEEN ELIZABETH STREET. Bigs 


Phone: HOP. 0204-5-6 
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BUSINESS EQUIPMENT REVIEW 


Could You Use This Conveyor Equipment To 


Cut Costs 25 Per Cent? 


in time, labour and other costs 

brought about by the use of con- 
veyor systems, but there is not yet real 
appreciation of their range and scope 
of work. Only recently, for example, 
makers of aero engines have effected 
big economies by using conveyors speci- 
fically designed to meet the particular 
conditions of production processes in 
this industry. Each year conveyors are 
being designed to do work which, but a 
short while before, was thought to be 
out of their field. 

This advance in technique and appli- 
cation has taken place in office, ware- 
house and other business premises, as 
well as in the factory. Last month, for 
instance, I examined a good example of 
an up-to-date installation at the London 
distributing centre of Phillips’ Patents, 
Ltd., the famous makers of rubber soles 
and heels. Here goods that were carried 
by hand or moved in trucks are now 
conveyed smoothly into and out of store 
at a considerable saving in time and 
labour. 

Comparison of “‘before’’ and ‘‘after’ 
figures is usually enlightening. In this 


[Ei time, "iab know of the savings 


3 sista ha 


he JU 3 


to handle the thou— 
sands of parcels dis- 
patched daily. That 
economy alone is 
sufficient to repay in 
a few months the cost 
of the equipment. 

Let us examine 
briefly this conveyor 
installation, a pro- 
duct of Lamson En- 
gineering Co., Ltd., 
well-known makers 
of all types of con- 
veyors and pneu- 
matic tube carriers. 

Railway car loads 
of goods are each day 
brought in for dis- 
tribution to store. 
These are discharged, checked for quan- 
tities and marked for storage rack desti- 
nation at the goods entrance. The 
weighing method is used for checking 
so that the checkers need examine in 
detail only those cartons which deviate 
from the standard weight for their par- 
ticular class. 

Each storage rack has a code letter. 





Top right photo shows conveyor passing between lines of storage racks, camying goods 


into store and carrying orders out to packers. 
Note control platform from which packers are ‘fed’ 


distribution of orders to packers. 


case, unfortunately, such comparison 
cannot be given, as the company moved 
from a multi-storied building to the pre- 
sent single floor premises. Furthermore, 
at the previous location departments 
were spread over several buildings, as 
well as many floors, and additional types 
of work, too, were handled at that time. 
A careful analysis of the work of the 
present centre, however, shows that 
without the conveyors at least 20 per 
cent more workpeople would be needed 


Above illustration shows method of 


The appropriate letter is marked by 
checkers on each carton. Batches of 
cartons for any one rack are put on the 
conveyor belt in ‘‘runs’’. The belt car- 
ries them to the storage racks, where 
men lift them off and girls put the goods 
in stock. 

At the end of the stores section of the 
conveyor there is the order office and an 
observation control platform. 

The order office is connected by a 
Lamson tube carrier with the main office 





on the floor above. Orders for goods 
come in via the main office, where they 
are O.K.d for credit, etc., and are passed 
through to the works office. Here they 
are recorded and sent by another Lam- 
son wire message carrier to the stores 
keeper of the rack at the farthest end of 
the conveyor. The assistant fulfils whole 
or part of the order from her rack, and a 
man puts on the conveyor the carton 
containing the goods. If the order is 
complete at that point the order form 
is put in with the goods; if not, a ‘‘Part 
Order’’ label is attached and the order 
form passed on to the next assistant up 
the line. She fills her part of the order, 
has the goods put on the belt and passes 
along the order to the next assistant, 
and so on until an order is complete. 
When each girl has filled her part of 
an, or a whole, order, an inspector 
checks the quantities before they are 
placed on.the conveyor. Incidentally, 
notice that all lifting and carrying that 
is necessary is done by men. 


This Control Platform Speeds 
Up Work 


Each quantity of goods is carried by 
the conveyor to the control platform. 
Here a man sets part order quantities 
aside until all the parts come up to him. 
Complete orders are immediately sent 
down to the packers. This is done by 
means of two chutes which connect with 
conveyors. The man on the control 
platform can see which packers are 
waiting for work and can regulate the 
flow of goods to keep all busy. 

Each packer has his own table and 
equipment. As soon as an order is 
packed it is pushed on to the conveyor 
by the packer, and it is then carried off 
to the dispatch department. At the 
point at which the packages come off 
the belt is a weighing machine. Pack- 
ages are slid over the machine, and the 

(Continued on page 31) 
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The speed, power and carrying 

capacity of the lorry, the mobility 

and cheapness of the horse, and 
the disadvantages of neither—these 

STEURISEO MILK À 

are the qualifications of the Scammell 

Mechanical Horse. One Mechanical 


Horse unit may be provided with 


any number of trailers—-all covered 





by one tax—to do similar or different 
jobs of work, and the whole fleet 
can be systemised to carry out 
several deliveries and collections at 
once. For short distance transport 
awa. work the Scammell Mechanical Horse 
><. J eat 
=" with its low running costs has 


effected large savings for many 





concerns. It could save vour organi- 


found sation money—why not sooner than 
later? Write for detailed literature. 


— e ANININ 






they 





SCAMMELL 
MECHANICAL HORSE 
¿ UNITS AND CARRIERS 
ARE USED BY MANY) 
INDUSTRIES, INCLUDING 


Breweries 


Food and Contec toner 
Manufacturers 


Dairies 
Paper Mills 
Coal Merchant 
Timber Merchants 
Removal Contracto! 
Railways 
Petroleum and Oil Refni 


Builders’ Merchant 





SCAMMELL MECHANICAL HORSE 


SCAMMELL LORRIES LTD., WATFORD WEST, HERTS 'Phone: WATFORD 5231 *’Grams: TWELFTON, WATFORD 
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Alacra GUARANTEES 
Micrometric Registration 


Of All Carbon Copies 


LACRA Continuous Forms have created new standards of speed, 
— and efficiency in writing multi-copy records on all types 

of business machines—typewriters, accounting and tabulating 
machines, teleprinters and addressing machines. 

Alacra leadership in this field is due mainly to the fact that 
Alacra guarantees micrometric registration of all carbon copies. Two 
outstanding features make this possible: (1) the simple but ingenious 
Alacra Pinwheel, which positively controls the original sheet and all 
carbon copies at both margins; (2) an up-to-the-minute plant, skilfully 
operated to produce accurately printed Continuous Forms for specific 
needs. 

The Alacra Pinwheel Control device is fitted in a few minutes to 
any standard typewriter or business machine. Alacra Continuous 
Forms or other marginally punched stationery flow smoothly over the 
platen. They cannot slip, creep, buckle, 
or “‘weave’'’—cannot shift except easily 
and evenly forward as the work progresses. 

A postcard or telephone call will bring 
you full details of the Alacra System of 
Continuous Forms and of Alacra Registra- 
tors for hand-written records; or a Systems 
Adviser will quickly explain how Alacra can 
solve your record keeping problems with 
increased dispatch and at lowered cost. 









POSITIVE PINWHEEL CONTROL 
AT BOTH MARGINS 


. 
REGD. 
TRADE 
MARK 


CONTINUOUS FORMS AND REGISTRATORS 


SUPPLIED ONLY BY 


W. H. SMITH & SON, LTD. 


Business Forms Department 
BRIDGE HOUSE, LAMBETH, LONDON, S.E.1 


BRANCHES: 
BIRMINGHAM GLASGOW LEEDS LIVERPOOL MANCHESTER 
17 Cannon St. 75 Bothwell St. 24 Basinghall St. Hornby House 33 Blackfriars St. 
Tel.: Midland 1068 Central 8859 Leeds 24837 Tithebarn St. Blackfriars 5975 


Central 4425 
Head Office: STRAND HOUSE, PORTUGAL ST., LONDON, W.C.2 





Is your office staff 
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The 
Figure Problems of 
Business 






Burroughs’ Annual Exhibition © 
of Modern Equipment that pro- 
vides Many of the Answers 






(Continued from page 22) 






carriage return is operated by an elec- 
tric motor. 

The machine can be used for all forms 
of summaries and statistical work and 
for columnar analysis journals, with or 
without simultaneous ledger posting. 
Other analysis records which can be 
written on it include payrolls, sales, 
labour, purchases, analysis of depart- 
ment or branch office expenses for com- 
parison with budgetary control figures, 
a simple accounting system in which: the 
machine posts and proves ledgers and 
enters the analysis journals at the same 
time. 













High Speed Easily Maintained in 
Fanfold Work 


Burroughs also have a new electric 
fanfold typewriter. All heavy and time- 
wasting operations on the machine are 
done electrically—things such as platen 
shift, carriage return, tabulation to re- 
verse or intermediate positions, etc. 
The standard keyboard, hand-operated, 
is used, which, with the automatic 
features, enables a typist to sustain high- 
speed production on fanfold or continu- 
ous form work. | 

One of the big features of the machine 
is the automatic carbon shift. On com- 
pletion of a form a touch of the little 
finger on a bar returns the carriage to 
the next writing position, opens it, re- 
leases the forms and shifts the carbons 
automatically. Completed forms are 
automatically aligned with a form limit 
stop which the operator grasps with the 
forms. She then pulls forward in one 
easy motion to a set limit and lets go. 
The completed forms are separated from 
the next set by a single motion of the 
hand, and the new forms lock and the 
carriage closes automatically. Typing 
the new form set can proceed immedi- 
ately. The whole process is simple and 






















effortless, a big time- and labour-saving 
feature which allows a typist to keep 
concentrated on the matter she is 
writing. 


EXECUTIVE DEBILITY! 


ENDEAVOURING to maintain the efficiency 
of a staff, yet attend to the more vital matters in 
business, has a wearying effect on the executive. 
Many business men are revitalising their natural 
energy by taking VITEX. VITEX is proved abso- 
lutely safe, not a drug, but a concentrated tonic 
to the vitality and recommended for Insomnia, 
Nervousness or Mental Depression. 50 Tablets 
price 2/—, post free from 


adequately equipped ? 


Equipment plays a big 
part in the competence, 
accuracy and concentra- 
tive powers of your office 
personnel. 

The WATLANE Com- 
pany are specialists in 
making office furniture, 
smart in appearance and economical in price. 
iNuserated is a Watlane Oak Table made in 6 sizes 
(36 in. x 24 in. to 60 in. x 42 in.) with fitted locks 
to drawers at prices from 39/6. Let us send you 
an illustrated catalogue. 


WATLANE CABINET CO 
15 Grange Rd., Willesden Green, N.W.10 
















There are Many Types in This 
Wide Range 


Burroughs, of course, have such a 
complete range of office machines and 
equipment that they have always some 
new matter of interest to an executive. 
The machines which we have mentioned 
are those which interested us most at the 
exhibition; possibly there are many 
others of the dozens of types displayed 


Wm. GRAY, M.P.S. 
165 HIGH ST. 
MUSSELBURGH, SCOTLAND 
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“VIZ-ALL” PATENT VISIBLE SYSTEMS 


bring visible filing and recording within the reach of everyone 


WITHOUT DISRUPTING YOUR PRESENT CONTROL § 


The cost of a ledger or card-file does not end with its initial purchase-price. The 
real cost is the cost of operation. VISIBILITY HALVES THIS COST. 


The ability to get up-to-the-minute information on stock-movements, sales- 
Statistics, production control, overdue accounts, hire-purchase collections, etc., is 
made possible only where visible records are correctly applied. Directive plan- 
ning on any other basis is mere guesswork. 


These advantages are now brought within the range of every expense-budget by 
“VIZ-ALL” Patent Visible Card Holders, the installation of which does not upset 
your existing control-system, but facilitates and speeds its operation—also, 
existing cards can be used. 


THE IDEAL RECORD EQUIPMENT FOR MACHINE ACCOUNTING. 


H. W. WRIGLEY ceroouctiony LTD, 


Head Offce: TEMPLE CHAMBERS, 33 BRAZENNOSE ST., MANCHESTER, 2 
London Office: FARADAY HOUSE, 8-10 CHARING CROSS RD., LONDON, W.C.2 


The Cabinet costs you 


NOTHING! 
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STOCK RECORDS 


Sep rath 

stocking 

movemen: 

entation i i tion 
nrevernt 


SALES AND CUSTOMERS’ 
RECORDS 


and value oi ech pee! 


ACCOUNTS VISISLY 
ANALYSED 


instant fi 
detpaich of siaten 
erue a 
HIRE PURCHASE RECORDS 


Day-to- 
and dilator 


MASTER CONTROL 


j ith visi 


section of vou 
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For a limited period we offer without any charge whatever the 
handsome polished oak cabinet above illustrated, which gives you 
proper protection for your essential typewriter supplies. 


This offer is made simply to introduce— 


RIKARBON ‘Diamond’ Carbon Papers 
RIKARBON ‘Su perfine’ Ribbons 


which enable you to get the best peel results from typewriters. 
Why not get in touch with us to-day? 


RIKARBON COMPANY LIMITED 
28 Victoria St. S.W.1 e Phone Abbey 1488 








FINDER 


New + Unique > Useful 


An Attractive desk pad with unique and exclusive ‘eatures 
Springs open at a touch to any letter. Cards have 1,380 
spaces for phone numbers. Names, addresses, price lists, 
rates, recipes, formulas, customers’ lists and countless 
other lists and data. 

A necessity in every office and home—the perfect gift 
for man or woman—refills always obtainable 

Rich Silver finish—meta! base with rubber feet. 


Convenient 


Price s/- each plain, in 
REDUCTION FOR QUANTITIES 
ATTRACTIVE ADVERTISING GIFT 
Handsome transfer affixed to top with yom 
own advertising matter. <A real potential 
sales maker. 

Manufactured by MAGOWAN & CO. LTD. 


8 STATIONERS HALL COURT, LONDON, E.C.4 
City 4056 











| Wouldn't you like a ‘higher 
percentage of replies to your 
Direct Mail ? 


If you heard of a sure method of pointing 
up the percentage of return on your direct 
mail, wouldn’t you be interested ? 

Wouldn’t you like to have proved means 
of making prospective clients more con- 
scious of the value of the merchandise you 
have to offer ? | 
We can connect you with the method of 
awakening greater response, not only from 
your existing clients but from prospects 
where your previous approach has failed. 
This simple plan makes it possible for you 
to capitalise instantly the natural curiosity 
aroused in a reader teceiving your sales 


-F ilike to fee | ‘more — a 


‘| full particulars if you write t 


| expressing their thoughts. Either throug 
| fear or natural laziness, or a reluctance to 


— propaganda by direct mail. 

A time and cost saver, this simple medium 
has proved itself so successful that it is 
obviously protected by letters patent. 
May we tell you more about this very 


original scheme—-a Post Card will bring 
you complete details by return. 


DRYDENS LTD 


PRINTERS 


` Brent Crescent, North Circular Road, N.W.10 


Telephone: Willesden 2883-4-5 



















© Even. a modest conflagration in your 

premises. could cause incalculable 
damage Hf your more vital records were 
harmed. Your premises and stock are 


‘could repay the years of effort repre- 
sented. by your ledgers, sales records, 
‘minute books and the like. FIRE- 
rroaren CABINETS can take care 
-these at a very moderate cost 

NE representing possibly less 
ust one year's | premium on 

: ess valuable possessions. 


a -Prices from 87/6. 
: Full price list on. application. 








a “Phone: Central 2987 


‘of course insured, but no insurance. 


TAYLOR & SON (London) Ltd. || 
g Holborn Viaduct, Londan, E.6.1. | 


A FREE SERVICE 


SUBSCRIBERS are entitled to 


free information concerning 


Products, Appliances or Services 


We will advise, secure printed 
particulars and, if desired, put you 
in touch with firms supplying ser- 
vices or products in which you are 
interested, 


Service Department 
BUSINESS 
Whitefriars House, Tallis Street, E.0.4 









|| VENUS PENCILS are 
| incomparably smooth and 
| longlasting, theirstandard — 


|| your work and choose tice. 







the company would be pleased to 


Chesham House address. 
© 
This Junior 
Executive Board 
(Continued from page 10) 
feed another's vanity with the credit of 
their own ideas, they will lean more and 


more on the one-man head of the business 
for all decisions. 


Allow a child or a man to have his un- — 
opposed way long enough, and eventually. 
he will be led to consider his own way as 
not merely the best but the only way. ooo: 
His ego will encourage him to gninimize. ae 
or forget his mistakes and greatly exag- o. 


gerate the importance of his successful de- 
cisions, and those around him who are 


| dependent on him for their livelihood can- 


not be blamed for taking the easiest way 


and agreeing quickly. 


Throughout the factory and the office 


iof a one-man business men in high and 


low positions compete with each other, 
not on a basis of merit but according tO. 
their standing with the “old man” And 


usually the most proficient ‘ ‘yesser”” ene: : 
joys the highest standing. This is the _ 
greatest breeder of factory and office poli- 


tics, of jealousy and ill-will. 


, In giving promotions and fixing wages a 
j and salaries, the system is just as much — 
jat fault. Usually advancement goes ta. 


the best factory or office politician; proved 


| efficiency is seldom rewarded. That ioi 
| why the morale of the personnel of any 


one-man business is often below par. 


The primary purpose of the manage- i 


ment to-day is to build men; it will place. 


{the human factor above profit, knowing 
į that if its human organization is con- 

i structed of the right kind of material the 
| profit will take care of itself. 


It was on this basis that we began to 


E | organize, and to-day continue to run, our 
| successful system of management. 


The foregoing: is extracfed from a recent issue of 


A | the Personnel Journal, published by the Personnel . ee 
OF Research Federation of America.—En, oe 





of quality never varies. 
MADE IN ENGLAND - 

KNOWN THROUGHOUT THE WORLD 

If you will state the nature of 


different grades which you 
think most likely to suit, we 
shall be very glad to send. 

you samples. to try. | 


VENUS PENCIL Co. Lid. LONDON, BE ar —— 
























 Salesmen’s Costs 


> x HILE many manufacturers 
E W maintain good statistical re- 


B cords to show the comparative 
= value of their salesmen there is still a 
- big number who do not keep this valu- 
<> able type of record. Yet a simple sys- 
co tem can easily be operated with success 





ay and vital figures shown daily, weekly, 


es „monthly and for longer periods. 


One easy method is for every sales- 
man to have a code symbol placed 
At the 


— against all sales made by him. 
= end of the week, or whatever period you 


— take, sales made by each man can be 
= extracted from the books and set down 


on an efficiency report. 


This report can be divided 


of weekly wage, amount of commission, 


"total cost, total sales, percentage, cost. 


of sales, and progressive percentage cost. 
For salf of example, let us take repre- 
wo sentative “A”, who in a week has sold 
4250 worth of goods on which he gets 
ob per cent commission, his standing 
salary being £4. The cost of this man’s 
bookings will be 2.1 per cent. 
_. figures are purely arbitrary.) 


Must be Judged on Standard 
Cost Basis 


Now before this figure tells you any- 
thing you must have a standard of sell- 
ing costs by which to judge. That must 

be an accurate figure which covers all 
usual selling expenses—say, in this case, 
<o 3 percent. If that is so, then salesman 
CFA” has a highly efficient figure for the 
week. But to judge on one week's 
figures is not good enough, and for that 
reason the ‘“‘pragressive percentage 
cost” column is used. This can be 
made up each week to show the total 
percentage costs on total sales to date, 
and so on throughout the year. Thus 
you get the sales cost for the immediate 
period plus the costs spread over, which 
¿= provides a balanced view of each indi- 
vidual's work. 
' The value of statistics revealed by this 
- simple system goes beyond a mere guide 
to the salesman’s cost as compared with 
= the standard, with his past figures and 
_ with those of other members of the sales 
staff. The method helps you to keep 
close control over expenses on the sales 
. side; it picks ont cases of men who get 
. big turnover but at high cost or little 
. turnover at low cost, thus enabling you 
‘to concentrate on the weaknesses of 
~~ these men to their benefit and yours. 
By extending the system slightly you 
can sectionalize salesmen’s costs for each 
particular line of goods. This will throw 
a spotlight on lines that sell at the high- 
est rate of profit, those that sell best, 
“those that really sell at a loss, and so 
‘on. It will also show you such useful 
‘details as those lines which certain sales- 
men sell better than do their colleagues. 
- This system is very useful for smali 
firms that need an accurate but simple 
sales costing routine. 

















ee into 
columns for name of salesman, amount 


(These 






















KARDEX 
TRI - COLOUR - 
GRAPH 
Frames hold [2, 
24 or 36 charting 
units side by side. 
Each unit is fitted 
withan ingenious 
arrangement of 
three trans- 
parent, coloured 
strips projected 
over scales by 
thumb - wheels. 
The settings are 
positive, rapid 
and tamper- 
proof. Change of 
conditions is in- 
stantly and auto- 
matically indi- 
cated by change 
of colour, form- 
ing a mechanical 
chart with an en- 
tirely new signifi- 
canceasamethod 

of control. 


Something of WI 
About Specia li y Sı 







































But this new Kardex inw: 
changes colour for the very op 
reason-—-to attract your att 


Every Sales, Production or Finan 
Manager should send for details 
Colourgraph——an ingenious m 
using transparent coloured § 
control and classify figures, The 
change AUTOMATICALLY i 
the scales. conditions 
themselves. 








Vital | 


Tri-Colourgraph contro! is amaz. 
its simplicity and in its psych 
influence on the direction of sales, 7 
production, etc. It is rapid in operae 
tion—and tamper-proof. 





Secure your free copy of Bulletin 
A.615 to-day. This shows in full colour 
the pon application of this new 
device to Sales, Production, Shop load» 
ings, Financial, ete. 











T To Mansion House orn 












(Continued from page 14) 


we know of an immediate and infallible 
Every one of our men has been 
taught that, at the first attack, we fix an 
appointment for him in Harley Street, and 
Eight of our 
men have been treated in that way. They 


cure, 


he is back at work at. once. 


may all go through it, sooner or jater. 
teeth must be rectified, too. 
Speaking of anger. 


You mustn't indulge 


yourself in that luxury. 
ago I had a very bad ¢ 
eighteen years’ contact Wilh 
selling has tamed it all away. 
You may think that this atti 
our selling team will breed » 
not tough enough to stand uy 
case prospect. 
I do not think eo. 


Bad 





All speciality 






HERE IS A SURE AID TO RAPID 
AND MORE ACCURATE MAILING 









— 





Whatever the size of your out- 
going mail, you will save a 
great amount of time and money by 


It gives you these 
advantages : 


@ 20 times the 
speed of hand 





es, beck: the use of a Bancroft Folding Machine. 
oes sina’: On heavy mailing-days, for instance, you 

over will not need to have extra help or send 
— sed hai work out, because this machine will take 
@ 100% Accuracy any folding job in its stride. 


Write for particulars of this and other models 


BANCROFT Engineering Co. Ltd. 


. Head Office & Works : KINGHAMWAY, REGINALD STREET, LUTON, BEDS 
Phone : LUTON 3081. Telegrams : ACCRAT FOLD, LUTON 


Sales and Service: LONDON, BIRMINGHAM, MANCHESTER, LEEDS, LIVER- 
POOL, SHEFFIELD, NOTTINGHAM, LEICESTER, BRISTOL, SOUTHAMPTON, 
GLASGOW, EDINBURGH. 





OFFICE 
ORGANIZATION 


AND 
MANAGEMENT 
The BETTER Including Secretarial Work 


e B 
Looseleaf Book —— 


SIR H. E. BLAIN 
and 
S. W. ROLAND, LL.B., F.C.A. 





The “ROBIN” is a sturdy, dependable book 
which will give years of service under normal 
usage. The mechanism is simple, unfailing, 


operated in the twinkling of an eye. If yours This is an exceptionally useful book for those 
who are about to organize the office of a new 

is not one of the many firms using the undertaking, for executives who desire to 
“ ” modernize their office arrangements, and for 
ROBIN” Looseleaf Book for record-keep- students for professional examinations. Illus- 
ing, take advantage of this special offer: trated throughout with selected documents 


and specimens of business forms as used in 
modern offices, it is indispensable to the pro- 


ROBIN BOOK, Sins. x 8 ins. — ——— a ca Seny 8vo. Cloth gilt. 


comprising looseleaf binder 
P £ "While conveying an immense amount of 


bound full maroon buckram, practical information, the book is never dull, 
A-Z index and 200 leaves (state 9/6 and the writing is characterized by strong 


A common sense.""—Times Trade and Engineer- 
whether feint, cash or double ing. 
ledger ruling required) . a really comprehensive office manual, 


12/ embracing the wider aims of planning and at 


Or bound half maroon pigskin the same time the specific detail for achieving 


these aims.''—Business. 


J. W. RUDDOCK & SONS Order from a Bookseller, or 
Looseleaf Book Manufacturers SIR ISAAC PITMAN & SONS LTD, 


LINCOLN Parker St., Kingsway, London, W.C.2 
and at 3 Old Jewry, LONDON, E.C.2 | m 





BUSINESS for JULY, 1938 


is tough. But you get more results by good 
selection in the first instance, and brains 
and training afterwards, if your man be- 
lieves in you as much as he believes in the 
proposition he is selling. 

He is in the limelight, but so are you. 
It is up to you to put up as good a show 
as you expect from him. 

Can a sales force have no turnover? 
Can you hope to build up a sales team that 
will be permanent ? 

If you could do this you would remove 
your heaviest expense. If your men leave 
you there is something the matter with your 
proposition or how you handle it. If you 
have to release a man you must face facts 
—is it your fault or his that that man has 
not succeeded? 

If it is not faulty selection in the first 
instance it may be faulty treatment after- 
wards. In any event every man you have 
to release is a reflection on your own Sales 
Management. That is where you should 
look first. 


[The above is extracted from an address recently 
given before the British Sales Promotion Association. 
- ` 
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Faster Work: Lower Costs 
in this 
Mailing Department 


(Continued from page 20) 


sure”. The machines give complete in- 
structions immediately the letter or 
package is put on them. 

From the methods’ angle all work is 
simplified to a foolproof routine. For 
example, outgoing correspondence from 
certain departments—say Fuel Oils, 
Motor Oils, Industrial Oils, etc.—is often 
addressed to one firm. All correspond- 
ence, therefore, from these departments 
is placed in one container until sorting 
and dispatching time. Letters going to 
one address are then collected and 
placed in a single envelope. By this 
means alone the company save hundreds 
of pounds as compared with sending out 
all letters under separate cover. 

Correspondence between head office 
and the numerous branches and works is 
vast. A container is provided for each 
branch, and all matter for mailing is 
automatically placed in the appropriate 
box. These containers are used for ‘‘in- 
ward” in the morning and ‘‘outward'’ 
at night. 


Leabank Chairs for good work and 
good workers. Preserve the 
healthy and efficient upright atti- 
tude. For men and women in 
office or factory. 


CATALOGUE FROM :— 


LEABANK CHAIRSLTD. 
(Showrm) 4, IMPERIAL BUILDINGS 
56 KINGSWAY, LONDON, W.c.2 








An economic and efficient point is the 
use of letter bags for branch mail. There 
is always a fair volume of correspond- 
ence between the various offices and 
works. Instead of sending each letter 
under separate cover they enclose the 
lot in a strong linen bag. On the outside 
is printed the address of the branch; on 
the inside the address of the head office. 
‘When the branch get the bag they turn 
it inside out, put in their mail to head 
office and send it back. 

There is no central sorting of the mail. 
All is automatically routed to its appro- 
priate container as it is collected. Fold- 
ing, inserting, sealing, 
dispatching are carried out with the 
minimum of handling and by sections. 
ae Each man has certain sections to look 
- Typic al of minor points of efficiency 
is use of the modern open-side envelope 
for $d. stamp mailings. There is no 
flap to be tucked in. The sealing 
machine handles this new type with 
economy. It saves at least three seconds 
in the handling of each envelope, a total 
-saving ofany hours each week. 



























A two-shift system is used. The first 
and leaves at 


comes on at 7.30 a.m, 
4 p.m.; the second starts at 11 a.m. and 
finishes at 7.30 p.m. Unless there is 
special work all the men get away 
—— promptly. 
All inward correspondence is delivered 
¿to every department by 9 a.m., a benefit 
to all departments and a help that gets 
outgoing mail ready earlier in the 
afternoon. 


Fifteen of the 30 men work in the 


teleprinter section. The value of this 

new department is shown by the fact 
. that last year 168,000 messages were sent 
by teleprinter. 

From the management’s point of 
view the section’s economic success 
is matched by the vital interest taken 
by the men in the new work. They 
have all shown exceptional keenness to 
become operators and have taught 
themselves the job! 


Management Now Has More 
Direct Control 


One of its most vital functions has 
been to give greater direct control of 
head office management. The more 
cordial relations and efficiency induced 
are noticeable. The system has brought 
every branch closer to head office. 

How close control can be is instanced 
in the use of stencils, which can be cut 

on teleprinters as on typewriters. Should 
the necessity arise for important instruc- 
tions to be issued to all departments 
all over the country teleprinter stations 
would receive orders to insert stencils, 
and the message would be cut on them. 
Each branch could then use its stencil 
to print the necessary number of copies 
for distribution to its departments. 
There is no chance of error here. 

By a system of private wire exten- 
sions, all teleprinter stations are in 
‘direct touch with sub-branches and 
other parts of the organization in their 
areas. This, in effect, puts all areas 
into direct contact with head office. All 
teleprinter stations can also contact each 
other, via head office. 


stampiag and. 











Late Delivery is frequently caused by “Bottle-necks”’ blocking 


of production. 





Automatic Machinery and Equipment may assure high efficiency on individu 


operations, but it is in the passing of goods between operations that the flow o 


is interrupted. 


For many years Lamson Engineers have been solving p 





roblems afectin g th a — a ee 





smooth flow of production, designing Mechanical Handling Plant for every — 


conceivable purpose. 


Why not take advantage of this accumulated expe 





ience and let us survey poir 


Establishment. We shall be glad to advise you without any obligation. : 
RECENT CONTRACTS FOR LAMSON CONVEYOR EQUIPMENT INCLUDE : F 


“THE TIMES” 


“DAILY EXPRESS”, 


MANCHESTER 


PATONS & BALDWINS, HALIFAX, LONDON AND ALLOA 
VI-SPRING MATTRESSES | 
HIRAM WALKER, DUMBARTON 


. STRAKER 


BROS. 


FIRESTONE TYRE & RUBBER CO. 
LONDON PASSENGER TRANSPORT BOARD 





ETC, 


TENEAN.: 


SUCCESSORS TO LAMSON STORE SERYI c co. LTB. & LAMSON PNEUMATIC TUBE 


GO. LTE 


132, CHEAPSIDE, Roe E.C.2 


Telephone. NATIONAL 0202 


KEL’ Arete B: 








Conveyor Equipment Cuts Costs 


(Continued from page 24) 


correct cartage delivery charges are 
obtained. 

This distribution centre deals with 
orders for all parts of the country. For 


dispatch purposes the whole cf Britain 
is zoned, goods for delivery in each par- 
ticular zone being stacked and dis- 
patched in quantities. . 

Export orders are packed in a special 
department set up for this purpose. The 
value of doing the work in this special- 
ized way is reflected in the record of the 
department: no complaints from over- 
seas since it was started. 

This entire system is, of course, simple 
and straightforward, but it does show 
an interesting use of conveyors. There 











are certainly many firms that could: H 
such a system with advanta ge. 
job in office, factory or warehouse, w} 
there is need to move materials, i 
veyor may be the means of effecting 
economies. It is quite usual to cut cc 
by over 25 per cent by using a cony 
system; in some instances savings i 
siderably in excess of this figure are 
achieved, 

The important point for the executi 
is to get out of the groove of thinks 
conveyors as suitable equipment € 
in the factory. Now that there is 
need to cut costs, possible use of con. 
veyors in your business is a —* af 
thought worth investigating. 






w 
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“What a difference 
you have made?!” 


said a business man the other day eyeing 
with satisfaction the proof of a little 
leaflet we had re-designed for him. 


It had been transformed from undis- 
tinguished mediocrity into a striking piece 
of sales literature, certain to make a good 
impression on prospective customers— 
without increasing the cost appreciably, 


If your literature is not as distinctive 
as it might be, ask us to prepare a 
layout without putting you 
obligation. 


under 


J. W. RUDDOCK & SONS 
Printers & Advertising Consultants 


LINCOLN 
and at 3 Old Jewry, LONDON, E.C.2 
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Sales and Purchases Figures From 


Slow to Double-Quick Action 


(Continued from page 18) 


The daily card is entered up by a girl 
from the order acknowledgment and from 
the copy invoice; the monthly card is 
entered up from a summarized analysis of 
the Paramount cards, thus giving a check 
to each month’s entries. 

As each accepted order is entered on 
the card at the time of acknowledgment 
this V.I. record enables us to keep a care- 
ful check on the despatch of the customer's 
order. On occasions when we are not able 
to fulfil his requirements immediately 
Írom stock a coloured crayon signal is 
made on the left-hand edge of the cellu- 
loid strip and a pencilled note of the out- 
standing balance of the order, if considered 
necessary, is slipped in with the record 
card. Where an order is accepted for for- 
ward shipment a different coloured crayon 
signal is made. These pockets so signalled 
are inspected every week, and inquiries 
made to ensure that no orders are over- 
looked. Immediately the copy invoice 
reaches the girl clerk it is entered on the 
card, thereby showing that the goods have 
been despatched, and the signal is removed. 

Through this daily record card we can 
tell what each customer is buying, when 
he last placed an order, and when he was 
last called upon by the traveller. We can 
thus ensure that proper attention is given 
to each buyer, either by the traveller or 
by the sales department of the branch 
concerned. 





“NO-SMOKE™ ASH TRAY. 





ADVERTISING GIFTS 


CALENDARS, BLOTTERS, PENCILS, DESK PADS, 
PHONE INDEX, ASH-TRAYS. Write for Quantity List. 


CALENDOX Ltd., 9! PETTY FRANCE, 
LONDON, S.W.I 


— — — “ ,r⸗)— 








USE THIS COUPON 


If you desire infor mation from the Editor or from Advertisers attach this coupon 
which should be signed by a responsible executive, to your business letterhead 
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Here, also, we have all the vital statis- 
tics which the sales department need for 
planning adequate sales campaigns. We 
are able to assist our travellers by giving 
them up-to-date news of their customers; 
this helps them to keep on top of their 
job. I have mentioned that we signal the 
travellers’ calls (travellers’ report card, 
see Fig. 3). Each traveller has a number 
of these cards padded into book form, in 
duplicate, in series of fifty. 

The originals are posted to us each 
night and used by the sales and statistics 
departments the following day. When 
the book is full it is for a while retained 
by the traveller for reference, and later 
returned to the office for filing. This 
record enables us to add prospective buy- 
ers to our mailing list, and to signal on 
their addressograph stencils the lines ın 
which they are likely to be interested. 


These Facts are Vital to the 
Buying Department 


As I mentioned, in addition to values, 
we require statistics to look after quanti- 
ties. These are vital to the buying 
department. Provided we can ascertain 
correctly the quantity of stock in transit 
at the beginning of our accounting period, 
together with the quantity in stock, we 
can easily determine the quantity in stock 
at the end of the period concerned. In 
addition, by combining these records with 
our contract records we can obtain not 
only the quantities in stock, either for 
ourselves or on reserve for customers, but 
also the quantities on contract and coming 
forward, and the quantities on contract 
but still undeclared. The summary in 
Fig. 4 explains this. 

With regard to the above summary, an 
additional advantage in combining con- 
tract particulars of goods not yet received 
with the actual quantities received is that 
the quantities shipped during the month, 
i.e., ex. contract, will be proved by 
agreeing the quantity on declaration at 
the end of the month, as per the summary, 
with our actual contract declaration 
records, thus ‘‘A’’ plus “B” equals “C 
plus “D”. 


System has Revitalised Control 
of Our Business 


Since we began to use these systems 
we have been obtaining our detailed pur- 
chase and sales analysis reports and sum- 
maries within 4-5 days of the month end, 
and the stock summary analysis, which 
it has been possible to obtain by means 
of the Paramount cards, has proved of 
inestimable’ value. 

Before the introduction of the Para- 
mount card-sorting method sales reports of 
this nature were not prepared, and it was 
only possible to give reports in a very 
broad form. In addition, it was quite 
impossible, without laboriously working 
out the footages of stocks on hand, to 
obtain the quantities available for stock 
or reserved for customers at any time; and 
without this detailed analysis our statis- 
tics could not, of course, be of any real 
assistance to the directors or their buying 
and selling departments. 
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Need a Factory ? 


Here’s A Complete Service That Provides 


ASTY decision to move to a new 
H Ector location may leave an 

unpleasant heritage to any manu- 
facturing company, yet there are com- 
paratively few boards of directors that 
are as careful, systematic and thorough 
in dealing with this problem as they are 
in handling other directorial business. 
Too often there is actually a last- 
minute rush in choosing a site and 
deciding on building plans or in select- 
ing an existing premises. 

Perhaps you imagine I exaggerate the 
state of affairs. Do not be misled. 
There are many instances I could quote 
to prove the point: one will suffice. A 
firm of motor accessories manufacturers 
bought a site near London and started 
to build a factory, when it was pointed 
out that the centre of labour, supplies 
and market for them was the Midlands. 
Despite loss of time and money, they 
relocated near Birmingham. Even 
superficial investigation by the board 
would have prevented the costly and 
foolish mistake being made. 


Small Details Bring On 
Costly Delays 


Of the many problems involved in 
choosing factory sites, the one I have 
cited is about the most obvious, but of 
great importance. If such a point can 
be overlooked, there is no wonder in 
the fact that many firms face expensive 
and costly delays in buying or renting 
land and buildings; in getting necessary 
water, heat, light, power, drainage and 
other facilities; in their dealings with 
local authorities and so on. 

The decision to build or rent a new 
factory is only the first step. Indeed, 
all the major work of investigation, 
analysis and planning lies ahead if the 
job is to be done properly. To some 
extent this task has been simplified in 
the last decade or so by the growth 
of industrial estates. But the facts, 
figures, information and so on amassed 
by estates and the work done by them 
is only contributory help. 

There is, however, a complete service 
for site selection, factory building and 
all that it entails, available to-day for 
manufacturers. It is given by Commer- 
cial Structures, Ltd., London, a com- 
pany that specializes in the construction 
of up-to-date planned factories. The 
size and importance of the service can 
be appreciated by the fact that more 
than 250 manufacturers in the London 
area are now housed in factories built 
by this firm. 

What will this service do for you? 
Summed up, it does these things: (1) 
provides a scientific analysis of your 


factory site requirements from the view- 
point of (a) labour, (b) transport, (c) 
markets, (d) electricity, gas and water 
services; (2) gives you the choice of a 
site on one of ten industrial estates or 
an individual site in any of the indus- 
trial zones in the London and Home 
Counties area; (3) prepares plan, design 
and layout of the proposed factory, or 
offers a selection of existing buildings 
suitable for your. particular require- 
ments; (4) looks after the mass of detail 
involved in getting plans approved by 
local authorities, investigates rates and 
conditions of local services, taxes, etc.; 


by 
CEDRIC E. DAY: 


(5) provides finance terms and facilities 
for purchase or rental of land and 
buildings. 

As you can see, this service relieves 
you of most of the tiresome detailed 
work once you have made up your 
mind to have a new factory. Indeed, 
the service takes care of all detailed 
work which can, be done outside your 
own offices. But it is not necessary to 
take all the service. For example, 
many manufacturers prefer to find their 


Freehold Site 
Architect’s Plans 
3. Modern Building 


own site and to have their own archi- 
tect design the new building. The 
policy of Commercial Structures, Ltd., 
is to meet exactly your wishes in the 
matter; the complete or part service is 
at your disposal. 

One of the most valuable assets of 
the company shows in the analysis of 
factors influencing choice of site. To 
judge a new location’s value, you 
must know the relative importance of 
facilities of labour, transport, markets, 
etc. With wide experience of the rey 
quirements of manufacturers and with 
knowledge of the facilities throughout 
the Home Counties area, the company 


l; 
2. 


is able to give you an exhaustive 
analysis of conditions. A number of 
little points that might escape the 


ordinary investigator are well known to 
the firm's research staff. They have 
gone into the matter thoroughly time 
and again, looking at it from the 
(Continued on page 40) 





Whatever the architectural design of C.S. planned factories, the layout is always 
studied from the viewpoint of the modern manufacturer and his need for ample 


natural light, even temperature and easy extension of the building. 


Shown here 


are two typical interiors and four examples of up-to-date designs 
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What it Costs to Construct a Shelter 
in the Basement of your Factory 


are, to sum up generally, five means 

for manufacturers to provide pro- 
tection for their staffs (1) by using an 
existing building as a shelter; (2) by 
trenches or other outside shelters; (3) 
by galleries (of the type used in mines) 
where these exist already or where they 
can be constructed more easily than 
special shelters or trenches; (4) by dis- 
persal; (5) by any combination of 
methods 1 to 4 mentioned. 

Here we are concerned with using an 
existing building as a shelter. Multi- 
story reinforced concrete buildings are 
the most suitable for containing a 
shelter because they are structurally 
strong, are able to withstand the effects 
of blast and splinters. Unless your 
building is able to do this or can be 
reinforced to the required strength, it 
is of doubtful value as a container of a 
shelter. 


Pee. toso have agreed that there 


Below Ground Best Place 
For Shelters 


This does not mean, necessarily, that 
a basement of such a building cannot 
be used. Below ground level is the best 
place for shelters because lateral pro- 
tection is automatically secured. Base- 
ments also provide extra overhead pro- 
tection because of the floors and roof 
above. But for specific knowledge of 
whether or not your basement will pro- 
vide a suitable shelter you must get the 
advice of a technical expert. This is 
important because local authorities are 
strict about such matters and may veto 
your plans unless they meet every re- 
quirement. A basement shelter should 


not, of course, be below the level of 
sewers. You can overcome such diffi- 
culty by constructing entrances above 
This, also, is a means of 


flood level. 





Here are two exam- 
Top you see where N 
been excavated and recon- 
Below is a type of shelter use- 


ROOF SLABS FOR “SPLINTER-PROOF” AIR-RAID SHELTERS WITHIN 
BUILDINGS. 


Designing load: 550 Ib, per sq. ft., in addition to weight of slab. 


Max. compression in concrete: 750 Ib. 


Max. tension in reinforcement: 
Proportions of concrete of ordinary grade: 
Modular Ratio: 15. 


Slabs, free-ended, 


hickness. Reinforcement. 


solving the problem of a weak building 
above a basement. 

Let us assume that you have a suit- 
able basement in your building. What 
action do you take? First, the number 
of persons to be accommodated must be 
settled. This is a simple job. Accord- 
ing to the Home Office recommendation 
an allowance of 75 sq. ft. of surface area 


(floor, ceiling and walls) per person 
should be made for unventilated 
shelters. On this basis shelters may be 


occupied up to a period of six hours. 
By increasing the space allowance per 
person the period can be extended. For 
instance, an allowance of 100 sq. ft. 
per person provides for a stay of 12 
hours. With ventilated shelters the 
period of occupation can be extended 
indefinitely. 

Where you decide to introduce a gas- 
filtration and ventilating plant an 
allowance of 6 sq. ft. of floor space 









ples of big air-raid shelters. 
the courtyard area of offices has 
structed in concrete as a major shelter. 


ful in factory grounds and public parks, etc. 





per sq. in. 
18,000 Ib. per sq. in. 
1:2): 4. 


WL 
Bending Moment B= FY 


Notes. 


(1) Reinforcement to be placed in the bottom 
of the slab, with 1 in, cover, and to be 
spaced at 6 in. centres in both directions, 
forming a grid. 


(2) A minimum of 1 in. thickness of concrete 
is required per foot of span, 


(L. Scott White). 


per person is desirable. The minimum 
allowance should be 3} sq. ft., but this 
provides standing room only and is not 
recommended. A better allowance is 7} 
to 10 sq. ft. per person, as this permits 
people to lie down and provides a 
reasonable amount of comfort. 

If you have two or more basements 
it is worth while to use them all, as dis- 
persion is a measure for safety in itself. 
No one shelter should take more than 
50 people. If, for example, you 
crowd all your staff into a large shelter 
one direct hit by a high-explosive 
bomb would probably be completely 
disastrous. 


Test Shelters For Staff 
Accessibility 


Another point to keep in mind is 
accessibility. Employees should be allo- 
cated to the shelter nearest them. Carry 
out tests to find out how long it takes 
for everyone to reach his or her assigned 
shelter. Such tests will show if modifi- 
cation of stairways, entrances, etc., is 
needed. 

A problem that calls for special know- 
ledge and advice is that concerning the 
work that must be done to make a 
shelter effective. There are a number 
of points to consider here. Shelters 
should be under the centre of the build- 
ing rather than against the outer walls. 
They should not be located near boiler 
rooms or similar places which might 
themselves constitute a risk. Positions 
below water tanks, heavy machinery, 
and so on, are also to be avoided, as 
they might be dislodged and crash 
through the roofs of the shelters. On the 
other hand, a position under central cor- 
ridors is an advantage, as a small span 
of ceiling is strong and, therefore, pro- 
vides additional protection and costs 
less to reinforce to the required strength. 

All outside walling projecting above 
ground level should, of course, be 

(Continued on page 41) 
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Your Factory Staff Needs This Type 
of Training in First-Atd A.R.P. Work 


T a time of emergency it will be 

essential that there is at least one 

competent first-aid squad on your 
staff. Even if your premises do not 
suffer from high explosive, incendiary 
or gas bombing, the chances are, under 
such panic conditions, many of the 
stafi—females in particular—will need 
attention. 

As a sensible precaution, therefore, 
you should arrange now for a group of 
volunteers to take up an A.R.P. first- 
aid course. This can be done quite 
easily. In almost every area of the 
country instruction can be obtained at 
little or no cost by attending lectures 
arranged by the local authorities or by 
taking the St. John Ambulance Brigade 
course. In many instances St. John 
instructors are conducting A.R.P. 
courses given by local authorities. 

Most of the lectures given under these 
conditions are, however, aimed to pre- 
pare the public. They do not deal with 
specific problems such as may arise in 
factories and offices. For that reason 
you may find it worth while to arrange 
for your staff to be instructed, free of 
charge, under the scheme sponsored by 


Woodward & Co. (Finsbury), Ltd., Lon- 
don. This firm of builders is specializing 
in A.R.P. work of every kind. The 
firm's technical experts, under Mr. F. C. 
Hibberd, a director, will investigate and 

advise you on factory and office A.R.P. 

shelter problems, draw up complete 

plans and estimates, carry out the work 
and attend to all details such as getting 
the plans passed by local authorities. 

Part of the service offered is free instruc- 

tion in A.R.P. first-aid work for busi- 

ness staffs. 

The lectures, which are spread over a 
10-week period, take place in the order 
shown in this table: 
Lecture 1. Introduction, 

Mr. F. C. Hibberd.) 
Lecture 2. Nature and properties of war 

gases. Division into (a) non-persist- 

ent, (b) persistent. Methods of attack 

(a) bombs, (b) spray. Effects of 

weather. Effects produced on per- 

sonnel. 

Lecture 3. Types of more important 
gases: (a) eye irritants, (b) nose irri- 
tants, (c) lung irritants, characteristics 
and first-aid treatment, (d) blister 
gases—nature and action. 


(Lecture by 


Gas Mask Storage Equipment 


LANS for gas mask storage, 
Pissemiy and distribution have 

now been made by the Home 
Office. This announcement will interest 
manufacturers who have been carry- 
ing out A.R.P. work in safeguarding 
their staff, plant and factories. It will 
also encourage many executives to get 
ahead with A.R.P. plans as this storage 
problem has vital influence on all 
defence measures. 


Use ‘Flow’ Type of 
Production 


According to Home Office recommen- 
dations, the ideal lay-out for a local 
gas mask stores provides for the storage, 
assembly and issue of 30,000 respirators. 
Racks and tables should be set up to 
provide ‘‘flow’’ assembly and be near 
to a public thoroughfare. 

Equipment for these stores is being 
manufactured by Constructors, Ltd., 
Birmingham. It is built on the unit 
principle. This feature is of particular 
interest, for, although a 30,000 storage 
capacity is recommended, there are 
many instances where a much smaller 
quantity need be stored. The equip- 
ment, therefore, is so designed that 
even a small number of respirators can 
be economically handled. 

Necessary equipment includes steel 
racking, specially designed to take 
canisters and cartons, steel tables for 
respirator assembly, and steel counter- 
high racking which provides a useful 
working surface. This also holds tools 


for opening canisters and cartons. Steel 
racking for storing assembled respirators 
in individual cartons is also provided. 
As avoidance of fire-risk is essential, 
steel is used throughout. 





This type of storage rack makes it unnecessary 
to load the heavy cartons above 4 ft. 9 ins., a 
vital factor in view of the conditions under 
which gas mask assembly is likely to take place. 
Notice how the cartons can be slid easily on to 
and off the shelving in this kind of rack 


Lecture 4. Blister gases—first-aid treat- 
ment. Other poisonous substances. 

Lecture 5. Gas detection—chemical in- 
dicators. How to avoid becoming a 
casualty. Gas protection for build- 
ings. Air locks. 

Lecture 6. Protection of the eves and 
lungs: (a) service respirator, (b) civi- 


lian duty respirator, (c) civilian res- 
pirator. Fitting, use, and care. 
Inspection. 

Lecture 7. Protective clothing—use. 


Order of dressing and undress- 
ing. Station or depot for A.R.P. 
services. 

Lecture 8. Casualty services. First-aid 
posts. Organization. 

Lecture 9. Decontamination—ceneral 
principles. Decontamination of mate- 
rials and equipment. 

Although the company's headquarters 
are in London, lectures are arranged in 


all parts of the country. In cases where 


instruction is on a large scale the lec- 
tures can be given at the factory of 
the firm concerned. Usually, however. 


a central place is chosen, and repre’ 
sentatives of a number of firms attend 
the course. 
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Storage of assembled respirators ready 
for immediate despatch by the wardens 
to the public has also been suggested 
by Constructors, Ltd. In an emer- 
gency, unhampered two-way traffic and 
the speedy issue of gas masks to the 
public would be vital. 

The company will be pleased to 
supply full information on this section 
of A.R.P. work to any executives who 
are interested. 


Concrete Tunnels To Pro- 
tect All Your Service Lines 


ENTRALIZATION of services has 
( drawbacks which, under war-time 

conditions, might be disastrous 
unless preparations are in every case 
complete. Manufacturers, for example, 
know well enough what disruption is 
likely to take place if a power station 
or gas works was hit by a high explo- 
sive bomb. For that reason it may be 
worth while to install some sort of 
supplementary light and power supply. 
Where factories depend entirely on 
such public service, it is almost neces- 
sary to have auxiliary supply. 

Water supply and sanitary pipes in 
exposed situations may easily become 
damaged and cause a lot of delay, 
expense and trouble. 

One of the best ways of dealing with 
service-line problems is to bring all 
lines into the factory through a rein- 
forced concrete culvert or tunnel. This 
not only simplifies the job of repairs 
and maintainance but the concrete 
offers protection against bombs and 
explosions. 






















Many units of machinery must 
pe- periodically inspected and a 
rtificate in respect thereof issued 
a “competent person.” 


Yow the ‘Act does not specifically 
ne a ‘‘competent person’ 

nsurance Companies are, in fact, 
ulfilling the requirement of the 


m ‘competent person’’. So there is 
ir solution. to the problem. 


! ig insurance experts to fulfil 
oa legally. essential service you can, at 
- the same time, for merely nominal 


extras in premiums, increase your insur- 


ae == ance cover to include the extra risks 
nes fadaced by the conditions of the New 
oe Such extra risks include breakdown 





oe i: of machinery which must be maintained 


S : : y at a standard to comply with the Act 
ooo o and the greater liability likely to arise 
under workmen’s compensation. 


<>- Here, Also is Another Im- 
a -portant Factor 

Then there is the extremely valuable 
=- advisory service which these insurance 
experts can render to you in determin- 
ing, for example, what additional fenc- 
ing or other protection of machinery 
you must put up to comply with the 
ct. Some of the new requirements 
-this direction are of course obvious; 
yut others are by no means so apparent. 



















i Air Beating Batteries (Steam Heated), 397. 


ls n Er 38, Noggereath Vessels, water-sealed Gas- . 
ee, claves 39. Nuconomisers. 

F 4 Auto-ieed Tanka. 40. Pasteurisers. holders. These 
5. Bain Marte. 1. Retorta. | shall be examined, 

| $. Blow-Down Tanks. 42, Revolving Reg Boilers. and prescribed. 

be ne Dryers, 43, Separators, f Erenora or 
8. Brewery Coppers, ; 44, Steam Boilers. orms or rep 


}, 39> Brick Hardening Chambers, 






420, Calenders, 46. 

pil. Calorifiers. 47. 

p22. Cask. Washers. 48 
Ss Collar cuff and Neck-band Presses. 49. 
— condensors, 


Dairy Boilers, —— 50. 
Re~Superheaters. “es. 








—— Glue Pots, 
o Janketad Glue Pais. 












82, 65, 
34. Liquor. Vessels. — F 67, 
| Mandril. Steen: Heated). ve 68 


atrix Proasea.. o = 


“4A HE vitally important fact in con- — 
- nection with the new Factory Act 

™® (it comes into force this month) 

| at every manufacturer must realize 


€ But the. 
d staffs of the specialized Engineer- _ 


sd by the Home Office authori- 


But in availing yourself of these | 


At must be realized that should an 





MILK Heaters and Dryers. 


a Steam Cookers, 

Steam Heated Hand Irons. 
Steam Heated Radiators, 
» Steam Heated Rollers. 
Steam Jacketed Tobacco 


Steam Jacketed Pans, 

l. Steam Jacketed Worms, 

52. Stean Ovens. 

Steam Receivers and Traps. - 
34. Sterilising Paris, 

35. Steam Chests, 

56, Sterilisers, 

57. Stills, 

Stocking Hosiery Forms. 

59. Superkeatera, 

80, Thermal Storage vessels and 


61. Timber Seasoning Vessels, 
62. Tyre Moulds (Steam Heated) 
| 63. Unit Heaters and Intensive 


64, Vegetable Steamers, 

Vulcanisers, 

» Washing Machines. 

» Hoists and Lifts. 

« Cranes and Lifting Machines. 
Chains, Ropes and —— 


—— éealed Ges-holders, 


lave to Revise Your Insurance: 


At any rate here is the definition of a ‘competent o 
person” who, though legally required to certify 


your plant, 


accident occur in respect of one of these © 


less obvious points that are neglected, 
you may become involved not only in 
heavy workmen's compensation but a 
heavy penalty under the Act as well. 









We shall be pleased to put readers 
in touch with specialized insurance 
companies who carry out the . 
important Inspection, Certifying, 


referred to here 






The new Act brings within its scope, 


under the heading of a ‘‘Factory’’, many 
businesses hitherto excluded and the dis- 


tinction previously made between Fac- 
tories and Workshops and Textile and 
Non-Textile Factories has been abolished 
entirely. 

In addition to the definition, the Act 
gives a list of many examples of premises 


_which are to be considered as Factory | 
` premises whether or not they come’ within 
the strict terms of the definition. 


Hitherto, the requirements of the law 
as to compulsory periodical examinations 
of plant have been confined to steam 
boilers under the Factory Act of 1901. 
The present Act considerably extends the 
law’s requirements. It extends the defi- 
nition of steam boilers to include Econo- 
misers and Superheaters—in fact it 


requires the examination of all vessels. 


to which steam is admjtted at a pressure 
greater than atmospheric, 
Furthermore, the examination 
: quired 
Lifts, Hoists, 


Receivers and 












examinations shall 
be filed 







Drying Vessels, 









Left: 





Ruths Accumulators, 
ing Veasela of plant and ap- 












Heat Radiators. 


by the new Act 
which, 










Tackle, 





MONTH 


they are in good state of repair and suit 


is re- 
of Cranes, 
Air 


P Pa À h oe will be a vital con- 
lars folowing these | cern to some 5,000,000 factory. 
in the 
Factory Register 
showing that the- 


they will be interested for the first time 
from the holiday viewpoint. 
majority of workers concerned will” 


Here are. 
some of the items | 
- To-day, however, you can get fore. 
paratus affected, 
as described here, 


it must 

be remembered, — 
COMES INTO 
FORCE THIS - 
— Whitefriars - 


-quiries to: Industrial Editor, BUSINESS. 


is not specifically defined in the Act 
By Our INSURANCE CONSULTANT 


plant has been — at the state 
intervals laid down, and certifying tha 


able for the service they are intended te 
give. AREAS 
These examinations must be made by — 
a competent person and it must not be — 
overlooked that Lifting Tackle, Lifting — 
Machines and Boilers shall be tested, © 
examined and certified before being — 
brought into use in a Factory. It is, 

therefore, very important that each por- 

tion of machinery must have its relative 


; es _, certificates and the periodical examin 
Advisory and Insurance services |- ep aminations 


made, in order that the factory may not 
be caught out on production stoppage 


through the various machinery units not 


being certified. 

The question of a ‘‘Competent Person” 
within the meaning of the Act we have 
already dealt with. 

The main purpose behind this Act is 
not so much that machinery shall be 
inspected every six or twelve months, as 
the case may be (these being looked upon: 
as maximum periods.-for inspection}, but 
that the machinery units, as a whole, = 
should be inspected periodically to ensure oo 
safety in working. E 

In this article is included a list of some 
of the plant and apparatus affected by the 
Act, so that the items requiring a certifi- 
cate of inspection will be readily identified. 

The new Act, is in force now. The 
Home Office Factory Inspectors will, there- 
fore, be making inquiries as to what steps 
are being taken to comply with the o- 
numerous new provisions. Manufacturers o. 
who have not so far considered the matter... | 
should, therefore, take immediate steps to. 


see that the conditions in the Act are. 


therefore complied with. 


Weather Now — 















employees this summer because 
The 
hope and plan for fine days and 
sunshine. 

The trouble is to select a period of 


fine weather. Hitherto the choice has 
been little more than a good. guess. 


casts that are over 90 per cent correct © 
up to three months ahead and over 80 
per cent up to a year ahead. p 

These forecasts are available for any 
part of the British Isles. Address your in- 





— Tallis Sect, E. C. 4: 





The factory we recently erected for Messrs. Baird Television Company Ltd., at Sydenham 





Output Increased 
in a | 
PLANNED FACTORY 


A CS factory is not simply the result of skilfully 
placing brick upon brick. It is a scientific solution to a 
complex problem. 

Its correct size, shape and position are arrived at 
through an analysis of the type of plant to be accom- 


modated, the labour required and the transport 


facilities needed. 

Evolved in this way, CS factories work as efficiently 
as the machinery within them. 

You can buy or rent a CS factory, planned exactly 
for your purpose in any of the industrial zones in 


the London area. 


Over 250 firms in the London Area are manufac- 
turing more efficiently in CS PLANNED FACTORIES 


—e §& 
CS F A ——— — 


plesned 





COMMERCIAL STRUCTURES LIMITED 


STAFFA ROAD, LEA BRIDGE ROAD, LEYTON, €E.1/0 Leytonstone 3678 
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Cut Down Noise to Raise Output and 
Improve the Health of Your Staff 


losing on average 10 per cent pro- 

duction a day, possibly more over 
a period of months. Many business men 
are paying a 15 per cent rate. 

It is only in recent years that execu- 
tives have become aware of the menace 
of noise to efficiency in work and to the 
health of employees. Even now the 
widespread harm done is still under- 
rated. Nor do most executives realize 
what knowledge, experience and mate- 
rials are to-day available in the fight 
against noise, how offices can be insu- 
lated against it or treated with noise- 
absorbing materials. 

There is, for example, a product 
called Acousti-Celotex, made by Celo- 
tex, Ltd., at a new factory at Stone- 
bridge Park, London, N.W.10. The 
product is a light, rigid acoustical tile, 
sound-absorbing and durable. It is 
perforated with 441 holes per square 
foot. These perforations, which go to 
within $in. of the back of the tile, act 
as channels which allow sound waves 
ready access to the porous interior of 
the material. The thickness of the 
tile varies between in. and 1f}in., 
according to the amount of correction 


Bosing on of noise you are probably 


required. Reverberation, echo and 
other sound is, therefore, absorbed and 
suppressed. 


The quiet of an office treated with 
Acousti-Celotex is most noticeable. The 
noise of a typewriter, a person speaking 
or walking, a machine running, seems 
to be confined to the immediate area 
from which the noise is issuing. You 
need only walk into a room fitted with 
the material to realize the effect. In 
one office I examined, for instance, two 
clerks were speaking across a desk to 
each other at a distance of 15 feet from 
me. Although their voices were raised 
to the usual pitch for such cross-talk, 
I could not hear a word they said. 


Noise Cut Down By Half 
or More 


If you want a scientific check on the 
noise-absorbing properties of these tiles, 
look at the figures recorded recently in 
the counting-house at Selfridge’s, the 
famous London department store. At 
six positions, the average reduction in 
sound was about equal to a 50 per cent 
reduction of the original loudness. At 
three other positions the figures were 
even better—75 per cent. The tests 
were conducted by Western Electric Co. 

It is too early yet to get reliable 
figures on increased efficiency and 
better health of the employees in 
Selfridge’s counting-house, but there 
are accurate results available from 
other business houses. An insurance 
office, for example, reports a 12 per 
cent rise in output in one year in work 
on accounting machines. A manufac- 
turer has recorded a 4 per cent increase 


in typing in his offices. An 80 per cent 
reduction in noise volume and a 13 per. 
cent increase in production is the record 
of a firm of lenses manufacturers. 
These are results obtained from 
ordinary offices where the noise volume 
was not, according to present-day stan- 
dards, excessive. If, for instance, your 
offices and workrooms are very noisy, 
you would probably get more startling 
figures than those quoted. 
Manufacturers of office machinery 
were among the first to recognize the 
noise evil. That is why they produced 
silent typewriters, silent book-keeping 
and accounting machines, etc. De- 
velopment of the use of noise-insulating 
materials in modern business and indus- 
trial buildings again shows recognition 





And the use of 
this new type of sound-absorbing mate- 
rial is a further and very important step 
forward in the struggle to control noise. 

In America control of sound in fac- 
tories and offices has been adopted as a 


of the’ noise problem. 


necessary condition. The study of the 
problem has been scientific. The prin- 
ciple of the new science is the acoustical 
correction of the interior surfaces of 
rooms so that noises are absorbed and 
do not “‘bounce’’ from ceiling to floor, 
which is a main cause of noise troubles. 

Let us assume you wish to make your 
office and factory acoustically correct. 
How do you go about the task? You 
do not merely buy such a product as 
Acousti-Celotex and fix it to the ceil- 
ing. A skilled acoustics technician must 
first conduct an acoustical analysis of 
each room to determine the reverbera- 
tion time—the time taken after a source 
of noise has stopped for the sound to 
die out to one-millionth of its initial 
intensity. When the technician has 
worked out these and other details he 
can safely advise you as to quantity 
and type of sound absorption materials 
needed. 

Anyone who doubts the harmful 
qualities of noise should examine infor- 
mation amassed on the subject. Here 
are a few results of tests. They show 
the damage done to health: (1) muscles 
contract automatically in less than one- 


_ pression qualities. 


ten-thousandth of a second after a 
whistle is blown; (2) a loud noise causes 
electrical resistance of the skin to drop 
suddenly for five minutes after the noise 
has stopped; (3) pressure of the brain 
jumps to four times normal when an 
inflated paper-bag is exploded; (4) ex- 
perienced typists expend 10 per cent 
more calories of bodily energy when 
working in an unquiet office—because 
of the tension of their muscles caused 
by noise; (5) noises louder than the 
human voice interfere with the secre- 
tion of saliva; (6) noise slightly louder 
than the human voice depresses diges- 
tive contractions of the stomach; (7) 
urine is increased in a noisy environ- 
ment; (8) size of fingers, legs and arms 
decreases under noise. 


This is an illustration of 
sound absorbing tiles used 
on the ceiling of an office. 
The 441 perforations 

sq. foot add to rather than 
subtract from the appear- 
ance of the tiles. They 
can, of course, be painted 
to conform with any colour 
scheme and are proof 
against termites, vermin 

and damp 


Those few points explain to some 
extent why distraction, frayed nerves 
and kindred complaints are so prevalent 
among all types of labour. Indeed, it 
is common knowledge that the ‘‘nervous 
breakdown" kind of illness is largely 
due to the noisiness of life to-day. 

A sound-absorbing material such as 
Acousti-Celotex can be used in any type 
of building. It can, for example, be 
painted without loss of its sound sup- 
Investigation by 
independent authority shows that the 
tiles, treated with white or light cream 
interior paints, have a light reflection 
factor of 78 per cent. This meets the 
requirements even of indirect lighting 
schemes. 


Free Technical Service Here 
For You 

Other interesting information is: the 
tiles are made largely from bagasse, the 
tough fibres of cane after the juice con- 
tent has been removed; characteristics 
of the fibres are that they contain 
minute air cells, have ‘‘saw-tooth”’ 
structural surface and are of unusual 
length, strength and resiliency; the tiles 
are treated chemically so that they are 
proof against termites, vermin, damp 
and rot. 

Readers of Busrness can have a 
technical service, free of charge or 
obligation, from Celotex, Ltd. 
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TUNGALINE SISS | 
THE CONCRETE PAINT | WHITE 


i UNG RE I E } painted with SISSONS FACTORY WHITE 


ta stand for 7 years without repainting. 
WEATHERPROOF 


Pe | \UR INDUSTRIAL DEPARTMENTS are ever ready to è give 
iM MAN ON STONE ; tree advice and specifications on any problem of decoration 
PAINT | and a staff is employed for personal attendance at any job. Write 

ee tor full information and tint cards to: 









SISSONS BROTHERS & CO. LTD 


Makers of Varnishes > Paints © Colours > Synthetic Enamels since 1803 
Works and Offices: HULL - LONDON - GLASGOW summon 
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Facts and Ideas fot 
Advertisers that you 
can Use with Profit 


[F you could gather for yourself all the latest news, 
developments, and the most successful plans in 
the advertising field, and those selling methods 
proved soundest in selling practice— 


How much would it be worth to you? 


pounds and Pounds! Fer it would help you to get more out of your 
advertising and to increase your turnover and profits, But the cost, 
if you did it yourself, would be prohibitive, 


Here is a way you can do it for less than a penny a day. 


For in the pages of the ADVERTISER'S WEEKLY there comes to your 
desk every Thursday just such a complete report as you could wish for, 
on the most recent news and developments in advertising and selling and 
in the latest ideas in Press, Poster, Direct-Mail, Outdoor, Sign, Film, Novelty 
and every other branch of advertising. In addition, you a s0 get Marketing 
Surveys both regional and overseas, which show you the sales possibilities 
and facilities in all the markets covered. 


To secure all these sales and advertising ideas, facts and 
data regularly every week, you need simply order your 
newsagent to deliver “ADVERTISER’S WEEKLY” 
every Thursday morning. Or, if you prefer, first send a 
post card for a specimen copy TO-DAY to the Publishers :— 


_ | Advertiser's Weekly 


<. BUSINESS PUBLICATIONS LTD., Dept. B.Jy. 
= WHITEFRIARS HOUSE, TALLIS ST., LONDON, E.C.4 
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Here is a Complete Factory Service 
(Continued from page 33) 


viewpoint of all kinds of manufac- 
turers—clothing, metal, radio, food- 
stuffs, engineering, furniture, etc. 

It is this extensive practical know- 
ledge of industrial conditions through- 
out the Home Counties that enables the 
firm’s executives to get building plans 
passed in a matter of hours where your 
representatives might take days or 
weeks. They know all the little local 
snags that so often cause tiresome and 
costly delays. They know the points 
on which this council or that will hold 
, up progress, 


This Service Is Available On 
Countrywide Scale 


Although the service is available for 
areas outside the Home Counties, it is 
in the London industrial zones that the 
company has concentrated its efforts. 
All ten industrial estates are located in 
metropolitan distaicts. The estates are: 
Lea Bridge, Leyton; Seymour Road, 
Leyton; Park Estate, Tottenham; 
Morden Estate; Croydon Estate (Purley 
Way); Willoughby Lane, N.17; Bark- 
ing; Sydenham (Kent); Enfield (Cam- 
bridge Arterial Road); Wimbledon 
Estate. 

The largest of these e$tates is that 
at Croydon, which covers an area of 30 
acres. Some of the smaller are Barking, 
13 acres; Wimbledon, 12 acres; Enfield, 
15 acres. On each estate all the usual 
services needed by manufacturers are 
available. Buildings with floor spaces 


ranging between 10,000 and 20,000 sq. 
ft. are held ready for immediate occu- 
pation for concerns that want a factory 
in a hurry. Estates are provided with 
concrete roads and yards. 

In addition to the estates, the firm 
has a number of individual sites avail- 
able. If, however, location on any of 
the estates or existing individual sites 
is not suitable, the company is willing 
to find a special site for you. 

One of the most important parts of 
the service is the knowledge and skill 
the firm’s staff bring to the job of build- 
ing your factory. It is planned from 
A to Z to ensure that all factors are 


Turn to The Home Market 
section for charts and maps that 
show you current business con- 
ditions at a glance. 


In this 
section, too, there is 


The Business Trend 
News of Home Markets 
Marketing Trends 





favourable for high-speed, economic 
production. Naturally, the design of 
the building will be approved and 
passed by you even if the company look 
after all the detailed drawings. Most 
of the Commercial Structures planned 
factories are, of course, the ground-floor 
or ‘“‘daylight’’ type of building. Con- 
struction has to some extent been 
standardized so that building costs have 
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been brought to a low level. Other 
advantages include: (a) easy extension 
when required; (b) maximum natural 
light to the manufacturing area; (c) 
even temperature throughout the build- 
ing; (d) healthy and contented em- 
ployees; (e) easy supervision of opera- 
tives; (f) low overhead charges; (g) 
economical sequence of operations. 


Average Output Increased By 
10 per cent 

Firms that have moved into this 
up-to-date type of factory have all 
noted improved output and less sick 
leave amongst staff. With the same 
machinery and the same number of 
employees, some companies have in- 
creased production by 10 to 20 per cent. 
On average, it is found that in this type 
of factory output is increased by about 
10 per cent. 

All factories are for sale or rent. The 
land is freehold and is sold as such. On 
the estates, plots have been apportioned 
out to allow for erection of buildings of 
10,000 sq. ft. floor space and upwards. 

If you do not wish to buy land and 
buildings outright, you can take up a 
scheme of rent-purchase which can be 
extended over a period of years. By 
another arrangement you can have a 
building erected to your requirements 
and buy it with mortgage assistance. 
Yet another plan is to have a factory 
built to your design and lease it with 
an option to purchase at a later date. 
Apart from these standard schemes, 
the company js willing to discuss any 
special proposals you may have in 
mind. 





He wont be back 
Jor SEVEN YEARS... 


* 


* 


Factory interiors painted once every seven years with 
FEROX White for Factories conform with the require- 
ments of the Factories Act, and the necessity of 
limewashing every fourteen months, with its attendant 
inconvenience and increase in cost of labour and 


materials, is obviated. 


FEROX White for Factories can be brushed or sprayed 


over old distemper without fear of scaling. 


It gives 


an ‘eggshell’ finish which is washable, non-absorbent 
and hard wearing, and can be made glossy or matt by 
the addition of oil or turpentine respectively. 





FEROX 


WHITE FOR 
FACTORIES 


THE WALPAMUR Co. Ltd. 


DARWEN 





* LANCS. 





Particulars of FEROX White for 
Factories and ther industrial paints 
supplied on request 



























































CostofA.n 
(Continued from page 34) 
splinter proof. To provide this quality 
“walls may be strengthened with 15 in. 
thickness of mass concrete or 12 in. 
thickness of reinforced concrete. You 
must also consider the amount of wall- 
ing to be constructed in the basement 
>to enclose the shelter space and to form 
gas-locks, lavatory accommodation, etc. 
Emergency exits are also needed. These 


coo basement shelter safe from collapse of the 

~ puilding above. It is uneconomical and 
unnecessary to guard against a direct hit 
where the bomb penetrates the building 


likely that the terrific blast of a heavy 
bomb falling near the building will blow 
in the walls. 7 


+ 


type of building and number of stories 
above. For buildings with floors de- 
igned for a normal superload of 100 Ib. 
er sq. ft. it is suggested that shelter 


tain a static load of 80 Ib. per sq. ft. for 
each of the floors above. On this basis 
a basement shelter roof of a nine-story 
building would be designed for a total 
-emergency load of 800 Ib. per sq. ft. 
=. Although no official recommendation 
~~ has yet been made, a good rule is that a 
basement shelter roof should be strong 


enough to bear safely not less than 4 ewt. | | F 
sper sq. ft. in addition to its normal dead ae a 


and live loads. 


This Table Deals With 
Load Problems 


In the table on page 34, published 


by permission of Mr, L. Scott, 


R M. Inst. C.E., M.1.Struct.E., similar re- | 
> inforcement is provided in both direc- 


tions for the purpose of distributing the 
-effects of heavy local loads due to fall- 

ing masonry, etc: > / 

. The strength of a basement roof can 

“be ascertained if the original. detail 






























not, examination at 


‘also be known, as reinforcement to 
“take the additional burden will prob- 


joints—indeed, to tackle the whole 


“work of competent technicians. This 
-advice can be obtained free and detailed 
. plans and estimates can be had for a 
“nominal fee by readers of BUSINESS. 


& Co. (Finsbury}, Ltd, a firm of 
_ builders specializing in A.R.P. work. 


. The important matter of total cost 
of making effective shelters in base- 


ach case. 


many times that sum. 


should be designed and placed to avoid | | 

_ becoming blocked by debris. Usually |}; 

reinforced concrete passages from the Fo 

-shelter to the ground surface are needed. || L E E TE te otetle? 

<The chief consideration is to make a |} ““@MCASHIFC 8: progress 1m recent years is not less striking 

© than the Area’s meteoric rise to fame in the days of the 
Industrial Revolution. Here are some facts of Lancashire's 

: | | record since 1931:— | 

to the roof of the shelter(s). The chances |] = — 

are against that happening. It is more | | 


“The economic strength for the roof 
of a basement naturally depends on the | 


roofs should be strong enough to sus- |] 


‘plans of the building are available. If ||. 
“not ination and measurement by ||} 
a competent authority will provide the 
facts. Strength of walls and floors must | 


|... Britain and Ireland, 29, Cockspur Street, London SANA, Beltish Beapiee Building Rockeielier 
| New York, and 28, Avenue des Champs Elysees, Paris. — — 


bly be needed. But to settle all these | 










problem—-you need the advice and — 
The service is provided by Woodward | 


ments. of buildings cannot, of course, | _ 
be decided without full investigation in | 
4 If your building can bef- 
adapted easily to provide protection, J> 
the total cost may not exceed £100; if}: Eo — 
the job is difficult, the cost may be | Sail 


Lancashire probably did more than any other county 
during the eighteenth century to make British Industry 
world famous. ) 





1. More than 600 new industrial establishments and 200 — 
factory extensions; o= É 


O MOPS nor 





2. Against 360 fewer textile mills there are 1,86 
textile factories ; ; -_ 


piei. 
pin 





3. Over 20 idle textile mills have been converted into factories 
for other products, and employment for more than 25, 


` $ ** 


workpeople is promised by enterprises introduced by eye 


Lancashire Industrial Development Council. 
New enterprise calls for ideal conditions — Lancashire Po 
offers the right combination and adds a maximam fo 
encouragement. E ae 





irelevant information | 
th in confidence and | o 


Ship Canal Hou: 
King Street, 
Manchester, 2 













General Manager: 
J. BENNETT STOREY 


"Preliminary information obtainable through: the Travel -& Industrial Development Asoulatint 


calls for increased supervision. The natural tendency to “ease up” 
the holiday months can be checked by the GB.” System, 
way of increasing efficiency. Summer time is just as valuable 

= time—don’t have it wasted. Investigate the TGB System, » 
an indisputable record of time worked and keaps down your ov 
p Send for full details, catalogue, etc. 
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The rougher the 
road... 


the faster the 
ae: OPI 


the tougher the 
ions. « À 


the better you 
can rely on me... 


Longleys 
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The Mechanical Horse (Cont. on page 15) 


types of vehicles capable of carrying 
equally big loads. 

The compact tractor unit occupies 
very little space in the garage or running 
shed while, thanks to the full articula- 
tion of the complete combination, the 
trailers can be parked closely together 
almost anywhere: even left in the open, 
if necessary. This means substantial 
economies in the cost of garaging, heat- 
ing and other standing charges. 

With regard to Scammell mechanical 
horse maintenance costs, the designers 
have allowed generous dimensions for all 
wearing parts of the chassis mechanism, 
and with ordinary attention to lubrica- 
tion the vehicles can be relied upon for 


While at the works I went carefully 
into mechanical horse operating costs, 
which, tabulated in the panel, will give 
any prospective user a fairly accurate 
idea of the economies to be obtained. 


A New Highly Efficient 
Diesel Unit 


In their 1938 range Scammells include 
an oil-engined mechanical horse. Re- 
sembling the standard 6-ton model, it 
is equipped with a Perkins Diesel engine. 
It is claimed that this model with a 
1o-ton load has approximately the 
same performance as the petrol-driven 
6-tonner. 





Streamlined, Neon lighted, Mobile Photo Dark-Room 


É h feature about this vehicle is the striking bodywork. It is a high-speed 
mobile photographic dark-room built by Lancefield Coachworks, of Wrenfield 
Place, Beethoven Street, London, W.10, for Temple Press, Ltd. 

Equipment inside includes gas heating as well as all the requirements in the 
way of water, sinks, benches, racks, etc., for photographic work. The door seen 
in the centre of the side gives access to a special electrical power unit which pro- 
vides current for neon signs on the front and sides of the vehicle. The chassis is a 

Commer P.N.F.3. 





continuous service over a very long 
working life. 

As the whole chassis mechanism com- 
prises standard units, the vehicles can 
be serviced by a mechanic of average 
skill. Replacements, as and when 
needed, which are obtainable from the 
Scammell works at Watford or from 
depots in main provincial towns, can 
be fitted by the operator in his own 
garage. 

For the convenience of fleet users not 
having repair facilities of their own the 
manufacturers have a unit replacement 
scheme whereby any major portion of 
the chassis mechanism can be replaced 
from stock immediately while the origi- 
nal unit is being repaired, thus ensuring 
the maximum vehicle availability at all 
times. 

In certain cases, too, the manufac- 
turers will place a complete motive unit 
at the disposal of users while their own 
is under overhaul. 


According to figures provided by a 
concern employing two of these latest 
Scammell-Diesels for delivering grain 
from the docks to a granary 2} miles dis- 
tant, the results are very satisfactory. 

Each motive unit does two return 
trips per hour, handling 12 tons of grain 
each trip per vehicle, or 24 tons per hour 
per vehicle, which amounts to 384 tons 
per day for two vehicles (say 375 tons). 

Working 300 days per annum, a total 
tonnage of 112,500 is carried by the two 
machines. The inclusive costs of oper- 
ating amount to £1,470, so that the cost 
per ton is about 3.15d. per ton. 

The daily mileage covered by the two 
vehicles, each doing 16 trips per day of 
5 miles, is 80 miles per day per vehicle, 
or a total mileage of 160 for the two 
machines. The annual mileage for 300 
working days is, therefore, 48,000, at 
a total cost of £1,470, or roughly 7.4d. 
per mile, including the cost and main- 
tenance of a third carrier. 
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é. > . fo place 
on record my 
appreciation of 
the Masseeley 
Advertising 


Unit a e + oe 


SHOWCARDS, PRICE 
TICKETS, CUT-OUTS, 
WINDOW BILLS, 
POSTERS, PELMETS, Etc. 


—made by your own staff, on your 
own premises, as single items, 
or in long or short runs: with 
an unlimited variety in colour, shape and Do not risk a snap-judgment on a r 
material: a time-saving of at least 500% which means so much to your net 
over any other process of production, and Arrange for a full demonstration, 








a striking economy in cost amounting to own premises, working at your 
50% or even more. to-day Sales promotional requirem 


MASSON SEELEY & COMPANY, 


| Masseeley Building, HOWICK PLACE, WESTMINSTER, LO 


Telephone : VICTORIA 2151 (4 lines) | 











BUSINESS ACTIVITY 
FACTORS OF THE U-K 


There is real encouragement in the bar chart this time. Look at the May 
plusses over April—2-0 per cent steel, 0-4 per cent coal, 8'4 per cent build- 
ings, 15°4 per cent bank turnover, to mention a few. It seems thereis a 
check to the slight recession and business is on the up-grade again. 

Quiet optimism is indicated. Although most key figures are down as 
compared with May, 1937, the decline is slight. 

Taking a long view, conditions favour the business man who is not afraid 
to plan ahead. If you prepare now to go after business you should reap a 
rich reward in the autumn-winter months, 


fa) Crab FACTORS 
MINUS = PLUS 


Business Activity Index 


Steel Production 









tron Production 9:2 
How To Read The Chart: 


Red bars represent latest available 
hgures for June. Figures show per- 
centage increase or decrease as com- 
pared with June, 1987. Black bars 
represent percentage increase or de- 
crease for June as compared with 

previous month—May. 


Coal Production 
Imports (total value) 9.0 


Raw Material Imports 20.2 


Exports (total value) 1-0 
Buildings: (total value) 

. 
Factories, etc.) 


iq 
Wholesale Prices 8-7 


Rail Traffics 
IO -2 


Postal Receipts (net) 


Bank Turnover 10-0 


Shipping: Entrances 
Clearances 
Rayon Output 3'2 
Raw Cotton 3ĝ.] 
Wool Text. Wages £-0 
Electricity Output 
Retail Sales 
Motor Registrations 
New Capital Issues 


Cost of Living 4-0 


Employment 








THE BUSINESS TREND 


What Sor 


By CEC 

F May was — confide 

June was almost reassuring. T 

was no major European crisis 
Stock Exchange jitters either in Lo) 
or New York. On the contrary, we 
a few indications of a halt in the 
months’ backwards slide. 

The building figures were surprisi 
good. After a fall of 24.1 per cer 
May there was a rise of .5 in Jun 
startling recovery. Admittedly, 1 
figures are dependent upon the date 
which local buildings sub-commi 
met, but so great an improvement 
total covering 146 town and co 
councils outside London could sca 
be a fluke. 


More People Crying 
‘Shop’ in Suburbia 

UITE surprising was the imp) 

ment reported in shop sales; this: 
menced in April. Although Easte1 
in that month, the rise of 11.4 in 
over last year dwarfs the fall of 5 
cent in March, the Easter month of 
year. Best of all, employment in s! 
rose by 2 per cent. This suggests 
the public is buying more courageo 
outside Central and West End Lon 
further evidence for my belief that 
suburban store is now more successi 
competing with the West End. 


Bread and Butter Money 
Was Buying Bread Only 


HE slight fall in prices may ł 

helped retail sales; certainly 
cost of living was beginning to rise fa 
than wage rates. Is this the secre 
the fall in motor-car sales? Ten per) 
fewer cars were produced between O 
ber and March than a year ago; 6 
cent fewer commercial vehicles. 

For each single month there was 
a fail below the level of last year. 
the fall in car sales coincides, not \ 
the shocks to confidence early in 
year but with the rise in price annour 
last autumn—a fact which I comm 
to the attention of sales directors. 
sults are surely justification for the { 
bodings I expressed last autumn al 
the rise in prices. 

So far the slight fall in prices has 
helped foreign trade; a fall of 11 per: 
in exports, even allowing for two n 
working days in May, 1937, is uns: 
factory enough; the fall of 20 per ı 
in raw material imports, of 39.1 per í 
in raw cotton imports is a bad omen 
autumn. 

The fall of 15,000 in the numbe 
employed is about normal and enti 


ST. 





f Autumn? 


o the serious slackening of the coal, 
n, woollen and engineering indus- 
Curiously enough, the total fall 
aé employed of 148,000 is just 
iced by the increase in unemploy- 
over last year in cotton (78,000), 
ens (28,000), and metal and engi- 
ng (46,000). Increases in other in- 
ies absorbed a large number of 
g people who came on the registers 
e end of the Easter term, so that 
ituation outside cotton and coal is 
strengthened. 
r the rest most of the figures 
a perfect example of a cyclical 
sion. Indeed, a 6} point fall in 
sconomist Index between January 
\pril is sharper than the similar fall 
een August 1929 and April 1930, 
the index fell 5 points. Between 
st 1937 and April 1938 the index 
$ points. 


ain Can ‘Take’ 
e or Big Slump 


HE urgent question is whether the 
recession is a major or minor one. 
ing by the League of Nations 
s for world trade it is uncannily 
ipread. The index for world trade 
Ullen by 12 points, from 100 in the 
juarter of 1937 to 88 in the first 
er of the present year. Raw mate- 
wices begin to harden, and there 
a slight stiffening up of freight 
in mid-June. With Germany, 

and Japan as almost isolated 





Business Regional Indices 


very from the minor recession is the vital point 
nal activity indices published this issue. Look 
upward curve of the line for London, South 
|. North and Midlands! That is cheerful 
e of renewed trade and improved conditions. 
joes not mean we have got a boom on us or 
g like that: but it is a good sign that busi- 
holding up. If this encouraging progress is 
ned—as it should be—the final quarter of this 
i! be prosperous for industry and commerce. 
viz fall for Scotland might be misleading. It 
esult of sudden peak activity in many direc- 
irough Glasgow Empire Exhibition work in 

Naturally, this activity declined in April, 
ly such factors as building and volume of 


cial car licences. The results show up 
matically now in the indices, 
ym and South England record about 980 


increase in May (provisional figures) as com- 
vith April {revised figures). uch of this is 
seasonal recovery but it is a healthy sign. 
still is the fact that the North and Midlands 
a 20 point progress. This means work is at 
level, production is being maintained and sales 
Ww made. 

g a broad view of conditions as reflected in 
ices, it seems that manufacturers can plan 
vith some confidence. 


Reading the Indices 


hese new indices, the average business activity 
area during 1935 is taken as the base (=100), 
lices are given by months. 


MASTER INDEX---—U-K 


BUSINESS REGIONAL 
ACTIVITY INDICES 
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economic units; with tariff walls still 
around almost all markets; with cur- 
rency restrictions still much in use, the 
‘normal force of the economic cycle is 
temporarily broken. Nor are there the 
excessive prices, the huge stocks, the 
over-extended credit of 1929 to hasten 
an economic crash. For that reason 
even a world recession to-day is likely 
to cause only a minor recession in this 
- country... The pump priming of the 
E rearmament programme must rapidly 
- make itself felt, so soon as a number of 
- armament factories are in production, 
So the price slide may be stopped in the 


a home markets. 


This autumn’s business will be de- 
— largely by three factors: by 
“whether the new promise of recovery 
in the United States proves to be justi- 


| ae fied or ‘merely another illusion; by how 
. far rearmament eases off the fall in fac- 


tory building; by how far Admiralty 
orders take up the slack in the yards now 
finishing civil contracts. 


Uncle Sam’s Business 
- Being ‘Yanked’ Ahead 


MERICA’s situation is still difficult 
to assess, 


in building plans passed is reported; 
brighter steel prospects are in evidence; 
the wholesale price index has advanced 
for two weeks running. Cotton mill acti- 



















j The Productsofmany well-known 2; aust 
Scottish firms are advertised by | 
Maxwell Nicholls. and Partners, | | 
Formed in 1913, the Agency has | | 
officesin Edinburgh andGlasgow,.{ |. 
each under the. directio 
| resident partner 












A slight improvement 


Personal Service.. .. rae F ES 


as jeading cnanifactorers 
entrust their adver- 
7 'tising to the Agency |- 
ee: -known for its good ser- | 


vity has shown a sudden spurt; motor 


production is rising ahead of the normal 
seasonal trend; pump priming will soon 
be in full swing. Congress has gone a 
good deal further than President Roose- 
velt ever intended with that popular 
process; indeed, his first estimate of 
£1,000,000,000 will apparently become 
£1,200,000,000 or more. 

Anything like a better feeling in 
America is more than welcome——being 
the first essential towards. — Ye- 
covery. Unfortunately there. 
general evidence that business. feels any 
more kindly towards Mr. 


recovery of popularity will compel a 
truce; if it does, the biggest step towards 
American recovery would have been 


taken; but how long will any American | 
Can any*upturn survive 


revival last? 1 
comtinued budget deficits, high state 
and municipal expenditure and in- 
ternal prices out of Hue with world 
prices? 
Price Drop Pauperises 
The Primary Producers 
MHE failure of America to recover is 
the more disappointing because 
most of the raw material~producing 


countries are- already feeling the effects 


of declining prices. Business is suffer- 


ing in Europe too outside the totalitarian 








* 


no 


Roosevelt. 
The question is whether his astonishing | 






States’ even ‘Belgium, . Switzerland, and 


-Holland show a slackening off. In Scan- 


dinavia, however, business is well main- 
tained, fortunately 
exporter. 


* 


Weighing up the various factors ree 0 - 
viewed, how may one expect the pendu · 
lum to swing this autumn? Many econo- ~~ 


mists expect continued recession and less 
than the usual autumn upturn. Two 
great financiers, one conducting a 


national industry, have told me during 


the last few days that they are certain 
rearmament will start a price rise that 


will bring a strong revival in this country. 


Rearmament Defence 

Against Recession? 

VONSIDERING the world situation, 
however, is it not much more likely 
that rearmament will merely stem the 
recession and give us a normal autumn 
upturn? Certainly more healthy and 
more likely to last. 


© Every executive does his share to- 
wards securing this upturn when he 


takes every opportunity to pass on lower 
prices to his customers and to get every 
foreign order that he can reach. Very 
shortly an adverse balance of trade will 
be a real peril, as the Government’s re- 
armament budgets expand their de- 
mands on our nearly stationary 
population. 


MITCHELLS 


-for preference 
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P HOTOG RAPHERS 


“To all who visit the 
Exhibition we extend 
a warm invitation to — 
inspect our Works.” 


SCOTTISH 
STUDIOS 


& ENGRAVERS LTD. 


196 CLYDE ST. 
GLASGOW 





ON THE | 


On all matters relat COL- 
tish Advertising it sable 
to seek the aid oft the Agency 
onthe spot. We have had over 
50 years in which te study 
Scottish Folks and can very 
capably settle your Scottish 
appropriation problems. 
PETER A. 
MENZIES 
fil Bath Street, Glasgow. 
Telephone: Douglas 2354/5 
Gramg,: Glasgow. 
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“BUSINESS” SURVEY OF HOME MARKETS 


SCOTLAND and THE NORTH 





PERCENTAGES OF UNEMPLOYMENT 


oon | oe 


POPULATIONS 

(berdeen 176.8907 Leeds .. * 449500 
Slydebank 47.520 Londonderry 45.450 
Jarrow ... 14.720 Middlesbrough... 140,000 
Selfast -» 480,000 Motherwell |- Ah at 
Blackpool  .. 121700 Nelson ka 3008 
—* u.e 200,500 Newcastle ove 200,400 
urnley 9t, 340. ; 

Jarlington 75.500 Paisley .. .. 80,075 
Jundee ... 178,602 Port Glasgow 19, $80 
Tdinburgh 464.130 Preston ... a. 415,200 
rateshead 0,034 South Shields . 117800 
lasgow 1,115,804 Stockton . 66,860 
wreenock $o,s24 Sunderland 144.170 
lartlepools 70,720 York 89,680 

KEY 


The first figure gives change in number of unemployed 
at the June count as compared with the May count. 
Total number of unemployed is shown by second figure. 


Make a note 
of bis. + 





“ BUSINESS” will again this year incorporate within its September issue an 


ANNUAL REVIEW & REFERENCE NUMBER 


of modern equipment for successful control of Factory, Sales and 
General offices. 


x Your opportunity to enlarge upon the specific value of your own equipment to commerce and industry 





SERVICES & 
SUPPEN 












èe designed with intelligence 












è backed by experience 
èe produced with speed 


BEMROSE&SONS LTD 


AFRICA HOUSE : KINGSWAY . LONDON W'C:2 
MIDLAND PLACE ' DERBY 


DIRECT MAIL 
in all its branches 





Partner in leading direct mail 
organization has recently 
launched out on his own 
account. First-class service, 
keenest prices for all types of 
mailing work, Send for details 
to Box 402, Business, White- 
friars House, Tallis Street, 
E.C.4. 








ART WORK FOR 
ADVERTISING 


Is more than just making 
drawings. However good a drawing 
may be, if it doesn’t sell the goods, 
it’s a baddrawing. Ourartworkisnot 
only good art but good advertising. 


e Creative Sewice jr Rdvert iseh @ 
ADVISERS — ARTISTS — COPYWRITERS 
46 GILLINGHAM ST., S.W.I, 


Telephone VICTORIA 7362 qi ri ve i t h oO me ? 


The illustration and design of adver- 
tisements, booklets, catalogues — any 
class of printed matter — comes within 
: the scope of the K &C creative studio. 

Ae PASEI ie Artwork is produced for all manner 
Original, Proved, of trades and undertakings, all with the 
Practical and Usable object of selling simply and effectively. 
in ADVERTISING and The workis good and reproduces well. 
MARKETING It does convey the story the client has 

in mind: it does drive it home! Please 
allow us to quote for your next order. 


FOR HIRE! 


MODER! 
SALOO 
—CAR. 


Chauffeur Driven - - No Restricti 
LONG OR SHORT CONTRAC 
Box 398, Business, WI 


friars House, TallisStr 
London, E.C.4 





PRIVATE 
TRANSPORT 
CONTRACTOR requires 
EXTR 
LOAD 
between 


LONDON å MIDLANI 


Regular Daily Service 


Box 399, Business, Whitefriars Ho 
Tallis Street, London, E.C.4 


Comes to You In The 


ADVERTISING || KNIGHTON & CUTTS LTD 


BLOCKMAKERS, ARTISTS, PHOTOGRAPHERS, TYPESETTERS, 


ELECTROTYPERS, STEREOTYPERS * HAM YARD, PICCADILLY 
MONTH LY CIRCUS, LONDON, W.1 * PHONE: GERRARD 5231 (many lines) 





* Any job of 


* MAILING 
is a job for 





Devoted Exclusively to 
the Interests of Business 
Executives, Directors and 
Managers, whose Job it is 
to Widen Distribution and 
Increase Demand 


DO YOU REALISI 


| That it is costing us a frac 
of a penny to address 
message to you. 


7 2 That it will cost you the: 
* to place your story before 
pair of eyes that reach this; 


Order from your Newsagent 


TO-DAY or write for Speci- MAILING SERVICES LIMITED 3, That over 17,000important 
men Co to the Publisher, ness executives read this joi 
ADVERTISING DIRECT MAIL ADVERTISING CONSULTANTS See RE mae INGA 


MONTHLY, Whitefriars 
House, Tallis Street, E.C.4 


Addressing * Enclosing * Mailing * Facsimile Letters * Personalising Write for particulars of these spaces to 
PERRY HOUSE, 120/128 UNION ST., S.E.1 SPECIALISED ADVERTISEMENT MANA 
BUSINESS, Whitefriars House, Tallis St., E 





“BUSINESS” SURVEY OF HOME MARKETS 


SOUTH and .MIDLANDS 


Ley: first figure gives change in number unemployed at June count as compared with May count. Total unemployed is shown aioe ure 
p El R — aga 
Accrington 0.4 
bed Ashion * ge 
Barasiey Y 


4 ae ERD +j Er —— S io 
i Blackburn 16.00% 

p 4 PR Bolton ee 
x righion 146,000 
| om n —* X 
“ry 60, 80x 
` z 31419 Cardi a. F360 
Chatham TET 

3 B 


Chorley = O TOi 
oveni ério 
Derby Éd , ~ * 
Dewsbury (3.210 
Doncaster 70. Alo 
Grimsby ... 
Halifax 
Hudd tersfield 
Huli a 
Ipswich . 2.4 
5 Leicester 261 400 
Lincoln 
Liverpool 
Lianelly : 
Manchester 4408 
Newport ror 200 
Northampton OÖ. t 
Norwich os + 
Nottingham 
Oldham ... 


— 
Plymouth 6.400 * 
Portsmouth if. 
Reading i O 
Rochdal ? 


Rotherham 
St. Helens 
Salford f - 
Sheffield . 
Smethwick tr 0 ; 
Southam pt on i a ‘> FET 
Si ockpor j ee. - — 
To ent TAR. 
Swansea 

Swindor 

Wakefield 

Walsall 

Warrington 

West Bromwich 

Wigan 

Wolverhampton 
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PERCENTAGES OF UNEMPLUYMENT 


(ein) [05%] SS 


gus TEST YOUR ADVERTISING ECONOMICALLY 


& IN A PROVED TEST MEDIUM 
No. 6. EVENING SENTINEL stoke-on-TRENT * MARKETING BOOKLET FREE ON APPLICATION * 


ap COOPE * Advertisement Director * NORTHCLIFFE NEWSPAPERS GROUP, LIMITED * Carmelite House, London, l 4 00 
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BUSINESS for JULY, 1938 


Here’s NEWS of Active Home Markets 


Special Reports from the Centres 


GREATER LONDON 
£100,000 Is Being Spent by Lon- 


don Passenger Transport Board for length- 
ening platforms, etc., Central, West End 
Tube stations—Directors G.W.R. have 
placed contract with Fairfield Shipbuilding 
& Engineering Co., Ltd., for steel girders 
and other iron work—City of London Cor- 
poration has ordered from Karrier Motors, 
Ltd., 9 tractor-trailer refuse collectors. 
City of Westminster Corporation and Dept- 
ford Borough Council both buying tractors 
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from Karriers—Apex Vactric, Ltd., are in- 
stalling conveyors for assembly work at 
their new factory, Stanmore, Middlesex. 


Metropolitan Water Board is get- 
ting tenders for construction of large reser- 
voir to south of Knight & Bessborough 
reservoirs, Walton. New reservoir is to 
cover area of 374 acres, will have capacity 
of 4,400,000,000 gallons—A.R.P. work 
throughout London area now taking place 
on large scale. Latest estimates reveal 
total expenditure amounting to hundreds 
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An impression of an Avery operator preparing the negative in blockmaking. 


AVERYS 


Fy lockmakers of Big: sree 


In addition to expert photo engraving we 


specialise in 


ARTWORK, 


RETOUCHING, 


PHOTOGRAPHY, TYPESETTING & STEREO- 
TYPING. Avery craftsmen co-operate to give 
you a complete advertising service Day & Night. 


From Rough Layout to Finished Block 








AVERYS SERVICES LTD | 


57-41, LOWER MARSH, S.E.1 XZoxeWATerioe 4027 


| 





of thousands of fs. About 100 firms in 
the city are preparing shelter schemes for 
staff. Woodward & Co. (Finsbury), Ltd., 
builders specializing in A.R.P. work, now 
have 150 representatives of firms attending 
lectures on A.R.P. organization. Which 
suggests market for A.R.P. products in 
London. 


SOUTH 


Largest Single Contract for aero- 
planes placed in this country is being 
awarded by Air Ministry to Phillips & 
Powis Aircraft, Ltd., Reading. Order is 
for high-speed trainers with Kestrel engines 
(made by Rolls Royce). Delivery is to be 
completed in year or two—Air Ministry has 
also placed big orders for Airspeed Oxford 
monoplanes with Airspeed, Ltd., Ports- 
mouth. Further orders are placed with De 
Havilland Aircraft Co., Hatfield; Percival 
Aircraft Co., Luton; additional orders to 
Airspeed, Ltd.—Part of heavy spending in 
defence programme is benefiting factories 
at Welwyn, Letchworth, Southampton and 
Guildford—Two new industries are being 
established in Basingstoke, Hants. Kelvin, 
Bottomley & Baird will manufacture aero- 
nautical instruments; Eli Lilly Co. are 
manufacturing chemists. 


MIDLANDS 


Six Big Companies now engaged on 
special aeroplane production are Austin 
Motor Co., Ltd., and Rover Co., Ltd., 
Birmingham; Standard Motor Co., Ltd., 
Daimler Co., Ltd., and Rootes Securi- 
ties, Ltd. (Humbers), Coventry; Bristol 


20 Years of 
Speeiality Selling 


The intimate problems associated 


with this sphere of marketing are 

keenly discussed by a well-known 

manufacturer in the article on 
Page 13 





Aeroplane Co., Ltd., Work at all these 
firms’ new factories is going to schedule, 
employing thousands of.men and women 
—New rolling mills for light alloys, Bir- 
metals, Ltd., near Birmingham, has started 
operations—Beresford & Sons, Ltd., Bir- 
mingham, now manufacturing trailer fire 
pumps. Production is on large scale. 


Extensions Costing £90,000 are 
being undertaken by Darwins, Ltd., Shef- 
field. New machinery and mills for pro- 
duction of ‘‘revolutionary’’ type of steel 
for use in aeroplane, motor-car and other 
industries is to be installed. Extensions 
will increase size of works by 25 per cent 
—Chesterfield Tube Co. is equipping new 
shops with heavy tube-making plant to 
manufacture pierced and drawn weldless 
steel hollows of size and weight hitherto 
unobtainable by same process. 


£8,000,000 Is To Be Spent by Bir- 
mingham Corporation to double output of 
the city’s principal power station. Elec- 
tricity consumption in Birmingham area nas 
increased 24 times in past six years, hence 
urgent need to increase present supply— 
G.E.C., Wotton, have order to carry out 
complete electrification of Lurgan Power 
Loom weaving factory, near Belfast— 
£100,000 aircraft factory, Leicester, which 
will employ up to 1,000 people, is being 
built by Reid & Sigrist, Ltd. 
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Three Items ‘May’ Flower 
For The Sales Executive 


HERE are important facts 

| clamouring for your attention this 

month: (1) strength of mass mar- 

kets; (2) value of spontaneous spending 

market; (3) importance of chain-store 
selling. 

Maybe you have heard them before, 
but these factors are always coming up 
for fresh consideration, with new interest 
for marketing men. They are specially 
significant just now because they may 
help you to get to grips with prevailing 
topsy-turvy conditions. 

Outside these specifics there is the 
usual monthly harvest of key statistics. 
Not such a bad harvest, either. There 


_ are important plusses recorded for May 


as compared with April—steel and coal 
output, buildings, imports and exports, 
bank turnover, etc. (see bar chart, page 
44), which suggests more stable con- 
ditions along lines mentioned here in 
recent months. 
hd i 

Can You Now Make 
Money ‘En Masse’? 

ESPITE pinch-penny policies evi- 

dent for some some in certain 
markets the mass market is still 
expanding. Says Sir Herbert Morgan 
at Smith’s Potato Crisps (1929), Ltd., 
annual meeting: ‘‘The average spend- 
ing power of the people was never higher 
—and money is being spent. Existing 
waves of depression are not traceable in 
any way to the vast mass of the public. 
They are largely traceable to the buyers 
of high-priced luxuries, who always 
seem the first to be attacked by panic, 
so we are fortunate to be only interested 
in an article of universal consumption 
at a popular price.” 

There is truth and reassurance in that 
statement. If you are already in the 
real mass market, you know it; if not, 
it suggests two ideas. Firstly, is your 
product near enough to that market to 
get in? Secondly, can you get a ‘‘confi- 
dence’’ angle and appeal in your selling 
of luxury-class articles? 

Here is a chance to do some careful 
thinking. Maybe to drop your price by 
as little as five per cent would send 
sales soaring. And there are many ways 
to make the cut possible—a little less 
expensive packing, not quite such a 
good container, a slightly smaller quan- 
tity of the article, and so on. Think it 
over. At the worst it will cost you brain 
fag; at the best it may solve your sales 
problem. 


MARKETING - ADVERTISING - SELLING 





Curr@nt Facts 
that will help in 
Shaping your 
Sales Campaigns 


‘Temptation Titbits’ 
Tot Up Big In Profits 


PONTANEOUS spending is the 
unknown quantity in marketing, 
but it is worth having. Most suc- 


cessful example of catching odd pence 
to make millions of /s’ profit is Wool- 
worth’s. This firm’s stores are as full 
of temptation as a Sultan’s harem. It 
is essential Woolworth marketing policy 
that customers come in to spend 3d. 
but see at least one article which draws 
another 3d. So it is with all depart- 
ment stores—and most shops, if it comes 
to that. 

The problem is to control this spon- 
taneous buying. The bulk of shopping 
is planned at home by the housewife. 
She spends so much on so many things. 
That, says many marketing men, is her 
limit. But it isn’t. She will stop and 
have a cup of tea with a friend or buy 
a number of trifles she happens to see. 


Catch Their Eye To 
Snatch Their Pence 


HESE extra pence spent else- 
where make enormous totals. 


Take the instance of a big depart- 
ment store which was entered last year 





by 9,000,000 people. Only 5,000,000 
individual sales were made, with an 
average value of 3s. gd. per sale. If only 
one in twenty of the 4,000,000 visitors 
who did not buy could have been in- 
duced to spend the average sale amount 
the store’s turnover would have been 
up £37,500. If the value of the average 
sale had been up a farthing the store 
would have netted an extra /5,208. 
Figures such as these show the value 
of ‘‘temptation’’ sales. It is an argu- 
ment for more vigorous point-of-sale 
effort. More attractive displays, demon- 
strations and other methods of getting 
attention pay handsomely. Most manu- 
facturers could get busy on this phase of 
marketing and reap big returns. 
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51 
You Needn’t Get 
Into This Fight 
ATEST chain-store sales figures 


spotlight a marketing problem— 
the importance of these stores as retail 
outlets. For instance, average profit 
per branch of both Woolworths and 
Marks & Spencers is about /9,100, al- 
though the former has 711 and the latter 
230 branches. This suggests that the 
selling value of the stores is about equal 
so far as the manufacturer is concerned, 
that it is proportionately worth while to 
supply both firms. 

Interesting, too, is the fact that this 
profit per branch is about /600 less than 
average gross turnover of the much- 
dreaded Co-op shops. Co-ops are losing 
trade to chain stores. There is a struggle 
between chains and Co-ops for low-price 
buyers. This indicates that Britain's 
750,000 independent retailers can func- 
tion efficiently as outlets for better-class 
goods. It seems manufacturers would 
find it worth while to pursue more vigor- 
ously a policy of building up indepen- 
dent retailers as outlets for superior 
brands of products. 


‘Show’ The Way To 
A Big Sales Volume : 


ANY marketing men attended 
last month the fourth exhibition 
by ‘Artists & Photographers in Ad- 
vertising’’, organized by Advertising 
Monthly (Business Publications, Ltd.) 
and held at British [Industries House, 
Oxford Street, London, W.1 
Executives interested in and 
marketing are attending this annual ex- 
hibition in greater numbers each year. 
Why? Because they find massed there 
examples of almost every type of illus- 
trative work used to-day in advertising. 
They find, too, ideas, new schemes and 


sales 


This preparation and 
handling plant for 
dealing with coal was 
supplied to Weirton 
Coal Co., Pennsylva- 
nia, by Simon Carves, 
Ltd., Cheadle Heath, 
Manchester. What 
about this as a good 
example of selling to 
a dificult foreign 
market? 


suggestions for marketing. They are 
able to get a fresh viewpoint on old prob- 
lems, to discover ways and means of in- 
creasing sales. 

A good instance of this trend of work 
is the case of a sales director of a well- 
known consumer product manufacturing 
company. He told me that one set of 
photographs exhibited at the show had 
given his firm an idea for an entirely new 
advertising campaign. 

Apart from any other reason the need 
to keep up to date in the trend of illus- 
trative work certainly makes this one 
exhibition that all executives on the 
advertising and selling side of business 
should attend. If you did not go this 
year make sure you do in 1939. 


A, A a 









ADVERTISERS ARE OFTEN SURPRISED 


at the excellent results which emanate 









from a small advertisement in BUSINESS 





«but after all, the Classified Section is 






read with just as much interest as the 
rest of BUSINESS 


















OFFICE EQUIPMENT FOR SALE 





“A Large Selection of Ex-Government and 
OTHER STEEL anp Woop Orrice FURNITURE, INCLUDING 
‘Frome Castnets, DESKS, CARD INDEX CABINETS, KTC. 
Atso Plan Cabinets New AND SECONDHAND at LOWEST 
TRIES. WRITE ror CATALOGUE, THE MISCELLANEOUS 
Trapinc Co. Lrp., 1/5 Hion Horsorn, W.C.1. 
Hotsorn 4694." 








BRAVON 


ALL-STEEL 


CABINETS 


For Account 
Books, Records, 
Documents, &c. 


MODEL è ÀA +e 


33/- 


Carriage Paid 
Send for complete 
List Free 


BRAVON OFFICE EQUIPMENT CO, 


56 Southwark Street, LONDON, S.E] 
Phones: Hop 2158-9 
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Adding Machines, Calculators, 
Machines. Typewriters and all Office Equipment. 
New, Rebuilt and Second-hand. Bought, Sold, 
Exchanged.-Dixon Matthews & Co., 48 Pilgrim 


Street, Newcastle-upon-Tyne, 1. 
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Art Metal Visible Systems. Hf you have not had 

wia recent demonstration you have missed the latest 
developments in this type of equipment. 

for Catalogue P-60, Art Metal Construction Company, 

201 Buckingham Palace Road, London, S.W.1, 


Statement 














Rubber Stamps and Marking Devices. Catalogue 
No. 20B, post free on request.—Richard E. Stromer, 
Ltd.. 155a Upper Thames Street, London, ECA 
Established 1875. 
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STENCILATOR 






“NIPPER” PRINTS 1,000 LETTERS FOR 1/-. 400 
ponam COPIES PER HOUR. Capacity 
—— — 200 words, 54 x 34in. XII. 









Ma sago ad. 

_ a NEW “MAJOR” OCTAVO. 

_ Capacity 300 words, 7 x 4in., 

‘| paper up to9x Gin. Complete with Bed, Paper, 

| Stops, and device to ensure printing leve! with edge 
of paper, Strong, well finished. 10/6, post paid. 


A Real ADDRESSING MACHINE for 60/. 
DETAILS FREE 
< Lists many Garden and Household Gadgets, Free. 


-B., ADAMS-AIDS, 1972 WHITEACRE RD., 
ve ASHTON-U-LYNE 























-Wanted.—Electrically driven Burroughs. Adding 
Machine, 6-figure sterling. Full particulars to 
KRubery Owen & Co. Ltd., Darlaston. 


MONTREAL 
TORONTO 





WINNIPEG. 
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Or send | 


| 
| 
| 
| 


RATE—-2/6 a line (average 7 words to a line). 
Minimum 3 lines costing 7/6; each additional line 
or part of a line 2/6. Box No. counts as one line 
and is to be paid for; reblies are forwarded free 
of charge; Ra discount jor B insertions, 59, for 
& 10% for 12. Payment with order for single 
insertion. Disblay panels per single column 
inch. Discount® as above. Special rate for 
“Apbointmenis Wanted’; B insertions for the 
price af 2. 
Announcements for the next issue should reach 
Business, Whitefriars House, Tallis Street, ECA 
(Phone Central 9891), not later than July 21. 





APPOINTMENTS WANTED 


Young Executive who so far has been able te 
apply his talents outstandingly in various spheres of 
the commercial world, with particular success on the 
Sales-Promotion side, seeks an outlet for tireless 
enthusiasm and determination, A tactful but good 





‘disciplinarian, accustomed to training, handling and 


directing the activities of salesmen.—Box_ 992, Busi- 
Ness, Whitefriars House, Tallis Street, E.C.4. 


ñ — —— —r — —— —— —— af 


inexperienced as yet but with an absolutely 
thorough and all-round knowledge of advertising, a 
young man aged 44 seeks opportunity to enter adver- 
tising office. Highly intelligent, excellently recom- 
mended, ten years’ experience in accountancy and 
general business, really qualified now. for advertising 
position—sound copy, effective layout, original ideas 
— just needs the start to prove his worth, Interested 
emplovers, please write.—Box 304, Business, White- 
friars House, Tallis St, EC.4. 


—— — — —“ — 
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Your husiness or product may have NEWS 
value, Successful journalist-publicity man is willing 
to give spare fime to manufacturing firm interested 
in promoting sales through editorial publicity.—Box 
897, Business, Whitefriags House, Tallis St. E.C.4. 


— othe 
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Lam prepared to act in a free lance capacity as 
Advertising Manager for a concern whose appropria- 
tion does not warrant the services of a full-time man. 
— 306, Business, Whitefriars House, Tallis St., 
E.C.a. 





— — ——— 


‘A competent executive with eleven years’ varied 
experience desires responsible post with progressive 
commercial concern; sound knowledge of manage- 
ment and marketing methods; Chartered Secretary, 
Certified Accountant. Write Box 401, BUSINESS, 
Whitefriars House, Tallis Street, E.C.4. 
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Advertising and Sales Consultant can serve one 
or two non-competitive firms. Box 400, BUSINESS, 
Whitefriars House, Tallis Street, E.C.4. 


UNEX 


LIMITED 
I5 HOLBORN VIADUCT, 


LONDON, E.C.! 
Tel.: CITY 4093. 


Rebuilt and Guaranteed 


ADDRESSING Machines, Cabinets, 
Frames, Plates. 


EMBOSSING. 
OFFICE PRINTING Machines. 
ACCOUNTING Machines 


of leading makes at attractive prices. 


MAINTENANCE, Overhauls, Repairs. 


We BUY or EXCHANGE SURPLUS 
EQUIPMENT. 
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YOUR OWN modern chauffeur-driven saloons ` 


J. J. GIBBONS LIMITED © ADVERTISING AGENTS (CO 






HE KNOCKS BUT ONCE! 


@ Opportunity is a timid fellow. When he does 
come to our door he knocks but once-~-and 
faintly at that. Therefore it behoves us ever 
to be on the watch for him--and the Classified 
Columas of Business form a really excellent 
place in which to keep such a watch. For the 
many small advertisements here contain 
amongst them a wealth of opportunity, AH are 
worthy of your attention, for who knows- 
There mav be something in this very issue of 
direct interest to yeu. So follow the lead 


of the knowledgeable ones by keeping a watch- 
ful eye on the Classified Pages of Business. 
Sooner or later you'll be glad you did! 





SITUATIONS VACANT 


Sales Manager's Assistant required for important 
high-class speciality organization. Expd. analysing | 
and dealing with salesmen’s reports, able produce | 
vital facts and submit recommendations, ability handle 
correspondence selling staff on Sales Management 
policies essential Permanent progressive post for 
right man, age 26/382. Salary {260/864 p.a, Apply 
LAURIE & CQ, Employment Specialists, 28 
Basinghall St. London, E.C.2. No preliminary fees. 


MISCELLANEOUS 


Cycle Storage Problem Simplified-—‘‘Parwinac'"' 
Cycle Racks take any number of cycles. Sturdily made 
ia solid steel. Stand alone, back to back, or against 
wall as required. Sheds and Shelters also supplied. 
Wonderfully compact. Write to-day for list CYRS. 
105, PARKER, WINDER & ACHURCH, LTD., %3 
Broad Street, Birmingham. i. London: 7 Great 
Marlborough Street. W.1. 


"coopwoop* 
HOTEL 


Conveniently situated for all places 


From 8 gns, weekly. lös. daily. 
Bed and Breakfast 7s. ëd. : 


À QUEENSBOROUGH TERR., HYDE PARK, W.2 £ 
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| The Proprietor of British Patent No. 324516, 
i dated kiba A 


21, 1929, relating to “Improvements in 
Duplicating Machines”, is desirous of entering into 
arrangement by way of a licence or otherwise on rea- 
sonable terms for the purpose of exploiting the above 
atent and ensuring its practical working in Great 
ritain.—Inquiries to B. Singer, Steger Building, 
Chicago, Hlinois. 


TIME RECORDERS 


Time Recorders and Electric Clocks. We have 
new machines of all systems in stock; rebuilts at half 
rice, fully guaranteed. Supplies repairs,- Time 
ecorder Supply & Maintenance Co., 159 Grange Road, 
London, 5.E.1. 
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Staff Time Checking and Job Costing Time 
Recorders {all makes) for quick cash sale, exceptional 
condition. Write “Betarcol’, Box 845, BUSINESS, 


Whitefriars House, Tallis Street, E.C.4, 


HOUSE MAGAZINES 


A well edited interesting house magazine, 
profusely illustrated, is available at very low cost for 
one trader's sole advertising use in each district. 
Write on business letterheading for specimen and 
quotations. Arthur May, House Magazine Specialist, 
Nazeing, Waltham Cross. 


CAR HIRE SERVICE 














or limousines from 25s. per day. Reasonable con- 
tracts. ‘Phone Primrose 1681, or apply, 84 Kingstown 
Street, Regent’s Park. 
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There is a very great deal to be said for being evenly and 
continuously busy during working hours. The empty.desk does 
not by any means indicate the calm-eyed magnate so far ahead 
of his work that he can keep a steady finger on the pulse of 
enterprise. Nor can that man be the soul of efficiency whose 
table groans beneath accumulated files and who feels that every 
opening of the door means an addition to his 
burden, possibly the last straw for his breaking 
back. Somewhere between the two there is a 
high-water mark of competence which is never 
idle, but never fussed. 





—The Times, 15/3/38. 


Because The Dictaphone 
enables you to deal instantly 
with every job that comes 
to your desk, you get the 
power to work steadily and 
continuously. 

You get rid of the periods of 
“rush” and idleness and do 
more and better work. 

You are never idle—spare 
moments can be filled with 
useful work: you are never fussed—you work smoothly and swiftly with the ever-ready 
Dictaphone. It is the ideal system for the busy man. 

Instant dictation at any moment, alone and undisturbed, as fast or as slowly as you pleas 
No waiting, nothing forgotten or neglected. 

Those are some of the advantages you get from 


the Dictap 


Call, ‘phone or write to-day for 
“What’s An Office, Anyway?’ (Free). ALSO get particulars of the 


THE DICTAPHONE CO., LTD. BICTAPHONE 
(Thomas Dixon, Managing Director) TE LE« t R D 


DEPT. H, KINGSWAY HOUSE, LONDON, W.C.2 It gives you a perfect re- 


Phone: HOLborn 4161-2-3-4 - of all telephone talks 
and at MANCHESTER, BIRMINGHAM, LEEDS, LIVERPOOL, pay ahem dre Gente Bt 


and lessens congestion on 


GLASGOW, NEWCASTLE-ON-TYNE, BRISTOL, DUBLIN & BELFAST. the lines. 





Oil 


REGD. U.K. & ABROAD 








OVER 260.000 BUSINESS MEN PREFER THE DICTAPHONE 
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MERCEDES 


PORTABLE TYPEWRITERS 





Correspondence is made easy for those who do their own writing on the Mercedes 
Portable Typewriters-Prima, Superba or Selecta. Compact handy size, ease 
of operation, patented double frame construction and perfect mechanism, 
backed by a full guarantee, have already secured for the Mercedes Por- 
table Typewriters, thousands of satisfied users. The modest cost makes 
it possible for everybody to afford a Mercedes Portable Typewriter. 


MERCEDES 


BUROMASCHINEN-WERKEA.G. 
GERMANY 


ZELLA-MEHLIS IN THURINGEN 


MERCEDES TYPEWRITER CO., LTD. - Mercedes House, Thavies Inn, Holborn - LONDON E.C.1 





“FINGER TIP CONTROL" 





List 
FINDER 


New + Unique + Useful + Convenient + Attractive 
An Attractive desk pad with unique and exclusive features. 


Springs open at a touch to any letter. Cards have 1,380 
spaces for phone numbers. Names, addresses, price lists, 
rates, recipes, formulas, customers’ lists and countless 
other lists and data. 

A necessity in every office and home—the perfect gift 
for man or woman—refills always obtainable. 

Rich Silver finish—metal base with rubber feet. 


Price jl- each plain, in attractive box 
REDUCTION FOR QUANTITIES 
ATTRACTIVE ADVERTISING GIFT 


Handsome transfer affixed to top with your 
own advertising matter. A real potential 
sales maker. 


Manufactured by MAGOWAN & CO. LTD. 


8 STATIONERS’ HALL COURT, LONDON. E.C.4 
City 4056 








The Cabinet 
COSTS YOU NOTHING! 


a! 





(1 Hi Piesa 


W 


bh 


— 


BE 





i 







Essential if you have as many 
as five or six typewriters. 


For a limited period we offer without any charge whatever the 
handsome polished oak cabinet above illustrated. It gives you 
proper protection for your essential typewriter supplies. 

This offer is made simply to introduce— 


RIKARBON ‘Diamond’ Carhon Papers 
RIKARBON ‘Superfine’ Ribbons 


these enable you to get the best possible results from typewriters. 
Why not get in touch with us to-day? 


RIKARBON COMPANY LIMITED ` 


28 Victoria St. S.W.1 e Phone Abbey 1488 
Ieee 
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‘BUSINESS 


THE COMPLETE JOURNAL OF 
MANAGEMENT 


Incorporating “The Magazine of Commerce”, “Modern Business”, 
“System”, “Business Organization and Management” 
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The Managing Director’s Job ... 
Gives New Employees a Better Start 
Economics in Everyday Business 
Working Comfort= Better Work ... 
Management Notes of the Month 
Office Air-Recharger * 
Autumn Depends on PRICES ... 
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Industrial Management Section 


Turning Loss into Profits By L. D. AVERY 
Sound Absorption Aids Output ; ..  @ New Material 
Hours of Employment (Factory Act, No. 5) By H. SAMUELS 
A.R.P. Demands of You To-day What to do 
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Lower Costs in This New Office 
Printing Letter-heads or Catalogues _..., 
Cabinet for Office Sundries * 


Some Good Ideas 
Equipment Review 
It’s Free 
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BUSINESS, Published by Business Publications, Ltd., Whitefriars 


House, Tallis St., E.C.4. Telephone: Central 9891. 
Rates: 
20/- a year post free, Overseas. 


Subscription 
15/- a year post free, United Kingdom and Continent; 








CONSTRUCTORS 
ADJUSTEEL SHELVING 


ERDINGTON, BIRMINGHAM. 


DO YOU 


KNOW ? 
That there is a way to cut your Office and 


Works expenses ond yet be able to handle a large 
volume of work 


THERE IS A WAY— 


enables you to effect enormous savings in time 

and money on : 

Invoice Systems Order Systems 

Advertising Balance Sheets 

Circular Letters Inventories 

Bills of Lading Examination Papers 

Bulletins Music 

Menus Legal Documents 

Minutes Cost Records 

Price Lists Fashion Sketches 

Illustrations Drawings 

Specifications Plans 

Graphs 


Would it not be worth your while to receive fuli 
particulars? If so, write— 


Frank R. Ford Ltd. 


Sydenham Road, Birmingham, 11 


London Offices : 
14 New Bridge Street, London, E.C.4 
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STORES REQUISITIONS 
REPAIR ORDERS . For these, and all similar 


Aa Bic» handwritten records, you need the 


‘400-LINE’ HANDIPAK 


WAREHOUSE ORDERS . . 
CORFE SALES 2 eo ET 
ROUNDSMEN’S SALES . . 






The portable Handipak saves a considerable amount of time 
and expense in cases where it is necessary to move from 
place to place in order to complete routine forms requirin 
carbon copies. One writing creates an original and up to 
3 carbon copies without inserting carbon paper. Virtually 
a mechanised Manifold Book, it can be applied without 


altering the existing system. A receptacle is provided in Ask also for details of the Speed-Feed 
Attachment when typewritten records 
are required, 


the Handipak for filing away the record copy. 





EGRY LTD WARPLE WAY . ACTON - LONDON - W3 


Telephone; SHEPHERDS BUSH 3377 (3 lines) Telegrams: EGRYCOMPAK, EALUX, LONDON 





C ii 
WHY PAY TWICE AS MUCH 
AS YOU NEED FOR YOUR PRINT 
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KAYE’S R otaprint AGENCY LTD., CECIL HOUSE, 57a HOLBORN VIADUCT, LONDON ECI 
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OZONAIR HUMIDIFIE 


FOR AIR CONDITIONING 


This simple electrically worked apparatus keeps the atmosphere at its correct 

state of humidity. Acts as a purifier and in hot weather cools the air to an 

appreciable degree. Standard type for ordinary size rooms and one for treble 
capacity. Power consumption nominal. 


Standard Size £3 : 10:0 A.C. 44:15 :0 D.C. 
Treble Size #8 : 15 : 0 E se Be as 


OZONAIR LIMITED DEPT. 3 


OZONAIR HOUSE, LONGMOORE STREET, LONDON, S.W.I 
Telegrams : Ozonair, Sowest, London Telephone: VICTORIA 6252 (3 lines) 
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STATIONERY? & 


Have you ever considered that hours of 
repetitive routine-work make stenographers 
fatigued and irritable, ultimately impairing their 
concentrative ability and even efficiency? 

The reason is that routine-work necessitating 


.2 number of carbon copies—such as billing, 


works-records, requisitions, interhouse records, 
etc.—involves much wasted time and energy in 
irritating non-productive operations (inserting 
and removing forms and carbons, aligning forms 
and so on) connected with each set of forms. 









FOR HAND-WRITTEN RECORDS 


the PRIMUS Autographic Register, for use with Con- 
tinuous Stationery, ensures the same speedy, smooth 
operation, while a copy automatically locked in the 
machine provides your auditor with a check on each 


transaction. 


OF 
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RIM US 
CONTINUOUS STATIONERY 


by automatically feeding sets of forms to the machine, eliminates 
all this non-productive work. It actually saves one hour in 
every three of the operator’s time and at least half her effort. 
She does not have to worry about correct register, carbon- 
interleaving, etc. All she has to do is flick her wrist at the 
completion of each set and the next is positioned immediately. 
Besides conserving energy and saving time, PRIMUS effects a 


further economy in reducing very greatly the possibility of 
error. 


— 


at 





The PRIMUS attachment, as supplied 
by us, fits any typewriter and facili- 
tates the smooth flow of continuous 
forms. It allows the machine at a 
moment’s notice to be used for either 


billing or ordinary correspondence 
work, 
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CARTER-DAVIS QUEEN ELIZABETH ST. S.E.1 Phone. HOP 0204-5-6 





BUSINESS 


MANAGEMENT CONTROL POLICY 


This, | Think. 
Is The Managing Director's Job 





HAT part should the managing 
director play in the running of a 
business ? 


I have not been able to find an exact 
answer that satisfies me. Perhaps there 


is no one answer. For business cannot 
be conducted by formula. The answers 
to most of the questions that matter in 
business cannot be found in books. The 
best we can hope to find in books is how 
someone else has successfully handled 
a similar problem. The experience of 
others is an invaluable aid to judgment 
—but it will not substitute for judgment. 
The open area where judgment must be 
used is still the most important area in 
business, and it is in that area—accord- 
ing to my notion—the managing director 
must work. 

He must be the responsible head. If 
the company fails it is his fault. If it 
succeeds it is to his credit; but with these 
qualifications: a managing director, 
single-handed, can wreck a company, 
but he cannot, single-handed, make one 
a success. Therefore, although he can- 
not be allowed to dodge the whole re- 
sponsibility for failure, he must share 
with his associates any credit for 
success. 


responsibility. 


What, then, is the real 
function of the managing 
director? The following 
are suggestions from my 
own experience—and my 
book of experience still 
has many blank pages. 


Here are His Duties, No 1 
and No. 2 


The first duty of the managing direc- 
tor of a large concern is to select men 
actually to do the work. His second 
duty—although it is really a concurrent 
duty—is to see that these men do their 
work and that their work is so co-ordi- 
nated as to result in a successful business. 

It is a misnomer to call the head of a 
large firm a chief executive. In a small 
firm the managing director has to be 
and do everything, but, as his firm 
grows, he cannot hope to be every- 
thing without impeding progress. If he 
tries, he will be so busy with details as 
to lose his perspective and, therefore, 
his judgment. 

At the same time it has always seemed 
to me wrong for an executive, espe- 
cially a managing director, to speak 
airily about delegating responsibility. 
There are many duties a managing direc- 
tor can delegate—there are some he 
cannot. He must pick men to handle 
the various sides of the business. But 
that is not delegation, unless he also 


Managing Director: British Feeding Meals & Milk Pr 


UST, 1938 
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Says JOHN BEHARRELL 


2) 


Managing Director: John Bee (Builders) Ltd. 


‘‘MEN are the Managing Director’s primary 
Men to fill the key executive, 
posts and to constitute at all times a forcefully 
progressive but completely harmonious team. 
A Managing Director’s effectiveness depends 
wholly on how he picks and handles his 
front-line team.’’ 


shifts to them the final responsibility 
for their acts. Such responsibility hi 
cannot shift. 


He Cannot Hide Behind 
Committees 


Neither can he shift to committee 
responsibility for policies. mmitte 
responsibility is a very poor substituti 
for individual responsibility. The com 
mittee has yet to be organized which will 
take other than the middle of the road 
unless it is completely dominated by ons 
man. If you ask some managing dire 
tors what they do for a living they wil 
probably say : 

‘*Let me tell you this in confidence. | 
do not do anything. My organization 
does it all. I just sit around here trying 
to look busy and important.’ 

That is quite a conventional rep! 
It may be made out of pure m 
it may be one of those reply 
some men imply their greatness by gro 
under-statement; but it is never a trus 
reply. 

Organizations do not function of them 
selves. The managing director ha 
pick the organization. The less he inter 
feres with it thereafter the better, but 
still it has to be his organization. Ever 
successful business that | know depends 
ultimately upon the judgment of one 
man, who may or may not be the man 
aging director but who is the actual 
head. He may fancy to have around 
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him committees and boards of managers, 
and he may cloak his authority and his 
judgment. Nevertheless, it is his judg- 
ment and authority that prevail. In 
other words, every successful company 
is a one-man company. 

It should not be necessary for a man- 


aging director in a big business ever to’ 


give orders—if he has to give them it 
is a sign that he has not picked the right 
men for the key positions. 

My conception of a managing director 
is that he should be the clearing house 
for ideas, and that he should be on such 
terms with the men around him who 
are actually doing the work that any 
difficulty in a department is an affair not 
merely of the head of that department 
but also of the head of the firm as well. 
Those are the principles that I have 
picked up in 25 years of business. 

In our firm we do not care for for- 
mality in management, but we do have 
a close control of every branch of the 
business by a weekly check, usually on 
the Saturday morning of each week. 


Contact With the Business Through 
These 5 Men 


My direct contact with the business 
is mainly through five men—one in 
charge of manufacturing—including 
transport—a second in charge of distri- 
bution and sales promotion—a third in 
charge of engineering—and the Chemist 
who deals with all technical matters 
and research. The clerical force is in 
the hands of the secretary, who is 
directly responsible for all records, 
quite apart from the accounts. 

Each of these men is supreme in his 
sphere, although they report to me, and 
I have records which check up the results 
of their departments. But more import- 
ant than the records is the personal con- 
tact with the men. We all know each 
other very well—we have been together 
for years, and so close are all our rela- 
tions that instead of concealing errors 
and reporting successes these men come 
in to talk over their troubles. They let 
their successes take care of themselves. 
They think too much of doing their jobs 
well to bother fishing for kind words. 

The managing director, as the clearing 
house, is the man to take the troubles 
to, but it is not human nature for an 
executive, or anyone else, to report his 
failings to his superior officer. He must 
feel the managing director is his friend 
before he is his chief. Everyone likes 
to talk over troubles with friends—that 
is one of the advantages of having 
friends. And I believe that the success 
of our undertaking is due to a consider- 
able extent to the fellowship and the 
friendliness which exists between every 
member of the staff—from the chair- 
man downwards. Friendship and 
efficiency are the two passwords to 
real success. 

Therefore, since it is the duty of the 
managing director to pick the executive 
in the first place, he has to make personal 
compatibility a primary requisite. That 
is one of the reasons why an organiza- 
tion of high-priced stars so seldom func- 
tions—each man insists on his own indi- 
viduality, regardless of all the other indi- 


vidualities, and will not admit, much 
less discuss, his errors. 

In every business the first requisite is 
the personnel of the organization. The 
first duty of a manager is to make good 
men out of such material as he may find 
available. The good works manager, the 
good distribution manager, the good 
engineer, is not necessarily at the far 
corner of the earth. He is ordinarily 
right within one’s own organization and 
only needs the proper opportunity and 
direction to fill the bill. We do not 
expect to find wizards; but we do need 
men who are industrious, co-operative, 
seriously ambitious and possessed of as 
much brains as can be found in conjunc- 
tion with these other qualities. Under 
a proper leader, time will do the rest. 


Promotions are Made from Within 
Where Possible 


We have no rule about not going out- 
side the company for men to fill execu- 
tive positions. Incidentally, we have 
few rules for our executives—in which 
we differ sharply from many concerns 
which like rules and often think in terms 
of rules. But we seldom do go outside 
our ranks to find men for the higher posi- 
tions. A man is not always ready and 
waiting to fill any position which may 
be open, but one is always ready and 
waiting to be broken into a job. 

When two men are equally qualified 
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for a place we select the man who has 
been with us longest. But we do that 
from fairness and not from any thought 
of seniority. There is nothing of fair- 
ness about seniority.. There are valid, 
sentimental reasons for keeping an old 
and faithful employee but no reasons 
at all for advancing him ahead of a 
younger man who has more ability. 

Of course, I know many men through- 
out the organization other than the 
department heads. I make it my busi- 
ness to know them; I must look to them 
for future material. The employees of 
a company, and especially of a big com- 
pany, ought to know who is their manag- 
ing director, but all the departmental 
business comes to me through the head 
men. In theory, my door is open to any 
man in the company who wants to see 
me. I am ready to receive any com- 
plaint, but being on a frank basis with 
all the executives makes it unnecessary 
for any man to cover up his faults. In- 
justice usually springs from covering up 
faults. 

The managing director ought to know 
all that is going on in the business in such 
a way that, while he is not involved in 
the detail of daily transactions, he will 
be warned in ample time of anything 
going wrong and have the chance to dig 
into details. For business is essentially 
an affair of details well done. Just what 
figures give this warning is something 
for the individual himself to determine. 





Takes Longer, but these New Employees 
Get a Better Start 


eg HILE we know that to-day 

W business needs more and more 

specialists, we do not like the 

young men who come to us to begin to 

specialize until they have been with the 
firm for two years.” 

So remarked a director of a well- 
known manufacturing concern to us last 
month. He was not speaking of factory 
labour, but of the types of young men 
who enter the firm with ultimate execu- 
tive positions in their minds. 

This firm has an excellent executive 
training scheme, but whether a new- 





comer joins with views that he wants a 
job in the publicity department, the 
general office or anywhere else, he is 
told that if he joins at all, it must be 
on the understanding that he belongs 
to the “‘temporary’’ staff for two years 
and that he works for a period in every 
department. 

At the end of his two years’ cycle 
each young man is called to a talk with 
the personnel manager and a senior 
director. The young man is asked to 
decide, out of his completed experience, 
which sphere of the business he wants 
to settle down in. On his decision being. 
made, the head of that section is called 
in and the discussion then narrows 
down to specific terms. 

Naturally there is a good deal of 
detail to be arranged: is there a vacancy 
at the moment; is it worth while making 
a special one, and so forth. But the 
main point is that by insisting on this 
two years’ all-round experience the firm 
not only gets a far more satisfactory 
final decision from the young man as 
to what work he wants to do—and is 
best fitted for doing—but it gets the 
additional advantage that when the 
youngster does start at his chosen job, 
he does so with a really good general 
experience behind him of the firm’s own 
particular methods. 
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a Big Part in Everyday Business 


E. F. BRAYHAM 
Economist and Business Consultant, says 
The marketing policy is the factor in many of the older and moderate 


size businesses that is most frequently out of balance. Sales, he 
maintains, are not so scientifically planned as is production 





O make sure that at all times 
i marketing activities are balanced 
with the production programme 
and possibilities; and that both produc- 
tion and marketing are on a scale which 
can be financed. That is one of the 
main responsibilities of management. 
In many businesses, particularly those 
longer established and of moderate size, 
the department frequently out of 
balance is Sales (or marketing), Gener- 
ally speaking, methods of marketing 
goods in this country have not been 
developed to the same efficiency as have 
those of production and administration. 


Markets Too Often Selected 
Haphazard 


In many small and moderate-size con- 
cerns, otherwise efficiently equipped, 
the sales policy consists solely of distri- 
bution made through channels estab- 
lished purely by chance or expediency. 
Their markets have been made either 
by nature (as in the need for food pro- 
ducts) or they have been created by a 
more important manufacturer who has 
advertised his lines extensively (such 
as in patented, branded and luxury 
articles). 

In economics this phase in marketing 
is known as ‘‘creation of demand’’. 
Manufactured products are not usually 
made in response to a known demand, 
but in anticipation of a future demand; 
therefore, demand does not precede 
supply, but usually follows it. 

Take, for example, the electric safety 
razor. Its manufacturer did not market 
his device because of an existing de- 
mand, but having conceived its maxi- 
mum utility he made this razor in 


- anticipation ofthe potential demand, 


which in turn he has to create slowly 
by advertising. 

Since the potential near-demand is 
limited, he is bound to sell it at a 
high price until the market is widened 
and other manufacturers step in with 
cheaper substitutes. - 

The next step a distributor has to 
appreciate is the scope of his immediate 
market for price fixing. If the market 
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is limited and far from the factory, his 
price must be high. If the market be 
temporary or seasonal, similarly his 
price must be high so that idle machin- 
ery be compensated for in off-seasons. 
This is where budgetary control comes 
in. 

Sometimes a manufacturer will take 
great pains to work out his costs, but 
in his enthusiasm for cost-cutting and 
greater production he may sink too 
much capital in fixed assets. The result 
is that when he comes face to face with 
a depression he may also have to face 
insolvency. 


Keep An Eye On This 
Vital Factor 

Every manufacturer using machinery 
should have an ultimate eye to using 
his fixed plant for alternative products. 
He must be in a position to effect his 
changes with the least possible delay 
and expense. Fashions change, habits 
change, and, still more important, busi- 
ness conditions governed by politico- 
economic events also change. 

Distributors also make a habit of 


Rectangle OM represents effort by one rek 


man, given the machinery at this command. 
AN shows the effort of two, MN representin 
the additional output. BP, CQ, DR and E 
show respectively when the third, fourth, fifth 
and sixth workmen are add This is where 
diminishing returns operate. While more men 
are working, the profit of their efforts decrease 
since, the machinery being limited, output 
cannot increase without additional expenditure. 
Hence it is not commendable 





constantly revising their costs with a 
view to effecting economies, and often 
an organization's prevalent policy may 
have to be changed to widen its scope. 

Manner of distributing one’s goods is 
an important factor to success. Whether 


it be direct, through a wholesaler or 
retailer; whether the trade should be 
direct with the public, or through 
markets overseas, it must be planned 


for. 

Most manufacturers and traders have 
their own association to safeguard their 
interests and to impart intormation 
upon their respective interests by pool- 
ing their common knowledge . 

In this thought a very important law 
of economics plays its part, namely, 
‘horizontal combination’’. It is merely 
a method of describing that ‘‘the 
tendency towards the amalgamation of 
like units supplying the same market 
is due mainly to the opportunity which 
it offers of giving full effect to the 
economies of specialization and stan- 
dardization”’. 

This in practice means that a firm 
extends its control merely to meet its 
growth. Being successful as a competi 
tive unit, its share of orders increases 
beyond the capacity of its establish- 
ment, and rather than increase its own 
output (in fear of a slack period ahead) 
it decides to acquire some one or two 
of its competitors. Although further 
economies are not the primary motives 
that govern this policy, it may discover 
economies that are possible 


Market Locations that May Save 
Overhead Costs 


Moreover, and this is important, it 
may be that the amalgamation(s) would 
prove to be nearer the market(s), thus 
enlarging itself as a competitive unit 
and effecting at the same time a sub- 
stantial saving of overhead, freight and 
other charges. 

As long as coal was the motive power 
of all plants, the heavier industries and 
their satellites had perforce to remain 


in the coal-producing counties. But as 
oil became more generally adaptable 
to changing machinery, then manu- 


facturers considered it a wise policy 
to move nearer to the big markets 
and/or to amalgamate with competitors 
around London so that turnover could 
be widened and essential overheads 
reduced. 

At this stage a still more vital factor 
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‘of increasing returns’’. 
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of economics comes into play: the ‘‘law 


when an increase in the supply of a 
commodity (or product) is accompanied 
by a fall in the cost per unit, the law 
of increasing returns is said to operate. 
On the other hand, should the increased 
return necessitate larger overhead, then 
it attains the stage of diminishing profit 
and therefore is not commendable. 
The diagram of a hypothetical case 
illustrates this. 

Working this out with figures, it 
means that a manufacturer, given a set 
of machinery and one workman, can 
make 7 units of profits; but when he 
adds on another workman he is in- 
clined to increase his profit by exer- 
cising that little margin left in his 
plant. Should he be so foolish as to 
add further workers indiscriminately, 
hoping greedily for further profits, he 
will find that his profits begin to 
diminish as more men are taken on. 

The primary function of business is 
to make profits so all manufacturers 
endeavour to increase output where 
they can in order to increase the profit 
on the turnover. But where a manu- 
facturer, having a set of machinery, 
can increase his output by additional 
workers, but without bringing in more 
machinery or replanning his output, it 
Would be found that he is increasing his 
returns by that margin which his plant 
is capable of. If, however, in order to 
increase turnover, the manufacturer has 
to bring in new labour, machinery and, 
above all, replan his mode of output 
by, say, extreme specialization, then 
surely he will find at the end of his 
financial year that he has been heading 
for diminishing returns, 


This ‘Background’ Knowledge Is 
Invaluable 


Economic forces are so interwoven in 
business that it is impossible to isolate 
the theory from practice. Generally} a 
practical man in business applies the 
theories of economics without knowing 
that he is doing so, but where he has 
knowledge and background of certain 
economic applications, then he is so 
much ahead of his contemporary who 
lacks these. 

It is important, too, for the business 
man to have some understanding of the 
elements that govern the theory of 
prices. In simple words, what are the 
fundamentals that determine the final 
selling price of any article? 

A manufacturer’s selling price must 
include three elements: (a) the cost of 
manufacture; (b) the cost of distribu- 
tion; (c) desired profits. 

After all direct and indirect manu- 
facturing and distributing costs have 
been met there must be, in addition, a 
net profit sufficient to recompense the 
manufacturer for the risk he had taken 
in engaging in the business, and to 
return an adequate interest greater than 
normal on the invested capital. 

These elements of costs and profits 
will depend upon the policy adopted 
fixing the type, quality and style of the 
product to be manufactured, upon the 
correlated price-level policy, whether 
the goods are seasonal in character, and 
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lastly its greatest ultimate capacity. 

Now, a manufacturer who enters a 
non-competitive market with a highly- 
paid-for patented article of short life or 
short circulation has to fix his profit on 
capital high, but in an already estab- 
lished and highly competitive market 
he is bound to establish one of the 
following three price-level policies: (a) 
selling and pricing at market minus 
level; (b) selling and pricing at market 
level; (c) selling and pricing at market 
plus. 

A market minus price policy is based 
on theory that large sections of the 
market desire above everything else a 
certain product at a low price, since 
consumption is at a high level. This 
is where bulk sales add up to small 
profits. 

A market level price policy, the 





commonest method in usage, assumes 
the general market price of a com- 
modity to be relatively fixed, and 
involves lowering or raising prices in 
accord with the market. This policy 
represents to the manufacturer two 
methods of increasing sales. He may 
either reduce overheads to increase 
profits or he may attempt to differen- 
tiate his product by ‘‘preference”’ 
technique via the advertising and dis- 
tinctive packing routes. 

A market plus price level policy is 
worked upon the idea that the product 
is superior and can break away from 
cheaper competitors. Improvements 
must be introduced to justify an in- 
creased subjective valuation by the 
ultimate consumer who would be in- 
clined to pay a higher price for its 
exclusivity. 





Canteen, with dance floor, has replaced tea-can and 
paper-bag food in the works 


Working Comfort—Better Work 


O-DAY the factor of employee- 
| comfort claims a high share of con- 


sideration in the design of modern 
factories. Last month we watched a 
new works being completed for a mass- 
production furniture firm. 

The director who showed us round 
insisted that the factory had, in fact, 
been designed for the employee. True, 
every efficiency device possible had 
been incorporated, but the primary con- 
sideration had been efficiency through 
comfort and convenience. 

There are still many business men who 
do not yet realize what a close tie-up 
there is between staff-comfort and 
efficiency of work. 


Wood Flooring Warmer 


For example, in this all-concrete fac- 
tory the floors have an overlay of wood. 
This serves a double purpose: Not only 
does it serve to raise the floor flush with 
an internal ‘‘railway’’ track (much less 
expensive than ‘‘building-up’’ with con- 
crete), but it is far more comfortable 
for the workers’ feet, warmer and 
“softer’’ to walk on. Being of wood 
blocks, it is easily repaired. 


Purer Air For Paint Booths 


In the special booths for paint-spray- 
ing the usual air-suction ducts are pro- 
vided, but in this factory the director 
has had two extra suction-outlets incor- 
porated in each booth: one level with 
the worker’s head, another near the 
floor. 

The object is to keep the air near the 
operator's face as pure as possible and 


departments are 


to provide an additional draw-off for the 
heavier fumes that gravitate downwards. 


Lavatories—Ist Class Standard 


Lavatories and washing facilities, quite 
irrespective of Factory Act require- 
ments, have been made to ‘‘first-class'’ 
standard and not of the ‘‘steerage’’ 
type so long thought to be good enough 
for workmen. 

"A small thing, perhaps,” commented 
the director, Put it has a good effect on 
the men’s minds. We do not want them 
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to feel that anything here is ‘mucky’ . 
Non-Dazzle Windows 


Windows run round three sides of the 
factory but are of diffusing glass and 
placed higher up than usual. The result 
is more effective lighting, as bright light 
from outside does not fall so directly on 
operators’ eyes. 


Food Where It’s Healthy 

A well-fitted canteen is on the ground 
floor. There is a 15-minute break in the 
morning and ro minutes in the after- 
noon. Insanitary ‘‘tea cans” and food 
wrapped in paper and brought into the 
done away with. 
Special suction plant keeps the canteen 
air free from paint fumes, sawdust, etc. 


No Lifting Heavy Loads 

Throughout the factory all raw mate- 
rial, and everything else that can be, is 
kept on low-loading platforms. Lifting 
and carrying is done by electric trucks. 
Any worker seen carrying a heavy load 
is challenged by the foreman. 

Women workers are occupied as much 
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as possible on the lower floors to save 
their climbing stairs. 


Lights Under 
Individual Control 

The factory as a whole is well lit with 
a modern system of lighting, but an in- 
teresting additional point is that at most 


of the benches and machines the oper- 
ators are provided with a directional 
local lighting unit as well. 

Each of these units hangs ona counter- 
balanced pendant from the roof so that 
each workman can raise or lower his light 
and switch it on or off at will. 

This optional lighting isa great advan- 
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tage, as it meets the varying needs of 
the work with a minimum consumption 
of current. For example, whereas men 
working on dark wood may need their 
local light, those working on very light- 
coloured wood may not. Individual 
control avoids the necessity of putting 
on all the lights in such circumstances. 





MANAGEMENT Notes of The Month .. . 


Half These Staff Changes 
Are Avoidable 


ANY attempts have been made, 
MM thous much success, to calcu- 

late the actual cost of labour 
turnover. But that in firms where a 
high labour turnover exists it is beyond 
question that the cost is great. 

This loss is made up as follows : 

(1) Cost to the employment depart- 
ment in advertising or other means to 
secure applicants, testing or interview- 
ing them, expenses of following up, etc.; 
(2) Cost of using skilled workers to train 
newcomers; (3) Reduced output of new 
workers compared to that of skilled 
workers during the whole of the learning 
period. (This means that more workers 


have to be employed than if all were’ 


experienced); (4) Mistakes made by new 
workers causing: (a) accidents; (b) 
spoilt work or machinery, and (c) 
antagonizing of customers, etc.; (5) Dis- 
turbance of social groupings within the 
firm which has a serious psychological 
effect on output. 

Furthermore, a firm that has a high 
labour turnover often acquires a poor 
reputation in the district so that only 
a low level of applicant applies there for 





work—high labour turnover thereby 
causing a vicious circle. 


N investigation was recently made 

by the National Institute of Indus- 
trial Psychology into the extent and 
nature of labour turnover in London. 
The survey covered 54,257 employees 
in a wide variety of firms. The findings 
revealed that fifty-four per cent of the 
men and boys leaving their jobs resigned 
for reasons that could have been avoided 
by managements. Only twenty-five per 
cent were dismissed as unsatisfactory. 

Among women forty-two per cent 
resigned for avoidable reasons. 

Such figures throw a significant light 
on management policies and methods. 
They are in fact a serious charge 
against management and they amply 
confirm the statement constantly em- 
phasized in this paper that, more than 
ever to-day, the main responsibility of 
management lies in the proper relation- 
ship with personnel, not with the 
detached control of machinery or the 
dictation of mere system. 

The full report of this investigation 
will be found in the summer issue of 
Occupational Psychology, published by 
the National Institute of Industrial 
Psychology, Aldwych House, London, 
W.C.2. The price is 
5s. to non-members. 
The issue also con- 
tains the results of 
several other inter- 
esting surveys that 
will appeal to execu- 
tives who study scien- 
tific management. 


An 
ORGANISED 
Desk 


Left: As the individ- 
ual machine is to the 
factory, so is the desk 
to the office—a work 
centre. It must be 
Organised to permit 
efficient, smooth-flow- 
ing output. That is 
the object of this desk, 
latest Arline secre- 
tarial motel by Art 
Metal Construction 
Co. The small knob 
near the top of the 
drawer tier is attached 
to a shallow drawer 
specially fitted for pins, 
clips, pencils, etc. 
Remaining drawers are 
fitted out for indi- 
vidual needs 
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Business Wants This 
Telephone Proficiency 


OST employers realize the vital 
importance of having an efficient 
operator on the telephone switch 


board. In the course of business count- 
less callers make their first acquaint 
ance with firms via the P.B.X. operator 
On her handling of these initial calls 
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The Post Office provides training for business 

switchboard operators, but the T.D.A. is 

doing vitally important work in phone- 

training departmental employees. This dip- 

loma of proficiency is being welcomed | by 
employers 


may depend the gain—or the loss—of 
many a big transaction 

No firm, of course, need have an 
inefficient P.B.X. operator. Thorough 
training in this work is provided free by 
the Post Office. 

Until lately, however, no proper 
training was available for departmental! 
clerks and others whose skill and intelli 
gence on the telephone is just as impor 
tant a factor in cementing a firm's good 
will with callers. 


HE Telephone Development Asso 
ciation is fast removing this lack 
By means of lectures in schools and at 
business firms throughout the country 
special training in the use of the phone 











is being given. In some centres this 
training is followed by a written and a 
practical examination, with qualifica- 
tion for a diploma. 


EFORE deciding to issue a diploma 

the T.D.A. naturally wanted to 
know if this award for telephone pro- 
ficiency would be assessed at its real 
value by employers in business. 
Through chambers of Commerce 
throughout the country members 
were therefore asked if they would 
give preference, other things being 
equal, to candidates for employ- 
ment who held the Association's 
diploma. The great majority re- 
plied that they would. Telephone 
proficiency is vitally needed in busi- 
ness. The T.D.A. is doing good 
work for Management. 

e 

Goods by Air: 
Double Saving 

REIGHT by ‘plane is an econ- 
FE omy more and more used by 

business firms. The saving is a 
double one. Time is cut to a fraction 
compared with surface methods, and 
packing is reduced to a minimum. 

Actual carriage charges are 54d. per 
kilo (2.2 lb.) and insurance 1s. 6d. per 
£100. 

e International Air Freight, Ltd. (120 
Pall Mall, S.W.1) the only British air 
line running all freight and formed less 
than a year ago is working to capacity, 
carrying such varied cargoes as pianos, 
bricks, textiles, livestock, flowers, fruit, 
valuable pictures, engineering parts, 
etc. They operate daily between Croy- 
don and Brussels and Amsterdam. 
Brussels is reached in r hours, Amster- 
dam in 2 hours. 

The time-saving is of course a factor 
the business man can appreciate, but 
the saving in packing is a very real 
economy. Even for fragile goods (glass, 
etc.) and for heavy stuff (machinery) 
none of the heavy protective packing 
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essential for surface transport is needed 
for air carriage. Thus not only is there 
a big saving in actual packing materials 
but freight charges are slashed sub- 
stantially. 


MPORTANT to business men, too, is 
the arrangement existing between 
International Air Freight Ltd., and the 
leading travel agencies and hotels for 





Even a dinghy with outboard motor goes easily 


aboard the freight plane. This one was flown to 
Antwerp to a yachtsman (Mr. H. Bradford of 
Bromley, Kent) who lost his original dinghy in 
a storm. The carrying capacity of ‘Inter- 
national’s' freight planes is 2 tons (700 cubic feet) 


the carriage of air passengers’ heavy 
luggage. The executive travelling by 


passenger plane can thus arrange for his , 


heavy luggage to follow him immed- 
iately instead of having to wait any- 
thing from a day to a week for his 
trunks to follow by train, boat and 
road. 


HE coming importance of freight 

by air is indicated by the recent 
formation of an air transport section 
by the London Baltic Exchange. It 
operates like the shipping section where- 
by air freight operators are provided 
with facilities for handling cargoes for 
all industries. 


This Office Air-Re-charger Lessens 


offices or works installations of air- 

conditioning proper, yet, in offices 
especially, it is quite easy and inexpen- 
sive to install a small apparatus that is 
highly effective in combating that stuffi- 
ness in the atmosphere which so often 
militates against health and good work 
at this time of year. 

Electric fans give a temporary feeling 
of coolness, but they do not actually 
“improve’’ the air in an office or other 
building. 

Ozone, on the other hand, does recon- 
dition the atmosphere and is, in fact, a 
very desirable thing in itself as a con- 
stituent of air-to-breathe. 

The small portable units shown here 
(made by Ozonair, Ltd., of Longmoore 
Street, London, S.W.1) is literally an 
atmosphere reeharger, banishing that 
heavy stuffiness and replacing it with 
invigorating ozone diffusion. Under 


I: is not always possible to put into 





Plugged into the mains, this unit costs only 1d. 
per 200 hours to operate. NO regenerating or 
other periodic adjustment is needed, It can 
also be supplied surmounted by an electric fan 
for better distribution of the re-charged air 
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Camouflage and Smoke 
To Beat Bombers 


AND-BAGGING your premises, 
G puitaing dug-outs, parading in 
masks and 


gas becoming pro- 
ficient in fire drill are by no means the 
only things the business man must keep 
his mind on in connection with A.R.P. 
plans. 

A few weeks ago Wing-Com- 
mander E. J. Hodsoll, C.B., In- 
spector General of A.R.P., speak- 
ing to Sheffield industrialists, raised 
the important factor of camouflage. 
Possible air-raids will not, of course, 
be confined to night time. The 
camouflage of buildings—especially 
of such conspicuous things as gas 
holders—therefore becomes of vital 
importance. Yet one rarely hears 
the point discussed. All the talk, 
and the action—if any, seems con- 
fined to precautions against actual 
hits by bombs. 

Obviously it is equally important 
to do something about trying to 
prevent your premises from stand- 
ing out like the bull's eye of a target. 


S Wing-Commander Hodsoll says, 
a bomber at even 15,000 feet (and 
the altitude will probably be nearer 
25,000) and travelling at something 
approaching 300 miles an hour, must 
drop his bomb 5 miles in front of the 
objective he wants to hit. If, therefore, 
you can make your premises hard to 
define you are naturally going to in- 
crease by a tremendous extent the 
possibility of error for hostile bombers; 
every fraction of a second’s indecision 
on the part of the marksman through 
inability to get a clear sight will throw 

him out by 500 yards or more. 
Wing-Commander Hodsoll 
ial. department working 

f camouflage. 


has 4 
on this 






Staff Fatigue 


these conditions a high incidence in the 
staff fatigue curve is avoided. 

In winter, when windows are closed 
and heating apparatus tends to produce 
a ‘‘fug’’, the apparatus is just as effec- 
tive in re-charging the air without it 
being necessary to permit draughts. 





Accidents Cut 25 per cent 


N investigation carried out by Dr. 
As Percival Jones, Industrial Wel- 

fare Officer of Paton & Baldwin's, 
Ltd., South Wales iron and tin-plate 
works, revealed that 48 per cent of acci- 
dents were due to the personal and human 
factor; of this, 19 per cent were due to 
inexperience and awkwardnéss. In another 
steel works which Business visited last 
month we were told that the appointment 
of a special anti-accident squad had re- 
duced bad casualties by over 25 per cent. 


+ 
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OW far should manufacturers 
assist dealers in the more efficient 
conduct of their retail businesses ? 
It is not easy even to attempt an 
answer to this question. A good wav, 
perhaps, to avoid committing one’s self 
would be to take shelter behind the 
compromise: It depends on the type of 





business in which the manufacturer and i 


his dealers are engaged. 

On the other hand, it would be safe 
to say that the manufacturer stands to 
gain by giving his dealers all the organ- 
ized help that constructively fits in with 
the average dealer’s own needs and his 
mental capacity to employ such hep 
_ successfully. 


- Dealers’ Efficiency is Key to 
Turnover Speed 

— oei in a special article, we 

< showed’ that a famous radio manufac- 

¿v turer carried his dealer-aid policy so 





cfar as to reconstruct the entire retail 


premises of any dealer who was not 
equipped on the lines considered by the 
manufacturer as adapted to modern 
progressive selling. 

Speaking generally, the manufacturer 
realizes that the speed of his turnover is 
governed largely by the speed of his 
dealers’ individual business and that 
the reputation of his products is 
governed to an almost equal extent by 
the way in which the dealers transact 
business with their: individual cus- 
tomers. The manufacturer must plan 
his dealer-aid campaigns and service 
with these basic points in mind. 

The latest dealer-aid development of 
a well known motor car manufacturing 
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| NOMINAL OR FRIVATE 


By F.. T. POULTON 
From An Int erview With 
THE CHIEF ACCOUNTANT 
of a Well Known Motor Car Manufacturing Concern 


concern, in the light of these funda- 


mental factors, therefore, seems a highly 


developed and very logical service. 
This service is, in short, the pro- 
vision, for every appointed dealer, of 
a modern and standardized system of 
accountancy. 

Now the accounting or book-keeping 
section is generally the most intimate 
and personal side of a retailer’s busi- 
ness. It might be, though, that this 
was the last department into which a 
dealer would wish his supplier to in- 
trude. But, on the other hand, most 
dealers (except perhaps the large ones 
in the great towns and cities}, if they 
are frank, would admit that the book- 
keeping and accounting system is usu- 
ally the weakest and least understood 
section of their businesses. 

Thus, while it might be considered 
that this concern took a bold step 
when they decided to extend their 
influence into the dealers’ holy of 


holies, the company had in their favour 


the fact that the majority of properly 
minded dealers would realize that it 
was here that skilled assistance was 
really wanted most of all. It was up 
to the company to make the right 
approach in order to get the scheme 
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This diagram shows the easy and natural flow of work given By the system to 
the Nominal or Private ‘Ledger. The dealer is invited to use exactly this system 
>- or to compare his own forms already in use so that he can eliminate any dupli- 

- cation or any redundant. forms: which his old methods may involve. The arrange- 
ment shown here makes it easy for him to draw up a monthly Profit and Loss 





Account 








in which it was offered. 


parts and accessories, 










accepted in the mutually helpful sp 
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Discovered And 


Three years ago this manelact 
concern started an experime 
station of their owm.. 
planned to run things prec 
average progressive dealer 
Sales, repairs, servicing E, 








planned to prove at frst band 
dealer's experiences, and parti 
his difficulties. On to ev 
they brought to bear the s 
perience of a great ofganizatior 
planned all the time to smooth out < 
culties and to produce a 
ning routine, profitable a $ 
dealer and the dealer's custurners 
enhancing the value and rey 
the cars in the hands of use 
The thing most particnla 
in this experimental station 
running of the book-keepin 
In fact, it was one of the ° 
of the station to produce 
worked system that would, 
give the dealer a really exact an 
up-to-the-minute control of his k 
Old systems of book-keeping 
control businesses: they mere 
past history and do not, u 
months have elapsed and auc 
completed their post-mort 
any technical errors in t 
the business that have 
prietor into losing money. 
Errors found in this w — 
past rectification. The lo 
incurred; but, what is worse, 
cumstances have probably p 
gotten, so here is no guarante 
similar circurnstancés arise i 
the dealer will not unknowingiy re 
the same costly errors. 














Giving Each Dealer ‘Finger-7 
Control | 


e company's plan, 
to ‘put: up to the dealers 
accounting and stores and stock © 
system that, while reduced to the 























































































most modern. principles and provided 


loss account at the end of each month. 
= This article is in no way a disserta- 
tion on business finance: it is an article 
dealing with a manufacturer’s dealer- 
aid policy; so we will not go deeply into 
the technical routine of how the system 
works. It will be sufficient to say that, 
as a service provided by the manufac- 
turer, it gives the dealer a chance of 
scrapping unhelpful business records 
and of installing in their place a system 
of visual, up-to-the-minute checks that 
enables him to see at any time exactly 
- how his business stands and precisely 
in what direction it is headed. 


A Special Advisory Service Sup- 
plemented The Plan 


Having drawn up this practical busi- 
ness-building control system—I empha- 
size that word practical because it is the 
keynote of the plan—-the Company’s 
next. step was to offer it to the dealers 
in a way that would at once get their 
confidence as well as merely show them 
its advantages. 
= Several channels were used for its 
propagation. As many dealers as pos- 
sible were invited to come to a confer- 
ence at which the system itself and the 
| *business- building plan behind it were 
-fully demonstrated. 
A series of fully explanatory illus- 
trated articles was published in the 
company’s service bulletin that 
.. mailed monthly to all dealers. And a 
o complete- text-book on the plan was 
specially drawn up and issued. 
f To back up all this initial preparation 
. and to consolidate the idea throughout 
the country the company has created 
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‘simple terms possible, was based on the- 


the dealer with a complete profit-and- 


‘ consultant to the dealers. 
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issue of BUSINESS will 


Next Month’s 








contain a detailed survey 


of the latest ‘Administrative Equipment for the 


Factory, Sales and General Office.’ 


This will 


be a valuable, comprehensive guide to have on hand 


during the whole year. 


It puts before you—in 


A.B.C. order—the most modern aids for every 
department of your business 





a new staff executive post: that of 
Business Management Representative. 

From the head offices a highly quali- 
fied man has been appointed to fill this 
post. His sole job is that of travelling 
He has 
nothing to do with selling anything to 
the dealers except, of course, to sell 
them on the idea of improving their 
own businesses. His aim is to intro- 
duce the new accounting system and to 
start it working for any dealer who has 
not been able to install it; to put any 
finishing touches that may be needed 
to the plan where the dealer himself 
has adopted it, to advise on any point 
of stock, stores, personnel or other con- 
trol where the dealer may need help. 
He is, in actual fact, the dealer's busi- 
ness adviser. 

It should be explained here, I think, 
that dealers are in no way coerced 
into using the accountancy plan. Many 
dealers, it was pointed out to me, 
already have modern, highly efficient 
control systems of their own. The plan 
has been worked out solely as an advan- 
tageous service for those dealers who 
could not otherwise enjoy the benefits 
of such an up-to-date business aid. 
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Now we come to the question: In 
what ways will this dealer service help 
the company? 

Taking the effect in its widest sense, 
the company will first of all secure the 
general benefit of many thousands of 
its retail outlets being stepped up to a 
higher level of efficiency. 

This benefit is in itself basically one 
of the most desirable for which any 
manufacturer could plan, for increased 
efficiency spread over the whole system 
of retail distribution means at once an 
increase in the speed of movement of 
the whole business, a lowering of the 
general overhead costs of distribution 
and an increase in all-round satisfaction 
alike among the many dealers con- 
cerned and the still easily greater num- 
ber of customers subsequently served. 


Here are 3 Main Advantages of 
The Plan 

But, to get down to a little more de- | 

tail, the benefits of the plan can be 
outlined thus: | 

1. The close-up visual control of his 

finance and organization will enable 

every dealer to see, step by step, what 

(Continued on page 23) 
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Dealers ; are provided with these printed forms on which it is a simple matter to draw up a EE T Profit and Loss Account 
each month, Apart from the great advantage to the dealer of having such a frequent and accurate check on the movements of 
his business, the centralized pool of information which their return to Head Office gives the Company is a still further mutual benefit. 








IDEAS that are 


Building Up 


Can You Give Your Con- 
tainers a Double Purpose? 


ACKAGING products in containers 
[P rich have a specific usefulness 

themselves has been a successful 
policy with several manufacturers 
recently. A firm making soup cubes, 
for example, use a composition ash-tray 
as a container, an innovation which has 
stimulated sales. 

Many food manufacturing firms, of 
course, have found it pays them to sell 
their products in jars, bottles, bowls, 
etc., that can be used on the family 
table after the original contents have 
been consumed. 

Ideas along this line are worth con- 
sidering, especially to-day when the pro- 
duction of cheap mouldings widens the 
manufacturers’ choice of containers and 
packages for their products. 


Service Scheme Boosts 
Mfr’s and Dealers’ Sales 
ALES have been increased by a 
Gamer manufacturing firm which 
organized a ‘‘camera tune-up’’ ser- 
vice through its dealers. The scheme 
was simple. Dealers’ customers merely 
brought in their cameras for a check 
over and clean-up. 

The manufacturing company supplied 
dealers with counter and window dis- 
plays, folders, wrappers, etc., and an 
inspection chart, This chart listed 11 
points on which the @rdinary standard 
type camera should be checked. 

Dealers’ sales in films and camera 
accessories have been increased in some 
instances by over 15 per cent. The pro- 
ducing company’s sales have gone upi 
by more than 6 per cent. 


Give Sales Force Say 
In Advertising 


T is astounding how many manufac- 
| Fs segregate their advertising and 
their sales force. 

In the course of conversation the 
other day, a quite big and well-known 
manufacturer confessed that his sales- 
men resented his advertising, particu- 
larly direct mail, because they felt it 
would deprive them of the credit for 
sales. 

Quite obviously this manufacturer 
must follow the trend, which is daily 
becoming more apparent, of planning 
advertising campaigns from the point of 
view of the sales force. If sales managers 
and salesmen are allowed to think that 
they have a controlling influence in the 
form and direction of the advertising 
they will make more use of it, and be 
more willing to provide facts from the 
field on which advertising can be more 
intelligently based. Some manufac- 
turers are going so far to-day as to form 


Sales 


an advisory council, including repre- 
sentatives of the factory, the sales force, 
wholesalers and retailers, to discuss 
advertising policy and method. 


& 
He’s Creating 
A New Market 


N overall manufacturer in the 
A nt of England is going for a new 

market this year: men and women 
who are spending holidays in caravans 
and camps. He considers that growth 
of trailer-caravan popularity and in- 
crease in the number of campers 
(especially since the ‘‘Keep Fit” policy 





This Pack Has 
Triple Sales Appeal 


There are three important sales points about 
this talc pack marketed by Boots : 

1. Jt suggests a specific and seasonal use for 
talc and therefore tends to make plus sales to 
people who might otherwise overlook this 
useful commodity. 


2. As its label and general style identifies it 
as a general bathroom product and not some- 
thing purely for women, extra sales have been 
made to a far greater number of men than 
would ordinarily have purchased such an article. 


3. The container is especially slim and slips 
easily into luggage, it thus also appeals strongly 
on a point of convenience. 

The whole plan behind this pack is therefore 
an excellent example of intelligent presentation. 

The attractive design in colour was provided 
by Boots’ own designers and the containers are 
being made by The Metal Box Co., Ltd. 


was introduced) give him a chance t 
create a new market. Almost certainly 
he can sell useful and attractive overall 
to women, an outfit they can wear whik 
doing the ‘‘messy’’ work 
cleaning up, etc.) yet till retai 
feminine appeal. 

The scheme is another good exampl: 
of a manufacturer seizing an oppor 
tunity to create a new market 


Could YOU Add a 
New Sales Point? 


NE more example: the successful 
(Dette of adding a further point oi 

appeal to the product. Not all 
summer days in England are bright and 
sunny. On the dull days women wear 
darker clothes. A manufacturer oi 
ornamental leather belts has cashed ij 
on this circumstance by producing ai 
attractive range of ‘‘reversible’’ belts 
one side bright coloured, the other sidi 
dark. Almost too simple, but his sales 
are up 50 per cent. 


New Surveys to 
10 Important Markets 


OW that test campaigns in ma: 
IN keting schemes are proved and 

accepted a collection of ke 
facts and figures about specifi: 
forms material of importance to manu 
facturers. That is a reason why the ten 
booklets, entitled ‘‘Marketing Facts and 
Figures’’, just published by Northcliffe 
Newspapers Group, Ltd.. are worth hav 
ing. Incidentally, they ar 
free of charge. 

In Stoke-on-Trent, Derby 
Bristol, Swansea, Cheltenham, Glou 
cester, Hull, Grimsby and Lincoln the 
Northcliffe company publishes one or 
more newspapers. One of the objects 
of the booklets is to show the strength 
of the newspaper circulations in the areas 
concerned. Of as much importance to 
the manufacturer, however, is the broad 
picture of market conditions given in 
each booklet. All key statistics are pub 
lished. For example, such figures as 
population, number of families, number: 
of retail outlets, rateable value, number 
of persons in employment, consumption 
of electricity, gas, etc., number of wire 
less licences, telephone subscribers, pri 
vate and commercial motor-car 


localities 


ivallabl 


Leicester 


births, 


deaths and marriages, etc., are quoted 
Pictorial method of presenting these 
facts is used, and in many instances an 


analysis of the figures is given. A case 
in point is population. Besides giving 
numbers of males and females, persons 
14 years and under, you are also told 
the number of elementary and secondary 
school pupils and given an occupational 
analysis of the adult population 

A broadsheet is published with the 
booklets. This collates the most impor 
tant statistics and shows you briefly the 
state of prosperity in each district. 

If you are making area try-outs in any 
of the ten centres for which booklets arı 
published you would certainly find the 


set a useful source of information and 
would eliminate the cost of much 
research. 


>- 


p ONE ae 


rars 
— E D 


* 


ee N n 


= >œ 


E ee ee 


eo Tee 









`» 


l 











Sasna iaa a Py a ia 


-a 


ERIEN AE ERE EI TNE ET 
ESS for AUGUST, 1938 


Safe Transit fr Express Delivery Loads 


‘BUSINESS’ Special Road Test No.8 .. . 





Bad going in the Merstham sand-pit thoroughly 
tests the torsion-bar suspension, basis of safer 
fast travel for fragile goods 


HILE the business operator has 
W a wide selection of vans well 
suited for express deliveries of 
light loads the use cf vehicles in this 


*class may—in certain circumstances— 


involve risk of damage to fragile goods. 
This fact appears to indicate an increas- 
ing demand for something rather better 
than the normal light van suspension 
arrangements. 

In this connection the distinct ad- 
vance upon the conventional springing 
system adopted by Vauxhall Motors, 
Ltd., for their new Bedford 5/6-cwt. 
van will interest many of our readers, 
as should the following report of an 
exacting road test carried out with a 
fully-laden example of this attractive 
trade vehicle. 


Although there is nothing entirely 
new about the torsion-bar suspension 
system adopted for the new Bedford van 
—it having proved its value on the 
famous Vauxhall passenger cars—the 


By 


RICHARD TWELVETREES 
A.M.1I.Mech.E. 


application of the idea to commercial 
vehicles is certainly an innovation which 
should ensure complete immunity from 
the risk of breakages in delivering goods 
in areas where road surfaces are poor. 

Quite apart from that, the new Bed- 
ford suspension makes for much easier 
riding on ordinary roads, with corre- 
sponding economy in tyres, fuel con- 
sumption and general maintenance costs. 

On this occasion the test procedure 
started with a run to my favourite 
“truck proving ground” at the Merst- 
ham sand-pit where the Bedford van 
was put through its paces at varying 
speeds over workings where motor- 
driven dumpers are used to convey sand 
from the pit-face to the contractors’ 
lorries. 


New Torsion-Bar Suspension Is 
The Secret 


What actually happened under the 
fore-part of the vehicle does not concern 
us at the moment, we are more inter- 
ested in what torsion-bar suspension 
will do than of what it consists. 


The New BEDFORD 5-6 Cwt. Vau 


My observations, therefore, were con- 
fined to experiences in the cab and 
although the surface inequalities pro- 
duced the maximum rise, fall, oscilla- 
tion and twist of both front and rear 
axles, the van maintained a remarkably 
even keel all the time. 

Some idea of the surface conditions 
may be gathered from the photograph 
and when traversing such ground the 
driver may expect some inconvenience 
by having his head bumped against the 
cab roof, while what may happen to the 
load is entirely a matter of surmise. 

The smoothing action of the Bedford 
suspension, however, made the rough 
journey quite easy for the driver and 
though the test weights were placed 
loosely in the van, no movement 
occurred in spite of the atrocious sur- 
face of the pit. 

Asa matter of fact Vauxhall engineers 
submit the independent front wheel 
torsion-bar suspension to far more 
critical tests on the bumping machine 
installed in the Engineering Research 


Building at the Luton Works; but 
possibly the van's performance as 


described above may be more convinc- 
ing for the practical trade operator. 

Next in order of importance to the 
capacity of this model for delivering 
fragile goods safely over rough roads 
comes the question of petrol economy, 
which was checked carefully after we 
had regained the roadway. 

Three separate runs were taken to 
check the mileage obtained from one 
quart of No. 3 Gommercial petrol and 
from these the average of 35.2 m.p.g. 
was produced. The check was taken 


(Continued on page 24) 
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The Trailer Provides a Commercia 


HE trailer is a very economical 
| form of transport. For holiday 
luggage the type of trailer shown 
here is used by many business men. 
But in business, too, the trailer exactly 
fills many important needs. Behind a 
private car it gives you a commercial 
vehicle without extra expense. The 
model shown in the illustration is of 
course for light loads, anything up to 
4 cwt. The manufacturers, B. Dixon- 
Bate, of Bridge Works, Chester, how- 
ever specialize in a wide range of types 
up to 20 cwt. capacity and include body 
work from the open utility truck type 
to horse-boxes and covered vans. 

All these D-B trailers comply fully 
with the Road Traffic Regulations. And 
it should be remembered that no extra 
tax or licence is required when they are 
towed by private cars. 

An important mechanical feature 1s 
the coupling, shown in the drawing. It 
is a ‘‘flexible,’’ quick-acting rubber-lined 
joint which, while providing positive 
security, gives wide articulation, as the 


picture indicates. This, with the auto- 
matic Servo brakes (on the heavier 
models) keep the trailer in perfect con- 
trol at all speeds. 

The standard equipment provided 
with D-B models includes the number- 
plate and an unbreakable rubber tail- 
lamp with cable. 
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The SAVINGS in Overhead Costs Will 





HIS new glass and brick, air- 
conditioned, sound-proofed, scien- 


tifically lighted office, fitted 
throughout with new equipment was 
opened recently by the Standard 


Register Company, United States con- 
cern which manufactures the self-align- 
ing, marginally punched continuous sta- 
tionery well known in this country 
under the name of ‘‘Alacra’’ and sold 
exclusively here by W. H. Smith & 
Son, of Bridge House, Lambeth, S.E.1. 

Details of an American office were 
selected for inclusion in this issue 
because of the unusually high standard 
of physical conditions, as distinct from 
equipment, which are incorporated in a 
concern of not more than medium size. 
Furthermore, we feel it is useful some- 
times to show what other people are 
doing in the way of office planning and 
equipment. 

We are indebted to the directors of 
the Standard Register Co. and to our 
friends on the Editorial staff of American 
Business for the details and illustrations 
published here. 


Noise Absorption asd Lighting : 
Two Vital F. ctors 


The absorption of noise by scientific 
sound-proofing throughout the place 
and the provision, by air-conditioning, 
of an ideal working temperature (and 
relative humidity) irrespective of 
weather conditions, are two vitally im- 
portant factors that are making for a 
higher standard of work and a lowered 
fatigue curve. 

Next comes natural lighting. Notice 
the extensive use of glass bricks which, 
with their diffusing quality, give the 
offices almost “‘open sky” illumination. 

In the basement of this building is an 
assembly hall (96 by 48 feet) seating 
500 people. It is equipped with a 2o-ft. 
stage, stage-lighting and scenery. There 
is also a cinema projection room, 
kitchen, cafeteria, display room and 
fireproof record vault. 

On the first floor there is a separate 
sound-proofed office each for corres- 
pondence transcribers, billers and 
typists and the teletypists. 

The second floor contains four oak- 
panelled executive offices complete 
with private lavatories and built-in 
showers. 


In the centre of this floor is the 
general office with 25ft. ceiling and 
glass brick walls and partitions. The 
glass brick partitions are set on steel 


PAY FOR 


Features 


The artificial lighting is 
combination of filament and 
vapour lamps. It is almost 


to tell the difference between the in 


This New Office 


Sound-proofing, Air-condition- 
ing, Maximum Natura! 
Artificial Lighting and Most 
Modern Internal Equipment 
for saving Time, Fatigue and 
Tempers are the Basic 


and 
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mercury 
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The fine flood of daylight entering through the extensive use of glass brick 


feature of the general office. 


f 


Note particularly the second array of glass bricks 


immediately below the ceiling ; this adds tremendously to the total amount of 
daylight entering, yet few firms utilise these upper parts of walls for admitting 


free light. 


chairs are provided for everybody 


channel bases which provide raceways 
for the electrical conduits. This special 
base, together with hollow door jambs, 
permits concealment of wiring which 
would otherwise have been rendered too 
visible by such extensive use of glass 
bricks. 

In fitting out the office steel desks, 
organized for each individual, were 
selected. Aluminium posture chairs are 
provided all round. 


One of the Dicta- 


phone transcribers 
on correspondence 
work using the 


special feed equip- 
ment for continuous 
letter-heads. 
Punched holes for 
automatic positive - 
alignment feed can 
be seen along the 
margins of the 
forms. The tran- 
scribers work in a 
sound-proofed room 


sity and the colour of the ı 
the artificial lighting 


In the transcribing ofhe: 
operators and a supervisor 
tion is done from Dictaphon 
via Electromatic typewriters 
the positive, self-aligning 
letter-heads, with pre-inserted 
output up to 25 per cent n 
normal is the average standar 


With all new steel desks and filing equipment, aluminium posture 
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S every sales executive knows, a 
—— may write Jensen on the 
order, and Jenson on the customer's 
copy or layout. And he may write— 
"same as last order’’ in some vital point 
where exact specifications are needed. 
He has, in a complicated business like 
Standard’s, a thousand different 
chances to make a mistake. 

At Standard all these potential head- 
aches and opportunities for error are 
checked and rechecked and caught in 
the order department. 

Special forms called Lettergrams are 
dispatched to salesmen when additional 
specifications are needed. These forms 
are made out in sets of an original and 
four copies. The salesman fills in and 
returns the original and retains the first 
copy for his record file. The triplicate 
stays in the order department filed with 
the order being held. The quadruplicate 
goes to the regional manager, and the 
quintuplicate is filed in the order depart- 
ment in the agent’s or salesman’s file 
maintained there. 





Branch Office Communications : A system of schedules for teletype 
connections between branches and head office (Dayton, Ohio) saves the 


Standard Register Co. a good deal of expense in charges. 
morning at 10 o'clock Dayton calls Philadelphia, then New York at 
10.30 and Chicago at 11. In the afternoon Philadelphia calls Dayton 
at 2.30, New York at 3 and Chicago at 3.30. 

compressed as far as possible into these periods 


The order department prices all 
orders, figures commissions, and 
watches for special jobs which’ require 
the attention of the cost department. 
These specials are flagged “with a form 
which brings them to the special atten- 
tion of the cost department to determine 
whether more of such business is 
wanted. This department also prepares 
the specifications and orders for the 
manufacturing and production divisions. 


Order Dept. Stops Head- 4g 
aches Before They Begin 


Everything possible 
is done to make 
routine work easy 
and simple — for 
the saving of time 
and elimination of 
errors. Here ts a 
little conference to 
determine the best 
method of filling an 
order 


Recording, Inquiries 


ITH inquiries sent salesmen by 
the advertising department, a form 


is attached to be filled out within five 


days. This form is for the purpose of 
reporting the call on the prospect. If no 
report is received the salesman is sent a 
series of three follow-ups, the last of 
which indicates that if no report is 
returned, an attempt will be made to 
close the order by mail. 


Commission Corrections 
HENEVER a salesman’s order is 
subjected to corrections which 

mean a change in commission, a form 
is made out by the auditor to notify the 
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Keeping Track Of Old 
Customers 


HE customer-record department 

keeps a record, alphabetic, by 
county, of every Standard Customer. 
All orders are checked against this 
record. In the visible index files there 
is a card for each customer, with a 
record of his purchases, so devised that 
a signal shows when the salesman should 
follow up for repeat business. In each 
pocket of this index is a card which is 
mailed to the salesman 60 days before 
the customer’s supply will be exhausted. 
Salesmen are required to report on these 
cards the results of calls. 





Courtesy to Visitors : At the information desk in Standard’s 
spacious reception room is an electric register on which the 
visitor fills his name, firm, and the man he wishes to see. The 
receptionist takes the written record and acts on it promptly. 
The carbon copy of the form is punched to fit the visitor's coat 


button and serves as his pass through the offices or the factory 


accounting department of this change. 
Use of this form simplifies keeping com- 
mission payments accurate and prevents 
oversights in changing commission 
amounts when prices are changed, or 
when charge-backs are necessary. This 
not only simplifies the making of com- 
mission statements but provides a ready 
reference record in case a salesman 
questions the amount of his commis- 
sions. 


There is also a record of all ‘‘dead’’ 
customers. When a customer stops 
using Standard registers a special report 
is prepared and sent not only to the 
salesman, but to the district and 
management executives. 

Every order clears through this 
department before it is sent to the pro- 
duction department. All orders are 
acknowledged to customers and the 
salesmen by this department. 


— 








EVERY PHASE of Accounting Activity | 





EVERY TYPE of Posting Equipment 4 
is covered by the COPE-CHAT Service 


Pioneers in the evolution of methods and equipment, Cope-Chat were the 
original patentees of the first effective Loose-Leaf Binder. 

















E 


During nearly half a century they have created a wonderful range of high grade 
Loose-Leaf Binders for all purposes in Thong, Post and Spring types. Many 
original Ledgers in active use to-day testify to quality, design and workmanship 


All sizes of Ledgers are available in a full range of Bindings. 







Management Control has for many years been a constant 
study with the result that to-day the Cope-Chat range of 
Visible Record equipment covers every requirement of the 
Executive who wishes to exercise complete control, with an 
absolute minimum of valuable time, while clerical labour is 
reduced to a minimum. 


Card sizes vary from 2¢ in. wide x |4 in. deep to 16} in. wide x 
12 in. deep. Single or double cards with over-riding sheets 
can be used in a series of Book Units and Cabinets with a 
capacity of from$so to 4,200 records. 


Cope-Chat right from the inception of 
Mechanisation have been leaders in the 
Machine Accounting equipment field. 


Believing that no single type of equipment will meet all needs the 
Cope-Chat range includes several types of Machine Posting Binder | 
a variety of trays—including the well-known Maybee Adjustable 
High Speed Posting tray ; and the Speedrail Posting Unit which 
gives ideal posting and fire protection for thousands of accounts 
actually at the machine. 


Years of co-operation with the Machine Companies—pius 
comprehensive range of equipment—place Cope-Chat in the best 
possible position to carry out machine equipment installations 


IF YOU HAVE A PROBLEM, OR ARE CONSIDERING ANY DEVELOPMENT, 

LET COPE-CHAT HELP YOU. FULL SERVICE BY SPECIALISTS IS AVAILABLE 

THROUGHOUT THE COUNTRY AND DETAILS WILL GLADLY BE SENT 
BY RETURN POST WITHOUT OBLIGATION, ON REQUEST 


THE COPELAND-CHATTERSON CO. LTD. 


EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 


Telephone: City 2284 (4 lines) 
Branches throughout the Provinces 
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REVIEW 


From A Letter-Heading to a Catalogue 


at 40-60 per cent Saving tn Costs 


“HE substantial savings made 
g| through the use of office printing 
machines is one of the outstanding 
features of the past decade in business, 
yet there are still many firms which have 
not taken advantage of this develop- 
ment. And this, despite the fact that the 
machines usually cut printing bill costs 
by 40 to 60 per cent, turn out jobs of 
comparable quality to that of normal 
printer's work and almost eliminate the 
time-lag between ‘‘order placed’’ and 
“order delivered’’. 

An interesting and significant factor 
not fully appreciated is that even very 
small firms can make successful use of 
office printing machines. Operating costs 
are low, a junior can turn out quality 
work, and a machine takes up no more 
room than does a typewriter and stand. 

There are several good makes of 
machines on the market. One of them, 
the Rotaprint, I inspected last month. 
Without the aid of type, blocks, brasses, 
segments, stencils, etc., the machine 
prints in one or more colours all kinds 
of publicity and other matter. You can, 
for example, use it for printing letter- 
headings, statements, invoices, ruled 
forms, graphs, labels, plans, circular 
letters (hand and typewritten), price 
lists, folders, booklets, leaflets and so on. 


The Printing Medium is Easy 
To Handle 
The printing process used is offset 
litho. A wafer-thin aluminium sheet is 


This is the important 
‘Service Work’ factory 
described in the text. 
Here 250 skilled tech- 
nicians are employed 
preparing a wide variety 
of master sheets for use 
on Rotaprints. Output 
averages 10,000 master 
Sheets per month 


the basis of production. The sheet, in 
the same way as an ordinary sheet of 
paper, is typed upon. If sketches or 
drawings are to be printed, they are 
drawn on the sheet. Even fine photo- 
graphs are reproduced by this process. 
And a few minutes after the subject 
matter is imposed the sheet is ready for 
fastening to the machine and production 
can start, 

All earlier models have now been 
superseded by the two 1938 fully auto- 
matic Rotaprints. The new Standard 
Model, which prints on surfaces up to 
14 in. by gin., has these automatic fea- 
tures: damping, inking, paper feed, cut- 
out and drive. Production speed is 
4,000 copies an hour. 


This is The Model For 
Big Jobs 
The big machine: the New Super 
Model, prints on surfaces up to 20 in. by 
14in. Its automatic features include : 
suction feed, damping, inking, cut-out, 
side lay, joggers, Vernier adjustment to 





This illustration of a Rotaprint in use in a small office is the complete answer to those 

executives who say “Yes, we should like to print our own stuff, but it is too much trouble; 

or we haven't any room.” As can be seen the machine occupies no more space than a 

typewriter on a stand. And as for trouble, to print in the office is much the easiest way 

of all—while into the bargain you enjoy a a substantial cash saving and incomparably 
quicker service 
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head and tail lay, drive and ‘‘hair-line’’ 
register. Production speed is 5,200 
copies per hour. 

Now these machines have a good repu- 
tation behind them and that is one 
reason why the Rotaprint company has 
created a record sales of machines, 
process and supplies for the year ended 
March 31, 1938. The record is proof of 
the value of goodwill and recommenda- 
tions by customers. 

As Mr. G. Thompson, general sales 
manager for Kaye's Rotaprint Ltd., said: 
"A tremendous amount of our business 
to-day is achieved much more easily 
than during the very early years of Rota- 
print because customers broadcast the 
results they obtain through use of our 
machines. The effect is like that of a 
pebble in a pond—the ripples go on 
extending far and wide and it is difficult 
to know sell they end.” 

One of the strong points about the firm 
is the service they give their customers. 
During the ten years they have been 
established they have been building up 
this service, afe now they have a new 
process factoryfat Hendon. Here a staff 
of 250 skilled technicians carry out all 
kinds of process work for customers. 

This is an important service for many 
reasons. For instance, it is not worth 
while for an ordinary firm using one or 
two Rotaprints to carry out all the 
various process work. The reproduction 
of photographs is a good example. The 
use of typeset matter is another. Artists’ 
drawings and sketches is a third. The 
more wide and varied the range of 
work you do on your machine, the more 
valuable this service becomes. 

The factory covers an area of over 
30,000 sq. ft., and all its departments 
contribute to the service for customers. 
The photographic studio, for example, is 
equipped with more than {£2,000 worth 
of cameras and is capable of carrying 
out any kind of photographic work you 
might want done. The Typesetting 
Department has a Monotype machine 
with two keyboards and all the latest 
faces of type. This forms a library of 
type for up-to-date publicity. When you 
send in a job that calls for use of type 
faces you can be sure that the type is 
clean and sharp—in perfect condition— 
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mentals to build up on 
0 
. . + 
Gathered during interviews with S: Dike nane: bet ohie ceed’ amnion 
the top executives of more than that the heads of your departments 
50 progressive firms in many have a complete grasp and pictu 
different industries the working of their de} rt 
are able to impart it t 
1. When engaging staff avoid highly sanely fond of exercise, and does he , * 
temperamental people. They clash. pursue it regularly? This is especi- 10. When the GES CORS 30 “ta 
Ô ally important if you are taking him An ol remade a penp 7 ons, do 
2. A safe way to choose your man is on young. . Xou want him to. be: with — i gy e irar 3 aan i 
two courts: ; you for a long time. Your big profit art nos i Vasu 
fa) Ta he a Gna ‘tian? will come when the man has reached 
(b) Has he fine-ability? an age five years beyond that on a 
a ny ae ted which you engage him. 11. Be careful in meeting mx 
If you cannot say “‘yes’’ to (a), do not - bidding for your peopk * 
give him the job; do not let a high > who is any good will bave, during 
qualification under (b) outweigh 6. If you know the man you are about ig development. offers more or less 
this. to employ’ to be a genius, examine anatta: =tiin- action ‘nde. ten de 
o meticulously his past record. If he pons ee ae Mey pet ie = 
cumstances will show his calibre Let 
3, Choose your man in relation to the was uncomfortable and broke up him make the decision. It will do m 
people he will have to work with. another's organization, he will very good to meet the offer if i vholly 
Ask yourself, will he fit in with the likely be uncomfortable with you and anil obuca out Al ithe witi aad 
man alongside of him? Will he fit in disturb your organization. you are paying i 
with our customers? O 6 
0 7. Avoid, if you possibly can, bringing 12. Step lightly when for on ison OF 4 
4. For work which requires quick effort, in a world beater who is going to another you feel you ought to super J 
choose men who are quick. You can show your boys how it ought to be vise an employee's life outside the 
never make a slow thinker quick. done. He seldom succeeds, but if he office. 
o 
5. Go carefully into'the health side of fioe acies mit be continea iz suageading ituns, p fe tatunsted it agak, astabeens be. Biaje ont et 
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MAKĘ YOUR OWN PLATES 


for Offset Duplicating Machines with 


Wood model Vacuum Printing Frame. 
Ensures perfect contact between film, 
paper or glass negatives and the 








HUNTER-PENROSE LTD. 


109 FARRINGDON ROAD ¢ LONDON EC1 





HUNTER- 
PENROSE 
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sensitized plate. Several other ' 
models available. Sizes: 16 13’, ' 
21x I7” 

4 


Hand operated Bench Whirler for 


coating metal plates with light sensi- 12 or I5 amp. 
tive solution. Fiat plate support. Enclosed Arc Lamp 
Strong plate clamps. Automatic fitted with side 
disengagement of gears to ensure reflector. Can be 


smooth running. 


Sizes: 16 14", 


21x 17", 2521” 


All accessories and chemicals can be supplied 


from stock. We invite your 
enquiries regarding operation 


above or any reproduction apparatus 


supplied to operate 
on any power supply 
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rob you of profit. The ‘G.B.’ System encourages efficiency 

by its fairness and impartiality—it is the chosen system 

_ of leading firms and corporations throughout the country. 
Send for catalogue and full details. 


GLEDHIL 


_| TIME RECORDERS LTD. 








CONTROL YOUR COSTS i 


by eliminating wasted minutes, which put up overheads and- 


HUDDERSFIELD 





A quality which has a big effect on the. 
finished work. ee 


The Artists’ Department employs 20 
artists, each of whom is a specialist in. 
some style or technique. One man, for 
example, may specialize in drawing of 
animals, another in women’s fashions, a | 
third in architectural design and so on. 
Thus your job gets the attention of a 
man who is particularly suited to under- 
take the work. : 

Other departments include the Copper — 
Plate and Stone Department, the Photo- 
mechanical Department—-which trans- 
fers subjects by photo-litho to master 
sheets, the aluminium sheets you use for 
reproduction purposes—and Mechanical, 
Binding, Perforating, Punching and 
Stapling Departments, and other inci- 
dental services necessary to produce 
print. Binding, Perforating, Punching, 
and Stapling are, for instance, kinds of 
work which no firm of ordinary size 
would undertake. Only those com- 
panies which have really big office print- 
ing departments find it worth while to 
set up this kind of service for them- 
selves. 

Customers in any part of Britain can 
get quick and efficient service from this 
Hendon plant. It is indicative of the 
value of the service that. nearly 10,000 
plates per month are prepared in the 
various departments. Whether you own 
one machine or a score, you get the same 
standard of service. This means that 
the small user is never at a disadvantage | 
as compared with the big firm. 


‘Average Sale’ 
| Vital! y Influences 
| Wrnover 


HE following figures, approxi- 
mated to round numbers, repre- 
sent the yearly business of a well- 
known provincg@@ department store: 
Traffic (re§Ponsible persons enter- 
ing}, 9,000,000. 





Transactions {individual sales 
made), 5,000,000. 


Value of Average Sale, 3s. gd. 
However one seeks to explain away 
these figures, the bald facts are these: _ 
1. Four million people visiting that - 
store during the year were not suffi- . 
ciently impressed by its merchandise - 
presentation to buy anything. E 
It is true that in many instances two | 
or more people were in one party and 
that only one of them was the buyer. 
But it is also true that every other mem- 
ber of each party had needs to satisfy 
and a certain amount of money in their 
pockets to spend. a 
z. If one in every twenty of that four - 


million non-buyers could have been in- 


duced—by more effective sales presenta- 
tion—to make purchases equivalent to 
the present average sale, the aggregate 
turnover would have been increased by 


| £37,500. | 


Does anyone doubt that in a store of 


| this size the variety of merchandise was 
| such that, given really effective presenta- _ 


tion, one in twenty of the non-buying — 


| visitors would have recognized that it 
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could satisfy one of their conscious de- 
sires and taken action accordingly? 

3. If the value of the average sale 
could have been increased by one far- 
thing, even on the present volume of 
transactions, the turnover would have 
increased by /5,208. If the average sale 
could have been increased by sixpence 
the aggregate turnover would have gone 
up by approximately £125,000. 

People can usually find a little more 
money for something they really want. 
Many a housewife, going out with a 
shopping list and planning to spend a 
known amount, unexpectedly meets a 
friend and has a cup of tea or coffee with 
her: or sees an itinerant flower-vendor 
on the kerbstone and spends sixpence on 
a bunch of flowers. Good luck to her— 
but it rather disposes of the idea that 
her ‘‘average sale” could not be built 
up by a penny or two if she could be 
made to want your merchandise as much 
as she wants her chat or her flowers. 

The important thing to note is that 
these factors, while particularly striking 
when considered in relation to the busi- 
ness of a great store, are just as vital to 
the success of the smallest retailer. Con- 
sidered together, they make up a ‘‘yard- 
stick’’ by which the sales promotional 
effectiveness of every retail establish- 
ment can be measured.—Masseeley 
Users’ Magazine. 





Why Women are Getting 
Men’s Jobs 


HILE commenting favourably 
W on increased _ activity in the 

new industrial estates on the 
North-East Coast, some sections of the 
financial Press last month deplored the 
predominant employment of women 
instead of men in many of the new 
businesses—even in t engineering 
trades—which have opengd up there. 

When we were last through that area 
we saw three hundred w@men acetylene- 
welding tanks and tesf§ng the tanks. 
Asked why women we employed on 
that sort of work, th® management 
simply replied: ‘‘We find women more 
satisfactory; they do a neater job and 
are not nearly so susceptible to politics 
as are the men.” 

So there it is: two apparently proved 
advantages that the managements of 
manufacturing concerns will not readily 
forgo. 


HE progressive simplification of 

manufacturing processes and 

vastly* improved lifting, handling 
and general labour-saving equipment 
are factors that are rapidly making suit- 
able for women more and more jobs 
that were formerly the monopolies of 
men. The increasing use of women, 
therefore, is an economic change that 
no factor of sentiment can withstand. 


Builds Sales 
By Dealer Control 


(Continued from page 14) 


each phase of his business means to 
him from a profit and loss point of 
view. He will be able to plan his 





Alacra Registrators Produce 


Quicker, More Accurate 


Hand-written Records 


racy in the production of multiple hand-written records of all 


A LACRA Registrators make possible greater speed, ease and accu- 


kinds. 


Alacra pinwheel control of the forms at both margins ensures per- 


fect registration of all carbon copies. 


One or more of the copies may 


be automatically filed in a locked compartment within the Registrator 
—thereby eliminating the risk of fraudulent alteration. 


Why not investigate how Alacra Registrators can save you money 


by simplifying your hand-written record-keeping problems? 


A talk 


with an Alacra systems specialist will cost you nothing. Write to-day 
to W. H. Smith & Son, Ltd., Business Forms Department, Bridge 
House, Lambeth, London, S.E.1, or telephone HOLborn 4343. 





ALACRA DESK 
REGISTRATOR 


ALACRA 


Alacra Registrators are 
used for: 
Invoices Advice Notes 
Contract Notes, Delivery 
Notes, Garage Tickets, 
Inspection Reports, 
Library Records, Pack- 


ing Slips, Petrol Control 


Forms, Purchase Orders 
Restaurant Tickets 
Repair Notes Receipts 
Requisition Notes, Works 

Orders 

REGD. 

TRADE 

MARK 





-CONTINUOUS FORMS AND REGISTRATORS 


SUPPLIED ONLY BY 


W. H. SMITH & SON, LTD. 


Business Forms Department 
BRIDGE HOUSE, LAMBETH, LONDON, S.E.1 


BRANCHES: 
BIRMINGHAM GLASGOW LEEDS LIVERPOOL 1 MANCHESTER 
17 Cannon St. 75 Bothwell St. 24 Basinghall St. Tithebarn St. $3 Blackfriars St. 
Tel.: Midiand 1068 Central 8859 Leeds 24837 Central 4425 Blackfriars 5075 


Head Office: STRAND HOUSE, PORTUGAL ST., LONDON, W.C.2 





buying, stocks, sales, repairs, servicing, 
second-hand car dealing, and so on, so 
that he can build a predetermined 
economical profit as he goes along. 

2. The vast amount of careful work 
done at the company’s retail experi- 
mental station has smoothed out a 
mass of discrepancies relating to such 
things as labour and service charges. 


Straightens Out The Difficult 
Question Of Charges 
For example, at the station it 
may have been determined that 20s. is 
the most equitable charge to make for 
a certain job. But half a dozen differ- 


ent dealers may, from their own ex- 
periences, show that for such work they 
would have to charge as many different 


prices. The company would then be 
able to demonstrate by its own prai 
tical work how it is that these dealers 
are at fault in their methods of work- 


ing and costing. The company would 
show exactly the improved routine to 
be followed so as to make 205. a stan- 
dardized, yet fully profitable, charge 
for the work. 

Multiply this example by many hun- 
dreds of similar cases, and it is easy to 
see how the general flow of work can 
be more widely standardized and at the 
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This new 


“VIS-ALL” 


MACHINE-POSTING 





MACHINE POSTING TRAY AND M 
TROLLEY 


Prices according to size of ledger cards 


L 


HEAD OFFICE 
33 


LONDON OFFICE 
8-10 CHARING CROSS ROAD 


EQUIPMENT 


can be used with your existing 
card-system or with a new one 
with equal facility 


Here are some of its advantages :— 


Instant Visibility 
Unlimited Expansion 
Adaptability to any system of recording 


Ease of Mobility between departments by 


clerical staff and consequent speed-up of, 


routine work 
Prices within everyone's reach 


Twenty years’ organising experience stands 
behind every ‘‘Vis-All’’ installation 


H. W. WRIGLEY 


(PRODUCTION) LTD. 

TEMPLE CHAMBERS 
BRAZENNOSE STREET 
ENCA E S TIE Rif 


FARADAY HOUSE 
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We help to sell 
for other firms— 


products ranging from ladies’ underwear 
to veterinary cod liver oil, from boots to 
boilers. 

In the last few weeks we have been asked to 
proceed with new advertising schemes for 


CIGARS 
CLOTHES LINES 
FILLING MACHINES 
FURNITURE CASTORS 
UNIT HEATERS 
WEIGHING MACHINES 
UNIFORMS 


Wouldn’t our experience of successful sales 
schemes for more than 100 different kinds 
of product be helpful in ensuring the best 
results for you? Ask for details of our 
methods. — —æ 


J. W. RUDDOCK & SONS 
Advertising Consultants 


LINCOLN 
and at 3 Old Jewry, LONDON, E.C.2 











A Private 
EXHIBITION 
of Advertising Art 


You are invited to see a private 


showing of the work of our artists 
and visualisers, much of which 
has never before been exhibited. 


Write or phone for Invitation to 
Crichton Studios Lr. 


5, Chancery Lane, London, W.C2 


Telephone: HOLborn 8400 


A FREE SERVICE 


SUBSCRIBERS are entitled to 
free information concerning 
Products, Appliances or Services 


We will advise, secure printed 
particulars and, if desired, put you 
in touch with firms supplying ser- 
vices or products in which you are 
interested. 


Service Department 
BUSINESS 
Whitefriars House, Tallis Street, £.C.4 
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same time carry a certain and predeter- 
mined profit. And the very first to 
react favourably to such standardiza- 
tion of charges are the dealers’ cus- 
tomers, the car users. Thus the initial 
step towards an enormously improved 
customer-goodwill movement is started, 
and this favourable factor moves con- 
tinuously, through the dealers, back to 
the company. 

3. By getting dealers to return their 
new monthly balance sheets to the 
company the experts at head office 
can, by reviewing the whole, take out 
a detailed analysis from which quota 
figures can be compiled and sent back 
to the dealers. 

A little thought will show the tre- 
mendous advantage of this. Without 
any identities being revealed each 
dealer thus gets the benefit of seeing 
the pooled results of thousands of sepa- 
rate businesses similar to his own, 

He can check and compare his 
own individual figures, department by 
department, against a mass of others. 

He may find he is behind standard 
with his used-car sales or his accessory 
sales. Here is a stimulus for him. If 
he cannot himself at once discover a 
way to increase this side of his business 
he can call in the company’s Business 
Consultant. 

Again, you can multiply this by 
dozens of possible cases. The value 
of such a system acting over the whole 
of the company’s retail outlets thus 
becomes obvious. 

In conclusion, theretore, it can be 
said that this new dealer-aid service has 
tremendous potentialities for future 
business building; it is a striking ex- 
ample of what a manufacturer can, with 
proper planning, do to increase the all- 
round benefits to himself, his dealers 
and the whole@range of final customers. 





Safe Transit 

For Exess Deliveries 
(Continued from page 16) 

the 


on non-stop runs, but result 


indicates the measure of economy to be 
expected under actual conditions in- 
volving numerous stops-and-restarts per 
mile, 

The latter kind of work, as we all 








PENCILS 


VENUS PENCILS are 
incomparably smooth and 
longlasting,theirstandard 
of quality never varies. 
MADE IN ENGLAND 
KNOWN THROUGHOUT THE WORLD 


If you will state the nature of 
your work and choose tivo 
different grades which you 
think most likely to suit, we 
shall be very glad to send 
you samples to try. 


VENUS PENCIL Co. Ltd.. LONDON, E.5 
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know, calls for many other qualities 
besides fuel economy, such as accelera- 
tion and brake efficiency, to which our 
attention was next directed. 

To give the clutch a specially good 
chance of proving its efficiency and 
durability the Bedford van was started 
from rest on direct drive, and on 
getting away with very little help from 
controlled clutch slip, reached 30 m.p.h. 
in 15 seconds. For sheer acceleration 
under such difficult conditions this new 
van is amazing; the toh.p. engine 
develops a genuine 354 b-h.p. 


Of the three forward speeds top and f` 


second are synchromesh so there is no 
difheculty in operating the gears when 
starting from rest in the ordinary way, 
when 30 m.p.h. can be reached in g 
seconds. At low crankshaft speeds the 
overhead valve four-cylinder engine 
exerts an extremely useful pull which, 
applied to top gear acceleration from 
10 to 30 m.p.h, produced the excellent 
figure of 13 seconds. 


Brake Tests Reveal First Class 
Results 


A van capable of such acceleration 
must be equipped with specially good 
brakes, a point about which the Bed- 
ford designers have been very particu- 
lar. At 30 m.p.h. on wet tarmac, the 
hydraulically operated brakes brought 
the van to rest in 2 seconds, and in 4 
seconds by actuating the mechanical 
hand brake intended primarily for 
parking. 

For the satisfaction of readers who 
prefer records of brake performance by 
the decelerometer method I used a 
Tapley Brake Meter, as well as the Per- 
formance Meter on this test. 

Further trials of the foot brake on 
wet tarmac produced the efficiency of 
76 per cent of the total vehicle weight, 
and at 20 m.p.h. the instrument 
measured 47 per cent when the parking 
brake was applied. The corresponding 
stopping distances were 39 ft. and 64 ft., 
but, given better adhesion than that 
afforded by wet tarmac, the braking 
figures would be even better. 

Further tests took place at Dome 
Hill, Caterham, where the gradient of 
t in 34 provides a severe ordeal for a 
5/6-cwt. vehicle carrying its full load 
with a heavy passenger in addition. The 
steep hill proved ideal for taking records 
of the maximum pull on different gear 
ratios with the aid of the Tapley instru- 
ment. On top gear the maximum pull 
of 225 lb. per ton was recorded just 
before second gear was introduced. Con- 
tinuing up the hill on second gear the 
performance meter registered 450 Ib. 
per ton, but after changing down into 
low, the van climbed the 1 in 34 portion 
of the hill with so much power in 
reserve that the engine was not full out 
so the meter did not register its full 
capabilities. 

From calculations, however, it was 
obvious that the maximum pull in 
bottom gear should be at least 600 Ib. 
per ton, enough to take the van up any 
gradient affording sufficient grip for the 
driving wheels. 

(Continued on page 26) 
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N the other hand the whole purpose of the 
new Kardex invention Tri-Colourgraph is 
to spot the change. 
Tri-Colourgraph is the latest word in graphic 
control. It is dynamic, it will compel attention to 
SELL MORE—TO BALANCE BUDGETS—TO 
PRODUCE TO PLAN—because it changes colour 
automatically as each new fact arises to shape your 
judgment and demand your attention—just as a 
leopard in your path. 
You can start Tri-Colourgraph to-day with a small 
frame holding twelve charting UNITS for say 
twelve departments, areas, products or processes 
and can extend to any quantity. 
Send to-day for your free copy of Bulletin B. 093 
which shows in full colour many applications of 
the™device to practical business control. 





A TRI-COLOURGRAPH UNIT. Thumb wheels project 
three superimposed transparent coloured strips over a scale, so 
co-relating three vital facts such as Quota, Current and Past. 
Twelve, Twenty-four and Thirty-six Units are housed in a frame. 
The settings are rapid and can be locked against interference. 


KARDEX 
1, LEADENHALL ST. 
LONDON E.C.3 
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AUTUMN HANDICAP— 


if your cash checking system is old fashioned—because the 

end of the holiday season coincides with a livening up of 

business. This calls for the modern GLEDHILL REGISTER, 

which checks your cash efficiently and helps you to cope with 

rush periods. Over 100,000 GLEDHILLS in daily use, each as 
good as an extra assistant. 


G. H. GLEDHILL & SONS LTD. 
50, TRINITY WORKS, HALIFAX 
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Do you record 


PRODUCTION COSTS 
SELLING COSTS 
CONTRACTS 
STOCK ISSUES 
PURCHASES 
DELIVERIES 
QUOTATIONS 
ADVERTISING RETURNS 
2 
a 
These and most other records can be kept 
with the minimum of trouble in "Robin" 
Looseleaf Books. Easy to refer to. Modest in 


first cost, economical in maintenance. Take 
advantage of this special offer : 


ROBIN BOOK, 5 ins. X 8 ins. 


comprising looseleaf binder 

bound full maroon buckram, 

A-Z index and 200 leaves (state 9/6 
whether feint, cash or double 

ledger ruling required) 


Or bound half maroon pigskin 


12/- 
j. W. RUDDOCK & SONS 


Looseleaf Book Manufacturers 


LINCOLN 
and at 3 Old Jewry, LONDON, E.C.2 


DON'T WASTE— 


Expensive equipment for storing old correspondence— 


vse MANOR FILING CASES 


ABOLISH UNTIDY AND DUSTY PAPER PARCELS. 
Stout Manilla. 4 inch Capacity. 
Quarto 4/- doz. Foolscap 4/6 doz. 
Post Free Dozen lots and upwards, 

. MATTHEWS & SON UTD., 
16-18, Yates Street, Aston, Birmingham, 6. 








The above facts and figures give a 
clear impression of the measured per- 
formance of the Bedford van and it only 
remained to record its general behaviour 


The 5-6 cwt. Bedford 
van has a very economi- 
cal petrol consumption, 
especially in view of the 
lively acceleration and 
high all-round perform- 
ance. Here we are 
filling up for the con- 
sumption test. The 
smart appearance of the 
van, too, is indicated in 
this view 


FACTS AT A GLANCE 
Vehicle Tested: Bedford 5/6- 
cwt. Delivery Van. 
Makers: Vauxhall Motors Ltd., 
Luton, Beds. 
Capacity : 5/6-cwt. (70 cubic ft.). 
Body Length: Behind Driver's 
seat, 654 in. 
Wheelbase : 94 in. 
Fuel Consumption: 35°2 m.p.g. 
Max. Gradient Climbed: 1 in 3. 
Annual Tax: {15. 
Vehicle Price: £140. 


when driven hard over a typical delivery 
route. 

Restarting from Caterham the Bed- 
ford made a good impression by its 
power and flexibility in traffic. 

The ease of control is so good that the 





MNO-SMOKE™ ASH Tray, 


ECONOMICAL DUPLICATING 


IN YOUR OWN OFFICE 
BY THE 





MAGOWAN & CO., 












ADVERTISING GIFTS 


CALENDARS, BLOTTERS, PENCILS, DESK PADS, 
PHONE INDEX, ASH-TRAYS. Write for Quantity List. 


CALENDOX Ltd., 91 PETTY FRANCE, 
LONDON, S. V. 


Be = F 
< > —_H 


2 T ATA 















- 





She? 8 a 
t 






A 2 oe 3 f Eron, 
ap igt t —* y mOPN 
1 


44 y ~ xài < J 
BUSINESS fe 


s 





AUGUST, 1938 


driver soon begins to perform his work 
subconsciously. Roomy and comfort- 
able, the cab is well designed to permit 
easy entrance and exit, so that house- 





to-house delivery work can be carried 
out with the least delay and no avoid- 
able exertion for the roundsman. 

On the long and steep hills rising to 
Caterham Heights the engine showed its 
ability to produce sustained power, 
while when quick gear changes were 
necessary on the winding hills the action 
of the clutch blended nicely with that 
of the selector mechanism to produce 
perfect gear manipulation. 

The efficient behaviour of the torsion- 
bar suspension, already proved by 
manceuvres in the Merstham sand-pit, 
was emphasized by the smooth motion 
of the van over rough surfaces at 
Gravelly Hill and View Point, two 
places notorious among local tradesmen 
for fractures of van springs and damage 
to fragile goods. 

When driving any motor vehicle 
equipped with normal springs it is risky 
to run at more than 15 m.p.h. here; but 
by virtue of its improved suspension I 
found that the Bedford could be safely 
driven at double that speed. 

Notably smart in appearance, this van 
offers 70 cubic feet of loading space, 
with additional room by the side of the 
driver's seat. The tax is {15 per annum 
and though at £140 the van costs a little 
more than the lowest priced 5-cwt. 
model, the slightly higher cost should 
be offset quickly by lower running 
expenses, easy maintenance and all- 
round reliability. 


ALLCORT— 


ROTARY DUPLICATOR 


This sturdy machine is of British manu- 
facture and represents the best possible 
value in a full-size Rotary Duplicator. 
lt will reproduce any document from 
postcard to foolscap size, is equip- 
ped with counter and patent 
device for interior inking. 
Automatic Feed ensures 
perfect registration, 
while the price is 


"ly £10:10:0 


7-8 STATIONERS’ HALL COURT, E.C.4 


CITY 4056 
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This Experiment in Works Management 


promptly turned 
Loss into Profits 


proved, and output raised 800 per 

cent in six months by means of 
an experiment in management is the 
achievement of a London firm of furni- 
ture manufacturers. Loss has been 
turned into profit, discontent and indif- 
ference into enthusiasm and lively 
interest. 

This young and small firm manufac- 
tures cabinets, wardrobes, tallboys and 
similar articles. The company started 
in London, expanded, and last year 
took over bigger factory premises out- 
side the City. 

At the time of this move the factory 
manager had to be dismissed. This 
left three key men: foremen of the 
machining, the assembling and the 
polishing departments. These three, 
together with the- most valued work- 
men, formed the nucleus of the staff 
for the new factory. 


(C prove reduced, workmanship im- 


Jealousy Makes Co-operation 
Impossible 


It was easy enough to get other good 
workmen (the firm pay high wages) but 
the big problem was to find an efficient 
factory manager. They thought of 
promoting one of the three key men, 
but not one of them, individually, had 
the right qualifications, Moreover, the 
management knew that promotion of 
one would lead to jealousy and the dis- 
appearance of co-operation between 
departments. 

A newcomer, a man with a good 
reputation as an efficient and knowledge- 
able factory manager, was therefore 
engaged. Investigations suggested that 
he was just the man needed. 

Before long it was found the man 
was good in theory but not in practice. 
He did not form a working unit in the 
factory. His practical knowledge of all 
the little problems that arise in a work- 
ing day was not adequate. He could 
give work to the foremen but could not 
work in with them in the way of sug- 
gesting means of overcoming snags or 
of gingering-up the men. 

His failure was not altogether his 
fault. He had come from a big factory 
where his job was the handing out of 
instructions. And there was, too, the 
resentment of the three key men, each 
of whom thought he should have been 
given a chance as manager. 

The result of this was that the fore- 
men and the staff just did as they were 
told and no more. None took any vital 
interest in his job. Moreover, the three 


By 
L. D. AVERY, 


Director, 
A. L. A. Cabinets Ltd. 


foremen took their cue from the 
manager and tended more and more to 
become mere supervisors. Thus the 
business was carrying four theoretical 
instead of four working executives. 
The position was untenable. Wages 
were {100 to {180 a week and produc- 
tion was no more than /40 to £50 a 
week. Workmanship was sloppy and 
returns were high. Straight loss on the 
wage bill alone was over {100 a week. 
The first remedial move was to dis- 


miss the manager. A director then 
went down to the works and took 
control. 


At a board meeting the situation was 
analysed. It was agreed that no good 
would come of promoting one of the 
key men, yet the difficulty of finding 
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There's decorative as well as efficiency and 
health value in sound-absorbing materials 
to-day. This reception room at a factory, fitted 
out with Acousti- Celotex noise - absorbing 
material, illustrates the point. Even the wall 
carvings are done in this material 


an outsider who would make all pull 
together presented a major problem. It 
was decided, therefore, to promote all 
the foremen. Each man would have 
equal status and each would be respon- 
sible only to the directorate 

Furthermore, to give incentive to co 
operation, between them a bonus of 
2 per cent on the difference between the 
wage bill and the value of production 
was given. 

In a conference the proposals were 
explained to the three men. AJl were 
pleased with the decision and showed 
enthusiasm. 

A danger was foreseen: to get the 
output up to a bonus-paying level and 
then to drive it higher, the men might 
fall down on the quality of work. To 
prevent this a penalty clause was 
included in the letter of agreement 
given them. It was stipulated that all 
work returned because of bad work 
manship would be doubled in value and 
deducted from output figures. Thus, if 
work to the value of fro was returned 
the deduction from production figures 
would be /2o0. 

Another point made was that any 
or all of the three men could imspect 
invoices or books if they were not satis- 
fied with the figures returned. Up till 
now none of the foremen has taken 
advantage of this offer. 

Right from the start the 
worked well. 


scheme 


Costs Cut, Output Up By 
800 Per Cent 


The unproductive manager's salary of 
{8 a week was saved; the three key men 
started to pull their weight in work as 
well as supervision; the paid 
were well earned; they saw that the 
workmen really got on the joh: they 
helped and hustled each other along; 


qt ages 


they were satisfied with their equal 
ranking. 
Within 14 days of these schemes 


coming into operation the wage bill had 
been cut by a third and the output had 
risen from about /50 to /200. To-day, 
output volume has been increased by 
eight times, and is still expanding 

















What To Do About this Factory Act. 
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Hours of Employment 


By H. SAMUELS 


Author of “Law Relating to Industry, 
Relating to Shops,” “Factories Act, 1937,” ete. 


NDER the new Act the maximum 
i | hours of women and persons under 

18 employed in factories have been 
reduced. The Act does not concern it- 
self with the working hours of men 
workers: this is a matter to be deter- 
mined entirely by agreement. 

Nor is it all the women and young per- 
sons whose hours are thus regulated, 
Clerical and administrative workers are 
of course unaffected: women in mana- 
gerial posts are not included; similarly, 
youths who are employed on certain 
kinds of maintenance work. It is only 
those women or young persons who are 
employed on, or incidentally to, the 


actual manufacturing processes who 
come within the hours regulation. This 


excludes the canteen worker; the assist- 
ant in the surgery, or the charwoman 
employed solely in cleaning the factory 
or workroom. 

The maximum working week, then, 
is 48 hours. This represents a reduction 
of 74 hours per week in textile factories 
and 12 hours in others. 

It is no longer lawful to employ a per- 
son under 16 for more than 44 working 
hours weekly. 

What are the daily maximum periods, 
irrespective of overtime? 

The earliest time for commencing 
work each day is 7 a.m., and the latest 
time is 8 p.m. Within this range the 
employer may choose rr hours and fix 
this as his daily ‘‘period of employ- 
ment’’. Of these 11 hours at least 2 
hours must be allowed for rest and 
refreshment. 

Young persons under 16, however, 
may not be employed after 6 p.m. 

The longest working spell is to be 4$ 
hours for women and young persons, but 
if a break of ro minutes is given in the 
course of the spell it may last for 5 hours. 

Generally the intervals are to be the 
same throughout the factory. Excep- 
tions are, however, allowed in the case 
of continuous processes; different sets of 
persons divided out on separate pro- 
cesses; persons separated in groups for 
the purpose of taking their meal in the 
works canteen. 

During the intervals the women and 
young persons must not remain in any 
room in which work is still being car- 
ried on. Here, again, exceptions are 
allowed, viz.: in the case of rest pauses, 
continuous processes, and where sepa- 
rate groups have different breaks. 


Overtime: Its Calculation and Its 
Application 

We now turn from the normal working 

hours to the overtime allowance. Com- 

plaints have been made that the new 

overtime rules are unnecessarily compli- 


ru 
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“Law 


cated. I venture to think 
that they are a vast im- 
provement on the previous 
system, which was quite 
haphazard and incongru- 


ous and subjected the 
different groups of fac- 
tories to different and 


multifarious conditions. 

Some firms have raised 
quite needless difficulties. 
It is obvious that in a 
factory which works a 43- 
hour week the term ‘“‘over- 
time” will not mean the 
same thing to the worker 
as it will to those em- 
ployed in a factory work- 
ing a 47-hour week. But 
it is equally obvious that 
the Factories Act cannot 
use the term in more 
than one sense, and that 
is time worked over the 
statutory maximum nor- 
mal working hours of 48 
per week. 

Employers can quite easily explain 
to their workers when posting the requi- 
site notices under the new Act that over- 
time under the Act means time worked 
over the 48 hours, whatever else may 
be commonly termed ‘‘overtime’’ in 
their particular factory. 


Factories may now employ women. 


and young persons on overtime with the 
exception of those who have not yet 
reached 16. The maximum limitations 
are as follow: 

(a) 100 hours in any year. 

(b) 6 hours in any week. 

(c) 1 hour on any day. 

Further, the overtime must not be 
worked in more than 25 weeks in any 
year. It must not be worked on any 
day so as to keep the employee at work 
outside the daily range of hours already 
indicated, 7 a.m. to 8 p.m., but women 
may be employed on overtime till 9 
p.m., subject to the above safeguards. 

Where the work or the workers are 
clearly divided out in separate depart- 
ments or processes it will be possible to 
have them treated as distinct units for 
the purpose of calculating the overtime 
allowance. And here an important point 
to remember is that whether all the 
workers in that department, or only 
some, or even one, are employed during 
any overtime period, that period will be 





equally debited against 
the department. 

If the business is of a 
special kind in which 
it is practicable only 
to employ on overtime 
individuals rather than 
whole departments, per- 
mission can be obtained 
to have the overtime allowance calcu- 
lated on an individual basis, subject to 
its being reduced to the maximum of 
75 hours for women and 50 hours for 
young persons. 


How 5-Day Week Factories Are 
Affected 


In factories which work on the Mon- 
day-Friday system the above schedule 
of hours is modified. 

The daily ‘“‘period of employment’, 
i.e., the hours during which work may 
be performed is 12 (but likewise between 
7 a.m. and 8 p.m.), including 2 hours 
for breaks. The maximum amount of 
overtime on any day is half an hour, If 
the factory desires Saturday work in a 
particular department this is allowable, 
provided that no overtime is worked 
during that week in that department. 


Two Shift System is Not 
Covered 

As regards the two-shift system for 
women and young persons, this is not 
covered by the new Factories Act at all. 
It is allowed by the Employment of 
Women and Young Persons Act, 1936, 
subject to permission of the Home Office 
being obtained as the result of a ballot 
taken among the employees. 


Readers are reminded of the special advisory service which our Insurance 
Consultant is able to give in regard to putting them in touch with specialized 


Engineering Insurance Companies that carry out the periodic plant inspection 


and certification now necessary under the Act. 


Address inquiries to this 


Editorial Office: Whitefriars House, Tallis Street, E.C.4. 
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Use 


S A N DD «BAGS 
for A.R.P. 


Sand-Bags are tne most economical and con- 
venient protection against the ravages of High 
Explosives and Incendiary Bombs. 
Here are five uses of SAND-BAGS of paramount 
importance to industry. 

Making or reinforcing air raid shelters. 


Protecting the windows of gas-proof rooms. 


Protecting vital parts of plant. 


Protecting exoensive machinery. 
Protecting ceatres of power, switchboards, trans- 
formers, gas-mains, steam boilers, ctc. 


A further advantege of the use of SAND-BAGS 
is that in normal times they are easily and 
conveniently stored. 


CHAPMAN, HAYWOOD 
& CO., LIMITED 
84 WEST STREET, SHEFFIELD, | 
PHONE 24218 
GRAMS: BONZO, SHEFFIELD 








TEMPERATURE 
CONTROL 


by 
MAGNETIC VALVES 











is an essential factor of 


EFFICIENCY 
K White for the book lemporature (antral fot alk puhpeses 


THE MAGNETIC VALVE CO.,LTD 


BUSH HOUSE W-C-2:PHONE- TEMPLE BAR 7777 
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What A.R.P. Demands of You To- day 


It has been officially decided that manufacturers and 
other business men are responsible for the safety of 
Your job, therefore, is to get A.R.P. 


their staffs. 


measures into practice in your organisation. 
It will be too late if you wait until an 


are no alibis. 
emergency forces your hand. 


OW is the employer of a large 
Hew to set about forming an 
organization within his business 
to deal with Air Raid Precautions? 
The preparation of a scheme for 
shelters must take some time for much 
detailed work will have to be done. 
But there are other jobs which can be 
started at once: (a) training of staff in 
first-aid, rescue, decontamination and 
other A.R.P. work; (b) purchase of 
equipment such as respirators, gas- 
proof clothing, medical supplies, etc.; 
(c) organization of the necessary link-up 
between your A.R.P. plans and those 
of the local authorities and, possibly, 
near-by industrial concerns. 
The first step should be to discuss the 
ewhole problem fully with an expert. 


There 


The present ‘‘growing pains’ 
in the public service make it 
difficult for the authorities to 
devote time to private organi- 
zations, and it has 
decided that protection of personnel 
from: air raid dangers must be the 
responsibility of employers. There are 
several firms who are specializing in 
A.R.P. work and planning, and have 
placed their knowledge and experience 
at the disposal of manufacturers. You 
can have the help of their consultant 
without any question of cost or obliga- 
tion. 

What are the dangers to be guarded 
against? They can be summed up 
under three heads: (1) high explosive; 
(2) incendiary bombs; (3) gas. They 


been officially 






are dangerous in that order. 

While your experts are drawing up a 
complete scheme there is no reason why 
your staff should not take up A.R.P. 
training in which they will be taught 
how to handle situations which arise 
under explosive, fire or gas attack. One 
of the best ways to start such schooling 
is to get some of the staff trained as 
instructors. They can then train the 
rest of the staff. 

Courses for the training of key men 
and women in industrial concerns are 





This Listing System Solves an A.R.P. 


Organization Problem .. . 


UTHORITIES in charge of 
A A.R.P. organizational work found 

that one of the biggest internal 
problems confronting them was that of 
compiling and controlling the lists of 
personnel and their disposal. 

A simple example will illustrate the 
complexity which such compilation 
might well assume: How to index, shall 
we say, Mr. X, one of many thousands 
of volunteers. 

Mr. X has an address at which he 
lives and an address at which he is 
employed, he serves, for A.R.P. pur- 
poses, in a certain area, he is a car 
driver, is on the telephone, is an elec- 
trical engineer, is available for his 
voluntary service only during certain 
hours, he has been issued with certain 
special equipment, and so on. 

Now if emergency calls for volunteers 
came without any need for special 
requirements the authorities would have 
no problem at all; a list of names might 
be sufficient. But that is not the case. 

The controller may at any moment 
want, say, all men who (1) are on the 
telephone, (2) who are car drivers, (3) 
who have special electrical knowledge 
and (4) who are available at 3 p.m. 

Obviously, for a quick comb-out of 
this sort, a list of mere names would be 
hopeless. So the first idea of the 
authorities was a separate list of volun- 
teers under each category. A colossal 
undertaking, if only on account of the 
amount of materials and filing space 
required. 

To solve this problem at one stroke 
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Copeland-Chatterson Co., Ltd., adapted 
their Paramount Punched Card system. 
Just as this system has solved the 
problem of classified lists for hundreds 
of business uses it has come to the aid 
of the A.R.P. organizer. On to one 
master card it brings 134 classifications 
for each individual, so that all a clerk 
needs to do to find all the men with 
the qualifications just mentioned is to 
needle sort the index four times. About 
four seconds is required for this opera- 
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tion. Four hours or more would be 
needed the other way. 

As a matter of fact, on the specimen 
card shown here to or even 20 times 
the number of classifications given 
could be 10 or 20 times as great. On 
a 6 by 4 inch card system installed by 
one business firm recently the same 
form of simple “‘needling’’ gave any one 
of 19,800 primary classifications. 

Copeland-Chatterson Co., Ltd., have 
made a close study of the statistical 
needs for A.R.P. work, so if business 
organizations or local authorities require 
any assistance in building up really 
efficient routine the company will be 
glad to advise, free of charge. 
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A punched card like this can accommodate 20,000 classifications 





INDUSTRIAL MANAGEMENT vr 


given now by most local authorities. If 
such courses do not yet exist in your 
area, it is one of the organization ‘‘link- 
ups’ to meet the authorities and come 
to an arrangement wath them. 

You may also find it necessary or 
expedient to discuss with your local 
authorities and with other business 
leaders in your district the detail of the 
A.R.P. schemes in use in your factory 
and offices. Individual schemes must, 
to some extent, dovetail with civil 
schemes. As you can readily under- 
stand, one can be helpful to the other 
when an emergency cccurs. Such plan- 
ning also avoids confusion in personnel 
arrangements. Some of your staff, no 
doubt, will have civi duties to perform 
or could be released for that purpose. 
Details of this kind must be worked 
out completely now so that your and 
the complete local organization 
not break down when a crisis arises. 

In the purchase cf equipment, too, 
pooling of knowledge and experience 
with local authorities and other indus- 
trialists may be of considerable value. 
Sources of supply, prices, standard of 
equipment and results of tests, etc., can 
be better and more quickly known if 
there is general co-operation between 
interested parties. 

These are all vita’ phases of A.R.P. 
work which should be attended to 
immediately. 

In the meanwhile nvestigation of the 
shelter problem car go on. Experts 
have agreed that there are, to sum up 
generally, five means for manufacturers 
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to provide for their staff (1) by using an 
existing building as a shelter; (2) by 
trenches or other outside shelters; (3) 
by galleries (of the type used in mines) 
where these exist already or where they 
can be constructed more easily than 
special shelters or trenches; (4) by dis- 
persal; (5) by any combination of 
methods 1 to 4 mentioned, 


Reinforced Concrete Buildings 
Will Resist ‘Blast’ 

Multi-story reinforced concrete 
ings are the most suitable for containing 
a shelter because they are structurally 
strong and can withstand effects of blast 
and splinters. Unless your building is 
able to do this or can be reinforced to 
the required strength, it is of doubtful 
value as a container of a shelter. 

The basement of an ordinary 
ing, however, may be used. 
ground level is the best 
shelters because lateral protection is 
automatically secured. Basements also 
provide extra overhead protection 
because of the floors and roof above 
But for specific knowledge of whether 
or not your basement will provide a 
suitable shelter you must get the advice 
of a technical expert. This is important 
because local authorities are strict and 
may veto your plans unless they meet 
every requirement, 

A basement shelter 
course, be below the level of sewers. 
You can overcome such difficulty by 
constructing entrances above floor level. 
This, also, is a means of solving the 
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For Intertor Walls 
SISSONS 
FACTORY WHITE 


Home Office Regulations permit surfaces 
painted with SISSONS FACTORY WHITE 
to stand for 7 years without repainting. 
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BROTHERS & CO. 


Enamels since 1803 
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For Office Interiors 
FLATOMUR 


WALL FINISH 


SUPERB OIL FLAT 


BONOGLOS 


HARD BRIGHT GLOSS 
UR INDUSTRIAL DEPARTMENTS are ever ready to give 
free advice and specifications on any problem of decoration 

and a staff is employed for personal attendance at any job. Write 
for full information and tint cards to: 
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How Important Are Transport Facilities 


in Factory Site Selection ? 





an important consideration in the 
choice of a factory site, but, ex- 
cept in special instances, they no longer 
puta limit on where a manufacturer may 


Z| ARANSPORT facilities always form 


locate. Indeed, the reverse is more true: 
modern transport facilities have made 
industry mobile. 

In recent times. two important means 
of transport have been developed: (a) 
motorized road transport; (b) air trans- 
port. The former has in the past decade 
or so become a really vital force in com- 
merce; it has taken from the railways 
and canals a great volume of the work 
of moving materials, goods, etc., up and 
down the country. Air transport, of 
course, is still in its early stages of de- 
velopment, but every year it is carrying 
more and bigger quantities of goods and 
materials for business men. 


Allow for ‘Elastic’ Transport 
Facilities 

These elementary facts are so well 
known that there is a chance that they 
will be overlooked in some board rooms 
when the choice of a new factory site 
is being discussed. Old ideas die hard. 
The necessity in former years for a fac- 
tory to be alongside or very near rail- 
way and canal services is by no means 
a dead point of view among the elders 
of the board-room conclaves. The elas- 
ticity and carrying power of modern 
road transport is not fully appreciated. 

An example of this outdated point of 
view came to my notice a few months 
ago. A big firm of manufacturers, whose 
bulky raw materials come from overseas 
via the port of Manchester and whose 
coal consumption is exceptionally heavy, 


' decided to locate in a works distant from 


railway and canal facilities. Some mem- 
bers of the board argued against this 
location on account of transport of coal 
and raw materials. Other directors were 
able to produce facts and figures to show 
that road transport could handle both 
supplies economically. 

In actual fact this firm had an ad- 
vantage over a rival concern which had 
located at the port where the raw 
materials were landed. These materials 
were brought, in bulk, to the factory. 
This meant low transport costs. The 
finished products, however, had to be 
distributed in small lots, and ‘the firm's 


By a 
‘BUSINESS’ Investigator 


new factory was in the 
centre of the market for 
the goods. A bigsavings 
in time and cost of dis- 
tribution and a better 
service to customers 
was therefore made. 
The rival company at the port, on the 
other hand, saved a small percentage in 
getting the raw materials into the factory 
but lost more than this advantage in 
the distribution of the finished goods be- 
cause they were some distance from the 
main market. 

Do not misunderstand me when I 
make out this case for road transport. 
It is not an argument against railways 
and canals: far from it. The majority 
of firms, big and small, use railways, 
canals and roads. In some instances 
they find that rail transport alone is the 
best means of handling inward and out- 
ward flow of materials and goods to and 
from their factories. And there are 
cases where companies chiefly use 
water transport. Much depends on 
the volume, type and destination of the 
goods to be transported. 

The main point I wish to emphasize 
is this: because you rely on one type 
of transport at your present factory that 
does not necessarily mean you must rely 
on the same type at a new factory. Be- 
fore a decision on the transport factor 
is taken you and your co-directors 
should be right up to date with your 
facts and knowledge about transport 
facilities in relation to materials and 
goods to be transported. 


A big trouble is that so many firms 
think they know their transport require- 
ments. When they come to choose a 
new site they base their demand for 
transport facilities on their habit of dis- 
patch of goods and materials. As in 
every other phase of business, the trans- 
port section needs to be checked up 
from time to time. 


How New Methods Can 
Save Costs 

An illustration of the value of this 
policy comes from the General Electric 
Company. Not many manufacturers 
yet use air transport extensively, be- 
cause they do not realize what exten- 
sive facilities exist or the economies 
that can be effected. But the G.E.C., 
by using the Imperial Airways London- 
Paris service for the dispatch to the Con- 
tinent of small parts, wireless sets, etc., 
have been able to close down their Paris 
warehouse. 

One manufacturer in the Midlands re- 
cently told me that the proportions of 
his transport carried by rail, water and 
road has been radically changed since 
he moved to a new factory. 

“When our board examined the trans- 
port problem we asked ourselves five 
questions,’ he said: ‘‘What facilities 
do we need to carry the volume of goods 
and materials to and from the factory? 
What facilities are needed to take care 
of the bulk—weight and size—of our 
products? What will be needed to take 
care of possible future volume, weight 
and size? What speed of transport do 
we want, and what will be the cost of 
each of the various means of transport 
available to us?” 

These are five questions which many 
boards would find worth while discussing 
when the choice of a new site comes up. 
Except in cases of firms that do keep 
up to date on factors of this kind, the 
questions will help the board to learn 
precisely the type and extent of trans- 
port facilities required at the new 
location. 


What A.R.P. Demands of You To-day 


(Continued from page 31) 


Another point to keep in mind is 
accessibility. Employees should be 
allocated to the shelter nearest them. 
Carry out tests to find how long it takes 
for everyone to reach his or her assigned 
shelter. Such tests will show if modifi- 
cation of stairways, entrances, etc. is 
needed, 

A problem that calls for special know- 
ledge and advice is that concerning the 
work that must be done to make a 
shelter effective. There are a number 
of points to consider here. Shelters 
should be under the centre of the build- 
ing rather than against the outer walls. 
They should not be located near boiler- 
rooms or similar places which might 
themselves constitute a risk. Positions 
below water tanks, heavy machinery 
and so on are also to be avoided as this 
plant might be dislodged and crash 
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through the roofs of the shelters. On 
the other hand, a position under central 
corridors is an advantage as a småll span 
of ceiling is strong and, therefore, pro- 
vides additional protection and costs 
less to reinforce to the required strength. 

The strength of a roof can be ascer- 
tained if the original detail plans of the 
building are available. If not, examina- 
tion and measurement by a competent 
authority will provide the facts. 


Strength of walls and floors must also 
be known as reinforcement to take the . 
probably be 


additional burden will 
needed. But to settle all these points— 
indeed, to tackle the whole problem— 
you need the advice and work of com- 
petent technicians. This advice can be 
obtained free and detailed plans and 
estimates can be had for a nominal fee 
by readers of BUSINESS. 
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d THE TREND OF TRADE 
= PRICES Will Determine 
4 The New Season’s Prosperity 


Wis are the prospects for busi- will be a measurable upswing in 








? ness this autumn and winter? trade; under any condition likel Ma R . 
The question is vital for on its to exist those fers which —— By FHE EDITORS 
answer will be shaped plans and policies vigorous policies to expand trade, 

that will govern the progress of industry rather than cautious holding on them evidence of this or that trend; 
a and commerce during the coming six to what they now possess, will even cold statistics are infused with heat 
& months. prosper. of economic-political ideologies; facts 
E Let us give an answer and later This is a period of uncertainty. ĉe fictionalized for the love of ‘‘isms’’. 
F examine the facts and show the reason Therefore opinions are clashing and The future is bright with hope or 


p si 32 ¥ A r} ‘Spa i s y i 
for our conclusions: conclusions differ radically: more than gloomy with despair according to 


At the worst there will be no ever the soothsavers of the economic theories and viewpoints, not always 


major slump; at the best there world take current facts and read into —— to available figures, facts and 
information. 


What Current 
Figures Show 
HAT is the figure-fact evidence 
on current conditions? Let us 
examine key statistics for in them we 
find most of our answers. Here are the 
figures, the pluses or minuses showing 
gain or loss last month as compared 
with the corresponding month of a year 
ago: 
Employment — 2.8; unemployment 
1.3; retail sales—6.1; railway traffics 
2.3; provincial bank clearings — 19.4; 
iron output—22.7; steel output— 30.3; 
coal output— 13.2; rayon output— 10.0; 
motor car production—11.1; building 
plans passed total—7%, but housing 
plans up by +.01; exports— 23.0; 
imports—14.1; commodity prices—g.7. 
Employment and unemployment 
figures are always taken as significant. 


NEXT MONTH 








Detail Survey of ` 
ADMINISTRATIVE EQUIPMENT 
FOR FACTORY, . SALES AND 

GENERAL OFFICES 


See Announcement on page 14 
AY i R f bey : In June there was a decrease of 42,000 


employed compared with May’ and of 
326,000° compared with June, 1937. 


Registered unemployed increased by 
ypesellers C epule 24,107 on May and 500,000 on June last 


year. How significant for and against 





An artistic impression of hand setting by an Avery compositor, 








k further deterioration of business are 
J— these figures? The official explanation 
2 In addition to skilful setting for press and catalogue of the lowered returns is: (a) prolonga 
Be we specialise in ARTWORK, PHOTOGRAPHY, — * of badian — (2): phs 
ag igures would have been better had they 
RETOUCHING, BLOCKMAKING & STEREO- been collected on an exactly correspond- 
£ TYPING. Avery craftsmen co-operate to give ing day to those for June, 1937; (c) the 
p you a complete advertising service Day & Night. number of school leavers entering the 
a labour market. There may be some 
és truth in these reasons, but that does 


not explain away the steady decline of 
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It 1S significant that industrie ~] show 
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ing most decline are cotton, wool, 
boots and shoes, clothing, etc.—pro- 
ducers of consumer-type products. This 
supports a point we have raised in 
Busness in the past six months: that 
retail prices are too high or, to look at 
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woblem from another angle, that 
s have not kept pace with prices. 
wage index rose from 100} in May, 
to 103} in May this year, the rise 
tail prices has been steeper. The 
> 3s Obvious. Consumers have had 
t down their buying. 
e steep rise in prices of raw 
rials a year ago may have justified 
2 in retail prices on the basis of 
ifacturers’ costs, but not of the 
c's purse. It was not long after 
‘ises took effect that the decline 
Xd. The public would rot pay 
The facts now seem to indicate 
John Consumer was right: he 
not pay more and still buy similar 
tity and quality. 


Snag: And 
Remedy 
RHAPS here is the key to improve- 
ent of existing conditions and to 
ing a good trading period ahead. 
material prices average 9 per cent 
y a year ago. Retail prices are 
dy showing declines. Ever though 
ifacturers may have stocks bought 
gher levels, it would pay them to 
v the trend and reduce thew prices. 
atly an important chain store firm 
lors cut retail prices by 5 per cent 
sales figures have already justified 
licy. The facts are inescapable : 
vage levels of the mass market are 
ufhcient to maintain high business 
ity at high prices. The general 
“x cent rise in retail prices which 
place at the end of last and the 
ning of this year was about that 
nt above the purchasing power of 
nass market. Wages have had an 
rd trend, but there is nc chance 
general increase in wages that 
1 bring up general purchasing 
r to the required level, nor would it 
esirable at this juncture That 
ns us to the inevitable canclusion 
retail prices must and wll come 
, and so help to increase trade. 


e Definitely 
urable Signs 


T there are definite factors pointing 
a coming improvement; and even 
bove-listed statistical minuses are 
o unfavourable as they may look. 
npare June of this year with two 
ago and virtually all thse falls 
pear. Employment, coal and iron 
it, bank clearings, are about the 
as two years ago. Railway traffics, 
‘ts, retail sales, are actually up; 
building is down. And two years 
ve considered ourselves on a fairly 
erous basis! 
rthermore, material prices are 
which should bring down costs: 


Reading the Indices 
hese new indices, the average business activity 
t area during 1988 is taken as the base (=100). 
lices are given by months. 
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These five words are 
synonymous with 
sales-producing ad- 
vertising literature 
and business house 
printing of the highest 
quality. Send for 


specimens to 


AFRICA HOUSE, KINGSWAY, W.C.2 
MIDLAND PLACE, DERBY 


| Personal Service... 


The Productsofma ny well-known 
Scottish firms are advertised by 
Maxwell Nicholls and Partners. 
Formed.in 1913, the Agency has. 
officesin Edinburgh and Glasgow, 
each under the direction of a 
resident partner with an intimate 
knowledge of Scottish adver- 
tising problems. 


MAXWELL NICHOLLS 
AND PARTNERS 


Registered Practitioners in Advertising 
71 George Street, EDINBURGH 


45 Hope Street, GLASGOW 
G4 Albion Street, LEEDS 
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- “To all who visit the 

Exhibition. we extend 
a warm invitation to 
— inspect our ‘Works. * 
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— J ” i | the. state of American business; 
'BEMROSE & SONS LTD] 
; Bits in trade inthe Autumn. 
trade. 
commodity prices, brisker retail trade, 


good harvests, reduction of stocks to a 
point where replacement is becoming 


| yet commodities have turned from the 
bottom and are turning upward, which — 


will stimulate foreign buying. Manu- 
facturers’ and wholesalers’ stocks are 
low both here and in the U.S.A. A 
vast and steady expenditure on arms 
production is still to come. - The 
Chancellor of the Exchequer recently 
stated: “The rearmament programme 


will not reach its peak expenditure 


until 1939-40 Cr even 1940-41." The 
original estimate of rearmament was 
£1,500,000,000, but it is now generally 
admitted that a sum greatly in excess of 
this will ultimately be spent. This 
money will keep employment at good 
wage levels among tens of thousands for 
a number of vears. The downward 
trend of house building has stopped; 
plans passed have now for two months 
been higher than a year ago; Govern- 


ment building will probably take up the 
slack in commercial building; so that 


the building industry seems sure of 


maintaining its present high level for 


some time to come. 


U.S. ‘Go’ Signal May 
Work This Time 
‘WO other factors that have a bear- 
ing on future conditions here are: 
the 
international situation. a 

Americans are expecting a definite up- 
Many 
higher 





indices ate favourable: 





drive it home? 


and shoes, 








imperative, slightly higher steel and coal: 


and ore output, expansion in certain 
stable manufacturing lines like textiles 
building plans well up, in- 
creased goods traffic; the President’s 
{200,000,000 spending programme for 
relief and “pump priming. h 

The upward swing in American stock . 
markets has afforded a marked indica- 
tion of belief in these upswinging 
factors. It marks aiso, perhaps, a 
change in the mood and outlook of the 
business community itself which would 
be just as important. There can be 
nothing certain about this American 
upturn as yet; it affects only consumer 
goods and may not go far; but, at any 
rate, for the first time in more than a 
year the signs are favourable instead of 
unfavourable. 

An upturn in America, the increased 
buying of raw materials it will bring 
about, the expansion of general buying 
both at home and abroad—all these 
would have an immediate reaction on 
British business. 


Empire Still Sit- 
ting in The Sun 
MPIRE countries 
their prosperous way, Australia has 
a budget surplus of /3,500,000~-its 
seventh successive yearly surplus. With 
prospect of recovering wool markets, 
Australia will have no reason for slack- 
ing off. South Africa shows no signs of 
any decrease in its upward swing of 
prosperity; manufacturers are recording 
good sales and many are extending their 


are continuing 


ranimer eain dae aaa 
———— 





The illustration and design of advertisements 

and any class of printed matter comes within the 

scope of the K & C creative studio. Artwork is 

produced with the object of selling simply and 

effectively. The work is good and reproduces 

well. It does convey the story and drive it home! 
May we quote for your next order? — 


KNIGHTON & CUTTS LTD 


BLOCKMAKERS, ARTISTS, PHOTOGRAPHERS, TYPESETTERS, ELECTROTYPERS 


AND STEREOTYPERS ~» 


HAM YARD, PICCADILLY CIRCUS, 
PHONE: GERRARD 5231 (many lines) — 
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factories. Canada with a good wheat 
crop, with industrial production main- 
tained in spite of adverse U.S.A, 
influences, with its recently inaugurated 
participation in the British rearmament 
‘programme, and the prospect of bigger 
sales to the U.S.A.—has a fairly good 
outlook. Newfoundland is well on the 
way to recovery; its state revenue is the 
largest in its history, money is being 
applied to reconstruction and expansion 
programmes, spending power is in- 
creasing. 


On Balance, World 
Curve Is UP | 


HE international outlook is slightly 
better on balance than it was a 
month ago. The Far East shows no 
change for the better, although Japan 
is trying to increase her purchases of 
raw materials. Succeeding crises in 
Central Europe have been decreasing in 
intensity. Germany has both a political 
and economic current problem in digest- 
ing Austria. It is a favourable factor 
that German attention should for some 
time be concentrated chiefly on this 
problem of political and economic in- 
ternal reconstruction. Furthermore, 
Germany has not yet solved her prob- 
lems of economic self-sufficiency. To be 

“+ self-sufficient Germany needs more capi- 
tal, more workers, more production, 
both agricultural and industrial. But 
also she needs certain buyers of her ex- 
ports to cover her essential imports; 
For the last six months her exports are 
down by 10 per cent, imports up by 
13 per cent. Self-sufficiency is leading 
to rising costs which endanger wage and 
price stability, and make exporting 
more difficult. : 

In France the present Government. is 
having a stabilizing effect although the 
improvement is very slow. The Spanish 
situation too, if it shows any change, 
has slightly improved.. But on all these 
points the European: situation is still 
uncertain and problematical. It is con- 
sequently still a brake on world business 
and is making no contribution to its 
improvement. 

To sum up: world conditions are no 
worse than they have been for some 
time, in some respects slightly better; 
Dominion prosperity: continues; the 
United Kingdom outlook is somewhat 
more favourable for the Autumn; the 
U.S.A. situation may produce a definite 
upturn there which. would intensify 
the favourable trend in the United 
Kingdom. 





Air Service Cuts 
Out Warehouse Expenses 


SE of the London- Paris Imperial 

Airways service. has enabled the 

General Electric- Company to dis- 
pense with a Paris warehouse in which 
the firm used to hold stocks for local 
supply. Valves, electrical equipment 
parts, wireless sets, etc., are now flown 
© to the Continent. All these supplies 
can be delivered in a few hours from 
“London. . 
Not only has the cost of maintaining 
a. Paris warehouse been eliminated and 








time in transport cut enormously but 
packaging costs have been lowered. 
is found, for instance, that goods can 
in ordinary cardboard con- 
tainers without any risk of damage. 
however, 


be sent 


sent by surface transport, 
most products 


have to be packed 
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September Is Opening date for new 
West Hartlepool airport, one of the largest 
in Britain, with 1,000 yard runways in all 
directions—Trafford Park Steel Ware- 
house, Ltd. are giving employees holidays 
with pay in addition to extra three weeks 
wages awarded staff under profit-sharing 
scheme—Two other Lancashire firms 
(Richard Johnson & Nephew, Ltd., Man- 
chester, and Holdsworth & Gibb, Ltd., 
Swinton) employing nearly 2,000 men are 
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also giving holidays with pay—Largest 
cereal factory in British sag, 3 opened 
at Stretford, Manchester, by Kellogg Co. 
of Great Britain, Ltd. Employing some 
hundreds of men, women and girls. 


Eight Big Stores in various parts of 
England are to be opened by Littlewood, 
Ltd., Liverpool, this year. Branches are 
opening in London and Birmingham this 
autumn. Later stores are being started 
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=- Here’s NEWS of Active Home Markets 


in south-west London, Maidstone, Chester 
and Northampton—Lancashire County 
Council are carrying out for Transport 
Ministry road construction schemes cost- 
ing £220,000—Burgess, Ledward & Co., 
Ltd., Walkden, have perfected production 
of artificial wool fabric to compete against 
artificial wool cloth produced by Germany, 
Italy and other foreign countries—Mandle- 
berg & Co., Ltd., Pendleton, are produc- 
ing by secret process a special water- 
resistant material. Production has now 
reached 300,000 yards a week, 


Nearly 2,000 Men will be employed 
at- the new steel tube works opened at 
Jarrow—Recently opened factories in N.E. 
include doll factory, Hartlepool, two knit- 
wear factories at Tynemouth—North- 
Eastern Trading Estate, Team Valley, 
Gateshead, now has 97 tenants. These 
include 15 firms in light engineering, 12 
manufacturing foodstuffs, six making 
clothes and nine producing furniture—Low 
temperature carbonization plant, Seaham 
Harbour, is near production. Ultimately 
1,000 men will be employed—Durham 
Timber Co. are building a new factory at 
Crook, County Durham. Will employ 
about 300 men. 


Shipyards in North-East have this 
work on hand: Hawthorn Leslie & Co., 
Ltd., nine merchant and four war vessels; 
Vickers-Armstrongs, Ltd., three merchant 
ships and five —— Redhead & Sons, 
Ltd., three war vessels, including a battle- 
ship; Doxford & Sons, three vessels; 
Bartram, Ltd., seven ships; Furness Ship- 
building Co., Ltd., four vessels; Wm. 
Gray, Ltd., three tankers; Smith’s Dock 
Co., Ltd., four ships; four other firms on 
the Wear are building between them 16 
vessels. Hughes Bolckow, Ltd., ship 
repairers, have 28 vessels in hand, 


About £200,000 Is Being spent at 
Middlesbrough on a new big stadium for 
physical training and sports—Two new 
coal seams have been found at Beamish 
Pary Pit, County Durham, owned by 
Lambton, Helton & Joicey Collieries, Ltd. 
Will last 20 years, employ about 1,000 
men and boys—Craven Bros. (Manchester), 
Ltd., machine tool makers, are extending 
their works because of heavy order book- 
ings—Dick Kerr's, Ltd., Preston, have 
booked £36,000 order for locos. for New 
Zealand Government—Pretoria (South 
Africa) City Council have ordered 24 
double-decker and ro single decker 
trolley bus chassis from Leyland Motors, 
Ltd., near Preston—Peter Crook, Ltd., 
Bolton, have taken over a mill at Farn- 
worth. Will employ about 400 operatives. 


Bristol’s New £400,000 municipal 
buildings are being erected at College 
Green. New buildings will be completed 
in 1942— 20,000 scheme for new roads, 
sewers, etc., at Knowle passed by city 
council. Also passed is development plan 
for shopping centre at Filwood Broad- 
way, Knowle and Bedminster housing 
estate. Further 184 houses are to be 
built on this estate—R.A.F. training 
centre is to be established at Bristol air- 
port—Bristol Docks, with record foreign 
and total tonnage entering port, have 
reduced the general rate in aid by £5,000 
to £35,000, lowest since 1906—City Coun- 
cil has authorized construction of New 
Eastern Road at gross cost of £254,000— 
Rateable value of Bristol increased 
£90,378 on the year to £3,331,637. 
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Sino-Japan 500,000,000 Grab 
Trade by Sweet Shop Tactics 
ET us look a bit farther than our 
| poses this month, to see where 
vigorous selling effort can develop 


Empire and other overseas _ trade, 
thwart threatened annihilatory com- 
petition. 

China and the East are big custo- 
mers of British business men; Empire 
countries are expanding markets: but 
for how long? 

Consider the East first. Business men 
who know the Orient intimately say 
that unless immediate steps are taken 
to develop and consolidate eastern and 
Empire markets, there are disastrous 
conditions ahead. 

Mr. H. B. Donaldson, a business man 
who has close personal contact with 
Oriental conditions and who is now 
organizing secretary of The Empire 
Development Conference, says: ‘“‘An 
industrialized Orient, which is coming 
about, means increased and infinitely 
more intense competition in all markets 
and complete closure to us of many.”’ 


Business Will Go On— 
But It Won’t Be Yours 

HAT facts support this view? 

Several. Here are some quoted 
by Mr. Donaldson: Japan is carrying 
out intensive and spectacular empire 
building in Manchuria and in those 
parts of China over which she has 
gained control; education in practical 
handicrafts, supervision of primary and 
secondary industries, training in and 
development of mass production, etc., 
is progressing on a scale which is ousting 
European and American business men 
from the market. 

‘A ten year programme for rearing 
Mongolian sheep crossed with merinos 
is already bearing results, threatening 
the Australian market; intensive culti- 
vation of cotton will soon cut out 
imports from America, India and 
Egypt; manufacture of cotton, woollen 
and other goods will, in a decade or so, 
be of a volume sufficient to supply com- 
‘pletely the eastern market and leave 
vast surpluses with which to swamp 
Empire, European and American 
markets. 

These facts may net immediately or 
directly influence the curves on your 
sales charts. Maybe you are not inter- 
ested in overseas markets. But do not 
allow such factors to cloud your judg- 
ment. Loss of markets, of British in- 
vestments and, eventually, of Empire 
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Current Facts 
that will help in 
Shaping your 
Sales Campaigns 


countries, will in the end be as disas- 
trous to all businesses as it is to those 
immediately concerned. 


If You Don’t See This Bogy 
You Soon Won’t See A Market 
HERE is no cheap sensationalism 
behind these statements. If British 
business leaders Anew the facts and 
existing conditions, the trend would be 
obvious. But, as Mr. Donaldson told 
me ina talk I had with him last month: 
“The facts are unassailable and are not 
realized in this country. If business 
men are to continue getting business, a 
much longer view will have to be shown 





By the 
MARKETING EDITOR 


overseas markets; (b) determination on 
long-term plans for attack on and 
development of each specific market; 
(c) special plans and effort for expanding 
those markets in which you already trade 
and know well; (d) adaptation of existing 
products and production of new lines to 
meet exact requirements of 
markets. 

The work to be done is vast; but it 
can be done, despite embargoes, quotas 
and other hindrances to trade. I know 
one Birmingham business man, for 
example, who, in three years, has built 
up sales for his product—a short-run 
reproduction machine—in nearly every 
country in the world. It has meant 
untiring effort, a fight every inch of the 
way. But he has done it. So can other 
firms, yours included. 


Overseas 


There are more ways of selling a clock than making it tick in the customer's ear. 
Here you see the method used to sell Temco Synchronous Electric Clocks (made by 
Telephone Manufacturing Co., Ltd.). Could you use an idea like this? 


towards our major problems in order to 
inspire the only action that can ensure 
the future.” 


Guts, Brains Needed 
To Get These Markets 


HAT is the answer to this prob- 
lem: What part should the busi- 
ness executives play? The answers are 
several. They concern the boardroom 
in general and, to some extent, sales 
executives in particular. For it is the 
sales executives who can make vigorous 
and immediate effort to develop and 
hold Empire and overseas markets while 
broad scale policy and plans are formu- 
lated and put into practice. 
Action to take includes: (a) investiga- 
tion and survey of all Empire and 


Action, Not Chair Squatting, 
Is Key to Boardroom Policy 


EHIND this sales effort can come 

the big policies and plans of the 
boardroom. A first job for directors is 
to contact The Empire Development 
Conference, 11 Grenville Place, London, 
S.W.1. Here national scale co-operation 
between business leaders is taking place. 
You can join in to your, and the 
country's, advantage. 

Individually, firms can help by (a) 
setting up factories or businesses in 
Empire countries where it is uneconomic 
to supply the market from home fai 
tories; (b) investing funds in Empire 
industry and commerce; (c) buying raw 
materials and other goods from Empire 
countries. 
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New Company Sells DESIGN 


HERE is always some time when 
a manufacturer is faced with prob- 


lems of industrial and marketing 
design, and frequently he is at a loss to 
find the correct solutions to these prob- 
lems. That is why the formation of a new 
design organization, known as The De- 
sign Unit, Ltd., is interesting news to the 


R. 
LONSDALE 
HANDS 


Managing 
Director 





makers of all kinds of products. The 
new firm is capable of handling every 
kind of design need, from the layout of 
a label or carton to the styling of a loco- 
motive or the body of a delivery van. 


NORBERT 
DUTTON 


Director of 
Production 





To carry through this ambitious 
scheme of work the company has on 
its staff, or is collaborating with, a num- 





ber of specialist engineers, chemists, 
architects and other technicians, adver- 
tising and display men. The managing 
director of the new firm is R. Lonsdale 
Hands, for five years advertisement 
director of Shelf Appeal. Director of 
production is Norbert Dutton, industrial 
and packaging designer, formerly chief 
designer to Metal Box Co., Ltd. Major 
Charles Russell, lately assistant adver- 
tisement manager of Shelf Appeal, is 
director and secretary of the company. 

Technical consultants already re- 
tained by the firm include: R. Duncan 
Scott, A.R.I.B.A., A.A.Dip., practising 
architect and lecturer at the Architec- 
tural Association; Kenneth C. Davis, 
A.M.I.Mech.E., A.M.I.Loco.F., practi- 
sing railway engineer; J. Beresford 
Evans, industrial stylist and lecturer at 
the Central School on Industrial Design; 
F. C. Ashford, associate designer prac- 
tising independently. 

Arrangements are now being made for 
the co-operation of a research chemist, 
another engineer, a surveyor, an exhibi- 
tion and display specialist, an interior 
decoration specialist and a market re- 
search authority. These men will be 
at the service of clients of the company 
and will deal with those specific prob- 
lems of design which they are competent 
to solve. 

In summing up the aims of the com- 
pany Mr, Dutton explained to BUSINESS: 
‘Design to-day is not a matter of giving 
a pleasant external appearance to indi- 
vidual products and appliances. It is 
a process which should start with the 
origination and perfection of the pro- 
duct and should enter into every aspect 
of a firm's relations with its customers. 

‘‘This conception of design is too wide 
for the individual designer with his 
necessarily limited experience and 
specialized skill; it demands team work, 


USE THIS COUPON 


If you desire information fromthe Editor or from Advertisers attachthis coupon 
which should be signed by a responsible executive,to your business letterhead 
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ment (or advertisements) 
numbered below. 


BUSINESS Service Department, Whitefriars House, Tallis Street, E.C.4. 


Please send, without obligation, more information in connection with advertise- 
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individuality of each designer’s work. | 
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flexibly organized so as to preserve the at 


‘Design, as we see it, aims at giving — 


the consumer something which fulfils a 
need as efficiently as technical ability 
can make it for the price the consumer 
wants to pay, and at creating for it a 
form and a setting which will make the 
consumer willing to pay that price.” 
From the manufacturer’s viewpoint 
this comprehensive policy and work 
should be of important service in ex- 
panding old or opening up fresh markets 
and launching new products. : 


A FREE (Cabinet 


for your 


Office Sundries 


ONTROL of essential typewriter 
( supply stock is often lax or does 
not exist in many small and 
medium-size offices, which leads to 
loss of time and money and waste of 
materials. 
Take the case of a London firm which 
recently transferred to new offices. The 


person who was detailed to collect and 


itemize stationery and supplies dis- 
covered in various desks, cupboards 
and containers enough typewriter rib- 
bons and boxes of carbon papers to 
meet the firm's likely needs for the 
next five or six years. 

Now this is not an exaggerated 
instance and theré are many fifms that 
similarly accumulate expensive stocks 
of office sundries—erasers, pencils, back- 
ing sheets, clips, pins, as well as 
the more costly ribbons and carbons. 

It is quite a simple matter to insti- 
tute a satisfactory control of these office 
stocks. Even allowing for the fact that 
the person responsible for supplies is 
changed frequently, money, time and 
materials need not be wasted if a 
central place for keeping stocks is 
arranged. A small cupboard or con- 
tainer will do. Better still is to have 
a small cabinet such as Rikarbon Co., 
Ltd., 28 Victoria Street, London, 
S.W.1, is now offering, free of charge, 
to customers who buy a specified small 
quantity of carbon paper and ribbons. 

The cabinet is a handy size, 2oin. 
wide. by 1r5in. high by 15in. deep. 
It has space for 24 boxes of car- 
bon paper and a divisional tray 
that holds 36 or more typewriter rib- 
bons and a quantity of cleaning acces- 
sories, erasers, and so on, For any 
office that has four or more typewriters, 
it is a first-class storage place for the 
sundries mentioned. You can see at a 
glance the state of the stocks and can 
re-order with the certainty that you 
have not got a lot of materials lying 
around in odd places. 

The cabinet makes an attractive piece 
of office furniture and certainly provides 
a simple method of eliminating waste 
and controlling stocks of typewriter 
supplies. 
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Changing the h 
-of a Lifetime . 


A REVOLUTION 


BUSINESS METHODS 


— 

O induce a man to change the 

habit of a lifetime, even for some- 

thing demonstrably better, is 
never an easy task. Human nature is 
in its essence conservative, and most 
men—Englishmen in ‘particular—tend 
to act along old-established and well- 
worn grooves. The way of the pioneer 
is always hard. 

How to change a dusiness habit of 
a lifetime was the prolem which, nearly 
thirty years ago, faced Mr. Thomas 
Dixon and his brothers, Messrs. William 
and James H. Dixon when they took 
upon themselves the task of weaning 
the British business man from the habit 
of dictating to a shorthand writer and 
persuading him to adopt the then new 
and revolutionary Dictaphone system. 

Shorthand, of course, was very firmly 
established. It had been in use for a 
generation. The audacious proposal to 
substitute a ‘‘soul-less’’ machine for the 
human secretary came as a shock. Men 
declared they could never ‘‘learn’’ the 
machine: girls, not infrequently, dis- 
solved into tears when they were even 
asked to try it. Not a very promising 
outlook for a new industry! 


The Tide Turns 


There is an old saying, ‘‘You can't 
keep a good man down”’, and it is just 
as true of a machine. The brothers 
Dixon had abounding faith in the value 
of the Dictaphone and persisted in their 
efforts in spite of all difficulties and 
discouragement. 

Gradually the tide turned. Business 
men began to realize that the Dicta- 
phone was a practical thing: the typists 
found that its fancied terrors vanished 
on closer acquaintance, Starting in 
London, the Dictaphone Company soon 
extended its sphere 3f operations to the 
Provinces. First a branch office was 
opened in Manchester: Birmingham fol- 
lowed soon after. To-day the company 
also has flourishing branches in Liver- 
pool, Glasgow, Leeds, Bristol, New- 





Also ask for particulers of the Dictaphone 
Telecord. Records your telephone talks, 
lessens congestion on the lines, gives you a 
complete unchallengeable record of all im- 
portant meetings. 
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castle-on-Tyne, Dublin and Belfast, and 
the Dictaphone is more and more win- 
ning acceptance as an integral part of 
office mechanization. 

In the early days it was something of 
a success to sell a single set of Dicta- 
phones, but as the value of the sys- 
tem was better recognized installations 
—— expanded. To-day scores of 
offices are operating forty or fifty Dicta- 
phones, while the largest installation in 
Europe is probably that of Metropolitan- 
Vickers, whose ‘‘battery’’ numbers over 
300 machines. To-day the Dictaphone 
is widely used in most Government 
Departments, by many County and 
Municipal Authorities in all parts of the 
country and in thousands of commer- 
cial offices, large and small. Profes- 
sional men—doctors, solicitors and 
authors, for example—are rapidly adopt- 
ing the Dictaphone, because it enables 


them to work at hours when the at- 


tendance of a shorthand writer is not 
practicable. . 

The mistaken idea that the Dicta- 
phone is helpful only to the man with 
a large number of letters to dictate has 
been one of the greatest stumbling- 
blocks in the way of Dictaphone pro- 
gress. Itis so far from being true that 
the Dictaphone is used by many impor- 
tant business men who dictate few, if 
any, letters. These men realize the 
value of the Dictaphone as a means 
of controlling business. They ‘“‘think 
aloud’’ to the Dictaphone, consigning 
to its care their memoranda, instruc- 
tions, good ideas, plans for the future— 
all the odds and ends that cross the 
mind of the busy executive and must 
be ‘‘fixed’’ immediately if they are not 
to be forgotten in the daily pressure of 
work. 


“Ever Ready” 


Without the Dictaphone matters of this 
kind are a real problem. If the shorthand 
writer were called in every time her prin- 
cipal had a few words he wanted to dictate, 
her ordinary work would never be done. 

The alternatives are either to trust to 
memory or to make notes, and both are 
liable to break down. With the Dictaphone 
a few words spoken into the mouthpiece 
suffice: the matter, whatever it may be, is 
‘‘documented’’. Very soon it is typed and 
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then is safe from either forgetfulness or neg- 
lect. Many Dictaphone users declare that 
while for actual letter dictation the Dicta- 
phone is valuable, it is simply invaluable in 
the capacity it gives for the speedy handling 
of business details. 

In the ‘‘ever-readiness’’ of the Dicta 
phone lies its strongest appeal, and it is not 
easy to realize without actual experience thi 
immense advantage of being able to dictate 
at any moment without calling in the 
shorthand writer. The amount of delay this 
saves is almost incredible until an actual 
test is made. 

The growing popularity of the Dicta 
phone system in commercial work has, ol 
course, been very materially assisted by 
improvements in the Dictaphone itself. As 
many old users will remember, it is very 
different from the crude instruments of 
twenty or twenty-five years ago. The re- 
cording of sound has become a fine art, and 
in the modern Dictaphone the voice of the 
person dictating is reproduced so naturally 
that it is literally true to say that in most 
cases the typist can transcribe as easily 
and swiftly as she could from actual per- 
sonal dictation. Dictaphone dictation 
to-day is just as easy as talking through 
the telephone. 

Every business man owes it to himself to 
learn whether and how the Dictaphone will 
help him. A practical test costs nothing 
Write to-day for full details to 


THE DICTAPHONE CO., LTD. 
(Thomas Dixon - Managing Director) 
(Dept. D), KINGSWAY HOUSE, 


KINGSWAY, LONDON, W.C.2. 
Telephone: Holborn 4161-2-34 


And at Manchester, Birmingham, Glasgow, 
Liverpool, Leeds, Bristol, Newcastle-on-Tyne, 
Dublin, Belfast. 


PTITLI LLL EeeLL Le ee, OUCTECR ER SRe Eee Dede 


POST THIS COUPON NOW 


THE DICTAPHONE CO., LTD. (Dept D}. 
Kingsway House, Kingsway, 
London, W.C2 


Please send free book “What's an Office, 
anyway?" to 


NAME 


ADDRESS... 
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To Solve any Multiple Record Problem 
ié will pay you to 
investigate 


EGRY P 


P R 0 D U C T S | Trupak Autographic Register 


@ In all types of repetitive hand-written record 
work EGRY MANIFOLDING REGISTERS and 
EGRY Continuous Stationery effect a very sub- 
stantial saving of time and overhead costs because 
the operator is enabled to produce a number of 
carbon copies of essential routine forms at one 
‘writing without the need for interleaving carbon 
paper, aligning of forms, etc. As each set of forms 
is completed the next is automatically set in 
position, ready for immediate use. The auditor’s EGRY Handipak Portable Register 
task is greatly facilitated because the Autographic 
Register keeps one copy of each written set of 
forms locked in the machine as a check against 
each transaction. 
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Stock Control. Stores Requisitions. Repair Orders. 
Works Orders. Delivery & Advice Notes. Invoices. 
Purchase Orders. Goods Inwards Notes. Receipt & EGRY 
Cash Book. Cash & Credit Sales. Warehouse Orders. Auditor 


Etc., etc. (in conjunction with cash titl) 












EGRY SPEED-FEED ATTACHMENT 


with continuous forms effects just 
the same economies in typewritten 


records. It can be fitted to any 
standard typewriter. 
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VENTEX AIR FILTER OZONAIR PURE-AIR 
cleans the air to the point of sterilization PLANT 


All Problems of AIR PURIFICATION 
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Getting Things Done... . 


HE big successes in business go 

| to those who have a vital quality 

about them that is generally the 

very last thing to be noted by the casual 
observer. 

It is not education, nor social prestige, 
nor even experience in the particular 
business in question. 

It is... the ability to get things 
done. 

This peculiar quality, this ‘‘gift’’ if 
you like, is the great thing that you will 
find outstanding in the analysis of 
almost any really successful executive's 
make-up. 

Of course there are exceptions. Matri- 
monial judgment, for example, has not 
been without its influence in establish- 
ing the ranks of executive top-liners. A 
certain quality, naturally, is required to 
get that sort of thing done but the tech- 
nique is rather apart from what is im- 
plied by our title. 


Too Many Good, OLD Ideas 
Go Begging 


Business concerns pay generously for 
new ideas and for executives who can 
produce them because good, new ideas 
can increase profits. 

Sales executives particularly are ex- 
pected to originate new ideas for improv- 
ing distribution and sales methods, and 
too often, when sales are lagging, are 
replaced by new men in the hope that 
the new-comers will contribute startling 
new ideas to restore profits. 

Because new ideas are so far-reaching 
and profitable business has rather natur- 
ally come to value them above every- 
thing else, tending as a result to lose 
sight of two vitally important facts: 


(1) That a new idea, no matter how 
good, is worthless unless executives 
can make it work; 


(2) That there are scores of good 
old ideas which would be equally pro- 
fitable if they were made to work 
effectively. 


All but a relative handful of business 
executives are unable to get many of 
their existing ideas, policies and instruc- 


‘‘Inability to get instructions carried right through is 


one of the most serious handi - 


caps any executive can 
suffer from... 


tions properly carried out by subordin- 
ates. 

Thus, many organizations which are 
searching desperately for new ideas have 
the answer already at hand in the form 
of old ideas that are being disregarded. 
And some of the new ideas, followed up 
probably because of their novelty 
appeal, fail to turn out as well as ex. 
pected, so they too are dropped. 


WHY Instructions Do Not Get 
Carried Out 


It becomes essential, then, to deter- 
mine why it is that so many executives 
have trouble in getting their instructions 
followed out. 


The photographic illustration on our front cover 


is reproduced by courtesy of The Edison Swan 
Electric Co., Ltd. 





ee 
handicap which is 
largely responsible for the 


is a 


comparative failure of many men 
who otherwise would stand out in business’’ 


In his book Getting Things Done f 
Business,* E. B. Wilson says that, Ol 
analysis, the underlying reason goes 
back to one of three causes 

(1) Some executives do not 
that their policies and instru 
disregarded. They take too much for 
granted; 

(2) Others think nothing can bee 
done about it, so they do not worry 
very much over getting better results 

(3) The rest do not know what to 
do about it. 

Factory workers, as a rule, are much 
better at carrying out instructions than 
are the average subordinate executives 

Instructions are always better ob 
served on regular, standardized jobs 
requiring little judgment than on Jobs 
that depend more on the individual's 
own initiative. 
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*MeGraw-Hill 
























iM owing the factory worker there is 
always immediate and visible evidence 
of his doing his work, and on top of that 
is always the foreman whose sole job 
it is to watch and check this evidence. 

It is very different with the subordin- 
ate executive. He is given an instruc- 
tion: its terms are much less precise 
than those issued to the factory worker; 
his expected performance is left largely 
to his own judgment and initiative; he 
has no policeman on his tail; the ‘‘evi- 
dence” of his carrying out the instruc- 
tion may not be expected for some time, 
and even then it may not be very 
tangible.. 


Look Out For This Trap 


In this lapse of time, therefore, the 
circumstances that prompted the issue 
of the instruction and, indeed, the very 
instruction itself, may recede into the 
background and the whole thing become 
mentally transformed from a major 
factor into something that ‘‘does not 
matter very much after all.” 

Once this sort of practice is allowed 
to become established the executive is 
lost. 

Inability to get instructions carried 
out is one of the most serious handicaps 
any executive can suffer from and is 
largely responsible for the comparative 

° failure of many, men who otherwise 
would stand out in business. 

But getting instructions carried out 
calls for leadership of a high order. 
Realizing this, some executives 
despaired of success because of the mis- 
taken idea that leadership ability is a 
characteristic possessed by a lucky few. 

The belief that leaders are born and 
not made is just as ridiculous as the idea 
that salesmen must be born with an in- 
stinct for selling to be effective at that 
work. 

Leading and selling are both arts that 
anyone can learn. 

Mr. Wilson declares that although 
some leaders are successful because they 
have some one trait or characteristic to 
a high degree, leadership as a general 
rule requires close observance of a num- 
ber of principles. 

Analysis of leadership and careful ob- 
servation of various leaders and execu- 
tives show that the leadership function 
as a whole is somewhat intricate and 
involved, but that most of the individual 
steps are relatively easy to grasp and 
master. 

The more of the principles a leader 
observes the more successful he will be 
in getting plans and policies carried out. 
The more of them he disregards, the 
less success he will have. 

While the sort of leadership needed to 


get things done is by no means inflex-_ 


ible, disregard of any of the major steps 
will certainly jeopardize results. — 

Before going further into the tech- 
nique of leadership the executive must 
first consider two questions : 

(1) What are the real reasons why 
subordinates fail to carry out instruc- 
tions completely? 

(2) What are the relative merits of 
the two general methods of getting 
results—driving and leading? 


have > 


These questions must be answered 
before it is possible to appreciate the 


‘importance of the technique required to 


get satisfactory performance on instruc- 
tions. 

Why is it that subordinate executives 
and other employees who work without 
close supervision will fail on instructions 


and policies when, by so doing, they risk. 


losing their jobs? 

Executives “who 
question agree that there 
explanations for it: 

(1) Either they do not know exactly 
what they are expected to do, or 

(2) They do not know just how to 
do the job in question, or 

(3) They do not want to do the job. 

The first two reasons are easily dealt 
with. All that needs to be done is to 
repeat the instructions more clearly, or 
to give some explanation as to the 
method of procedure. 

The third reason is more difficult to 
copé with. 

Not wanting to do a job may mean 
preferring not to do it, or being actually 
opposed to doing it. Specifically, then, 
the reasons for not wanting to do a job 
can be divided into two groups: 

(1) Insufficient desire; 
(2) Positive dislike of the instruc- 
tion. 

Overcoming the lack of desire is less 
dificult than removing actual dislike. 
But it is not easy. Many subordinates 
are lazy; they take the lines of least 
resistance whenever possible. Many 


have studied this 
are three 


More on this Subject 
to Follow 


See last two paragraphs on 
this page 





men have too little ambition; they wish 


they could get ahead but the desire is 


not strong enough to stimulate them to 
work enthusiastically on jobs that do 
not appeal to them 

In conversation such men 
indignantly deny these charges. 
their attitude proves the point. 

Getting results becomes a much more 
complicated task, however, if subordin- 
ates actively dislike the instructions. 
The task is especially difficult when the 
instructions mean more work, as they 
usually do. Most employees feel that 
they are already overworked. 

Many subordinates dislike instruc- 
tions in general because they have found 
from past experience that too many new 
instructions or policies are unsound. 
They object also because instructions 
are frequently introduced and then dis- 
regarded by the management, or else 
are contradicted within a short time by 
still further instructions. 

This sort of policy, too, gets the 
management into disrepute since over- 
prolific instructions are bound to involve 
the responsible heads in commitments to 
the staff that they cannot possibly carry 
out. 

None of these explanations, however, 
gets to the true source of the problem. 


would 
But 


We still have to determine why em- 


ployees will, at the risk of their jobs, 





“as 





disregard instructions they do pat like. 

The answer is that a job is not nearly 
so important in the eyes of the average 
subordinate as it might be. 

Some executives have the mistaken 
idea that their subordinates as a group 
are highly pleased and well satisfied with 
their jobs. But invariably they are 
quite wrong. They are lucky if they 
have one or two individuals who are 
entirely, or nearly, satisfied with their 
jobs, let alone a whole group. 


This Factor MUST be Con- 
sidered 


There is a dominant desire in every 
subordinate to feel important, to feel 
that he counts for something, that his 
ideas and his feelings are really worth 
consideration. Most men want to have 
their own way, as a means of establish- 
ing their importance, and are unwilling 
to do things that they consider wrong 
or unnecessary. They want to feel that 
their ‘‘rights’’ are being observed. 

When a new instruction appears un- 
reasonable or clashes with the ideas of 
the subordinate he feels that his interests 
are being violated. 

If the instruction is not explained, and 
he cannot explain it satisfactorily to 
himself, he feels his rights are being dis- 
regarded and hence that he is considered 
unimportant. For if he were regarded 
as important it is reasonable to expect 
that the executive would go to the 
trouble of explaining the instruction and 
talking it over with him. If he objects 
to an instruction and is overruled with- 
out being convinced he gets the impres- 
sion that his ideas and peptone are not 
valued. ae | 

And because his idea to “count for 
something” often means more than his 
job to the aspiring subordinate he risks 
his job rather than follow out instruc- 
tions which make him feel unimportant. 

Recognition of this factor is essential 
to getting results with instructions. 
There are several other explanations for 
this regrettable attitude subordinates 
take towards instructions, but desire to 
feel important is unquestionably one of 
the most significant of all. 

Mr. Wilson, in his book, comes now 
to the two chief general methods of 
getting instructions carried out: 

(1) Driving subordinates to see in- 
structions right through; 

(2) Leading them, so that they are 
willing to observe instructions. 

The comparative merits of these two 
methods will be reviewed in next 
month's issue. In the meantime Bust- 
NESS is conducting a number of personal 
interviews on this subject with the heads 
of well-known, progressive firms. From 
these interviews a series of articles will 
be published showing specifically how 
these leaders get things done in their own 
organizations. 

These articles will be entirely . free 
from theory; they will show, as clearly 
possible, | the actual day-to-day 
routine of busy executives who get 
instructions carried through without 


their being involved, personally, in the 


detail of continuous follow-up. 
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MANAGEMENT .- CONTROL - POLICY 


The Essence 





Mr. A. E. Drew 


Editor's Note 
XPANSION of this distributive 
business demanded a system of 
control the complete reverse of 
the type that was sufficient to main- 
tain progress during its early growth. 


Why a Modern System Was 
Essential 


Before installation of the new sys- 
tem outlined in this article the posi- 
tion was that a number of wholesale 
depots in various parts of the country 
practically ran themselves, using the 
Sheffield headquarters of the organiza- 
tion as a sort of clerical unit and 
central record-office. Head office 
was, in fact, “run” by the depots. 
Depot managers decided their own 
stocks and requisitioned periodically 
on head office for what they con- 
sidered they needed. Head office, in 
turn, performed the subsidiary func- 
tion of ordering from manufacturers. 

This procedure, of course, put head 
office in the position of being always 
dependent on the depots for informa- 
tion regarding the state of sales and 
the nature and total value of stocks 
carried. 

While such a system might serve a 
business in its early stages, and when 
only a small personnel is involved, it 
is quite unable to cope with big 
volume or to allow freedom for fast, 
profitable expansion. 


Time-lag, a Big Barrier to 
Real Control 


The fact of vital information being 
decentralized over a number of widely 
spaced points, introduced a time-lag 
which, in itself, completely negatived 
any idea of close-up control. 

The company therefore decided to 
reverse the position: to make head- 
quarters the focal control point: depot 
operation to be strictly in accordance 


of This Business is .. . 


Modern Stock Control 


we have introduced a system that has 


| Solved the problem of Obsolescence, thus removing one of 
the greatest dangers to the type of stock which we carry. 


Placed buying on an automatic basis, thus eliminating the 
fallibility of the human element. 


labour-interchangeability. 


Enabled the control point at head office to know, by noon each 
day, the exact stock position (as at 6 p.m. the previous evening) 
of a number of Provincial depots. Previously this took at the 
very least 4 days. 


3 Made possible a general saving of labour by introducing 


5 Reduced by 50 per cent the number of stock clerks necessary. 


By A. E. DREW 


Globe and Simpson Lid., Sheffield i 
Automobile, Electrical, and Fuel Feed Service Engineer: 
with policy and detail laid down for means of: (a) its various depoi 


(b) through the medium of mail orde: 
Briefly summarized, (a) and (b) con 
stitute the policy J suppl 


them. The result is the five important 
benefits outlined in the panel on this 


page. As Mr. Drew explains in his > — A 
own words: Demand can be con ider indii 
main headings: (1) articles m reguliari 
HE problem to be discussed demand (fast-moving) irticles in 
| concerns an organization distri- irregular demand (slow-moving 
buting a wide variety of lines Obviously, the fast-movers are thos 
produced by various manufacturers by articles which must always be avaiabk 
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Fig. 1. Inset along the base is a reproduction of the Visible Strip Index described in the 
text under ‘Headline 2’. This Strip Index is housed in panels on the Rotary Stand shown 
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f, 
andPawhich, therefore, constitute the 
organization's stock, a stock which is at 
the same time an asset and a liability. 
Ss Its value as an asset needs no explana- 
tion, Its value as a liability, however, 
is the reason for its rigid control if the 
liability is to be held within bounds and 
prevented from becoming a dangerously 
uneconomic factor. This latter, point 
will perhaps be made more clear in 
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paragraph 1 of the examination which 
follows, of the various aspects of the 
stock concerned, 





Four Main Factors of the 


i Problem 
= 1 The organization handles some- 
thing like 12,000 electrical 


articles of different shape and design, a 
high percentage of which have a limited 
life of usefulness, and eventually 
become obsolete. It is this question of 
obsolescence which makes effective con- 
trol so necessary to the liability factor 


just referred to. 
2 As the articles have thejr origin 
outside the organization they are, 
of course, individually identified by a 
miscellany of numbers and type refer- 
ences given to them by their various 
manufacturers. It is therefore essential, 
when they become our stock, that they 
should be identified by a “regular” 
code to facilitate distribution. 
The customers, users of the 


3 articles, recognize their require- 
ments by reference to the numbers and 
types quoted in the manufacturers’ lists 
and order on the organization accord- 
ingly. 
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4 By reason of local demand an 

article is fast-moving in one or 
more depots, and slow-moving in others. 
Distance between these depots may be 
considerable, rendering the question of 
inquiry for immediate transfer unecono- 
mical, particularly so if the inquiry 
should prove fruitless. 

The above four aspects constitute the 
“head-lines’’ under which the problem 
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Fig. 2 

Battery of 
Vizzdex Trays 
carrying the 
Movement 
Cards. These 
cards (shown in 
the close-up) 
are double- 
sided. “A” shows the summary rulings 
on reverse of the card for end of the year 
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has been solved as follows — 
Here is Our Solution of the 
Problem 


HEADLINE 2: Taking each manu- 
facturer in turn, the numerical and type 
reference under which their articles are 
marketed were arranged in numerical 
and alphabetical sequence. To each was 
added a descriptive word, a bin number 
and the selling price. This information 
was then transferred to a system of 
Visible Strip Index, see Fig. r, the whole 
being arranged in panels on a rotary 
stand—see also Fig. 1. 

To avoid confusion with similarity of 
part numbers used by different manu- 
facturers, index strips of contrasting 
colours for each manufacturer are used. 


HEADLINE 3: When an order is 
received it is passed over the above index 
by reference to part number, and the bin 
number and price added. The bin 
number forms the “regular” code by 
which the article is recognized, that is 
from the stock point of view throughout 
the organization. In the event of the 
required part not appearing on the index 
it is known at once that it is not a stock 
item and is ordered on the manufacturers 
as a "special". At the same time, the 
demand is recorded on a ‘‘Record Card’’, 
that the frequency of movement may 
be observed so that it can be converted 
into a “‘stock item” when circumstances 
warrant it. 

HEADLINE 1: (a) Each article is 
given a Bin No.” (see also headline 2) 
and for each "Bin No.” a "Movement 
Card” is opened. This “Movement 
Card” (see Fig. 2) is double-sided, each 
side being divided into six months, the 
whole constituting a financial year. The 
left-hand side is numbered from 1 to 31, 
the maximum number of days in any 
month, These cards are filed in ‘‘Vizzdex 
Trays’'’—(see also Fig. 2) in bin number 
order, a master for the headquarters 
stores, followed by one for each depot 
carrying stock of the particular article. 
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Fig. 3. The stock in each bin is recorded on a Paramount Punched Card ; the cards are 
set up in trays constituting the stock file 
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(b) The stock in each bin is recorded 
on a “Paramount Card”-—(see Fig. 3). 
As will be seen, this card can be clipped 
to represent any bin number from 1 to 
69,999. The quantity the card repre- 
sents is clipped on the. right-hand side, 
whilst the depot concerned is recognized 
by the code along the ‘bottom. “These 


cards are set up in trays constituting a- 
“Stock Pile” (see also Fig. 3), each bin. 


number group being identified by a 
separator upon which is printed the bin 
F number. 


SOR To avoid a “No Stock” condition 
















the buying History. Card” 
P a is placed in. fron “of stock cards 
representing the “Minimum Stock”, 


This means the quantity normally sold 
during the time taken. to obtain fresh 
supplies from the manufacturers. In 


depot stock files, a “Minimum Card” 
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from the point described under 
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Fig. 4. For head- 

quarters stock the buy- 

ing ‘history card’ auto- 

matically reveals mini- 

mum stock’ position of 
lines 





Fig. 5. dn depot stock 
files this type of Mine 
mum card is used in 
place of the history 

cards | 
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threefold: {1 
be settled immediately (cus 
not kept waiting on the pl 
goods can be reserved for d 


(Fig. 5) is used in place of the history 
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an obvious saving of cleri 
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To deal with the entire process of an a dey 


orde sr through the organization is beyond 
the scope of this consideration. The 
application of the described stationery 
to our particular circumstances, how- 
ever, will be appreciated by a study of 


the route chart and the elaboration. of 


its various points which will follow. 


Route of the Order 


To follow a customer's order received 
by a Depot or at the Area Headquarters 
““Head- 


line 3° — 
FUNCTION 1-—Stock File Clerk : By 
plucking the punched cards 


Order Office Amow that the required 
articles are available without reference 
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Here is the Route of an T Order, illustrating the Text explanation on this page 
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results on Movement Cards in 3 hours. 

By this means the stock position 
of every article in the organization 
at 6 p.m. is known by. noon the 
following day. 

By the elementary handwritten 
method of stock control three girls were 
required to maintain the records of an 
Area Headquarters only, and one girl in 
each depot. By the new method the 
saving of labour on this function alone 
is considerable, and in addition, the 
potential error factor is reduced to a 
negligible percentage. 


FUNCTION 4 — Minimum Stock 
Reached : As will be seen in the case of : 

(a) The Area Headquarters: The 
History Card is thrown out on the buyer 
who, by reference to the Movement 
Cards, is able to place an order on the 
manufacturer for a quantity sufficient 
to meet the needs of the organization or, 
alternatively, to call in stock from a 
depot where such stock has become 
slow-moving with that depot. 

The great value of this possibility 
needs no emphasis. As an aside it is of 
course possible that a manufacturer will 
not be able to supply requirements at 
once, in which case the minimum stock 
will become exhausted and orders held 
up on account of a No Stock” position. 
It is to cater for this event that an 
“Outstanding Order Card” is opened by 
the Urge Clerk, upon which may be 
recorded any such outstanding orders. 

(b) The Depot : The Minimum Card is 
returned to the Control Superintendent 
at the area headquarters. This cuts out 
the need for depots to write out orders 
and file carbon copies, ete. (Saving in 
stationery and clerical labour.) 

The chart shows that this minimum 
card is dealt with in much the same way 
as a customer's order, and as will be 
seen in Fig. 5, all the information re- 
quired by the depot is shown thereon 
by the Control Superintendent. Here 
again a substantial saving in “letter 
writing” is effected. The initial “D.O.” 
refers to a “Depot Order’’ which is a 
triplicate set similar to the one already 
described, 


FUNCTION 5—Goods received from 
Manufacturers : There is not much that 
can be said to elaborate upon the chart 
except, perhaps, to connect up with the 
Movement Card again and round off 
with a brief description of its complete 
function, 

The quantity received from manufac- 
turers is entered in the ‘‘Issued”’ column. 
This means goods issued to the stores by 
the Control Department, for although 
the goods are, in fact, in the bins, they 
are not in stock until the punched cards 
representing their quantity value are in 
the stock file, 

At the end of each month the ‘‘Issued”’ 
and “‘Sold’’ columns are comped and 
totals entered at the foot. At the end of 
the first half-year these totals are 
comped and entered in the appropriate 
space on the reverse side of the card. 
At the end of the second half-year, 
likewise, plus the addition of the two 
issued and sold totals, the latter being 
subtracted from the former, producing 
the balance in stock. 
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The System Needs No Costly 
Equipment 


The system described makes no claim 
to be a complete ‘Stock Control 
System” but it does provide a very 
efficient “Movement Control System”. 

To achieve the former it would be 
necessary to produce a movement and 
sales analysis at one and the same time, 
and as a percentage of the movement 
consists of a transfer of stock, i.e., from 
area headquarters to depots, the cost of 
equipment to segregate these transfers 
from sales would be considerable, and in 
this case, it has been proved very much 
cheaper to produce a sales analysis 
separately, i.e., from invoices. 


Tat 


This point is well worth consideration 
when an installation is contemplated. 

The whole process has been designed 
to give the utmost simplicity to every 
function and additionally to enable the 
scope of the application to be extended 
or abbreviated without alteration, even 
in the slightest degree, to the general 
principles, 

Experience has shown that labour may 
be readily interchanged. This eliminates 
to a great extent the boredom associated 
with functionized work, and which too 
often is the reason for a breakdown in a 
system. 

The system ——— described in this article 


iS F product of The Copeland-Chatterson Co., Ltd.— 
—Enp. 





15 POINTS that Make 


for Successful 
Management 


Gathered during interviews with 

the top executives of more than 

50 progressive firms in many 

different industries 
(Continued from last month's issue, page 21) 

13, Let your men be capable and acknow- 
ledged to be; but not so conscious of 
it that they are opinionated snobs. 

o 


Inspire your organization with the 
spirit that you are all going ahead. 
o 


14. 


15. Insist that each worker maintain a 
cheerful, kindly feeling to his fellow 
worker as an individual. 
o 

16. Impart a feeling that it is to every- 
body’s general interest to turn out 
nothing but good work and that good 
work will go farthest in the long run, 


o , 
17. Impart a confidence that good work 


will be fairly rewarded. 


re) 
Maintain a definite esprit de corps 
between the executives and em- 
ployees—not patronizing on the one 
hand, and still not servile on the 
other. 


18. 


a 
Let the individual exercise freply his 
own initiative as long as he does not 
run wild. Do not check him up too 
often in his work. 


19. 


o 
Establish in your organization a 
definite atmosphere of cheeriness and 
good-nature as between individuals, 
being careful that it does not degener- 
ate to licence. 


o 
21. Get your people to like and trust the 
“boss” to whom he or she is respon- 


sible, 


0 
Look out for office politics. Keep 
everybody happily busy working out 


22. 


These notes will be continued in succeeding issues. It is suggested that cach instalment be 
filed until the whole 75 Points have been accumulated. 





If you 
find any subterranean work in any 
direction, quash it. - 


their own responsibilities. 


o 
Do not tolerate tale bearing, at the 
same time invite frank criticism; but 
it must be genuine. Look out for an 
‘“edge” and kill it by discussion, 

o 


23. 


24. Get over to your people a real appre- 
ciation that your house is highly 
thought of outside—a challenge to 


good performance. 


O 
Look out for the ‘‘credit grabber''. 
He can be shown, if he is a good man, 
that “‘good wine needs no bush” and 
that he who does good work con- 
sistently need not fear that he will 
not get the credit that is due to him. 


25. 


O 

It has never been solved yet why it 
takes some men more money to travel 
than it does others. But it does. 
Accept the fact. Bear in mind that 
no matter what the expense turned 
in, neither one could really make the 
expense account balance—it is always 
against the individual. 


Quietly instil into everyone 
realization that the element of 
is important if he would get 
where, that solid progress is only 
made by sticking to the job, that 
nothing is really worth while unless 
it has cost real effort. 


26. 


the 
time 
any- 


0 
While having a confidence in present 
organization strength, let there be a 
frank acknowledgment of room for 
improvement, individually and collec- 
tively. 


clipped out and 
The complete collection will be found to erystallize 


the main points in the whole range of management as practised by successful firms.—Ep. 
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This Small Firm . . 
Earns 


N many firms the amount of income 

that may be earned by taking avail- 

able cash discounts is not given the 
close thought that is granted to other 
less remunerative sources of profit. The 
big buyer is usually wel aware of this 
possibility and uses his purchasing 
power to obtain extra discounts from 
suppliers. The smaller concern, how- 
ever, is not always alive to his chances 
and often neglects to secure the bene- 
fits which do.accrue fram prompt pay- 
ments. 

When it is realized that 1 per cent on 
a purchasing turnover of {120,000 a 
year amounts to {1,200 (equal to 2.4 
per cent on a capital of £50,000) the 
benefits of getting every possible dis- 
count are obvious. In fact, in a great 
many cases, a company’s preference 
dividend can be covered by taking full 
discounts for prompt cash. 

A company with adequate liquid 
funds is naturally in a better position 
to pursue a cash discount policy than 
is a concern with little or no margin 
over current needs. Bat it often pays 
to borrow money rather than miss dis- 
counts. 


How Borrowing Helps Make the 
Profit 


Suppose the purchases from one 
supplier are in the regian of, say, £1,200 
a month and that a cash discount of 2$ 
per cent is allowed for payment on the 
roth of the month following delivery. 
Discount of {30 a month can be earned. 
If it is possible to get 3} per cent dis- 
count for weekly payments then the 
monthly discount is £42, a gain of {12 
or {144 per annum. 

Against the assumed profit of £144 
must be charged loss of interest occa- 
sioned by reduction in the bank balance. 
While the weekly reduction in the bank 
balance, together with weekly interest 
can be calculated, there is no need to 
undertake such a labor.ous task when it 
is obvious that a permanent reduction 
in the bank balance of /800-/1,000 
would arise as a result of weekly pay- 
ments. As balances om current account 
at the present time receive an average 


interest of ł per cent, the loss of ` 


bank interest would not be more than 
{7 10s. ina year. A further {1 a year 
would more than cower the cost of 
extra cheque and postage stamps, so 
that the total expense could be con- 
sidered as {/g Maximum. 

The additional profit, therefore, 1s 
{135 for a full year on one account 
with an annual turnover of £14,400, the 
total discount on the account being £504 
per annum. The pessibilities are so 
clearly marked that further comment 
appears superfluous. 

This is not theory. the figures are 
taken from the books of a company 
which pursues strict policy of obtaining 
the utmost by way of discount. A com- 
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an Extra £3,000 a Year 
Taking Full Discounts 


Prompt payments for full discounts is a piece of 
managerial policy easy to organize and highly 


profitable to follow. 


businesses can do it. 


Small as well as large 
Firms without the liquid 


resources for such a scheme can borrow for it 
and still make extra profits says 


P. G. D. COURTENAY 


who quotes examples from practical experience 


pany with a capital of £60,000, with 
which I am intimately connected, earns 
in discount the cash sum of 43,000 a 
year, of which a large part represents 
additional discounts granted for imme- 
diate payments. 

Naturally, only companies with ample 
liquid resources can obtain maximum 
benefits from additional discounts, but 
it must not be overlooked that lack of 
funds does not necessarily prevent a 
concern from earning cash discounts, 
providing it can borrow money at a 
reasonable rate of interest. 

In most cases where a discount of 24 
per cent is allowed for payment in one 
month the account is net after two, or 
at the most, three months. Where an 
account must be settled net within 
three months it is advisable to borrow 
money to enable payment to be made 
in time to get any discount offered. 

Assume again a monthly account of 
£1,200; at the end of three months there 
is owing the sum of £3,600, of which 





New ways of making familiar lines often open 

up fresh sales opportunities. The Temco 

Synchronous Electric clock illustrated here has 

a Catalin case, a plastic used for the first time 

in clock mouldings. It adds a new and interest- 
ing sales point to the company's lines 





£1,200 is due on net terms. lf {2,400 
could be borrowed at 5 per cent then 
the whole of the account could be liqui- 
dated, discount, of course, being allowed 
on {1,200 only, the balance being paid 
net. Each month following, however 
the full discount on the monthly pay 
ments of £1,200 could be taken, which 
at 24 per cent would realize / 40, or 4300 
perannum. Against the discount earned 
there must be set interest for the loan 
of {2,400, which at 5 per cent is {120 
per annum. Therefore, after paying 
all charges for accommodation there ts 
a net gain of {240 yearly 

These two examples are sufficient to 
illustrate the possibilities that exist in 
carrying out a proper discount policy 
The question of discounts in relation to 
turnover, cash resources and interest 
charges should be thoroughly investi 
gated, and a definite policy formulated 


‘Where there exists no shortage of liquid 


funds, suppliers should be approached 
with a view to obtaining extra discount 
for prompt payment. It may be found 
that monthly settlements are being 
made on the basis of 24 per cent when 
the suppliers would allow 3} or 3} per 
cent for prompt cash if they were 
approached on the matter. 


By No Means Least Advontage: 
Increased Prestige 


It is important to remember, too, 
that a reputation for prompt payment 
not only adds to the prestige of a com- 
pany but brings in its train other con 
crete advantages over competitors 
Suppliers prefer to deal with a concern 
whose payments are regular and prompt, 
and will often quote finer prices and 
better deliveries and other services than 
those offered to other buyers. Extra 
profits may accrue quite apart from 
those arising directly out of discounts, 
and in these days of intense competition 
no one can afford to neglect any oppor- 
tunity of increasing the profitability of 
a business. 
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N any properly devised’ pension 
I scheme there are tangible advantages 
both to employers and employee. If 
any confirmation of this claim is wanted 


‘ing number of fifms, large and small, 
and in all trades, who are inaugurating 
ese schemes among their stafts. 
Looked at from one point of view— 
a selfish one perhaps—-a pension scheme 
does have a steadying influence on the 
staff. It tends to reduce labour turn- 
over by keeping work- -people | happier 
and feeling more secure in their job. 
And, selfish though it may be, this con- 
sideration, for employers, 
important one. |. 

Then there is the moral obligation of 
employers to their staff. This is a very 
real factor. By economically meeting 
this need the pension scheme is fast 


tion of present-day management. 

In any pension sc heme these two fac- 
tors are the main objectives; anything 
regarded as ‘trimmings’. But while the 
which the scheme can be carried out 
vary considerably. It must be borne in 
mind, however, that these schemes are 
applicable only to permanent staffs. 
They are not suitable for casual labour. 
One of the most important considera- 
tions is naturally that of cost. Benefits 
obtained are in direct proportion to the 
amount which can be paid, either to an 
Insurance Company or, in the case of a 
large firm, to an internal fund. Some 
employers .give a large contribution 
towards such a scheme and the benefits 
are in proportion. 
only a small one, but that-dces not pre- 
vent the small employer from starting 
a scheme. Schemes have been inaugur- 
ated for one employee to begin with. 


This Is TheBest Type 
Of Scheme 


It is generally accepted that the best 
type of scheme is one to which both 
sides are contributory; the principle is 
far better than for the employer to 
cover the whole cost of the scheme. 
When they are making a contribution 
themselves employees feel that they 
have some rights which are guaranteed 
to them, and it also materially assists 
the employer with the cost of the 
scheme. ‘Many employees, unless en- 
couraged in some way, will never save 
anything. 

The most effective scheme is one 
based on. salary and service. Every 
man receives a pension in relation to the 
salary he is earning and the number of 
years’ service he has given at the time 
of retirement. While not costly, how- 
ever, this type of scheme may be out- 
side the scope of small employers. 
cost to the emplover may be about 6 
_ per cent of the salary roll. 

The age distribution of the staff has 
a direct bearing on any scheme and the 
figures given below are based on an 


one has only to note the rapidly inçreas- 


is a very 
becoming recognized as a natural func- 


else that may be incorporated can be | 


principles remain the same the ways in 


Others can provide 


The- 


and type, 








Big Staffs Only 


| ONE employee has been the nucleus of many 
schemes that have developed highly SUCCESS - 
fully in small firms. 


By ‘BUSINESS’ INSURANCE CONSULTANT 


average age distribution. It is a 
generally accepted fact that you cannot 
ask employees to contribute more than 
3 per cent of their salaries and even that 
percentage can only be applied to the 
higher paid people. A man earning 
£3-£4 per week already has practically 
the whole of his income budgeted for 
and cannot afford to make a large con- 
tribution. | 
- Fhe employer, himself, has to decide 
what he can afford. In these schemes, 
particularly ‘for small employers, the 
cost to the- employer himself is a con- 
stant figure, provided that more em- 
ployees are not brought into the scheme 
or the rates of salary increased. There 
would also be a considerable decrease 
in the cost after about ten or fifteen 
years as the older men, who are always 
the biggest liabilitv on the scheme, pass 
out of it. 


Here Are Other Effective Plans 


Another way is for the employer to 
say he will contribute a fixed sum, 
having regard to the man’s position in 
the firm or his salary, and the benefits 
will then be according to the man’s age 
at the time of entry. For example: a 
contribution of 2s. per week (1s. from 


the employer and 1s. from the employee) 


may produce £300 in the case of a man 


aged 25 at time of entry; £200 in the- 


case of a man aged 35; £100 for a man 
aged 45. It is normally assumed that 
pensionable age is 65, although some 
employers consider that too high. To 
reduce the pensionable age, however, 
by 5 years would necessitate increasing 


the employers’ expenses by nearly 50 


per cent. 


Bustness, 6 Carmelite Street, 


Another form of scheme is one where 
the employer undertakes to give each 
man a sum of 1, I$, 2 or 3 times his 
salary as a gift; to add to this there will 
be the sum accumulated by the employ- 
ees’ own contributions. The total 
amount can then be applied to purchas- 
ing a pension. 


An additional advantage from the 
employers’ point of view in these 
schemes is that they are approved by 
the Inland Revenue Authorities for 
relief of Income Tax purposes and the 
employer can obtain relief at the full 
standard rate of 5s. 6d. in £. 

. The control of the scheme is always 
in the hands of the employers, but the 
contributions paid by the employees 
always, by law, remains their own 
property. If an employee leaves the 
firm he is entitled to the benefits of the. 


whole of the contributions he has paid - 7 


himself, but the employers’ share can 
be retained or the whole or part of it 


paid over.as generosity and as the cir- 


cumstances of the case warrant. If the 
firm goes into liquidation or for any 
other reason the scheme has to be 


closed, the whole contributions will be 
divided between the contributing em- 


ployees and cannot be claimed RY 
creditors. | 

Before committing himself to any 
definite scheme, an employer will natur- 
ally want to know what its cost is 
likely to be. I shall be pleased to 
arrange for an appropriate scheme to be 


submitted and an approximate quota- 


tion as to cost given if any employer 


will address his inquiry to me: c/o 
| | London, 


But WHY a Pension Scheme, Anyway ? 


question. Many, too, believe 

| that the pension scheme idea 
is purely charity. If, by “charity”, 
is meant a humanitarian factor, then 
yes, the pension scheme is largely 
that. 





But industry to-day is being built. 


on humanitarian factors. Business is 
no longer just a matter of labour and 
wages. 
ment, in organizations of every size 








ANY employers still ask this | 


The ‘whole trend of manage- 


is towards the better. de 


velopment of human relationships 


between employers and employed. 


The pension scheme offers tangible j 
advantages to both sides because it- 


helps tremendously in the develop- 
ment of that intelligently co- operative 


spirit which it is ———— s prime 


; duty to establish. 


As a factor. of solier, erence: no 


-firm can afford to neglect examining 
what a pension scheme would do for 
its organization: to-day. 
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pull 75°/. of the Sales” 


Says This Manufacturer 


who discusses his experience in running a marketing 
campaign on a limited appropriation 


ONEY wasted: that sums up 
Me advertising efforts of many 

small and medmm size manu- 
facturers. Why? Because their adver- 
tising campaigns are not supported from 
start to finish with sound sales promo- 
tion or merchandising methods. They 
lack the intelligent ‘‘FCllow Through’. 
The advertising campaign will not do 
go per cent of the work of selling. 
Experience, common-sense, market re- 
search and other informative data show 
that 75 per cent of sales in a successful 
campaign is the outcome of methods 
carefully planned toa support the 
press campaign. 


Don’t Fall Into This Too San- 
guine Attitude 


Let us get personal. Are you securing 
full value for your money spent on 
general advertising—newspapers, maga- 
zines, periodical, trade press, poster, 
radio, etc? Do you sit back and tell 
your salesmen to go ahead and book 
orders just because you have a cam- 
paign ranning? Do you expect, when 
press copy or radio patter is given the 
final O.K., that your big job is to 
organize production to cope with the 
rush? And have you ever been dis- 
appointed? If you rely on advertising 
to do anything like the complete selling 
job, I wager you have deen worried at 
the cost per sale shown in final figures 


Result 


—if you have got any final figures! 

Some supporting methods are too 
elementary to warrant being dealt with 
here. Showcards, display material, 
leaflets, folders, booklets, etc., are com- 
mon supports to a campaign, Everyone 
knows about them. Some executives 
even take pride in the quantity of 
money they spend on such effort. 
Because sales are increased they think 
their whole scheme is really successful. 
They overlook the point that a less 
expensive effort of higher quality might 
have resulted in greater sales volume. 

By ‘higher quality’’ I mean more 
careful planning of the whole scheme, 
the use of new methods, more logical 
tie-ups between the advertising and the 
other parts of the general campaign. 
Your total marketing scheme should 
not follow routine form, nor rely on 
sheer weight of expenditure for success. 
With an appropriation of {10,000 to 
{20,000 that is an ‘‘ostrich” policy. 
Indeed, the smaller the amount you 
have to spend, the more unwise you are 
to follow the common rut. To be 


different is one essential in successful * 


marketing with limited means. 


These Ideas May Make You 
Think Profitably 


No doubt the answer to these views 
is: Easy to say, hard to do. That may 
be true, but it can be done. For proof, 
here are a few examples of policies and 


For the manufacturer 
with a small adver- 
tising appropriation 
it is difficult to pro- 


duce an —— per 

campaign. ales 

ON LY 104"20% that can be traced 
OF SALES CAN directly to such 
advertising often 

BE TRACED form only ia to a0 
per cent of tota 
DIRECTLY o PRESS sales, while any 
ADVERTISING amount up to 8o per 
cent of the total 


ANGLO? 


Spek Udrosiing & 


gettin F, 48) 
HET PELE) À 
: Tiare 


USUALLY 752 


OF SALES COME 


FROM SUPPORT 
ADVERTISING 





appropriation ts 
spent on press. With 
‘support’ advertising, 
the small manufac- 
turer usually finds 
the figures are re- 
versed. These results 
indicate that market- 
ing schemes launched 
on limited money 
should rely largely 
on well planned ad- 
vertising |. support 
methods 
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To get products mentioned frequently in the 
home is a very important achievement for 


manufacturers of consumer-type goods, Havin- 
den's ‘Let's Go Shopping’ game, illustrated 
here, is a first-rate example of clever support 
for general advertising. Over 100,900 of these 
games have already been distributed 


methods at work. Look them over 
You may be able to adapt some of the 
ideas for your own business or get a 
lead that will set you thinking along 
the right line. 

Take the case of Shirriff’s “‘lLushus 
jellies, marketed in this country by 
G. Havinden Sales organization. Here 
is a product being sold in one of the 
most competitive markets in which 
long-established firms of international 
reputation are strongly entrenched. 
Yet, with less expenditure than that 
of three big competitors, ““Lushus™ 
jellies have gained national distribution 
and sales comparable with other lead 
ing brands. 

First. steps in this success are found 
in the Havinden Company's policy ol 
widening the jelly market rather than 
competing for customers of rival brands 

Heavy competition has been side- 
stepped this way. Methods used in- 
clude suggestions for new kinds of jelly 
dishes; sampling schemes in depart- 
mental stores, in grocers’ shops, at ex 
hibitions: inviting the housewife who is 
a small or non-user of jellies to try this 
brand. 


‘Support’ Plans That Have 
Proved Effective 
Now ‘“‘Lushus’’ jellies have been 
advertised fairly extensively in the 
national Press. Last year the total 
advertising appropriation was consider 
able. But Havinden executives found 
that, while this national campaign ab 
sorbed the major portion of advertising 
funds, it produced by itself nothing like 
that percentage of the total of increased 
sales. Experience showed that schemes 
supporting the campaign were respon 
sible for over half the sales gained 
Backing up the radio advertising 
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“Its The ‘Ad- SUPPORT’ Plans that 
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the campaign in women’s magazines. 
Page and half-page spaces are being 
taken, While circulations of the maga- 
zines are but a fraction of those of lead- 
g dailies, they are selected circula- 
ns. They go to women, chief buyers 





pport for the radio advertising is 
aching. For example, programmes 
advertised in Radio Pictorial, and a 
; of editorial feature articles on Big 
ampbell have been published by 
agazine. These features were 
le support. Not only did they 
ily reach the public but Havin- 
's mailed 5,000 of each of two issues 
oO retailers. 

Here, too, was another clever support 
dea, the production of a “newspaper” 
called Lushus News. Now a good many 
manufacturers, big re tailers, and so on, 
produce ‘‘newspapers’’, but this particu- 
jar effort was just suffic iently different 
o be out-of-the-ordinary class. It did 
wo jobs in one: (1) told retailers all 
hey needed to know about the general 
vertising plans; (2) contained reading 
matter of interest to the general 
public. 

For instance, the front page carried 
the story of Big Bill Campbell's s broad- 
casts and a table giving dates, days, 
hours and wavelengths. Readers were 
invited to cut out the table and keep it 
for reference. ‘On one of the inside pages 
was splashed an illustration of ‘‘Lushus”’ 
cut-outs and display material as used 
by retailers. This carried a headline: 
‘When you sees this window . . 
folks, go right in and buy your 
‘Lushus’ jellies!” Notice the style? It 
is Campbell talking to the reader. That 
style is used throughout. 

A copy of the paper was enclosed with 
each Radio Pictorial sent to the dealer, 
together with a children’s game called 
Tet’ s Go Shopping’ (more about this 
in a moment) and an order card. This 
card was filled up by dealers who wished 
to order extra stocks in view of the cam- 
paign or wanted 50 copies of Lushus 
News” and/or copies of the game. 
Orders had to be placed by 31st May 
to qualify for a special 5 per cent dis- 
count, an inducement which got the 
scheme working in time to give full sup- 
port to the general campaign. 





Not a Link Missing in. 
This ‘Tie-up’ 


There you have a first-rate support 
scheme. The dealer could see at a 


vertising campaign was about to start 
and could prepare himself to cash in on 
it; the public was brought into the 
scheme in an intimate way; the adver- 
tising message went into the home. Suc- 
cess of the plan can be judged on the fact 
that Over 300,000 copies of Lushus 
News” have been distributed ‘through 
retailers. No waste circulation, either. 
Remember, dealers were allowed to 
order only, 50 copies at a time. They 
ordered copies—and new stocks of jellies 
and other goods marketed by the firm. 
Clever support methods assured the 
advertising campaign of success. 


“Shopping”’ 


glance what an interesting, lively ad- 


The policy behind the game “‘Let’s Go 


is to get the various food 
products handled by the firm talked 
about in the home. The passing inter- 
est of an advertisement is not enough 
for this. The idea of the game came at 
a conference and was planned in detail 
with a firm specializing in this type of 
work. The players, in the course of 
their ‘‘shopping’’, deal with “Honeybee 
Honey”, “Bantam Coffee”, “King 
Cole” Mustard, ‘‘Lushus’’ jellies and 
other products handled by Havinden’s 

The game is interesting and amusing 
yet, at the same time, it gets constant 
attention in an unassuming manner on 
the products mentioned. Already more 


than 100,000 of these games have been 


distributed. 


For 


News About Markets 


Trend of Business this 
Month 


Trade Activity Indices 


i 


turn to Page 66 


Let us turn now to the refrigerator 


market and see how valuable supporting 
schemes are here. In this case a whole 
industry is conducting the national ad- 
vertising campaign. It is a co-operative 
scheme. Against this background indi- 


vidual manufacturers have to push their 


own special makes of refrigerators. 
They have all got well-organized, com- 
plete support “schemes working that 
‘cover the usual  points—dealer-aid 
material, booklets, special window dis- 
plays, and so on. 


Novel, Sound Plan Boosts Sales 
29 per cent 


But The Lightfoot Refrigeration Co., 
Ltd., have a scheme which is unusual, 
interesting and successful, although in 
actual fact only a twist to an accepted 
idea. Reliability, quality and perform- 
ance of refrigerators have, in the past, 
been told the public through publica- 
tion of laboratory tests. The scientist 
has provided the sales argument. 

The Lightfoot company, thinking 
over this point, felt that the public 
would be much more interested and in- 
trigued if an ordinary housewife con- 
ducted the test under working condi- 
tions, There is always a tendency for 
the public to say about laboratory tests: 
“Yes, that’s fine in theory 
what about everyday conditions in the 
kitchen?’ 

That is the new scheme: Kitchen- 
tested refrigerators to provide the sales 
argument. Four names were selected 
casually from a very old list of cus- 
tomers. These people were offered a 
new refrigerator to take the: place of 
their old model. The only condition 
was that the company should keep the 
refrigerator under observation for 
several weeks and be allowed to ue 
lish results and names. 





but. 





The tests were carried out to estab- 
lish (a) costs, (b) performance and (c) 
operating conditions. These results, 
which bear out the laboratory tests, 
draw special attention to the refrigera- 
tors sold by this company. Special 
throwaways reporting the tests have 
been issued for distribution by dealers. 
This, of course, is only one part of the 
firm’s total scheme, which includes ad- 
vertising in.magazines and local Press, 
payment of half the cost of dealers’ 
advertising, help for retailers in direct 
mail shots and supply of literature and 
display material. Demonstrations and 
films, arranged direct or through dealers, 
and selection and training of salesmen 
for dealers are also part of the scheme. 
This company, you see, is going full 
out to support the co-operative national 
advertising campaign—and they are 
getting excellent results. In three 
months of the campaign sales have gone 
up about 29 per cent as compared with 
the corresponding period last year. 


Sales Force and Dealers Must 
be enthusiastic 


Support has been given in many ways. 
First the travellers are told in detail 
about advertising plans so that they can 
pass on the good news to their retailers. 
They are given pulls of advertisements 
and all the usual supporting material. 

It is a main point of policy to get the 
salesmen enthusiastic. This is followed 
up by making dealers enthusiastic. For 
instance, when big spaces were taken 
in national papers, in addition to the 
usual broadsheet giving campaign de- 
tails and the ordinary supporting display 


material, a special mailing of advertise- 


ment ‘‘pulls’’ for use as window bills 
was made to retailers. This is an old idea, 
of course, but here the special mailing of 
the bills the day before the advertise- 
ment appeared made the tie-up more 
vital in the retailer’s eves. As a result 
the bills got used. Had they been sent 
with the other display matter most 
would not have been used. 


Why Specialized Media Are . 
Preferred 


‘In this year’s campaign national 
newspapers are dropped; concentration 
is on radio and the specialized Press for 
women. Why? Because even with big 
spaces in the nationals effective tie-up 
in the market is difficult. And an ordi- 
nary Press campaign is very expensive. 
Much, too, of the readership of any 
mass-circulation paper is waste so far as 
any one product is concerned. 

Havinden’s say: It is essential to get 
into the home with advertising of a con- 
sumer product. That is one reason why 
the company are using radio heavily— 
six concerts a wéek : mornings and after- 
noons on Mondays, Tuesdays, Thurs- 
days and Fridays from Radio Normandy 
and Radio Luxembourg. The famous 
radio star, Big Bill Campbell, with his 
Hilly Billy Boys, provides the attrac- 
tion, Campbell is popular, and bhis 
breezy, cowboy style of talking i is suited 
to putting over Lushus'“ sales talk. 


Fan mail is proof of his success. 





We Suggest... 


A More Quickly Consumable Unit 


One tube of this preparation lasts a month, a 
Yet effort is being F 


a 





LITTLE over wo and a half 
A years ago a man and a boy worked 

in three rooms of a small semi- 
detached house in Bary, Lancashire. 
They filled white unprinted tubes, 
placed them in plain cardboard boxes 
together with a cheaply printed leaflet, 
packed and carried them to the post 
office. 

To-day in Bury there is a modern 
factory with floor space in excess of ten 
thousand square feet, equipped with the 
latest tube-filling machinery. 

The name of the firm is the Vosemar 
Co., Ltd., and the products which go 
into the tubes are four: Curly Top, the 
natural hair curling preparation for 
babies, Vosemar, the natural hair waver 
for grown-ups, and two shampoos; Curly 
Top for children, Vosemar for adults. 

Since most babies are born into middle 
class and “working class homes, Curly 
Top had to sell at a low price if the 
maximum number of prospects in the 
potential market were <o be reached. 


‘Prospects’ Three Million 

Youngsters a Year 
` Manner of using Curly Top is to dis- 
solve contents of tube in water, a little 
of this solution being rabbed into baby's 
hair every day. Usually four tubes and 
four months’ treatment are required be- 
fore curls appear. The market is con- 
sidered to be mothess with children 
under five years of age. The number of 
children under this age fluctuates from 
year to`year; but on an average some 
three million of population is under five 
in any one year. 

720,129 babies were born in Great 
Britam and Northern Ireland in 1936, 
year in which Curly Top, Vosemar'’s 
main line, was just advertised. These 
babies were unaware they were nearly 
all potential ‘‘customers’’ for Curly Top, 
as were the three million and more 
children under five years of age. 
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even with daily use. 
made to build up distribution among retail  ž 
chemists. Chemists like quick turnover of $ y 
proprietary lines. : 


= . 


well to look further into this point. 
What about a smaller tube, say, at a shilling ? 


The first retail display pack carried 
12 tubes but it was not popular ; 
long ‘life’ of the product in use meant, 
to small chemists, too prolonged a 
display of one carton. The new 


shown here, carrying only 3 
tubes, is being accepted by the trade 
as a more ‘handlable’ proposition 


On Saturday, April 16th of this year, 
in the News-Chronicle there appeared 
a two inch Bargain Square, the very first 
advertisement for Curly Top. It offered 
a treatment for curling babies’ hair and 
a one month's tube cost 1s. 3d. This 
advertisement brought 165 replies. A 
week later a further advertisement 
appeared in the Daily Mail which 
brought even more replies. Followed 
the next week an advertisement in the 
Daily Express. 

Other newspapers were added to the 
schedule of Bargain Space advertising. 
In August women’s papers were included 
in the advertising appropriation and 
marketing policy altered. 


Plan to make Products Boost 
Each Other 


Now instead of endeavouring to get 
direct replies, an endeavour was made to 
sell Curly Top and Vosemar through the 
chemists and hairdressers, although a 
line was still included in the advertise- 
ment stating that if Curly Top or Vose- 
mar were unobtainable through chemists 
or hairdressers it could be obtained post 
free from Vosemar, Ltd. 

The tube was now printed for the first 
time. More recently the tube and outer 
have been redesigned. 

Later on came a shampoo. It was re- 
quired to link the shampoos and the curl- 
ing lotions in some manner so that the 
sales of the shampoos would also adver- 
tise Curly Top and Vosemar and the 
sale of Curly Top or Vosemar would 
advertise the shampoo. 

A coloured booklet was therefore 
designed which could be inserted in 
either pack and still be appropriate. 
This booklet is designed so that if it is 
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opened at one end all the right hand 
pages tell the reader about Curly Top, 
while the left hand pages are upside 
down, and hence unreadable, whereas, if 
it is turned over and read from the other 
end it tells the reader all about the 
shampoo and the Curly Top matter is 
then upside down. 

Some interesting facts have been 
found out from chemists about the mar- 
keting of this product. One of these is 
that its highest sales are during the sum- 
mer months, from April or May to 
September, and investigation has shown 
that this is because some mothers fear 
the effects of the cold air on a damp head 
during the winter months. 

Also, a counter display holding a 
dozen tubes was designed and used for 
Curly Top for some little time, yet this 
was found not to be as popular as it was 
hoped. 

The reason for this was found to be 
that there are dozens of small chemists in 
this country, all of whom are profitable 
outlets, yet who do not sell very much of 
any one product during the year. Now 
each tube of Curly Top lasts one month; 
therefore if a chemist could sell only one 
or two tubes a month then the display 
outer, to be of any use to him, would 
have.to be on his counter for at least six 
months before he sold the dozen tubes 
it contained, since it would be unlikely 
that he would have more than one or 
two customers for Curly Top at one 
time. 

This outer would take more space than 
he would desire to give to it and it might 
be also, since his livelihood depends on 
the accumulation of profits from hun- 
dreds of lines rather than a big profit 
from one, that he would not wish to buy 
the dozen tubes at a time. 

This was found to be the case and 
therefore an outer to hold three tubes 
was designed, and this is achieving good 
display in small chemists’ shops all over 
the country. Thus distribution is pro- 
gressing not only in all the stores such as 
Taylors, Boot’s, Timothy White's, etc., 
but in small back street shops as well. 


Vosemar Ltd. might do — 
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Trunk Road Haulag 


‘BUSINESS’ Special Road Test No.9 . 





This big ‘oiler’ has not only a fine appear- 
ance, its ‘convenience factors’ also rank high 


HEN discussing road haulage 
W with the transport manager of 
an important firm recently refer- 
ence was made to special conditions 


obtaining when goods are conveyed over 
long distances on trunk roads. 


It was then that the remark ‘‘Trunk 
road haulage is another matter” 
prompted me to undertake a road test 
of a typical vehicle designed for this 
particular service. Facilities for a test 
were offered by John I. Thornycroft & 
Co., Ltd., London and Basingstoke, 
who suggested my visiting their works 
and trying out their latest ‘‘Trusty’’ 
74-ton oil-engined long distance freighter 
in a run on the London-Southampton 
road. 

There are several things about start- 
ing a foad test from the manufacturer's 
works that always appeal to me. All 
required data as to vehicle design and 
dimensions are available at the source, 
vehicle and pay-load weights can be 
checked on the factory weighbridge and 
any desired corrections of test weights 
can be made at once, facilities for 
greater accuracy in obtaining fuel con- 
sumption figures are at hand; in short, 
everything is ready for test on a busi- 
nesslike basis. 

As a start therefore we ran the 
Trusty on to the weighbridge which 
showed the total weight to be strictly 
in accordance with legal limits, leaving 
8 tons to represent the pay-load, includ- 
ing the driver's weight. 


A 7} Ton Load is Within 
the Legal Limit 


With suitable bodywork the Thorny- 
croft Trusty oil-engined vehicle can 
carry 7} tons legally within the maxi- 
mum weight permitted by Ministry of 
Transport Regulations for a four- 
wheeled vehicle. 

The chassis lay-out, while © quite 
orthodox, has the front axle set. back 
so that the recommended gross load is 
distributed over the two axles in such 
proportions that the rear axle weight 
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does not exceed the limit of 8 tons on 
any one axle. As I discovered later, 
this feature of design is very beneficial 
also in improving the general road- 
worthiness of the vehicle, while render- 
ing it safe and easy to drive. 


Why ‘Pull’ Figures Are Not 
Recorded 


Advantage was taken of the level 
weighbridge to set the Tapley instru- 
ments; but, though both were used for 
my own information, braking figures 
only are recorded in the following 
report. That is because, having a high 
rear axle ratio for trunk road service, 
the Trusty maximum pull figures 
might be misleading if compared with 
those taken with vehicles similar in 
type and carrying capacity, but with 
lower geared axles. 

Actually, the results were quite satis- 
factory though naturally less striking 
than those obtained in ordinary cir- 
cumstances. 

Special care had been paid to fitting 
a test tank to aid the checks on fuel 
consumption. This needs particular 
attention with an oil-engined vehicle, 
as I have found to my cost on other 
occasions when air-locks in the fuel 
system have led to considerable diffi- 
culties with the injectors. That, by the 
way, is only an inconvenience arising 
when testing, it does not occur with 
normal operation. 

Having checked everything a start 
was made from the Thornycroft works 
and, in a heavy rainstorm, the run 
began towards London over a rather 
treacherous road surface. 





Filling the fuel test tank 
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eis Another Matter’ 


. The THORNYCROFT ‘Trusty’ 7} Ton ‘Oiler’ 


Operators who may have fought shy 
of oil-engined vehicles on the score of 
supposed smell or noise need have no 
misgivings about Thornycrofts. The 
Trusty is quiet in action and develops 
ample power with almost silky smooth- 
ness. Smoke and smell are conspicuous 
by their absence and, with the added 
attraction of highly economical fuel 
consumption, the oil-engined Trusty 
does its work as though propelled by 
a powerful six-cylinder petrol unit, 
though relying upon four cylinders 
only. 

With the manufacturers’ approval I 
devoted the remainder of the morning 
to checks on fuel consumption. Ignor- 
ing the distance recorder on the speedo- 
meter by reason of possible inaccuracies 
I gave instructions for the test tank to 
be filled to the brim when we stopped 
at the first milestone. The run was 
then continued at normal’ cruising 
speed towards Camberley. Several 
long gradients reduced our speed by 
third and second gear work, which also 
caused the engine to consume fuel in 
proportionate quantities. 

Other handicaps en route included 
several stoppages where highway recon- 
struction was in progress and a detour 
over an unclassified road for a distance 
of one mile in the same area.. These 
are things not usually encountered in 
trunk road haulage and made our test 
more difficult. 

Stopping at the fourteenth milestone, 
near Camberley, we refilled the test 
tank and turned to make a similar check 
on consumption over the same road in 
the reverse direction. 


‘Fuel Consumption, Good: 
13:2 M.P.G. 


On the return run the road obstruc- 
tions prevented a clear run and steeper 
gradients were encountered, but on 
calling a halt just before entering 
Basingstoke we took careful records of 
distance covered and quantities of fuel 
used which showed the Trusty 7}-ton 
‘oiler’ fuel consumption at 13.2 m.p.g. 
and that in bad weather over a hilly 
course with obstructions on the way. 

Lunch with members of the Thorny- 
croft design and production staff was 
the occasion of a long interesting talk 
on technical and operating subjects as 
well as comments on the Trusty per- 
formance. Everyone concerned agreed 
that the model had put up a very good 
show under difficult conditions. ‘‘Now 
I suppose you want to see how the 
Trusty will fare when treated to your 
usual ‘rough stuff’, said the official 
who had assisted in the morning's 
operations, 

Promising not to be too unkind or 
inflict any damage I took charge once 
more to drive over part of the course 

(Continued on page 64) 
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À — then these columns s 
> e guide in a very handy form. 


“ HERE i is no betta ti 
_ than this month < 
a year for.a general heck- 
upio ~ equipment in almost 
“every type of business) — 
' With the natural laxity 
. of summer wearing eff the 
beneficial effect ` of. holi⸗ 
days begins to assert itself. This 
quickening of the physical powers, coin- 
 ciding with the seasonal revival of mar- 
kets, puts everybody im that progressive 













z . frame of mind which © ought to lay the 
— foundation for a successful season. 







nerefore that we 
a survey of the 
field of busi- 


It is for this reason | 

bo pal before our reade 

= latest and best in the 
ness s equipment, 


` This Is a Twelve M onths’ 
Guide | 


` advocate any special 
particular work. We take it for granted 
that executives, on looking over their 





own organizations, cag perceive pretty — 


well at what points new or additional 
equipment would help to increase their 
business or output and at the same 

_time reduce relative costs. 
survey does is to show the most modern 
-. equipment that is available so that now, 

cor im. succeeding months, 
tabulated information can be used by 


executives to supplement their own 


ideas and plans for cre- equipment or 

expansion. 

This survey is not in: the nature of an 
article appearing normally i in a monthly 

issue, | 


= > pages, ot, better still, retain the whole 
-issue for reference. Next September the 


x feature will be completely tevised in the 


ments; but until 
provide a com- 


light of further develoy 






‘cutives, 


What our - 


— It is intended, as a catalogue, to. 
~. remain active for a full year. We suggest | 
-o that executives either eut out the survey ` 


“ability to use modern methods gov- 


erns the speed & cost at which 


business can be done” 


all over the country visiting — that 


are 
make. 


outstanding for the. progress they 


look over 


We can say this without any exaggera- 


tion, and without fear of being chal 


lenged: that in no case, during our past 


year of work, did we find a firm making- 


At such visits we talk with exe- se 
equipment and ¢ wd 
methods employed in the offices and 
factories and find out generally — 
policies lay behind the good results 
achieved. 

























notable progress in the face of out-dated wid j 


_ equipment and methods. 
me itis not our idea in’ ‘these columns to Jup: 


“juipment for any- 


= When we say this we do not refer to 
“equipment ’’ 
for manufacturing purposes, but what, 


for the want of a better term, is generally i 
known as business equipment. ; 


“We were interested to find, too, that 
in only an extremely small minority of 
firms did there exist any points where 


some archaic piece of equipment re- ` 


mained to jeopardize the proper func- 


to-day the 
OFFICE MANAGER 
is a key man in business for 
on the completeness, speed and 
accuracy of FACTS which he 
supplies the whole function of 


: -successful management depends 
During: the Pi it is our job to travel | __ : san 


‘this clearly tioning of an otherwise well ne 


. morning. 


- was thus lost. 



































as plant and machinery 'C* 


had 4 to — Shem be first de 





‘Unfortunately, whoever the 
the sales promotion plar 
thought at all about ë 
firm’s mailing departmne anit € 
it. As a result, though th 

worked overtime, fifty pe 

salesmen’s stuff cons 
reach its destinations on 





A fault that ought at 











obvious? One. would | think” 

‘But such disparities are the —— 
so let us look at some of the proper appli- 
cations of modern equipment that we 
have seen in the past twelve months. 

A well known typewriter manufac- 
turing concern. reorganized and revita- 
lized its entire sales control and methods 
of accounting by introducing a hand 
punched card system. Sales manage- 


_. ment is now based on specific facts 
-= which, under the old system, the sales 


department could not even attempt to 
obtain. 

A large wire and screw manufactory 
introduced equipment that provides 
(1) control of all costs by enabling com- 
parisons to be made with standards’ É 


(2) reconciliation of costs with the finan- 


cial accounts of the company; (3) Visible 
profit and loss daily on all production, 
sales and stocks for every line of pro- 


ducts; (4) substantial reduction in cleri- 


cal labour. 


In Birmingham a director of another 


manufacturing concern said: “We can 
now afford, without increasing prices, 
to carry increased labour rates. This is 





o. possible because, th rn 
system, we get all our actual costs in 


classifications. 





through a modern. 


one-tenth the time and can work 
to a predetermined budget. Formerly, 
wages analysis took ten days, job cost- 
ing on service work was haphazard, sales 


analysis was incomplete and had a big 


time-lag. Modern office equipment has 
literally rebuilt this business.” — 


Better Work at Lower Cost is 
Double Saving 


The office manager of a London mail- 
order house said: ‘Before we reorgan- 
ized our mailing lists on an up-to-date 
basis we had to be content with 5,000 
With modern methods, 
however, we have been able to break it 


: Under the old method it took a month 


looks 


down into 19,800 classifications, giving a- 


ti 


far more ‘‘sensitive’’ coverage, and any 
one classification can be isolated by a 
junior in about ten seconds.”’ 


The managing director of a London ` 


firm of chain store furnishers showed us 
how, to-day, his tens of thousands of 
hire-purchase accounts, spread. over 
twelve large branches, are automatically 
balanced every twenty-four hours. 


tise. This 


year. 


to balance only four branches’ accounts. | 
_. “We could never have reached twelve 


branches if it had not been for the 
finger-tip control which modern equip- 
ment makes possible,” commented this 
managing director. 

A well known musical society which 
after the financial interests of 
music writers, publishers and performers 
saves sixty working days a year by 
modern accounting and filing systems. 

A famous steel corporation saved 133 
million clerical figure entries a year by 
installing up-to-date equipment. This 
item, together with other economies 


‘made possible in other parts of the 
organization by the 


introduction: of 
modern methods, enabled the. corpora- 
tion to save, in cash, at least {311,000° 
a year. 

These examples by no means cover the 
field which we have “explored during this 
We think they are sufficient, how- 
ever, to indicate the tremendous econo- 
mies and improvements that can’ be 
introduced by modern equipment 
properly applied. | 
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SUPPLIERS ALPHABETICALLY ARRANGED 
For Reference under ‘Products’ use the Classified 


ADDRESSALL MACHINE CO., 266, 
High Holborn, London, W.C.1. 


Addressall machines: more than addres- 
sing machines; are thè means of doing 
mechanically a great deal of work other- 
wise typed or hand-written. For example, 
in wages department, names and numbers 
of workpeople can be put on clock-cards, 
time-sheets, wages-bags, etc. and wages- 
sheets listed. In accoants department, 
statements can be addressed and dated 
simultaneously; in secretary's de ent, 
shareholders’ list can be Eept on Addressall 
stencils from which dividend warrants, 
meeting notices and prexies can be ad- 
dressed and dividend aad annual return 
listed. Basis of Addressall system is In- 
dexograph Record-control Stencil; com- 
bines index card with addressing machine 
stencil. Stencils are stocked blank, and 
printed to suit each user’s requirements on 
one or both sides. Addressing stencil por- 
tion can be “‘made’’ on any typewriter in 
user's own office; this facility means 
additions or alterations can be carried out 
immediately. 

Indexograph Stencils: practically indes- 
tructible; guaranteed for 100,000 impres- 
sions or as long as any name is likely to 
remain on list; obtainable in various 
colours; punched or notched for purpose of 
various classifications; filed same as ordin- 
ary card index in metal cabinets. 

Addressall machines can be hand or elec- 
trically operated (there are also foot- 
— models); hand or automatically 

Automatic Selection: machines can be 
supplied with complete system of selection; 
no selective problem too complicated to 
solve automatically. Machines will print 
consecutively, skip, repeat, duplicate or 
triplicate; can be fitted with attachments 
to list, date or count. ; 


ADDRESSOGRAPH-MULTIGRAPH 
LTD., 29, Kingsway, London, W.C.2, 


Addressing Machine: writes names, 
addresses, dates, specifications, upon office 
and factory forms;: higa speed; without 
possibility of error. Basis is metal plates, 
upon which details are embossed; when 
placed into the Addressograph, prints 
through ribbon, producing work exactly 
like best typewriting; any constantly recur- 
ring data reproduced on any form instantly. 

Dual-Purpose Plates: Addressograph 
metal plates are permanent means of 
accurately reproducing recurring informa- 
tion, form lasting records; being same size 
as index cards, are filled in same manner. 
Plates made to hold incex cards, bearing 
same information as embossed plates; also 
contain slots for small metal signal tabs. 
Cards and tabs supplied in colours; or tabs 
lettered alphabetically, numerically or 
geographically; seen when plates are used; 
either reference in trays are at visible print- 
ing point of Addresso h. When plates 
with tabs used on electric or automatic 
feed, Addressograph’s selection is auto- 
matic; machine set to print or skip plates. 

Machines: addressing and printing ma- 
chines made in variety of styles and sizes. 
Smallest Addressograph is hand-operated, 
takes one address plate at a time; biggest 
machine, from reel, cuts paper to required 
size, fills in addresses or other data through 
ribbon, prints both sides of form at speed 
of 8,000 an hour. Between two are hand 
and electric machines, automatic and semi- 
automatic, for every addressing. require- 
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ment; also Dupligraph machines to print 
facsimile typewritten letters, sign and 
address them in one operation at speed of 
2,000 complete letters per hour. Machines 
also prepare factory order forms, produc- 
tion and piece-work cards, etc. 

Multigraph Printing Machines: letter- 
press printing machines, junior of average 
intelligence can quickly produce highest 
quality printed material. tter headings, 
invoices, envelopes, factory forms, cards, 
labels, price lists, booklets, etc., printed. 

Multigraph Letter-Writing Machine: for 
high-grade printing; facsimile typewritten 
works; from metal type through ribbon. 
In one operation prints name, address, 
date, salutation, body of letter, subscrip- 
tion, facsimile signature and addressed 
envelope. Such work produced at rate of 
1,000 an hour by one operator. 

Multilith Duplicator and Printer: for 
duplicating and printing, using flexible 
metal plate —— of wax stencil. Repro- 
duces typewriting, handwriting, pen, 
pencil and brush drawings, pen tracings, 
etc. The Multilith also reproduces litho- 
graphic printing. No blocks or type 
required; medium from which printing 
obtained is thin flexible metal plate. Opera- 
tion simple; experienced girl can produce 
quality printing. 

Folding Machines: fold facsimile letters, 
leaflets or price-sheets in variety of ways 
to fit —— of any size; one folding 
arrangement quickly changed to another. 
Speed eight to twenty-five times faster than 
done by hand. 

Model 40 Multigraph Duplicator: Elec- 
trically operated; negligible running costs. 
Simple to operate; controls conveniently 
grouped; streamline appearance; occupies 
only filing cabinet space, Almost any 
grade of weight of paper or card, up to 
post-card stock, can be used. Three dup- 
licating media available: DupliMAT, for 
ordinary duplicating; Duplex plate for 
reproduction of typewriting, crayon draw- 
ing, etc., Photographic plate for ruled 
forms, light-face printer's type, letter- 
headings, etc. etc. 

See this firm’s announcement, cover i. 


ART METAL CONSTRUCTION 
COMPANY, 199, Buckingham Palace 
Road, London, S.W.1. 


Filing Cabinets: two depths, 244 in. and 


28} in., with and without automatic lock- 


ing, in following sizes—quarto, foolscap, 
oversize foolscap, invoice, folded docu- 
ment, 5 by 3, 6.by 4, 8 by 5 and 9 by 
6in, | 

Desks and Tables: of high-grade 
C.R.C.A. steel, ‘‘Artolin’’—covered tops 


‘i 


a ; 


b 


AN EXAMPLE OF 
ART METAL'’'S SEC- 
TIONAL SOUND IN- 
SULATED STEEL 
PARTITIONS 


Index on Opposite Page 


and bronze hardware. Standard sizes 6o 
by 34 and 55 by 274 in. (double-pedestal), 
45 by 34 and 42 by 274in. (single 
pedestal). File drawers carried on pro- 
gressive roller-bearing suspensions, box 
and knee-space drawers on channel suspen- 
sions. ith and withont automatic 
locking. 

Postindex Visible Files: steel drawer 
cabinets, books, desk ‘'rapid'’ stacks, and 
swinging reference els (for strip-index 
only). Take 4-page folded cards; trunnions 
on wires ensure alignment of visible edges. 

Adjustable Shelving: stacks from stan- 
dard stock parts—angle supporting posts, 
shelves, sheet partitions, backs, bin parts, 
label-holders; other optional fittings. 

Planfiles: capacity 3,000-6,700 drawings, 
all ‘sizes, vertical filing. Drawings held 
and protected from creasing in spring-com- 
pressed pockets. 

Sectional Sound-Insulated Partitions 
cornice or ceiling height, or low ‘‘triendly’’ 
partitions. All, except type “R” factory 
partition, sound-insulated panels; three- 
way raceways on both panel faces for con- 
cealed telephone, lighting and power 
wiring. Posts have floor levelling bolts 
and (when ceiling height) ceiling pressure 
bolts.: Rubber stripping under floor 
channel ensures water-tight base. Panels 
in multiples of 5 in. from 20 to 50 in. 
maximum, Glass or steel panels — 
double or single glazing as specified. 


AMBIDEX EQUIPMENT CO. 44, 
St. Paul's Churchyard, London, E.C.4. 


Ambidex Sorters; for sorting mail, docu- 
ments; ¢tc.;,enables job to be done in half 
usual ‘time. Models for any kind of sort- 
ing, any volume of papers, large or small 

See this firm's announcement, page 48 


AUTOMATIG TELEPHONE & 
ELECTRIC CO.,LTD., Strowger Works, 
Liverpool, 7. 


Strowger Private Automatic Telephone 
Exchange: standard capacities 10, 25, 50 
100 and 200 lines, but equipped as required. 
Relays and Mechanism to British Post 
Office Standards. Special Services which 
can be added if required: Key Calling, 
Conference, Priority Calling, Secretary 
Answering, Code Call, Fire Alarm, Watch- 
men’s, Party Lines, Tie Lines, Discrimina- 
tory Ringing. 

Telephones, 
black moulded 


Desk Model, Automatic: 

lastic case with cradle 
cords 
Used with separate 


switch, hand microtelephone dial 
and connection strip. 
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bell set B.P.O. Standard. Also available 
in red, green, ivory, mahogany, walnut. 

Desk Model, Automatic: as above but 
with bell set in case. 





TYPICAL EXECUTIVE TYPE HAND 
MICROPHONE SET, COLOUR TO 


MATCH FURNISHINGS 


Wall Model, Automatic: black moulded 
plastic case with cradle switch, hand mic- 
rophone, dial and cord. Incorporates bell 
set in case. 

Weatherproof Automatic: robustly con- 
structed iron case incorporating transmit- 
ter, hook switch, bell set, dial and receiver; 
complete with sealing glands for receiver 
cord and line cable. 

Automaster Intercommunication System: 
fully automatic; secret conversations, Uses 


THIS 
PROOFED 


SPECIALLY WEATHER- 


AUTOMATIC MODEL IS 


DESIGNED FOR USE IN EXPOSED 


POSITIONS 


standard automatic telephones with dials. 
Master station has loud-speaking telephone 
in addition to handset and uses keys to call 
individuals. Priority calling and confer- 
ence service incorporated. Operates from 
A.C. mains. Capacities for 5 or 9 lines 
plus one master station in each case. 
Reply and Call Telephones: for two or 
more stations. Black or white moulded 
plastic handsets and mounting; incorpor- 
ates cradle, switch and buzzer. Standard 
pattern for wall mounting; can be adapted 
for table use. Operated from dry cells. 








THE BAR-LOCK CO., Bar-lock 


Road, Basford, Nottingham. 


Super 19 Model: one-piece base construc- 
tion; touch control; new style feed release 
levers; dual purpose front and rear open- 
ing paper bar; carriage release levers; posi- 
tive locking platen latch; improved space- 
key mechanism, tabulator stops and in- 
creased length of writing line. All lengths 
of carriage from 11 in. to 28 in. size, inter- 
changeable on base of Bar-Lock machine; 
possible to interchange book-keeping 
carriage complete with key-set tabulator. 
Platen and feed-holder complete with rolls, 
interchangeable; for stencil work, special 
platens with cork covering and feed-holders 
with cork rolls, supplied to interchange 
with standard platen and feed-holder, Bar- 
Lock machine can be converted in few 
moments for producing multiple copies of 
invoices, works orders and similar con- 
tinuous stationery forms. 

Bar-Let Portable Typewriter: will write 
8-inch line; cut good stencil; withstand 
rough-and-tumble travelling. Finished in 
black, or colour; inexpensive; complete 
with weatherproof carrying case; fitted 
with necessary cleaning utensils, container 
for stationery. 

Bar-Lock 4-Bank Portable: complete in 
carrying case; approximately 12 in. deep 
by 12 1n. wide, less than 3 in. in height; 
has all features usual on standard 
machines. 


BELL PUNCH COMPANY LIMITED, 
39, St. James’s Street, London, S.W 1, 


Portable Automaticket Machine: port- 
able register of autographic type; suitable 
for all kinds of revenue collection and con- 
trol. Compact machine; issues hand- 
written tickets, at same time retains dup- 
licate. Both receipts and duplicates made 
of stout paper, printed in strip form, 
stacked inside machine; capacity 550 
tickets and duplicates. Replenishing very 
simple; takes about three minutes. Regis- 
ter is fast in operation; receipt made out 
in a second; instantaneously ejected by 
depression of small lever; duplicate remains 
inside, inaccessible to operator. Design of 
tickets prevents misuse and interference, 
owing to specially prepared and designed 
carbon ribbon; impression written on front 
of ticket is also reproduced on back; re- 
peated on duplicate. Machine measures 
74 by 54 by 2 in.; fully loaded weighs only 
34 1b. 

“Pilus” Adding Machines: small port- 
able; low in cost; fast in operation; capable 





STANDARD STERLING MODEL 
“PLUS” RAPID ADDER 


of use by any person of average intelli- 
gence. The ‘Plus’’ and ‘Plus Minor’ 
Adding Machines are British designed and 
manufactured; simple and accurate; useful 
in large and small offices, alone or as 
auxiliary to calculating machines. Novelty 
is omission of keys for figures 6 and 9, to 
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increase speed, skilled operators never use 
keys for figures 6 to 9 because it is quicker 
to strike two keys consecutively, say, 3 and 
4 for 7, than to move hand and arm to a 
No. 7 key. 

All models of ‘'Plus’’ identical except 
keyboard; keyboard difference also present 
in ‘‘Plus Minor,” 


THE PORTABLE AUTOMATICKET 
REGISTER IN USE 


"Plus" Machine made in five models, 
two for sterling, three for decimals. 

‘Plus Minor” available in three models: 
sterling and decimal. 

New model recently introduced for use 
of Treasury and Banking houses; known as 
“Plus Major’'; has capacity of 13 digits; 
sterling keyboard arrangement gives total 
of £9,999,999,999 19s, 11d. 

Also important are Standard Rupee and 
Standard Arabic Models. Arabic Model 
has Arabic characters on both key tops and 
figure wheels; capacity of nine digits. 


BLICK TIME RECORDERS LTD., 


188, Gray’s Inn Road, London, W.C.1. 


Standard Model 51: Single colour; Long 
pendulum, 88 beats per minute; 2-colour 


ribbon, abnormal workings recorded in 
red. Model 52, two-colour; employees 
going “‘out’’ before time (with or without 


permission) automatically recorded in red. 
Can be supplied for A.C. mains operation. 

Standard 53: Same as 5r but with check 
action preventing any employee recording 
for wrong day. Model 54, two-colour. 

Clip Super Automatic: designed to elim- 
inate as far as possible the human element. 
No shift lever, worker has nothing to do 
but insert card and depress registration 
lever. Each day's total records in one 
column for each day. One or two-colour. 
Spring driven, synchronized electric or 
plug-in. 

Clip Single shift Lever Recorder: can be 
used for time and cost control, also takes 
care of the problem of overlapping meal 
hours, shifts and irregular workers. Spring, 
synchronous or plug-in. One or two-colour. 

Radial Time Recorders: for either daily 
or weekly time and wages sheets combined. 

Universal Model “C” Time Stamp: desk 
size machine for stamping date and time 
of in-coming documents, etc. 

Universal Model “B” Time Recorder and 
Job Costing Clock: similar to ‘'C’" but with 
an “In” and ‘‘Out’’ indicator gauge for 
departmental time and cost control. 

Illustration, page 24. 
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BLOCK & ANDERSON LTD., Bruns- 
—— Farringdon Street, London, 


M.1. Brunsviga Calculating Machine: a 
crank driven calculator fər preparation of 
statistics for costing, accounting, labora- 
tory and other departmeats. 

Wide range of models covers particular 
purposés, are simple to operate. Most 
recent for general needs is Brunsviga ‘'15"’; 
it has tens transmission throughout, im- 

roved method of automatic transfer of 

gures, one clearing lever for whole 
machine, and its operation is frictionless. 

Large model is the ‘‘2o', which has, in 
addition, separate thumb wheels on 
product’ register and split carriage for 
accumulations. A machine for the scien- 
tific user. 

Two other models are the Dupla and 
Twin 13z. Special features of these facili- 
tate such figure work as mechanical inte- 
gration, correlation, intricate mathemati- 
cal and engineering calculetions. 

M.2.. Mercedes Electuc Calculators: 
Model 38 enables for the first time, it is 
claimed, multiplicand and multiplier or 
dividend and devisor te be set simul- 
taneously on same keydoard and the 
answer to be delivered by depressing 
appropriate key. 

.3. Facit Calculating Machine: new 
model of an advanced principle; first 
machine produced on the single ten-key 
method of operation. Hand or Electric. 
It is extremely rapid, has tens’ transmis- 
sion throughout, is portable and silent, 

M.4. Victor Adding Machine: adds, sub- 
_tracts and prints results. Also prints sub- 
totals at any position during work. Pro- 
vides direct subtraction. 

M.5. Victor Duplex Acding Machines: 
electrically operated. Model 25 allows 
several groups of figures to be added and 
individual totals obtained for each group 
—at the same time accumulating grand 
total of individual group totals. Model 
30, in addition has two separate adding 

registers, can therefore be used as ‘‘two 
machines in one’'—for instance adding two 
groups of figures (debits and credits— 
receipts and expenses, etc... obtaining two 
individual totals in one o>eration. 

M.6. Ormig Spirit Duplicating Machine: 
Reproduces anything written, drawn or 
typed in as many as six colours at one 
operation. No ink, stencils or gelatine re- 
quired, Ideal machine for up to 200 
copies. 

M.7. Ormig Simplex: for the preparation 
of Operations Tickets, Meterial Requisi- 
‘tions, Progress Slips. Manufacturing 
Cards, Routing Sheets, Ccst Cards, etc., 
from one Ormig master. This method 
eliminates re-writing or re-typing any 
information common to different forms 
and makes re-checking unnecessary. 

M.8. Ormig “B” Record—Ledger Post- 
ing Machine: automatically posts to Ledger 
Cards, Statements and other records by 
reproducing original book-keeping entries. 
Errors in posting are impossible as the 
original entries are typed, hand-written or 
tabulated as an Ormig master and proved 
before posting starts. 

M.o. Plan Clip: system for filing draw- 
ings, maps, blue-prints, fabrics, etc. 
Great saving in floor space yet reference is 
easy. 
M10 Langapres. Portable Printing 
Machine: for overprinting literature, 
letter-headings, etc. Prints direct on to 
made-up boxes and cartons or practically 
any surface or material. 27 models. 

tt. Poko Postage Centrol: several 
models, consisting of three value or seven 
value machines—hand ocr electrically 
driven. Poko affixes actual stamps. No 
agreement with Post Office is necessary. 

M.12. Bircher Envelope Sealing Machine: 


— ——— * 


hand or electric models, speed 200 per 
minute, 

M.13. Lightning Envelope Opening 
Machine: models for incoming mail from 
50 to 50,000 letters. Takes any shape or 
size of envelope. Automatic feed and cut 
adjustment on all models. 

M.14.  Velopost Envelope Sealing 
Machine: for envelopes of mixed shapes, 
sizes and thickness in use. Special feature 
is electrically heated water for the sealing. 
Machine is electrically operated; sealing 
speed of over 100 per minute. 

M.15. Speedmail Envelope Sealing 
Machine: for small mails, 80-100 a day. 
Gootl performance machine at low price. 

See this firm’s announcement, page 45. 


BURROUGHS ADDING MACHINE 
LTD., 136, Regent St., London, W.1. 

Burroughs meets figuring, accounting, 
cash registering and typing requirements 
with more than 450 different models and 
over 2,000 optional features. Models for 
all kinds of figure work in every office, 
factory, etc. 

Desk Adding and Book-keeping Ma- 
chines: short-cut keyboard makes machines 
easy to use, ensures —— and accuracy. 
Portable; efficiently operated without 
special training; occupy less space than 
typewriter. 





URROUGHS NEW ELECTRIC 
UPLEX CALCULATOR, WITH 
DIRECT SUBTRACTION 


Desk Adding Machines: variety of styles 
with six, eight, or ten columns capacity; 
wide or narrow carriage, hand or electric 
operation. On subtracting models, ‘‘plus’’ 
motor bar automatically adds the amount, 
‘‘Minus’’ bar automatically subtracts, Du- 
plex models add two sets of figures simul- 
taneously. All models have automatic 
ciphers. 

Desk Book-keeping Machines: machine- 
posted accounts and records for small busi- 
ness. All ledgers posted and balanced daily; 
correct statements —— despatched. 
Daily figure facts obtainable in a few 
minutes. 

Accounting Machines: for all book-keep- 
ing and statistical work. Many styles and 
sizes. All ledgers posted and balanced 
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BURROUGHS MULTIPLE- 
TOTAL TYPEWRITER ACCOUNTING 
MACHINE 


23 


omatically 
ubira 


daily; accuracy 
proved as made 


of posting au 
Additions and 





HIGH-SPEED 


AUTO 
MACHINE 


BURROUGHS 
MATIC BOOK-KEEPING 


tions automatically controlled; totals of 
postings automatically accumulated 
Statements or remittance advices auto- 
matically prepared as by products of post 
ing operation; ready for despatch at any 
time. Front-feed carriage enables detailed 
journal to be prepared automatically 

Multiple-Total Machines: high-speed mul- 
tiple total accounting; models designed for 
Public Utility Billing. Others for all 
work necessitating automatic analysis 
under numerous headings, simultaneously 
with posting operation. 

Typewriter Accounting Machine: com 
bine automatic features of electrically- 
operated adding-subtracting book-keeping 
machine with standard typewriter 
Used for accounting work requiring dės- 
cription. Collating front-feed carriage per- 
mits speedy, accurate alignment of several 
related forms, 

All-purpose Accounting Machines: type- 
writer accounting machines; flexible 
readily adaptable to many kinds of a 


counting records. Important features 
minimum number of result kevys; all 
totals and balances—debit or credit-com 


puted and printed automatically by depres 
sion of single key; negative balances printed 
in red, with distinguishing symbo). auto 
matic punctuation and- tabulation for 
sterling amounts; automatic subtraction 
automatic dates, 

Typewriter Calculating Machines: pet 
form any calculation; print result by dé 
pression of single key. Automatic nding 
subtracting;. full typewriter keyboard; 
automatically accumulate totals. 

Multiple-Total Typewriter Accounting 
Machines: for accounting, distribution, sta 
tistical and other tabulating work requiring 
full description. Complete several records 
at same time; accumulate large number of 
totals. 

Non-istin Adding-Caiculators key- 
driven; hand or electrically operated. For 
all figure work where printed record not 
required. Electric duplex calculator has 
two accumulating registers—(1) for indi- 
vidual totals or calculations; (2) accumula- 
ting grand total. Has new Burroughs 
direct subtraction by use of a single key 
Other styles include small desk drawer 
model weighing only 7% lb.. measuring 
114 in. by 7} in. 

Electric Carriage Typewriter: operated 
entirely from keyboard; built-in electri 
motor; electric carriage return; electric line 
spacing; electric shift. Wide selection of 
styles. 

New Fanfold Machines: for continuous 
invoice and other multiple forms without 
interleaved carbons. Carriage opens auto 
matically; forms released automatically 
Carriage returns automatically; carbons 
shift automatically; new forms lock in 
place automatically; carriage closes auto 
matically. 
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Mechanical Service and Supplies: Service 
inspectors, factory-trained, employed ex- 
clusively by Burroughs, render prompt 
efficient mechanical service. Supplies in- 
clude ribbons; non-smudge carbon paper; 
rubber cushion keytops; journal sheets; 
non-lint adding machine roll paper, etc. 

Accounting Service: trained specialists 
investigate office routine of any kind of 
business, submit detailed recommendations 
for handling work more efficiently and 
economically. Facility offered free of 
cost or obligation to any business, small or 
large. 

See this firm's announcement, page 27. 


CARTER - DAVIS LTD, 
Elizabeth Street, London, S.E.1 


“Primus” Continuous Stationery: with 
“Primus” attachment and carbon pack 
enables stationery to be used with any 
standard typewriter, Attachment elimin- 
ates waste time in typing multiple records; 
assembling, interleaving and removal of 
forms from machine abolished. It also 
makes typewriter dual p machine— 
typewriter one minute, billing machine 
next; removing or replacing attachment 
not necessary. 

Machine Accounting Stationery: fulfils 
requirements of alignment, registration, 
etc., for machine accounting. Firm special- 
izes in producing stationery to meet exact 
individual needs. 

Daily Balance System: for obtaining 
daily proven figures without use of 
accounting machines; machine method 
applied to pen and ink; allows writing 
three records in one operation; customer's 
statement, ledger account, daily journal. 
All entries balanced and proved correct at 
time of posting; customers’ statements 
ready for mailing first of month. Daily 
journal, written at time of posting to ledger 
accounts, give detailed summary of entries; 
analysis of sales can be included. Basic 
book-keeping principles observed through- 
out; only application is new method: 
system introduced in any business without 
disorganizing existing routine; is planned 
to suit individual requirements. 

“Primus” Autographic Register: for 
using continuous’stationery for all types of 
hand-written records; open construction; 
simple to operate; no complicated mecha- 
nism. 

See this firm’s announcement, page 35. 


CARTER-PARRATT, LTD., 317, 
Abbey House, Victoria Street, London, 
S.W.1. 


Visible Systems: give “‘finger-tip’’ con- 
trol over every phase of business manage- 
ment; all key facts visible at once at any 
time by executives. Systems are used for 
all kinds of visible record keeping—sales 
(total, departmental, area, group, indivi- 
dual salesman, etc.); credit; state of 
accounts; routine of calling on customers; 
lines that are moving or not; raw materials 
control; production schedule; and so on. 
The list is as extensive as records kept, for 
all records can be made visible by Carter- 
Parratt systems. 

See this firm’s announcement, cover ii. 


Queen 


CHUBB & SONS’ LOCK & SAFE 


CO., LTD., 128, Queen Victoria Street, 


London, E.C.4. 


Safes, Filing Cabinets: range of equip- 
ment certified ‘‘Full Protection, Class A’’ 
by official tests, National Fire Brigades’ 
Association. Features of construction: 
outer shells of light steel; electric welding 
at all joints; insulation cast in monolithic 
block and reinforced with heavy steel 
mesh; tongue and groove fitting of doors 
and frame. ; 





COLOURDEX CONTROL LTD., 14, 
Waterloo Place, London, S.W.1. 


_ Visible Control Equipment: system de- 
signed for individual requirements to por- 
tray facts requiring close, 
attention. Apparatus consists of central 
column with bars extending horizontally 
left and right; projecting outwards are 
notched ‘‘pins’’, with head-tickets at back 
bearing details of each item. Information 
given on different length tabs, and discs, 
individual or grouped. Colours for each 
head-ticket, disc and tab to emphasize par- 
ticular facts: signals attached to front of 
pins focus attention on danger points. 

nique feature is use of “pin”; aggregates 
and individual items are continuously and 


_ simultaneously on view; irregular facts 


are thus immediately thrown into relief, 
correctives can at once be applied and 
economics achieved. 


CONSTRUCTORS LTD., Tyburn 
Road, Birmingham., 


Steel Shelving and Storage Epuipment: 
based on ‘‘Adjusteel’’ standard com- 
ponents of posts, shelves, backs, parti- 
tions, bin fronts and dividers, doors, etc. 
Each unit complete with four posts; may 
be disconnec without removing single 
shelf. Single-faced stacks are two or more 
units bolted together; double-faced stacks 
made by placing two units of similar width 
and height back to back; any number 
units in length. Posts punched with bolt 
holes at 2in. centres, provide 8-point 
attachment and adjustment of shelves. 
Normal shelf load capacity, 500 lb. In- 
crease to 900 lb. capacity made by insert- 
ing 1 by 1 by } in. reinforcing angles in 
front and rear flanges of shelf. More rein- 
forcement possible by placing angles across 
centre of shelves. Backs separate units 

laced back to back; partitions close sides; 
Pin fronts prevent small parts in ‘store 
overflowing; “Pressnap’ bin dividers sub- 
divide shelving space. 

Steel Cycle Parks: sloping or horizontal 
parking single- or double-sided, fully or 
partly enclosed. In double-sided parks 
cycles occupy only 6in. space width. 
Unit construction principle; steel coated in 
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special rust preventive, finished in grey 
stoved enamel. Over 30 different types 
are available. 

Steel Clothes Lockers: one, two and 
four-tier models; fire-resisting; built on 
unit principle, can be added to or re- 
arranged easily. Door frames welded at 
all joints, bottom shelves louvred, feet 
made of rubber, door pressed to channel 
section on all edges, welded for strength. 
Six lever Cotterill locks standard fitting; 
umbrella clip and drip tray, card or 
ivorine number plate included. Finish, 
non-corrosive, non-chipping stoved olive 
green enamel. ‘‘Combination’’ lockers 
combine one or more one-tier units with 
two or four-tier units- . 

Steel Filing Cabinets: finished in stoved 
olive green enamel; automatic locks; 
frictionless drawer slides based on extend- 
ing suspension principle; lock compressor 
to each door. 

Steel Cupboards: stoved olive n 
enamel finish; three-way locking. Built 
from standard shelving components; avail- 
able in wide range of sizes. Shelves 
adjustable, one inch on executive type, 2 
inches on others. Various types and sizes 
for all uses. 

““Mercantile’’ Desks and Tables: wash- 
able tops of dark green ‘‘Conolin'’, bronze 
binding. Drawers rigid-built on steel 
slides; sliding shelf; standard finish stoved 
olive green enamel. Desk available single 
and double pedestal; typists’ tables with 
or without drawers. : 

Company Also Makes: card index cases, 
stationery cabinets, letter racks and trays, 
wastepaper bins, etc. 

See this firm’s announcement, page 3. 


COPELAND - CHATTERSON CO, 
LTD., Exchange House, Old Change, 
London, E.C.4, * 

Machine-Posting Ledgers; several models, 
including book-form ledgers with binders 
made so that their grip is released instantly 
sheets are needed for posting; models in 
three different styles are: ‘‘Three-post’’; 
‘Express Posta’’; ‘‘Fastgrip'’. For card 
ledger machine posting there are cards and 
guides in sizes and rulings for any type of 
book-keeping machine. 

Trays and Trolleys: for storing ledger 
cards and guides, etc.; models in several 
styles. ‘‘Bank"’ tray and trolley has hinged 
lid which drops and automatically lowers 
tray to correct working position; ‘‘Maybee’’ 
posting tray, light and portable, can be 
ifted to and from machine zone, stored in 
fire-resisting cabinet; tray holds securely 
from 100 to 1,000 cards; hinged ends help 
handling of contents. 

Speed-Rail Posting Unit; consists of 
number of ‘‘Maybee'’ posting trays 
mounted on platform running along a 
“railway;’’ operator can bring any one of 
trays with its cards to hand immediately 
and easily; speeds up ledger ting. 
Speed-rail unit can be provided with fire- 
proof tunnel into which all trays can be 
run at night. 

Vertical Visible: form of card ledger for 
machine ledger posting; every customer's 
name, address; account number, credit 
System con- 
sists of number of panels on which are 
mounted separators holding ledger cards 
and statement forms; separator tops hold 
renewable strip for name and reference: 
strip covered by transparent protector; 
separators are hinged to panel in positions 
to show reference at glance; panels stored 
in Copechat ledger tray or fire-file. System 
facilitates finding any account; cards, 
statements —— wi wn for posting; 
quickly replaced; panels stay open and 
cards easily read without removal; feature 
also. prevents misplacing cards. Equi 
ment allows complete scheme visible 
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signalling, thus visible control of accounts. 

Fire-Files and Safe-Cabinets: for protec- 
tion of every kind ot record against fiercest 
fires. Copechat Fire-file in vertical. form; 
quarto and foolscap sizes; Copechat Safe- 
cabinet in four sizes with adjustable 
shelves; doors close flush, fitted with triple 
sliding bolts; special interior fittings pro- 
vided for storage of books, ledger trays or 
card index records. Furnace tests of files 
and cabinets show safety margin 30. per 
cent at over 1,700 deg. F. 

Visible Reeording Equipment: choice of 
cards in sizes from 2} by 14 in. to 17 by 
12 in.; several types of equipment avail- 
able. Card pockets made of superkraft; 
fitted with transparent protectors; cards 
contained in pockets or attached directly 
to bars; in latter case, cards used with or 
without transparent protector, dependent 
on class of record maintained. 

Popular style is Copedex; consists of 
pocket attached to seasoned birch roller; 
revolves on brass ferrules. Similar styles 
are Bardex and Vizzdex; method of hing- 
ing different. 

Strip Index: specially useful for lists of 
customers, credit records, works progress, 
cost and selling prices, membership records, 
indexes to filing and ledger reference num- 
bers, etc. Consists of strips bearing one 
or two lines of information; 250 strips in 

el; seen at glance; panels fitted with 
instantly removed dust shields if needed 


ot each strip protected by individual trans- 


nt tube. 
‘“Fasta’’ Billing Unit: used with Cope- 
chat continuous stationery; ‘‘Fasta'’ in- 

ntly converts standard typewriter into 
high-speed billing unit; after simple adjust- 
ment, machine is ready for use as type- 
writer or billing unit. Registration and 
alignment automatically gauged; unit.self- 
contained; carries own supply continuous 
forms; extra copies added by front or back- 
feed method without disturbing registration 
or alignment. 

Paramount Punched Card System: hand 
operated method sorting and analysing any 
kind of statistics; card can be ordinary 
time card, carbon copy of invoice, card in- 
dex record card, ete.; holes are prepunched 
along card edges; original document always 

Information sorted or analysed in- 
dicated by clipping card edges with pair 


_ ticket nippers; sorting done by, needle; no 
machinery required; junior can do the 


work. Speed: from 40,000 to 60,000 cards 
sorted an hour; suitable for every kind of 
analysis work, 

Slip-Post Unit Posting System; abolishes 
copying and posting after original entry is 
made on unit card; can be used to go right 
through to final presentation. Slip-post 
card can be punched and sorted by Para- 
mount method; filed in backing sheets 
housed in visible index equipment. 

Loose-Leaf Books: range includes spring, 
thong and binders; many styles and 
sizes, including ‘“‘Hardite’’ covered binder: 
this model will stand roughest use, never 
needs renewal, Copechat will design 
special binders for individual firms if none 
of wide variety standard models suit. 

See this firm’s announcement, page 29. 


THE CUNDALL FOLDING 
MACHINE CO. LTD., 25-26, Shoe Lane, 


Universal Office Folder Model “FF”: 


five folds for all classes work, parallel and 


right angle. Enclosed electric drive, 


> motor 1/6 h.p.; all ball-bearing. Sheets 


automatically registered; width and length 
‘gauges set to 
engraved scales; 80 différent styles of folds 
can be done; speed 6,000 per hour, auto- 
matic packing. Maximum sheet, 11} in. 
by 174 in.; minimum sheet, 2 in. by 3 in. 
Parallel Office Folder Model “F” No. 1 
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and 2 Sizes: 1 or 2 parallel folds. Enclosed 
electric drive, motor h.p. Folds band 
paper or thin card; automatic register; 
ength of folds controlled; 10,000 sheets 






cking. Maximum 
sheet 10} in. by 144 1n., minimum sheet 
2} in. by rj in. 


per hour: automatic 


W. C. DAVEY & CO., 176, Tottenham 
Court Road, London, W.1. 


The “‘Sterdy’’ Luminous Signalling 
System: operates off the electric mains. A 
small box, 2] by 2 by 2 inches surmounted 
by a small lamp like a thimble is basis of 
this system. One stands on the executive's 


desk, another stands on the desk of each. 


other ‘'station’’ required. Example of 
operation: Executive wishes to call his 
secretary. He presses his “thimble” lamp, 
this causes it to glow and also causes the 
lamp on secretary's unit to glow. As his 
thimble remains glowing, executive knows 
secretary is out of her room. But he does 
not have to repeat signal, he can carry on 
with other matters knowing secretary will 
see her signal when she returns. Secretary, 
on returning, sees thimble glowing, presses 
and extinguishes it and the one in her 
chief's room. Chief then knows she is on 
her way. System can extend throughout 
the organization. 

Another application: includes the lumin- 
ous “‘enter,’’ “wait” and ‘‘engaged’’ sig- 
nals affixed to an executive's office door 
and which can be operated by the same 
thimble “‘push lamp.’’ 

Another , application: connects the 
system with the telephone switchboard. 
Operator can then see whether executives 
are in or out. Can also be used for timing 
trunk calls, thus enabling telephone 
charges to be reduced. 


DEFINITIVE ACCOUNTING LTD., 
Victoria House, Vernon Place, London, 
W.C.1. 

Hand-Posting Equipment: recording- 
tablets—aluminium or steel—align up to 
six co-related forms of different sizes in 
exact register for ‘‘manifold accounting’’. 
Pen-Carbon Papers; different grades and 
tints. Ledger cabinets and trays with 
metal ‘‘supporting plates'’; high capacity 
and perfect ‘‘posting-V.'' Accounting 
—— precision printed on special 

per; Forms punched for Definitive 

isible Records. 

Accounting Machine; ‘‘Three-Ways’’ 
machine automatically feeds and ejects 
forms to required typing position; 
selects required line on each form. Front 
feed; 12 in. or 18 in, carriage, interchange- 
able with correspondence carriage, Dif- 
ferent sets of forms can be fed and 
withdrawn while other groups stay un- 
touched for further entries. Adjustable 
touch; key-set tabulator. For ledger and 





invoicing combined with ledger posting, 
etc. 

Visible Records: three different arrange- 
ments with signal tabs or signal flags. Any 


7- CUNDALL UNIVER- 
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' system using drawers, trays or binders can 


be converted to Definitive Visible Record; 
existing cards and equipment used. 
Signal tabs easy to fix, move and remove; 
secure, conspicuous, and flexible; 
round platen of a ledger-posting machine; 
always with card for work or reference, 
not left in file; no misfiling. 

Desks: steel slides, ball bearings; two 
sizes; 14 arrangements of drawers. Card 
closing device prevents damage to records; 
central locks, etc., desk parts interchange- 
able; assembled, dismantled, rearranged 
in a moment. 

See this firm's announcement, page 49. 


THE DICTAPHONE COMPANY, 
LTD., Kingsway House, Kingsway, 
London, W.C.2. 


Model A-12 Dictating Dictaphone: en- 
ables the executive to dictate at any 
moment irrespective of the presence of a 
shorthand-writer. With Universal motor 
5 from 24 volts accumulator and 
all mains circuits up to 250 volts, A.C. or 
D.C. Has new natural voice Nuphonic 
recorder-reproducer with audible warning 
device which sounds when machine is not 
in the ‘‘dictate’’ ition, 

Model B-12 Transcribing Dictaphone: 
for use of secretary when transcribing 
matter dictated on A-12. Universal motor 
as above. Automatic voice repeater oper- 
ated by Duplex foot control; start and 
stop similarly operated. Fitted in cabinet 
on castors with accommodation for 
cylinders and correspondence. 

Either model can be supplied in de luxe 
cabinet with disappearing cover which, 
when opened, automatically brings machine 
into dictating position and returns it when 
closed, 

New Model S-12 High-Speed Automatic 
Electric Shaving Machine: for resurfacing 
cylinders after dictation and transcription. 

Model S-7 Dictaphone Shaving Machine: 
universal motor for all electrice circuits 
from 50 to 250 volts, A.C. or D.C. 

Model S-9 Shaving Machine: hand-oper- 
ated, with crank motor, chip box and 
metal stand. _ 

Current consumption of Dictaphone 
Models “A” and "B" is less than required 
for one 60 watt light bulb. 

Dictaphone cylinders: supplied in cush- 
ioned cartons. Cloth-lined cylinders sup- 


plied if desired. 


See this firm's announcement, page 1. 


DICTOGRAPH TELEPHONES 
LTD., Aurelia Road, Croydon, Surrey. 


Dictograph Executive or Master Station: 

rivate intercommunicating telephone, 

ictograph master station is installed on 
chief executive's desk; upon instrument is 
a row of small switch keys, each connected 
directly with department of business. The 
executive desiring to talk with department 
No. 1 will touch key No. 1. That will ring 
Dictograph sub-station in department No. 
1; light on sub-station indicates chief 
executive calling. Ringing and light will 
continue until person called attends sub- 
station. Meantime, executive goes about 
duties, whether at desk or any part of his 


day book work, statements, statistics, office, until voice of manager of epartment 
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DESCRIPTION 


PELICAN LIGHTERS A207 
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NUBIA PEN SETS PACKED IN 
GIFT BOXES PATTERN 3 WITH 
GREETING CARDS 


LESS Di SCOUNT 
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| gh n Saves these operations 
mes ... in preparing this 
typical invoice! 









13 manual carriage returns 
10 carriage tabulations 


15 manual spacings of the platen 


from the first line to the last. ~~ ayy tabulations by space bar 
the hands never leave the keyboard! Ail manual shifting of the platen 


hs Invoici hine i just th 
The Burroughs Invoicing Machine is not just another The many unique features eee 


typewriter. It is specifically designed for speedy pro- machine—ensuring the maximum 

duction work. Combinations of related forms—such as of output with the minimum of 

invoice, posting copy and sales day book—are produced ———— — include electric 
carriage return, electric platen 

simultaneously. Models are available for all methods shift, electric vertical spacing, etc. 

of invoicing—unit, continuous, fanfold, condensed, dual, 

etc. Ask for a demonstration on your own work. a 


BURROUGHS ADDING MACHINE LTD., 136 REGENT STREET, LONDON, W.! 


BURROUGHS MANUFACTURE A COMPLETE RANGE OF MACHINES - 450 DIFFERENT MODELS, 2.000 
FEATURES - ACCOUNTING MACHINES - ADDING MACHINES - STATISTICAL MACHINES - TYPEWRITER 


BOOKKEEPING MACHINES - CALCULATING MACHINES - CASH REGISTERING MACHINES 
ELECTRIC CARRIAGE TYPEWRITERS - FANFOLD MACHINES - CORRECT POSTURE CHAIRS - SUPPLIES 
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No. 1 is heard through loud-speaker of 
master station; conversation takes place as 
if subordinate had come personally into 
executive's office. No earpiece; no dialling 
operations; no request to an exchange 
operator; no waiting time; one operation 
gives instant contact. To bring second 
department into discussion, a second key 
is touched; executive and the two depart- 
mental men can hold three-way talk. Lift- 
ing of third key will enable third depart- 
ment to take part; thus executive can hold 
simultaneous conference with departmental 
managers; no one leaves his own desk. The 
executive has both hands free, moves about 
office, because master station delivers and 
receives conversations several feet away 
from instrument. Visitor in office can take 
part in conference; if desired visitor shall 
not hear departmental replies, executive 
can, by using an earpiece, silence loud- 
speaker, and receive replies privately. 
Priority and Privacy: Dictograph system 
- enables members of all departments to 
: communicate with each other, but execu- 
tives always have priosiy. Conversation 
l may be in progress between several depart- 
a. ments, but moment an executive touches 
one of keys on master station he is given 
: immediate right of way. Dictograph 
¥ master station provides private line to 
A every point. Another useful feature is 
b ability of executive to prevent interrup- 
tion; master instrument indicates who is 
J calling; if executive does not wish to be 
E" disturbed he can, by turning small switch, 
N: cut off caller and indicate he is engaged. 
a Staff Location: Dictograph Round-call 
"and Dicto-call systems save time in finding 
individual members of staff. Touching of 
appropriate key sets in operation number 
of bells, horns, buzzers, or lights placed in 
all departments. These give coded signal 
so that wherever wanted person may be he 
is immediately notified. 


Paging, Calling and Public Address 
Equipment; loud-speakers adapted for 
above pu for exhibitions, halls, race 


tracks, swimming-pools, public buildings, 
council chambers, and hotels. In factories 
loud-speaker systems adapted for reception 
and broadcast of radio and musical pro- 
grammes to employees. 

At Your Service: Dictograph Telephones. 
Ltd., will be pleased to arrange practical 
demonstration in your own office, make 
surveys and submit proposals and estimates 
of without any obligation on your part. 

p3 See this firm's announcement, page 43. 





DRYDENS, LTD., Brent Crescent, 
North Circular Road, London, N.W.10. 


Printers of Business forms, letters, book- 
lets, advertising matter, etc.; will produce 
any type of printing needed by manufac- 
turing or other business firms. 

““Dual-Use” Letter Form: patented letter 
form which is combination of letter, sales 
literature and reply form; eliminates ‘‘en- 
closures’ in —— Looks like normal 
letter form and carries usual business head- 
ing but has folder, integral with letter. This 
provides 60 sq. in. extra space on which 
any kind of printed publicity can be dis- 
- played; one section can be detached easily, 
used as reply form. (In October issue of 
Business there will be a sample enclosure 
of the “‘Dual-Use’’ letter form.) 

See this firm’s announcement, page 50. 


THOMAS A. EDISON LTD., Victoria 
House, Vernon Place, Southampton 
Row, London, W.C.1. 


J Standard Pro-technic Ediphone Voice- 
8 Writing Machine: for dictation at any 
a time without the medium of a stenographer. 
Universal motor, immediately convert- 
ible to rro volt. A.C. or D.C. Employs 
sapphire point, single diaphragm for 
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speaking and listening, claimed to be most 
advanced system. Safety signal warns when 
machine is not in the ‘‘dictate’’ position. 

Also supplied as a desk model. 

Secretarial Ediphone, Transcribing Ma- 
chine: for the transcription of dictated 
matter. ‘“‘Typense’’ electrical control 
(starting, stopping, repeating,  etc.), 
operated from typewriter keyboard, Auto- 
index enables corrections, etc., to be made 
automatically, fitted in castored cabinet 
for cylinders and correspondence. 

Ediphone Master Shaver: for resurfacing 
cylinders after use. Universal motor. 

Keymatic Index: method of marking the 
index slip which makes communication 
between executive and secretary a simple 
matter. Pressure of a key on the Ediphone 
dictating unit marks length or correction 
as desired. 

Cylinders: are provided with fabric lin- 
ing for strength, and are supplied complete 
in carton, 

See this firm's announcement, page 3r. 


EGRY LTD., Warple Way, Acton, 
London, W.s. 

Com-Pak Manifolder: Produces an 
original written form and up to five 
carbon copies at a time without inter- 
leaving carbon paper. One turn of opera- 


ting handle delivers all forms in the set 

for distribution. Takes 400 triplicate sets 

(or ——— of interfold pack stationery. 
e II4, 


Models available: 115, 116, 118. 





These take width of form 4.5/16in., 
5} in., 6hin., 8} in. respectively. 

Com-Pak Record: similar to Com-Pak 
Manifolder but retains copy of issued set 
of forms under lock and key in the 
machine. Where control is required this 
feature protects profits, provides accurate 
daily record of business turnover—account- 
ing, stock record or merchandise move- 
ment. Models 134, 135, 136, 138 take 
widths of forms mentioned for Com-Pak 
Manifolders. 

Tru-Pak Record: (Streamlined Model). 
Similar purpose as Com-Pak Models. 
Takes 400 triplicate form sets (or equiva- 





lent). 


Forms are aligned in the folds by 
means of a timed shutter. Models 444, 


445, 448 available. Lengths of forms re- 
spectively 6 in., 6 or 84 in., 8} in. 
Handipak Register: portable, stream- 
lined, holding roo triplicate sets of forms 
(or ——— number) at one loading. 
Special function is production of internal 
forms which cannot be created at fixed 
points. Produces an original and up to 
three carbon copies of any essential routine 
form. Receptacle provided in the machine 
for storage of file copies. Model and form 
sizes: model 404, width 4.5/16 in., length 
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-construction; 
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6 in., model 405, width 5Ẹ in., length 84 
in., model 408, width 84 in., length 8} in. 
Com-Pak Summary: provides dissected 
analysis or summary of selected items. 
This is achieved by gearing down the last 
copy to move forward } in. for each turn 
of the operating handle when delivering 
written set of forms. Thus, when analysis 
of certain items is required, a short, con- 
cise summary is produced, giving a record 
of each transaction under its appropriate 
head in separate columns, and under lock | 
and key. For receipting systems the 
machine not only delivers a receipt (in 
———— if needed) but creates automati- 
cally the cash book entry in usual form 
ready for posting to ledger. Models 124, 
125, 126, 128 available taking widths as 
for Com-Pak Manifolder. | 
Com-Pak Analyser: similar in size and 
capacity to the Com-Pak Summary but is 
useful when issue of receipt for every 
transaction is not necessary. Forms issued 
are narrower than the summary sheet, a 
vortion of which is thus exposed to view. 
mall sales demanding no receipt are 
entered on ex part of summary 
sheet. Available: model 146—width of 
form, 4.5/16in., width of summary, 6} 
in., model 148—width of forms 4.5/16 in., 
5} in., 6} in., width of summary, 8} in. 
Egry Auditor; for handling cash trans- 
actions. All register models described can 
be supplied mounted on a steel cash till. 
Drawer operates automatically with each 


EGRY’S COM-PAK RE- 

CORD RETAINS A COPY 

OF ALL WRITTEN 

FORMS UNDER LOCK 
AND KEY 


turn of handle delivering receipt. ‘‘No 
Sale’’ key is provided which can be locked 
if desired. 

Continuous Feed Stationery: Continuous 
Roll, Interfold, Fanfold pan Sepaea 
stationery for use on Egry ifolding 
equipment and all modern billing 
machines. 

_ “‘Speed-Feed’’ Attachment: for billing. 
Made to fit all standard makes of type- 
writers. Requires no change in typewriter 

is merely ripe. pte on to 
machine for billing, slipped off for general 
typing and correspondence. Its use elimi- 
nates unproductive effort and waste opera- 


THE COM-PAK SUMMARY 

PROVIDES DISSECTED 

ANALYSIS OF SELECTED 
' ITEMS 


tions. By an automatic dual aligning pin, 
alignment of forms fed-into the typewriter 
platen is controlled: Carbons are automa- 
tically fed into and withdrawn from each 
set of forms. The attachment is light in 
weight, durable, has no loose parts and 
places no strain on typewriter carriages. 
See this firm’s announcement, page 4. 


ELLAMS DUPLICATOR CO. LTD., 
12, King Street, London, E.C.2. 


Duplicators: automatic and hand-oper- 
ated models; various sizes and styles. 
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SUCCESSFUL 
ECHANISATION 


DEPENDS VERY LARGELY ON THE CORRECT CHOICE OF 
EQUIPMENT AND SERVICE 


EQUIPMENT 


The Cope-Chat range embraces a wide selection in :— 


BINDERS - TROLLEYS - TRAYS 
SPEEDRAILS - SAFE CABINETS 
FIRE FILES and VERTICAL VISIBLE 


& 
SERVICE 



















. i i The “Express Posta’ ~ombinatio 
Cope-Chat experience goes back to the inception of mechan- Binder Trae? Cin —— 
—8 —— vers * isation. For many years active co-operation with the Machine ment converts Loose Leaf Binder inte 
e gives convenieat pro- ; ; sali High-S Posting Tray. All for off 
tection and brings the ‘strong Companies has given us a specialised knowledge and a range igh-Speed Posting Iray. Altows d 
room into the office Actual test of equipment which are unsurpassed 


shows 30 per cent. safety margin. 


The "Fast Grip” Combination Binder Tray 
securely grips one sheet or one thousands 
instantly convertible by simple Trigger move 

ment. Permits easy offsetting 





"Maybee Trays are equally suitable for 
ordinary cards or Vertical Visible, the Perfect 
Accounts Control System. This is the ideal 
Combination. 





This type of Tray and Trolley is made 
in sizes to suit all Cards. Fitted 
with three-way ball-bearing castors. 
Strongly made of best British steel. 





If you use or contemplate using 

Machine Accounting Equipment of 

any kind why not send for our 
latest booklet: B. 17. 






: x 2 * * 

| The “Maybee” High Spesd Posting Tray. It’s packed full of interest and will tas Dr Didor D ia Baa OA 
Adjustable ends securely clamp 100 cards or Ledger made. A quarter turn of the key and 
give generous posting Vee when fully loaded. be posted on return by request * Binder springs full open instant! ” ferar 


Simple. Light. Portable. vith Seal Pattern Lock. 
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THE COPELAND-CHATTERSON COMPANY LIMITED 
EXCHANGE HOUSE, OLD CHANGE, LONDON, E.C.4 


Telephone: CITY 2224 (3 lines) 


ERVICE THROUGHOUT THE PROVINCES 





































ERICSSON TELEPHONES, LTD., 
22, Lincoln’s Inn Fields, London, W.C.2 


Inter-Communication Telephones: loud- 
speaking system. Outstanding features: 
(1) no need to dial, call an operator or hold 
earpiece or mouthpiece; (2) replies heard 
aloud; (3) executive right-of-way control 
over other conversations; (4) executives 
need not leave their desks to hold confer- 
ence; (5) loud-speaker can be switched off 
and hand-piece used when it is necessary 
to hear replies privately when another per- 
son is in office ;(6) system gives full secrecy. 
One to 15 executives can be on ‘‘hook up”; 
a flick of key and one or more executives 
can speak to each other, 


EVERTAUT STEEL PRODUC- 
TIONS, Walsall Road, Perry Barr, 
Birmingham, 22. 


Steel Works Seating: over 20 models. 
Triangulated ‘“‘L’’ steel frame; patented 


locking-box keeps legs perpetually taut; 


— by adjustment of single nut. 

Wood or upholstered seats, with or with- 
out backrests; adjustable, or in range of 
six fixed height seats. 

Wall Seat: automatically folds back flat 
against wall when not in use. Suitable for 
machines, lifts, cinemas, chain-stores, 

~ large shops, etc. 

Special Sliding Seat: for worker attend- 
ing operations at different points of 
machine. Has four ball-bearing rollers. 
Varnished wood shaped seat and Sracktent. 

Bench Seat: multi-pur seat for fix- 
ing to bench, work-table or machinery. 

e Device allows quick adjustment. Var- 
nished seat, metal surround, can be swung 
away under bench. 

Stacking Chairs; steel; special type for 
canteen use. 20 chairs can be stored in 
space of one. Using stacking chair 
trolley, 500 chairs can be cleared in about 
ten minutes. 

Office Posture Chairs: Executive Chairs: 
“County’’ class office posture chairs in 
three styles—Worcestershire, Warwick- 
Westmorland; adjustable backrest and 
height. Executive and managerial use; 
“Chairman"’ model. Adjustable height; 
silent, safe tilt. 

Steel Equipment; includes lockers, bins, 
adjustable shelving, steel filing cabinets. 


FANFOLD, LTD., North Circular 
Road, London, N.W.2. 


“Fanfold’’ Stationery: continuous forms 
for use in any billing machines; flexible, 
speedy and accurate in registration. Firm 


— continuous stationery for all 


usiness purposes. Staff of trained men in- 
vestigate and advise on each individual 
company’s ore in this respect. Ser- 
vice free of charge. Other systems pro- 
vided: “S oform’’ which, by use of 
‘““Speedoform” stationery, simple method 
of continuous form typing is possible; 
‘Trankrit’’ process whereby ink is applied 
to different positions on backs of forms for 
each department to receive only necessary 
information; Carbonset continuous forms. 

“Fanfold”’ Adapter: attachment for type- 
writers; requires no. change to machine; 
same stationery as used in billing machines 
can be used in Fanfold adapter. Other 
equipment supplied by firm includes: con- 
formulator automatic feed for attaching 
to Addressograph machines; autographic 
registers and Fanfold register systems. 

See this firm's announcement, page 45. 


FELT & TARRANT, LIMITED, 
Aldwych House, Aldwych, London, 
W.C,2. 

Controlled-Key  Comptometer: adds, 
multiplies, divides and subtracts in money, 
weights, measures, whole numbers and 
fractions; speed unlimited because operated 


ko 


Di 
solely by one motion, direct key-action; the 
automatic controls, ‘‘controlled-key™ and 
‘clear register signals,” guard against 
human errors in operation. 

Electric Controlled-Key Comptometer: 
new electric “K” model; short, light key 
stroke; automatic controls for accuracy; 
has ‘‘controlled-keys’’ and ‘‘clear register 
signals."’ 






For 
Quick REFERENCE 
under ‘Products’ 


Use the Classified 
Index on Page 20 









Model Comptometere nine different 
sizes suitable for invoicing, costing, wages, 
job tickets, stock sheets, analysis and every 
other figure work; automatic controls. 

New Supertotalizery Comptometer: for all 
office figure work; enables items to be 
transferred and stored in separate register; 
sub-totals, whether additions or extensions, 
can be taken off item by item from first 
register while accumulated total is auto- 
matically obtained in second register, 
Machine can be used as standard model 
when not required for special duplex work. 

Complometer Systems; the bigger the 
problem, the bigger the machine needed, 
is not always the case. Many firms, large 
and small, have adopted the simpler 
methods advocated by Comptometer and 
saved considerably on initial costs and 
upkeep expenses. Everyone interested in 
office and factory management is invited 
to investigate the Comptometer system of 
unit tickets, with or without the compto- 
meter pegboard forms, for sales analysis, 
material and labour costing, stock control, 
expenses allocations, every kind of analysis 
and figure-work. 


FRANK R. FORD LTD., Sydenham 
Road, Sparkbrook, Birmingham, 11. 


The Fordigraph Reproducer: model to 
meet every requirement where mutliple 





THE FORDIGRAPH REPRODUCER, 
PRIMARILY FOR SHORT RUNS 
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copies are needed. Chief details of ma- 
chines: (1) low cost for production of any 
first copy; rock-bottom cost for runs up 
to 300 copies; (2) mode of operating elimin- 
ates need for stencils, ink, or special paper; 
(3) no preparation or cleaning, before or 
after use, required; (4) produces in one to 
five colours in one operation; colours pèr- 
manent, fast to light, heat, oil and water; 
(5) any kind, size, shape or thickness of 
paper may be used; (6) finest details of 
architectural or engineers’ drawings, charts, 
maps, plans, graphs, etc. successfully re- 
produced; (7) exact registration obtained 
when working on printed forms; (8) altera- 
tions made on ‘‘original’’ as easily as on 
typed letter; (9) no smudging, blurring or 
creasing of ‘originals’ or “reproductions 
possible when operating machine; (10) 
simple to operate; junior can be left in 
charge; (11) copies all or any desired sec- 
tion of information; (1) original data copied 
immediately or year later. - 

All models can be hand or electrically 
driven. 

Fordicrimp: for simple binding together 
small or large number of papers. 

Fordilite: ensures for typist perfect visi- 
bility on writing line; can be fitted to any 
make of machine. 

Fordistele: quality range of all steel 
furnishing requisites. 

See this firm's announcement, page 3. 


D. GESTETNER LTD., Aldwych 
House, Aldwych, London, W.C.2. 

“Precision -Inking’’ Duplicator: all-elec- 
tric; can be re-inked whilst producing 
printed copies at 80-100 impressions a 
minute; depressing lever causes sufficient 
supply of ink to flow on cylinder at any 
desired part or along entire length. Cart- 
ridges containing new type Gestetner ink 
are used; quick-drying ink; duplicated 
copies ready for folding sixty seconds after 
leaving machine; automatic indicator 
shows amount of ink remaining in cart- 
ridge. Maximum printing surface 74 in. 
by 12} in. 

No. 66E: standard electrically driven 
model, foolscap size; printing surface 7} in. 
by 12} in.; speed, 80-100 Copies a minute. 

Larger models made: 66A has printing 
surface of 7} in, by 17} in.; 66E.B., 7} in. 
by 18} in. i 

55E. Gestetner: for reproducing double 
foolscap size; simultaneous printing of two 
foolscap stencils side by side on double 
foolscap paper; unnecessary to have double 
foolscap carriage for typewriter as each 
stencil is typed separately. Printing sur- 
face 15$in. by 17}in.; model 55E.B., 
15}in. by 18}in. Machines particularly 
useful for production of machine drawings, 
plans, etc. 

“Royal” Gestetner: electrically driven 
three-cylinder model; accommodates paper 
up to 26in. by 17in.; printing area 25 in. 
by 16$in.; designed primarily for ~produc- 
tion of plans; feed-board accommodates 100 
sheets of paper. Speed 20 copies a minute. 

Gesteprint Office Process; compact, 
handy auxiliary to Gestetner duplica- 
tor; evolved to enable rapid prepara- 
tion of stencils for reproduction of fac- 
simile illustrations; stencils prepared with- 
in half an hour; no technical skill required; 
outfit contained in portable cabinet; can 
be used in any office in ordinary light. 


GLEDHILL-BROOK TIME RE- 
CORDERS LTD., Empire Works, 
Huddersfield. 

Time Recorders: printed time records of 
attendance, labour costs, machine hours or 
transport; for use in office, factory, ware- 
house, shop, etc.; gives impartial check 
from workers’ and employers’ viewpoint. 
Many models available; feature is ‘‘the 
Clipper’’ mechanism, designed for costing 
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EDIPHONE O 
USERS 
INCLUDE : A> 


Bedfordshire County 
Council. 
British Thomsən- 
Houston Co. Ltd. 
The Chloride Electrical 
Storage Co. Ltd. (Exide) 
Ford Motor Cc. Ltd. 
The Gramophcne 
Co. Ltd. 
Imperial Chem: cal 
Industries Ltd. 
Kodak Ltd. 
Legal & Genera 
Assurance Society Ltd. 
J. Lyons & Co. Ltd. 
Morris Motors Ltd. 
Oxfordshire County 
Council 
Royal Borough of 
Kingston 


AND MANY OTHERS. 


and as simple to use 








‘When found, make a note of,’’ advised the 
Captain. Good ideas come at all sorts of 
unlikely moments—Voice-Write them 
while they are still vivid in your mind. 
Ediphone Voice-Writing gives you the free- 
dom of your own time. No waiting for the 
typist; no re-reading correspondence to 
refresh your memory. ‘‘When found, make 


a note of’’—and then for the next job 


Write for details 


YOUR DESK. Every 
responsible execu- 
tive is invited to 
"sample" Ediphone 
Voice-Writing 
without obligation. 





THOMAS A. EDISON LTD., VICTORIA HOUSE, SOUTHAMPTON ROW, W.C.| BRANCHES & DEALERS IN AL! 
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and time-keeping; device clips | piece 
card each time the card is inserted for 
time recording; clip allows card to. drop 
step lower at next registration. Clipper 
model used for (a) time recording; (b) job 
costing, (c) both, 

ine run and idle hours. 

Synchronous Motor Drive Models: fitted 
with G.B. synchronous motor drive; en- 
ables recorder to be plugged into electric 
supply; no master clock needed to give 
power impulse. 

Desk Autograph Recorder is special 
model for salaried staffs; signature machine, 
Universal Portable Recorder replaces time 
stamps, functions as time recorder; regis- 
ters time on sheet or card, any size, by 
depressing table on which document rests; 
can be used for timing receipt, despatch of 
letters, etc., start and finish of jobs or 
straightforward time recording. Various 
other models also available. 

See this firm’s announcement, page 61. 


HALSBY & CO., LTD., 6, St. Bride 
Street, London, E.C.4. 


Protectograph; cheque writer; safeguards 
against fraud or alteration; saves time in 
cheque writing. 

THE HAYWARD CO., (Addressing 
Machines) LTD., 62, Britton Street, 
London, E.C.1. 

The Elliott System: since first Elliott 
machine was produced great improvements 
have beén made; machines are now used 
for many other purposes than addressing 
envelopes or wrappers. But two features 
have remained unchanged—printing from 
stencil and printing from above on to 
envelope or whatever form used, i.e., forms 
are face uppermost. 

The Stencils: Elliott stencils made in 


“two sizes: one to take five lines of regular 


typing; the other nine lines, and can be 
cut on typewriter. Stencils mounted on 
tough but pliable card frame; typed or 
written upon if required; small attachment 
supplied which, slipped over platen of 
typewriter, grips edge of stencil frame so 
that it can be carried round on platen until 
typing position is reached; address or 
other particulars required typed in usual 
way, name or other details being typed 
on frame for indexing purposes. Stencils, 
completed, are filed in trays or drawers as 
cards are filed in ordinary card index. 
Filing of stencil cards may be alphabetical, 
numerical or territorially and alphabetic- 
ally in towns or districts; frames of various 
colours can be used for different classifica- 
tions. 

Visibility of the stencils as they come 
through machine is feature of Elliott 
System: this allows advantage to be taken 
of colours or other markings used on 
frames; stencils pass through machines 
face upwards; operator can see each one 
before it comes into printing position; can 
either print from or skip it. 

The Addressomite; operated by hand; 


one turn of handle prints address, brings 


next stencil into printing position; any 
stencil not required passed by without 
printing; any stencil retained in printing 
ition and several prints made from it 
if required. Elliott machines supplied 
with listing attachments by which sheet 
is automatically carried through while list 
of names and addresses is printed down it. 
Automatic Selection: electric machines 
supplied with automatic selector: instead 
of operator watching colours or marks on 
stencils, skipping those not required, 
machine will do this automatically. Hand 
and electric machines supplied to feed both 
envelopes and stencils automatically. 
Double-headed Flat-Pad Electric Machine: 
prints from two stencils (or portions of two 
stencils) at each impression if required; by 
suitable pads lower portion of one stencil 


: ap vee ts én ? r 

AP ‘ a “À T < — pas , 

—— op SY ile aires bet saat | os ee) O 
. — a “> Vt A 


from 


(d) recording time | 





“~~ i 








pf i _ 


8 S ee. pe 
printed in alignment with upper portion 
of same stencil. 


HOBBS, HART & CO. LTD., 76, 
Cheapside, London, E.C.2. 

“Progress A” Safes: all-bent corner, 
fire, fall and thief resisting. Body } in. 
thick, British steel plate flanged, bent 
cold, welded solid at mitres and corners; 
door frame, with double rebates all round, 
seal interior against fire; door, $ in.- thick, 
increased to 1 in. thick at lock; lock, un- 
pickable 7-lever with key in duplicate. 
Safes tested 2 hours in furnace; maximum 
temperature, 2,200F.; maximum tempera- 
ture inside safe under test, 155F.; books, 
papers, etc., undamaged. 


IMPERIAL TYPEWRITERCO.LTD., 
East Park Road, Leicester. | 

Model 50 Standard: incorporates feature 
of interchangeability of type unit, carriage 
and platen, enabling machine to be fitted 
with wider carriage or different style type 
at a moment's notice. Has oo-character 
keyboard, smooth, speedy carriage return, 
etc. A 

Quiet Model 55: has usual Imperial 
features plus keyset tabulator, new style 
bail bar, simplified margin setting, dust- 
proof ribbon covers, non-glare keyboard; 
carriage return, escapėment, rack release 
action, space bar action, ribbon movement 
all mechanically silenced. 





IMPERIAL’S BACK FEED ATTACH- 

MENT ALLOWS CASH OR JOURNAL 

SHEET TO BE FED IN AND LINE 

SPACED INDEPENDENTLY OF AC- 
COUNT CARDS, ETC. 


Attachment No. 101 For Model 50: top 
chute front feed attachment. Primarily 


intended for use with a printed form and | 


several duplicate copies. Where many 
duplicate forms are used, inter-leaving car- 
bons presents difficulty. Attachment is 
designed to facilitate quick interleaving. 

Attachment No. 102: development on 
attachment No. ror, introducing special 
back feed which allows cash or journal 
sheet, etc., to be fed in and line spaced 
independently of account cards, cheques, 
ete, 

Attachment No. 103; continuous top 
and independent feed. Adaption ‘of top 
feed attachment for use of continuous 
stationery or roll forms. 

Attachment No, 104: top chute with 
independent and front feed. Allows 
particulars on top forms to be inserted 
without them appearing on ledger sheet or 
inserting form into another machine, or 
using split platen. 

“Good Companion” Portable» four-bank 
machine, 88 characters, incorporates all 
essential features of standard typewriter. 
Includes full-length two-colour ribbon with 
automatic reverse, stencil switch, right 
and left hand shift keys, line space adjust- 
ing lever, carriage safety lock, whole line 
vision. 

Simplex. Accounting Machine; three- 
purpose accounting machine for invoice 
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and statement writing, statistical reports, 
writing and addition of columns of 
figures. n : 
INTERNATIONAL COIN COUNT- 
ING MACHINE CO. LTD., 133-141, 
Rosebery Avenue, London, E.C,.1. 


Coin Counting Machines: power and 
hand operated. Count mixed silver and 
copper coins, also tokens. Can be equipped 
to stop automatically at predetermined 
figures to suit customers’ ‘“‘bagging’’. 
Mechanical sorting device supplied for 
larger machines to count and separate 
coins into denominations. Hand and 
power sorting machines supplied sepa- 
rately. 

Letter Opening Machines: electrical or 
hand operated. Electric machine can deal 
with one thousand letters per minute. _ 

See this firm’s announcement, cover ii. 


INTERNATIONAL OFFICE 
MACHINES RESEARCH, LIMITED, 
154, Fleet Street, London, E.C.4. 


The Office Machine Manual: combined 
monthly reports and free inquiry service 
included in the annual subscription to this 
publication give unbiased, accurate and 
full information on office machines and 
equipment. Subscribers receive annually 
a loose leaf binder in which to file the in- 
dexed pages from the monthly reports, and 
are also entitled to ask for information 
and advice of a reasonable nature without 
extra charge. The monthly machine 
reports enable the prospective user to com- 
pare the different models and to form his 
own conclusions. New machines and 
devices are described immediately and 
enable the subscriber to keep in touch with 
the latest developments. 

A unique feature claimed by the Editors 
is that they work in close collaboration 
with associate companies in Holland and 
U.S.A. and are kept informed of all Con- 
tinental and American developments, 
while over twenty experts in all three 
countries àre constantly testing and re- 

rting on standard and new equipment 
or the benefit of subscribers all over the 
world. 

See this firm's announcement, page 39. 


INTERNATIONAL TIME RECORD- 
ING CO., LTD., 112, Strand, London, 
W.C 2. 


The International Automatically Super- 
vised Electric Time System: includes wall 
clocks, time recorders, job time recorders, 
programme equipment and time stamps; 
all operated and controlled by central unit; 
ensures uniform time throughout building. 
Exclusive feature is automatic supervision; 
master clock, which is central control, sends 
out an electrical impulse once every minute; 
every hour master clock definitely super- 
vises and checks time shown by all units; 
this eliminates costly manual supervision, 
ensures perfect time uniformity of all 
units. 

All-Mains System; master clock has re- 
serve of power and would keep correct time 
during supply failure; immediately current 
returned master clock would ‘‘step-up’’ 
units to correct time. 

Most International units can also be 
supplied, equipped for operation as separ- 
ate units on A.C. supply, controlled fre- 
quencies, | 

International Super-automatic: records 
and automatically tabulates without man- 
ual supervision or possibility ‘of over- 
stamping; effects easy analysis of times 
recorded. Two-colour arrangement auto- 
matically indicates late and overtime 
records in red, distinct from ordinary 
records in blue; brings out records that | 
should be dealt with. Most important ele- — 
ment of job costing, namely job timing, 
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“There are people, I am one, who always prefer to d 
carry their own bags: It is false economy. It tires 
me out, I have no free hand for my ticket, I lose 
my train of thought. I save sixpence to lose a 
sovereign. 
The wise men refuses to fritter away energy that : 
ought to be Rept for the great occasion. 
Learn how best to apportion your time and you ‘ 
have learned the secret of success in life. Time ts 
not only to be spent. It is also to be deputed. i 
Your business will only run smoothly when you 
let the machine take over the largest possible share A SINGLE MACHINE CAN BE APPLIED TO 
of your work. ONE OR MORE OF THE FOLLOWING 
* | | OPERATIONS i 
And that is the great virtue of Remington Account- 
ing Machines. They leave you and your staff free Invoicing Payments 
for the constructive brainwork by which alone a Receipts Wages 
business house conquers fresh fields and expands Analysis e | 
” i — tores Records 
successfully. Adding and Listing | iire Purchase 
S 3s Ledger Posting | Registrar's Department 
EN —— Statements | Work 
NO OTHER MACHINE, AT ANY PRICE, GIVES YOU ALL THESE FEATURES 
@ 1. Complete electrifica- @3. All registers visible instant checking of every 
tion of all alphabet and for columnar accumula- entry posted. 
numeral keys, and of tion and cross compu- @ 6. Automatic line proof 
carriage return. tation. All registers of each individual entry 
ka with airet provides instant audit. 
@2. Complete flexibilit ETRE ON DROWEE 
F nes y contra-entries within @ 7. Independent contro! 
of registers, providing specific column, and in- of each related form to 
extra accumulations stant correction of be prepared simultane- 
without rebuilding or — ously 
making machine obso- . f nas f 
lete. Number of addi- @ 4. Automatic tabulation @ 8. Uniform legibility of 
tional registers limited and interchangeable all records entered sim- 
only by length of car- form bars. ultaneously. 
riage and capacity of @ 5. Complete visibility of @9. Automatic locks 
registers. writing line, permitting against mis-operation 
Write for full details to Dept. J.J. 500. Accounting & Adding Machine Div. 
REMINGTON TYPEWRITER CO. LTD., 100 Gracechurch Street, London, E.C.3 
BRANCHES IN ALL PRINCIPAL CITIES. Phone: Mansion House 33 
a 3 
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also exhaustively dealt with. Accurate 
job-time records made,easily and quickly 
on any size or shape of card or paper; 
allows exact allocation of labour charges to 
each individual job. 

International Electric Time Stamps: 
record exact day, hour and minute, month 
and year, at finger’s touch; no levers to 
manipulate; by inserting paper, record is 
made. 

International Ticketograph: for control- 
ling production (planning, progress, stock 
and wages) of any manufacturing process 
paid for at piece-work or time-work rates. 
System consists of Ticketograph machine 
and tickets suitable to requirements of 
users. By manipulation of keys upon 
machine, tickets, which include perforated 
pay or production vouchers, afe printed to 
show order numbers, style numbers, quan- 
tities, piece-work rates and, in case of time 
workers, code values. Tickets enable pro- 
gress, production and stock to be con- 
trolled; vouchers act as pay tickets for 
piece-workers, records of production in re- 
lation to wages paid to time workers. 

Electromatie: electric writing machine; 
ninety-nine per cent of usual labour and 
effort of typing is transferred from fingers 
of typist to small electric motor; fatigue 
reduced to minimum. Machine will pro- 
duce as many as twenty to twenty-five per- 
fect carbon copies; stencil cutting is no 
problem for experienced or inexperienced 
operators; continuous forms are easily 
adapted to it. 


PERCY JONES (TWINLOCK) LTD., 
Chansitor House, Chancery Lane, Lon- 
don, W.C.2. 


Machine Accounting Equipment: manu- 
facturers of Twinlock Loose Leaf Books 
have designed equipment called Post Haste. 
Device provides for accounting machinery 
need of front feed; sheets have unbroken 
edge; feeding edge devoid of punching, etc. 

Rubber-bound Books; rubber edge fea- 
ture now incorporated in Twinlock line. 
Consists of dovetailing, on wearing edge of 
covers, a thick rubber tread; protects desk, 
prevents damage to binders. Improvement 
first used on Twinlock Vulcan Thong 
ledger binder. Another improvement is 
that Twinlock ledger sheets have series of 
compressed grooves down binding edge; 
enhances flat opening of sheets, strengthens 
paper at hinge. 

Thong Ledgers: Vulcan Thong binder 
for ledgers and books. Sheets added or 
removed quickly; lies flat upon desk, gives 
every sheet flat writing surface; minimum 
holding capacity, one sheet. Another 
thong binder is Sentinel, used where some- 
thing not so fine as Vulcan is required. 

Steel-back Ledgers: Twinlock Capacity 
Plus allows withdrawing from covers of 
leaves en bloc, together with posts, in a 
moment; great advantage when sheets 
inserted or removed; perfect alignment. 

Visible Records: Visible Indexing; 
thousands of items of important data 
stored in visible binders, yet available for 
instant reference. 

See this firm’s announcement, page 37. 


SAMUEL JONES & CO. LTD., 
Bridewell Place, London, E.C.4. 


“Lightning Automatic’ Sealing Machine: 
two models, Standard and Double Thro v 
for use in office, warehouse and shops; take 
tape wound glue outside; one motion 
needed to dispense exact lengths of tape, 
at one inch intervals, from 2 to 8 in.; auto- 
matic moistening and cut-off. Standard 
model for tape up to 2 in. wide, giving 
maximum cut of 8 in.; Double Throw 


model for tape up to 2 in. wide, giving 
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maximum cut of 16 in. Models with or 
without covers. 

“Counterboy ‘A’ and ‘A r'”’: for con- 
tainer and carton sealing; take tape up to 
800 Ít. long, wound glue inside, 3 in. wide; 
brush damping. In one motion cuts, 
damps and dispenses any exact measure- 
ment of gumstrip. For very thin gumstrip 
and narrower than 2 in. ‘‘'Counterboy Ar” 
model is suitable. 

Other Sealing Machines: ‘‘Better-pac’’ 
sealer; delivers tape in any length up to 
50 in.; 4 in. width. ‘‘Power Baling” 
sealer; takes standard roll tape up to r2 in, 
wide; includes A.C. single-phase motor and 
heater, suitable 200-230 volts; also supplied 
for any standard voltage. ‘‘Tape Shooter’’ : 
for high speed carton and container seal- 
ing; dispenses and damps any length of 
gumstrip up to 40 in.; twin visual sealer for 
varying or repeated lengths; automatic 
knife; double brush damping. ‘‘New 
Wyda"’ sealer: takes Balestrip sealing tape 
any width up to 12 in. by 800 ft. “Super 
6'’ Baling sealer; takes gummed tape up 
to 6 in. wide. ‘‘Super 12°" model takes up 
to 12 in. wide tape. ‘‘Bridewell’’ sealer: 
takes tape up to 2 in. wide; model size 
larger takes up to 3 in. tape width. ‘‘Com- 
mercial’’ sealer: various models take tape 
from 14 in. to 4 in. wide. 

Firm Supplies Also; various gumstrip 
sealing tapes; label dampeners; parcel 
carrier moisteners; special packing outfits, 
etc. 


KALAMAZOO (SALES) LTD., North- 
field, Birmingham. 


Model R Binder: book of new material 
invented by Kalamazoo, formed by fusing 
bakelized canvas with rubber; results in 
binder which is unbreakable; resilient rub- 
ber edges will stand hard wear; cannot 
damage desk. 

Model A Binder: available in variety of 
binding materials. 

Model M Binder: covers are of metal used 
in aero construction; stronger than steel, 
lighter than aluminium; binder is virtually 
indestructible. In addition to ledger type, 


' Kalamazoo range includes lighter loose-leaf 


binders for all subsidiary purposes. 

Kalamazet Binder: thong and can prin- 
ciple; useful for all subsidiary purposes 
where light and compact binder is required; 
special type available for vanmen, meter- 
readers, and other out-of-doors users. 

Noretta Binder: thong principle; useful 
for price books, loose-leaf catalogues, etc., 
will bend; can be rolled up handily for 
pocket. 

Popular Binder: primarily to receive 
‘dead’ matter from current books; fills 
need for strong, light book for other pur- 
poses. 

Machine Accounting Equipment: book- 
form and tray-type ledger equipment of 
efficient and original design available. 

Double-Fast Accounting Equipment: 
book and card tray. For reference and for 
all other purposes than posting, account 
sheets securely gripped in binder mecha- 
nism. For posting, simple release is used; 
converts book into compact card tray. 
Principle gives security; anyone can refer 
to it, but, to all except operator it is bock 
from which accounts cannot be removed. 
Binder principle is speedy, saves office 
space. For example, Double-Fast instal- 
lation shows more than 50,000 accounts 
accommodated in 39-inch square of floor 
space; each account always within reach of 
seated operator. When released for post- 
ing each unit is small, compact card tray; 
high posting speed maintained without 
fatigue. Equipment equally efficient for 
any kind of accounting machines. 

Card-Fast: designed for machine account- 
ing alone; consists of tray of cards, specially 
patented design; cards, except during post- 


e, are stored horizontall 


duced. Lightweight cards offer increased 
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capacities, allow facilities for extra copies. 


Large capacity trays, housed directly in 


cabinet are opened by single action which © 


automatically shifts cards from flat to up- — 


right position; cards instantaneously acces- 
sible; reference speedy. Tray units, 
although large capacity, are easily port- 
able; transfer from cabinet to machine 
quick, easy operation; tray unit securely 
hung on special stand, separate unit or 
fitted to accounting machine; remaining 
tray units in cabinet accessible to the rest 
of staff for reference purposes. 

High posting speed continuously main- 
tained without fatigue; accounts within 
easy reach of seated operator; posting ‘'V’’ 
—— rapid return of cards to correct 
place. 

Kalamazoo supply also efficient range of 
complementary equipment which includes 
quickly separated sets of forms and con- 
tinuous stationery, range of 13 well-marked 
shades of paper and cards in 7 different 
weights. 

Visible Recording Equipment: book for 
pen-posted accounts; shows many titles at 
each opening, gives speedy reference to any 
account. Visible sive used for ‘‘signal- 
ling’’ important information. 

Visible Strip Index: book for indexes 
from one-line to five-line typed or written 
entries; take any number of strips up to 
8,000; easy removal of old strips and inser- 
tion of new ones, whilst preserving correct 
index order, 


KARDEX (Library Bureau, Ltd.), 1, 
Leadenhall Street, London, E.C.3. 


Kardex Visible Records: promote clerical 
efficiency, reduce management control to 
=e proportions. Used for Sales, Stock, 

ger and specialized records in every 
and profession. 
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KARDEX VISIBLE RECORD CABINET 


pockets, rapidly manipulated, give clear 
visibility, protect the record and retain 
signals securely. Visible titles give speed; 
posting effected without removal of card. 
Signals indicate action due. Kardex 
principle is simple to install; consultation 
with the Company's trained specialist 
ensures the scheme fitting individual 
management needs, 

Kardex Indexing Equipment: four main 
types: (1) Linedex, with laminated wood 
paper-faced strips, manges together for 
easy typing, sprung into light metal panels 
mounted on desk or wall brackets or rotary 
stands; Houses 100,000 references on 
stand; (2) Interlocking Tube, has trans- 
parent protective sheath for each strip, 
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PRIMUS GIVES 
22 CARAT-TIME 





The correct stationery for all such 
typewritten record-work of which a 
number of carbon copies must be 
kept is 


PRIMUS 


CONTINUOUS STATIONERY 


in conjunction with the continuous 
` form attachment which fits any type- 
writer. Its use emsures the elimination 
of all non-productive operations such 
as insertion and removal of forms, 
inter-leaving carbons. By cutting out 
these irritating and fatiguing tasks, it 
preserves energy and concentrative 
powers, and also ensures 100% 
accuracy. You will find it justifies our 
claim to give you **22-carat’’ operator- 
time. 
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FOR HANDWRITTEN RECORDS the 


The value of time to you is 
governed by output in a given 
period. 


You cannot get full value from 
your employees if part of their 
time is taken up in non-productive 
labours, however hard-working 
they may be. 


Your stenographer, for example, 
may be conscientious and hard- 
working plus—and yet at least 30 
of her working time may be dead los 
to you. 


Ww 


Unless she uses the correct 
stationery, she is bound to waste 
that much time and energy on all 
repetitive record-work such as 
invoicing, works records, inter- 
department notes and records, etc 


YOU 


PRIMUS 


Autographic Register for use with Continuous Stationery 
ensures the same speedy, smooth operation, while a copy 
automatically locked in the machine provides your auditor 


Carter-Davis Lid. 


Queen Elizabeth Street, 


Telephone 


with a check on each transaction. 


London, 
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ideal for usage and public reference; (3) 
Index Visible, permits typing additional 
matter below visible margin; (4) Chaindex, 
consists of small cards chained together in 
Kardex pockets. Cards may be compiled 
from addressing plates and code classifica- 
tion made by signals. 

Planning Devices: Horizontal Planner 
simplifies allocation of work to machines 
and departments; Vertical Planner builds 
up all known forms of bar charts simply, 
flexible in adjustment, limitless for all 
graphic statistics. 

Kardex Tri-Colourgraphs: hold 12, 24 or 
36 charting units. Each fitted with three 





KARDEX TRI-COLOURGRAPH FOR 
VISUAL CONTROL 


transparent coloured strips projected over 
scales by thumb-wheels. Settings are 
positive, rapid and tamper-proof, Sales, 
Production and Financial results shown 
automatically as you set coloured strips. 

Kardex Vertical Visible: equipment for 
accounting machines. All titles visible, is 
self-guiding; can be expanded at any 
point, shows outstanding debits at sight 


and classified follow-up of overdue 
accounts. Absent cards automatically 
signalled ‘‘Out’’; misfiled cards imme- 


diately detected. 

Safe Equipment: specially designed cer- 
tified fire-resisting safe cabinets; protec- 
tion for vital records. 

See. this firm's announcement, page 5I. 





KAYE’S ROTAPRINT AGENCY 
LTD., Cecil House, 57a Holborn Via- 
duct, London, E.C.1. 


Offset Litho Printing and Duplicating 
Machines: power operated Fully Automa- 
tic Standard RKI Model; paper size up to 
14 by 9 in.; thickness from 11 lb. Bank 
to 8-sheet card, any texture; 4,000 impres- 
sions an hour. Automatic features: damp- 
ing, inking, paper feed, cut-out, drive, etc. 

Double-Width Fully Automatic Rjo 
Model: power operated, paper size up to 
20 by 14 in.; thickness from 9 lb. Bank 
to 4-sheet card, any texture; over 5,000 
impressions an hour, Automatic features: 
suction feed, damping, inking, side lay, 
cut-out, joggers, vernier adjustment to 
head and tail lay, drive, electric motor; 
guaranteed ‘‘hair-line’’ register, etc. 

Combined Automatic Sheet and Roll 
Feed RS Model: power operated, automatic- 
ally feeds from sheets in stack, or paper 
automatically cut from roll, at 6,000 im- 





THIS POWER-DRIVEN ROTAPRINT 
CAN HANDLE ANY WORK FROM A 
SIMPLE MEMO TO A MULTI- 
COLOURED FOLDER 


pressions per hour; paper size 8} by 11} in. 

Large Combined Automatic Sheet and 
Roll Feed RGs Model: power operated, 
paper size 17 by 11} in.; similar to RS 
model. 

Rso Junior Printing and Duplicating 
Model: paper size up to 14 by 9 in.; 3,000 
impressions per hour; automatic paper 
feed, motor, etc. 

All models produce single and multi- 
colour work; simply operated; can be used 
by any junior after a few days’ training. 

Service: Offset litho machines backed by 
service to prepare master sheets. Company 
have service factory of over-30,000 sq. feet, 
employing over 250 technicians. Depart- 
ments include: Photographic studio with 
over {2,000 worth of cameras; Typesetting 


THIS LAMSON TUBE 
CONVEYOR IS THE 
LARGEST INSTALLA- 
TION IN THE COUN- 
TRY. CARRIERS ARE 
RECEIVED FROM 
STATIONS ON TO A 
MOVING BAND, CAR- 


RIED ALONG TO 
DISPATCHERS AND 
THERE DIRECTED 


TO DESTIN A- 

TION SHOWN ON 

THE CARRIER IN- 
DICATOR 
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with all modern faces of type; two Mono- 
type casters and two keyboards; platens for 
printing type direct on to master sheets, 
etc.; Photomechanical; Stone and copper 
plate; Mechanical; Binding, Perforating, 
stitching and all services incidental to 
printing trade; Paper department. 

See this firm's announcement, page 4I. 


KODAK LTD, (*RECORDAK” 
DIVISION), Adelaide House, King 
William Street, London, E.C.4, 

‘‘Recordak’’; consists of camera unit and 
projector unit; documents of any length, 
but not exceeding 10% inches width, when 
fed into camera unit are automatically 
photographed in miniature on long strip 
of Kodak film 16 mm. wide. If two copies 
of all documents required, two films can 
be run simultaneously side by side. Opera- 
tion simple; no photographic knowledge 
required; dependent only on manual dex- 
terity of operator in feeding documents 
into machine. Cheques, for instance, can 
be photographed at speed of 4,000 an hour. 
Apparatus includes number of safeguards 
against operative errors and waste of film. 
At any time whole or part of film can be 
unloaded in daylight, sent to Kodak depot 
for development; all-night development 
service. One hundred feet of film will bear 
copies of 2,300 documents ro by 10} in., or 
it originals are smaller number copies 
can be 6,600. Solves storage problem; 
compared with same size paper copies, film 
saves on average 99 per cent of storage 
space, 

‘‘Recordak’’ projector unit is used for 
reference to film records. Appropriate roll 
of film placed in machine by which copies 
are displayed in same size as originals; 
every detail and marking on original 
shown. 


LAMSON ENGINEERING CO. LTD., 
132, Cheapside, London, E.C.2. 

Despatch Tubes: system of steel tubing 
connecting any number of points (or 
stations); carriers for holding documents, 
small parts, etc., travel through tubes at 
high speed; Lamson turbine provides air 
suction power. Double tubes between 
stations allow carriers to be sent and 
received at the same time. Push-button 
control supplied for operating systems of 
few stations but larger installations require 
continuous running plant. For inter- 
cummunication between many stations, 
carriers usually redirected at a central 
station. Central sorting can, however, be 
eliminated by an electrically-operated 
switch system, 

Document Conveyors: Conveyor of V” 
section, two sides being of hardwood or 
metal; bottom formed by continuous 
moving belt. ' 

Overhead Wire Conveyors: hand and 
electrically operated lifts for use in offices 
and factories. 

Designers and Constructors of: conveyor, 
hoist, chute, air conditioning, ventilating, 
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heating, dust collection, fume removal, stores, hotels, factories, etc.; used wherever backrest adjustments Revolving seat 
etc., plants. written record is necessary. with alterable tilt; braced steel tram 
Industrial Vacuum Cleaners: portable Continuous Stationery: Fanfold, Inter- work; domes, renewable rubbi feet 


machines for one, two or three operators. fold and carbon interleaved stationery for castors, and footrests, as requir 
use with business machines of all kinds; 
also special continuous stationery for tele- 
printer installations, 

Parabar Typewriter Attachment: device 
converts an ordinary typewriter into a 
billing machine capable of using continu- 
ous stationery, 

Loose-Leaf Books: all kinds of loose-leaf 
binders, leaves, etc. 

Paragon Register: a machine using con- 
tinuous stationery; Operated by lever, a 
much quicker movement than the usual 
crank. When lever is pulled, forms are 
issued, next form set moves into writing 
position, and one or more unalterable car- 
bon copies are filed in locked security com- 
partment. Machine is used where speed 
of issuing, coupled, with security for 
written records, is required. 


LANCASTER BROS. & CO., Shad- 
well Street Works, Birmingham. 
Envelope Specialists: Red Seal pay 
wallets. Rubber automatic sealing, no 
damping required, only need folding. £ 
and ros. notes project for checking but 
cannot be removed without opening the 
LAMSON TROUGH TYEE DOCUMENT wallet, which is impossible to reseal with- 
CONVEYOR, BOTTOM OF TROUGH out detection. Coins are checked through 
FORMED BY A MOVING BELT perforations at back of wallet. On front 
of envelope is printed details of wages, de- 





Fixed plant; tubing radiates through floors 
and walls, Plants can accommodate any 
number of operators working simul- 
taneously. 


LAMSON PARAGON SUPPLY 


ductions, etc. Responsible executives can 
obtain supply of wallets free of charge to 
carry out one week's test. 

See this firm’s announcement, page 40. 


LEABANK’S MODEL MC OFFICI 


COMPANY LTD., Paragon Works, LEABANK CHAIRS LTD., 56, Kings- CHAIR 

Canning Town, London, E.16. way, London, W.C.2. heights from 14 in. to 34 in. Standard 
Carbon-copy Books: duplicate, triplicate Office Chairs: posture-correcting; teles- office model is padded with high-grade 

and quadruplicate books for use in shops, copic or screw height and double-hinge needle-loom felt; Secretarial Chair is 
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No more torn or damaged Sheets or Statements 





IF YOU USE 


This outfit will enable you to 
reap the full advantages of a 
mechanized accounting system. 


Twinlock Post-Haste Ledger 
Sheets are specially designed 
to speed up and make smoother 
machine-posting. 


The unbroken feeding-edge 
eliminates fouling or tearing 
of sheets in the machine. It 
also enables the operator to 
feed sheets into the machine 
more rapidly. 


The Twinlock Binder allows 
ample room for expansion and 


Our special Advisory Department is at your disposal, secures the sheets and state- 
gratis, at any time for all machine-posting problems, ments in perfect alignment. 


PERCY JONES [77:44] LTD. 


CHANSITOR HOUSE 





CHANCERY LANE 


LONDON . W.C.2 











POST-HASTE Machine-Accounting Equipment 
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me har cal simila 5 but ashioned with 
Dunlop latex rubber. Luxury class is 
Senior Office model with height limits 
18 in. and 23 in., coil spring or Dunlopillo 
seating; Executive chair, similar but has 
padded arms and a general refinement. 
All models manufactured in brown, leaf 
green, olive or black rexine, brown or leaf 
green moquette, wulatex or hide; other 
finishes supplied. , 

Factory Chairs: range from simple, non- 
adjustable, backless stools to fully-adjust- 
able, revolving chairs, in seat heights from 
14 in. to 34in. Obtainable with plain 
wooden or rexine upholstered seats, or 
scientific form-fitting seats; strongly 
built; model for every purpose. 

See this firm’s announcement, page 54. 


MAGOWAN & CO. LTD., 7-8, 
Stationer’s Hall Court, London, E.C.4. 

List Finder; desk pad for finger-tip con- 
trol; springs open at touch to any letter. 
Cards have 1,380 spaces for ‘phone num- 
bers; names, addresses, price lists, rates, 
formulas, customers’ lists, etc. Silver 
finish; metal base with rubber feet. When 
used as firm's advertising gift, transfer 
affixed to top with firm's advertising 
matter, 

Pareelads Self-printing. Tape Machine: 
prints as it seals, cuts packing costs (one 
foot of tape can be made to do work of 
seven feet of string). Seals parcels against 
dust, dirt and pilferage, eliminates untidy 
ends. Tapes supplied 1 to 3 in. widths. 
Machine prints any type of simple 
announcement on tapes or will issue and 
seal with plain tape. 

Company Also Supplies: business 
machines of various kinds for use in 
office or factory. Range includes: letter 
openers, envelope sealers, folding machines, 
stamp fixers, staplers, etc. 

See this firm's announcement, page 45. 


MASSON SEELEY & CO. LTD., 14, 
Howick Place, Westminster, S.W.1. 


Unit for Producing “Point of Salė” 
Display Matter: process of colour-printing 
specially suited to short or medium runs 
(up to 5,000). Particularly effective for 

uction of showcards, cut-outs, win- 
dow-bills, etc. Unit is operated by user's 
staff under his own control. Produces first 
class results with time saving of at least 
500 per cent and saving in cost from 30 
per cent to 60 per cent. Equally effec- 
tive work on card or paper, wood, leather, 
silk, satin, velvet, crépe de Chine, celluloid, 
cellophane, ebonite, and by indirect pro- 
cess, glass. For all classes of work econo- 
mic production minimum is one. For 
retailers whose requirements seldom call 
for repetition work a unit specially suited 
ei production of individual cards is avail- 
able, 

Products are backed by service, includ- 
ing studio, training and periodical super- 
vision of operators, commercial reséarch 





and advisory service, etc. Masseeley 
Users’ Magazine, a bi-monthly production 
written to assist users, is circulated free. 


See this firm’s announcement, page 65. 


MATTHEWS & SON, LTD., 16-18, 
Yates Street, Aston, Birmingham, 6. 


Manor Filing Cases: for storing old corre- 
spondence. Eliminates use of expensive 
equipment for filing “‘dead’’ matter, etc.; 
abolishes untidy paper parcels, 

See this firm’s announcement, page 52. 


MERCEDES STERLING BOOK- 
KEEPING & CALCULATING MACH- 
INES, LTD., Mercedes House, Thavies 
Inn, Holborn Circus, London, E.C.1. 


Sterling Book-Keeping and Calculating 
Machines: accounti mechanism and 
typewriter section on all Mercedes machines 
operated by electric motor; touch is one- 
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fortieth that of manual machine; perfect 
impression, irrespective of operator's 
characteristics; pressure gauge on front of 
machine can be altered when required to 
compensate for extra copies or thickness 
of cards, etc.; lightness of touch not 
affected. 

Complete visibility; extended line finder 
enables operator easily to read work done; 
line-up judged from whole of printing on 
sheet. 

Carriages: in addition to specialized car- 
riages such as Contabil and Double Car- 
riage, front or back feed carriages available 
in many widths. Auxiliary ribbon sup- 
plied; exclusive patented device; combina- 
tion of standard ribbon with auxiliary pro- 
duces ribbon impression on statement, 
duplicate statement and ledger card, elim- 
inating use of carbon paper. Two auxiliary 
ribbons producing five ribbon copies can 
be fitted; this arrangement particularly 
suitable for order sets, invoice and other 
multiple forms. Accounting section has 12 
figure keys only, arranged that fingers, after 
short time, fall naturally into key positions, 
visual selection unnecessary; blank key 
tops often specified. 

Double balance registers, obtainable on 
all models; common for monthly, progres- 
sive and turnover balances to be given in 
one line of work. On ‘‘B”’ class machine 
possible for registers to be used in variety 











THE MERCEDES ALL-ELECTRIC 
TYPEWRITER 


of combinations, such as both sterling or 
both currency, one sterling and other cur- 
rency, sterling and quantity or both 
quantity. 

Direct subtraction: in every register; cor- 
rection of errors simple; items entered in 
direct subtraction printed in oblique type; 
easily distinguishable. 

Star proof ensures accuracy of all results; 
this feature on full accounting machine is 
entirely automatic. 

“B” Class General Model: adaptability 
enables model to be applied to almost all 
accounting requirements; from straightfor- 
ward ledger posting, with 2 vertical totals 
and cross adding mechanism, to columnar 
analysis extending over 25 or more 
headings. 

“Plex” Class: five different models; 
pey for handling straightforward 
edger work; enables debits and credits to 
be posted and up-to-date balances pro- 
duced as easily as typing a letter. Auto- 
matic balance feature. 

“B” Class Double Carriage Model: 
specially for stockbrokers’ work such as 
contract notes; pay-roll; applications re- 
quiring simultaneous production of vertical 
docket with horizontal columnar analysis, 
Model's two carriages work simultaneously 
but independently of each other; smaller 
moves up and at same time across larger 
carriage; spacing automatic. 

“B” Class Contabil Model: feed, spacing 
and ejection all automatic; irrespective of 
number of lines on previous form, up to 
certain maximum, machine will, upon com- 
pletion of form, space up automatically to 
first writing point on following form. 
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Continuous Form Machine: electri ally 
operated keyboard; pressure gauge enables 
many copies to be taken at one typing with- 
out additional operative effort. 
See this firm’s announcement, page 39. 


MERCEDES TYPEWRITER CO, 
LTD., Mercedes House, Thavies Inn, 
Holborn Circus, London, E.C.1, 

Electric Typewriters: claims 30 per cent 
more output at same labour cost, especially 
with continuous stationery, 20 carbon 
copies obtained in one operation. 

Standard Typewriter Model 6; automatic 
key-set tabulator; 90 character keyboard; 
individual touch control gives maximum 
comfort to operator at minimum cost; 
easily dismantled into three main parts 
(carriage type unit and frame), simplifying 
regular inspection and cleaning; carriage 
and type basket interchangeable. 

‘Selecta’ Portable: dual-action; stream- 
lined; four bank standard keyboard; com- 
plete with case. 

Popular Portables: have standard four 
bank keyboard. Two models: ‘‘Prima’”’ 
with single colour ribbon; ‘‘Superba’’ with 
two colour. 


MILNERS’ SAFE CO. LTD., 12 and 
13, Newgate St., London, E.C.1. 


Lockers and Cupboards: clothes-locker 
combinations; accommodation for 8 per- 
sons in half normal space needed. ire, 
damp, vermin and pilfer proof; consist of 
8 private, 2 wardrobe compartments; doors 
louvred for ventilation; usual fittings. 
Pigeon-hole cupboards for catalogues, sta- 
tionery, etc. rs reinforced and secured 
by 3-way bolts, 6-lever locks; single door 
cupboards divided by upright partitions 
into 2 compartments 12 in. wide; double 
door models divided into 3 compartments 
either rọ or 12 in. wide; additional adjust-_ 
able shelves as needed. Range of models 
6 ft. high, 18 in. deep, varying in widths 
from 24 to 36 in. 

Filing Cabinets; ‘‘Mersey'’ model; quarto 
and foolscap types both have 4 drawers; 
former weighs 205 lb., latter 224 lb. Ex- 
terior dimensions, quarto: 52 in. high by 
16} in. wide by 24% in. deep; foolscap: 52 
in. high by 19} in. wide by 24% in. deep. 
Filing space per drawer: quarto, 20} in.; 
foolscap, 20} in. Card Index cabinets: 
dust, vermin proof; drawers have compres- 
sor guides, giving simple adjustment for 
card filing. Models: one to 8 drawers; 
three sizes for card filing; cards 5 by 3 in.; 
6 by 4 in.; 8 by 5 in. 

“Mersey” Desks: single and double 

destal models; desk top sizes 48 by 34 
in. and 60 by 34 in. respectively. Single 
type has 3 box drawers or one box drawer 
and one filing drawer; double type has 3 
box drawers in one pedestal, one box 
drawer and one filing drawer in other 
pedestal, British steel throughout: stove- 
enamelled dark green. 

Steel Shelving: fixed, extensible or ad- 
justable type; open or solid backs; sections 
are interchangeable; reinforcement to suit 
requirements. 


THE MISCELLANEOUS TRADING 
CO. LTD., 134-135, High Holborn, 
London, W.C.1. 


Office furniture: desks, cabinets, files, 
general — etc.: manufacturers of 
drawing ds, tee squares, ‘‘Quickset’’ 
drawing tables and the ‘‘Ouickset’’ Photo- 
graphic Enlarger. This machine is a ver- 

i model, 19 in. by 17 in. with cross 
battens, finished black. Upright column 
is a solid steel tube goin. in length welded 
to a large base plate screwed to the under- 
side of the baseboard. Column is standard 
fitting, enabling big enlargements to be 
made: 7 diameters or about 20 by 15 in. 
from a 3} by 2} in. negative. Any good 
lens of 4 or 4} in. focal length can be used. 

















The Leading Authority on 


Office Machines & Equipment 


The Office Machine Manual—published 1 
in loose-leaf form—gives complete and u 
information on existing appliances 
abreast of current developments. Its surs 
world-wide, being conducted in collaboratios 
similar organisations in America, 
Continent. 


ind 


and 


A strong binder, sent annually to each sul 
enables the loose-leaf pages of the Manua 


filed for easy and permanent reference. 


In addition to the monthly reports, subscribers ar 
entitled to ask the editors for any reasonable informa- 
tion on any kind of office machine or appliance. All 
such enquiries receive prompt and expert attention 


First Subscription £4 4 o (includes monthly 
from September 1936 to December 


1938 
binders). 





Annual Subscription thereafter {2 2 


OFFICE MACHINE MANUAL 


Editcrs: International Office Machines Research, Limited, 154 Fleet Street, London, E.C. 4 
Publishers: Gee © Co. (Publishers), Ltd., 6 Kirby Street, London, E.C. 1 


MERCEDES 


EXPRESS 





The Mercedes Express” Typewriter is the office machine for speedy writing. Its reliability 
is unsurpassed — its performance is perfect under the most exacting demands. The 
moderr design enhances the popularity of this machine. Chief among the many 
advantages to the operator is the light easy shift action, equal touch of all keys, 
simple method of platen release adjustment and the easy method of adapting the 
machine to all speeds, which enables the operator to attain high writing speed. 


The Mercedes “Express” can be supplied with carriage widths as follows: (24, 
26, 30,37, 47, and 60 cm.) 10”, 11, 12”, 14”, 18”, and 23”. 


MERCEDES 


BUROMASCHINEN-WERKE A.G. ZELLA-MEHLIS IN THURINGE?T 
GERMANY 





MERCEDES TYPEWRITER CO., LTD. 


Mercedes House, Thavies Inn, Holborn LONDON | 
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Bs Two models: Standard and Model B. 

- Latter is for miniature negatives and is a 
modification of standard model. : 

See this firm’s announcement, cover ii. 


MOORE’S MODERN METHODS 
Bee 12, Saint Bride Street, London, 


Loose-Leaf Ledgers and Record-Keeping 
Books: loose-leaf ledgers, sizes 8 by 10 in., 
9 by trin., rr by 12in., 12 by Irin., 
and 13 by 12in. Various rulings. New 
5 by 8in. record forms now added to 
standard rulings for keeping all kinds of 
records and accounts. 

Visible Loose-Leaf Books: ‘‘Nimblex’' 
multi-post binder, size 14 by gin., dis- 
plays 25 records, size 5 by gin. Auto- 
matic shift bar for insertion or removal 
of sheets. Standard rulings for many 
routine records. 

Multiple Sets of Forms: ‘‘Duplicata’’ 
method ensures register of typewritten 





details. Sheets of set are gummed 
E, together. After all forms in set are type- 
A” written (one operation), gummed margin 


is torn off at a fine perforation, leaving no 
trace of gumming. Suitable for all systems 

that need carbon manifolding. 
Machine Accounting Equipment: ‘‘Moor- 
, safe’’ lightweight card drawers, made in 
S skeleton form from a ial aluminium 
4 alloy, rest on triple slide extension arms 
fitted in fire-resisting safes or cabinets, 
p- Drawers stocked in several sizes; safe can 
, be made for any number of drawers. 
Capacity of drawers 1—1,000 cards. 
“Fleet” steel posting trays: drop fronts, 
e tilt —— Accounts, after posting, 
can be clamped into solid block. Non-slip 
base prevents cards from slipping. 
Capacity 1—1,000 cards. Five standard 


+ 


A sizes. Adjustable trolleys hold two trays. 
y “Fleet-Rail’’ travelling equipment: 
trolley, bearing posting trays, runs on 


rails into fire-resisting tunnel. Finger 
touch brings any tray to convenient 
position for posting. Trolley, trays and 
‘ track enclosed in locked tunnel when 
posting is completed. _ 
“Moore-Visible’’ high speed visible 
machine accounting system. Unit of 
System is a “pack” made of ‘‘stepped’’ 
pockets arranged that edge of each pocket 
is visible; edges covered with transparent 
celluloid behind which designations are 
clearly visible. Signals, under celluloid 
$, strips, allow almost unlimited classifica- 
3 tion. Packs housed in trays or drawers 
i$ as required, e.g., “Fleet,’” ‘‘Fleet-rail.’’ 
'“Mooresafe,” etc. 
“Moorespeed’’ loose-leaf binder: auto- 
x matically opens for posting when placed in 
Moorespeed’’ tray. Sheets have straight, 
unbroken edges; can be inserted in any 
book-keeping machine. Any size from 
6 in. width of sheet. ‘‘Moorespeed’’ com- 
bined stand and tray takes four binders: 
2,000 accounts in 1 sq. ft. of floor space. 


is A TA ONAE CASH REGISTER 
b s -216, Marylebone Road 
London, N.W.1. X ‘ 
Accounting and Statistical Machines: 
comprehensive range for all types of work. 
Latest addition is machine with exception- 
ally high performance on all types of bill- 
ing, invoicing, ledger posting, statistical, 


work, etc. 

Two models available, the (ror) or the 
(111); difference between the two is that 
latter model is equipped with subtract 
mechanism; feature includes fully auto- 
matic credit balance with necessary red 
ribbon printing. Machine specification 
provides following features :— 

(1) All records mechanically handled, 
Operator has only to select documents to 
be posted and place them on table. 
Machine will automatically feed form into 








dividend warrant and summary writing- 


printing position, align it to necessary line 
of entry (whether it be first, last or other 
intermediate line on form), and select neces- 
sary column without any attention on 
part of operator. It therefore eliminates 
all hand and eye alignment and tabulating 
carriage. Upon completion of. record 
machine will automatically eject forms 
and stack them in exactly same sequence 
as they were fed into it. 

(2) All records printed simultaneously in 
original ribbon prints; no carbons neces- 





ONE OF “NATIONAL'S” LATEST DE- 
VELOPMENTS, HIGH-PERFORMANCE 
ACCOUNTING AND STATISTICAL 
MACHINE 


sary. Machine will produce as many as 
seven simultaneous original prints. 

(3) Any width of description is obtain- 
able. z 

(4) Thirty totals may be had, each pro- 
vided with own item counter for recording 
number of transactions affecting each 
total. 

(5) All control keys motorized, eliminat- 
ing motor bar operations. 

(6) Tabulating carriage and all external 
moving parts eliminated; separate printing 
mechanism provided for every column of 
forms. 

(7) All dating automatic; automatic con- 
secutive number may be provided. 

(8) Red and black ribbon printing in any 
column wherever desired. 

Machine measures only 18 by 20 by 27 
in.; is capable of producing orthodox 
statement, ledger and proof sheet simul- 
taneously in original ribbon print without 
use of repeat print cycles. Same applies 
to dividend warrant and summary, pay- 
roll, employee's history card and envelope; 
electricity bill and ledger card or rate 
demand and ledger card. The thirty totals 
split if required; selected by motorized key 
depression. No part of machine operation 
except putting actual figures on keyboard, 
is left to human element. Degree of error 
possible reduced to negligible proportions. 

See this firm's announcement, page 6. 


THE NATIONAL TIME RECORDER 
CO., LTD., Aquinas Street, Stamford 
Street, London, S.E.1, 

National Time Recording Systems: com- 
prise electric master clocks, time recorders 
and card time recorders. Master clocks 
control any number of time recorders and 
secondary dials; suitable A.C. or D.C. 
mains; bell ringing system, programme 
devices with automatic cut-outs for week- 
ends; time recorders are spring driven, 
synchronous drive A.C. mains or electric 
master clock control; card time recorders 
supplied for all types of time recording, 
job costing and shift workers 

Model “A”: prints in one colour; incor- 
porates National patent check action which 
prevents overstamping; all cards easily 
checked at end of week. Model 206 prints 
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in two colours; all irregular times auto- 
matically printed in red; combined with 
check action device, this ensures 75 per 
cent auditing on cards being done auto- 
matically. Models have automatic column 
adjuster or are hand operated. 

Series Models; 501, 502 print one colour; 
540, 550 print in two. Column selector 
operating ‘‘In’’ and ‘‘Out’’ lever is auto- 
matic. Models with ‘‘day indication’’ but 
hand operated in column selector are: A.1 
(one colour); 325 (two colours). Without 
patent check action but with day wheel 
indication and hand-operated column 
selector are models 12 (one colour) and 246 
(two colours), 

“Chipit’’ Model: unlimited number regis- 
trations can be recorded day or week; suit- 
able for checking shift workers and irregu- 
lar timers. Patent duplex handle auto- 
matically locates records for ‘‘In’’ and 
“Out” or “On” and ‘‘Off,”’ speeds up re- 
cording operation. Patent check action 
and two-colour printing may be fitted. 
Super Automatic ‘‘Clipit’’ model: similar 
to ordinary “‘Clipit’’ but no operation be- 
yond placing card in receiver necessary. 

“Light” Model; for firms with small 
number of employees; prints day, hour and 
minute. Models 14 and 241 (one colour); 
142 and 251 (two colours). 

“Autograph” Model: no signature can 
be made until time record is printed; un- 
tamperable. Available in several models 
including Standard Autograph and Port- 
able Autograph. 

“Universal” and ‘‘Universal Portable” 
Job Time Recorders: for pocnes cost- 
ing; works progress can be taken up or 
suspended any time, correct time record 
shown. Machines print on any size card 
or work sheet; suitable for any trade. Auto- 
matically prints month, date, day, hour 
and minute. 

Automatic Time Stamps: prints minute, 
hour, date (changing automatically) month 
and year. 8-day lever movement or syn- 
chronized drive; all mains or master; for 
all purposes where portable, automatic 
time recorder is needed. 

Key Time Recorder: simple machine to 
register times of staff going on or off duty 
during day. Engraved number key sup- 
plied to each employee; keys print number 
of key and time of coming or going simul- 
taneously on roll of paper. 

Radial Recorder: daily, bi-weekly or 
weekly time records; weekly sheet may be 
extended to include wages analysis; several 
models available. Automatic type require 
no setting “In” or “Out levers. All 
models have two-colour ribbons, printing 
irregular times in red; time sheets under 
lock and key but inspectable at glance. 


OFFICE EQUIPMENT CO., 113, High 
Holborn, London, W.C.1. 


Office Furniture: desks, filing cabinets 
(wood and steel), plan cabinets, safes, type- 
writers, adding machines, and so on. 

See this firm’s announcement, page 59. 


OZONAIR LTD., Longmoore Street, 
London, S.W.1. 


Ozonizer Types 128: for deodorizing, 
purifying, freshening atmosphere in offices, 
basements, lavatories, etc., up to 2,000 to 
4,000 cu. ft. Power consumption about 
5 watts; equivalent 200 hours working per 
unit. Three models: 128S (Standard); 128D 
(double strength); r28DR (with regulation 
for 4 strengths of Ozone). 

Detachable Fan Fitting: independent of 
ozone circuit. Power consumption 25 
watts, equivalent 4o hours working 
unit. Fan is for fitting to Types 128 men- 
tioned above. 

Ozonizer Types 31 and 32: for offices, 
etc., up to 3,000 to 5,000 cu. ft. Complete 
with enclosed fan. Power consumption 
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METERED MAIL.... 


creates Prestige 7 


The contents of your outgoing mail deserves more 
than the recipient’s mere acknowledément They 
deserve his recognition and respect. 


41 





















In the few fleeting moments when his eye scans 
the plethora of enveloped mail piled on his desk, 
the metered mail-mark on your correspondence 
will cause his eye to sparkle with friendly recog- 
nition, and his mind to associate your compan) 
with others of high standing who travel in the 
same company. 

The metered mail-mark is a silent ambassador 
which secures a higher-than-average respect tor 
the contents of an envelope so marked. it costs 
no more than ordinary posting methods and in 
addition provides an infallible check on postage 
costs. 


UNIVERSAL POSTAL 
FRANKERS LIMITED 


SHOWROOMS : 99/101 REGENT ST., W.!. 


OFFICES & WORKS: 1/7 CANONBURY ST., LONDON, N.1 
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Ozonizer Types 26, 27, 26D: for offices, 
workrooms, etc., up to 5,000 to 6,000 cu, 
ft. Type 26D, A.C. only; about double 
capacity of Type 26. Ozone generator, 
transformer, etc., contained in ornamental 
metal base; air inlet fitted with renewable 
copper gauze air filter; rotary action switch 
for regulating fan. Power consumption 
49 to 60 watts, equivalent 25 to 18 hours 
working per unit. 

Punkah Ceiling Ozonizer: for spaces of 
4,000 to 6,000 cubic feet; power consump- 
tion rro to 130 watts. Standard blades 
have 44 in. sweep. 

Ceiling Ozonizer: similar to 
model but without fan. 

Portable Apparatus: for refrigerated 
stores, general purposes. Consists of 
ozonizer, fan and step-up regulating trans- 
former. Converter supplied for D.C. 
Three sizes: T.N.15 and 16 for 10,000 cu. 
ft. spaces; T.N.17 and 18 for 20,000 cu. ft. 
spaces; T.N.19 and 20 for 40,000 cu. ft. 
spaces. 

Air conditioning Apparatus: humidifiers; 
acts as purifier, cleans air of solid matter. 
Two sizes: H.I. for spaces about 2,000 to 
3,000 cu. ft.; H.2 for spaces about three 
times that of H.r. 

Air Conditioning Units: for heating, cool- 
ing, humidifying, de-humidifying, clean- 
ing and purifying. Silent running fan; 
Ventex filter; Ozonair apparatus; power 
consumption about 120 watts. Made to 
any specification. 

Industrial Apparatus: purifies, invigor- 
ates atmosphere in factories,. warehouses, 
etc. Standard size capacity: 6,000 to 
8,000 cu. ft. Power consumption, 80 to 
too watts, 

See this firm’s announcement, page 5. 


PEL, LIMITED, Oldbury, Birming- 
ham, 


“Pel” Tubular Steel 
general and executive offices. factory, 
stores, showrooms, etc. Combines light- 
ness with exceptional strength; easy to 
move and keep clean; has maximum resist- 
ance to wear and heavy usage. Slightly 
higher first cost counterbalanced by length 
of life, saving in labour, improved hygiene; 
in keeping with modern office architecture. 
Chair range includes: nesting type; nesting 
arm-chair; (hundreds of nesting chairs can 
be stacked in quick time—3z men, for 
instance, can stack over 400 in 20 minutes); 
all varieties of upholstered steel tubing 
chairs and arm-chairs. Office settees made 
in usual variety of styles. Stools, fixed or 
moveable, in usual styles. Steel tubing 
tables, all sizes for general or executive or 
typist use, available with wood, hide, 
Rexine, glass, etc., tops; double or single 
pedestal of drawers, etc. `“ 


POWERS-SAMASACCOUNTING 
MACHINES LTD., Powers - Samas 
House, Holborn Bars, London, E.C.1. 


Mechanical Accounting Equipment: 
Fastest known method of recording data 
is by punching holes in cards and this is 
the basic principle of Powers equipment. 
Cards are perforated by punching machines 
in predetermined positions to represent 
specific values, quantities, descriptions, 
etc. They thus become permanent un- 
changing documents; can be mechanically 
classified in a sorting machine; automatic- 
ally tabulated in the Tabulator. This 
translates punched holes into words and 
figures and prints the information on state- 
ments, invoices, ledger sheets, payrolls, 
cost statements, etc., etc. 

There are three standard sizes of equip- 
ment available to suit all sizes of business 
and every type of work. Of particular in- 
terest are the small Powers-One machines, 


Punkah 


Furniture: for 





AT > ‘ 7 ft, al 
with their high-speed Tabulator and rapidly 


punched inexpensive cards measuring 
only 2} by 2 in, and providing 21 columns 
of information. Introduced a little over 
twelve months ago, these machines have 
established themselves. They have been 
very successful as auxiliary equipment for 
all rapid classification and analysis work; 
speed at which analysis are obtained and 
exceptional economy of working are the 
reasons. ; 
'"Powers-Öne” equipment is being used 
by governments, county councils, borough 





THE “POWERS-ONEẸ'' 


councils, railways, insurance companies 
and nationally known industrial concerns 
for such work as treasury accounting, mar- 
ket statistics, teachers’ salaries, mileage 
statistics, sales statistics, waybill valua- 
tions, payroll deduction analysis, water 
billing, stock control, etc., etc. All inter- 
ested in modern accounting methods would 
find it worth while investigating these 
machines. 


PSYCHOLOGY PUBLISHING CO, 
LTD., 3, 5, & 12, Queen Street, Man- 
chester, 2. 


“Hartrampf's Vocabularies” and other 
business books; Hartrampt's book of 540 
pages provides a key to words and ideas. 
A unique feature is the Idea and Word 
Chart. Key-words and numbers in its 
radial divisions refer to corresponding 
word-groups which contain words having 
different shades of meaning related to the 
key-word. These and the alphabetical 
index, dictionary style, help towards 
wider and more accurate expression in 
speaking and writing. 


PYRENE CO. LTD., Great West 
Road, Brentford, Middlesex, 

“Conquest” Fire Extinguisher: soda- 
acid type; range of “‘break-bottle’’ and 
““turnover’’ models of 2 gallons capacity; 
extinguisher particularly effective on freely 
burning materials such as wood, paper, 
cloth and upholstery. 

“Pyrene” Fire Extinguisher: operated 
by double acting rotating pump; projects 
powerful continuous jet of fire-killing 
liquid. Liquid converted into heavy 
cohesive vapour on coming into contact 
with flames; particularly suitable for pro- 
tection of motor vehicles; safe against high 
voltage electrical short circuits. Made in 


“Standard” I quart) and “Junior ( 
pint) sizes. 

“Phomene”’ Fire Extinguisher: projects 
dense blanket of foam which rapidly 
spreads over surface of blazing liquids; 
completely extinguishes flames. Operates 
by simply being turned upside down; sizes 
— and 2 gallon. 

“Pyrene” Everyway Hose Reel: permits 
application of water by untrained persons; 
specially designed universal pulley enables 
hose to be run out in any direction; out- 
ward movement of reel not needed. 

“Pyrene” Foam-Making Branchpipe: 
portable unit; generates ‘‘mechanical’’ 
foam in large quantities. F.B.2 Model used 
to deal with blazing oils, spirits, industrial 
alcohols and solvents. Capacity 650 gal- 
lons of foam per minute. 

“Pyrene” Co. Fire Appliances: hand ex- 
tinguishers, 2, 4, 7 and 12 Ib. capacity; 
portable trolleys 50 and roo Ib. el epi 
fixed installations to suit specific industrial 
requirements, 

“Pyrene-Pulsometer’’ Trailer Type Fire 
Engines: two models, “W.P. 120 — 
capacity 120-150 G.P.M. and “W.P. 350” 
—capacity 350-500 G.P.M.; motor driven 
pumps; capable of dealing with big oùt- 
breaks; easily manceuvred into positions 





-PYRENE’S TWO-GALLON TYPE 
EXTINGUISHER 


inaccessible to larger fire engines. Both 
120 G.P.M. and 350 G.P.M. pumps sup- 
plied under H.M.O.W. contract for require- 
ments of Home Office Emergency Fire 
Brigades Organization, 

General Fire Appliances: include hose, 
hydrant valves, branchpipes, standpipes, 
couplings and other fittings for general fire- 
fighting purposes. 


RATNER SAFE CO. LTD., 48, Bread 
Street, E.C.4. 


Safe Cabinets; protect records from fire, 
contain filing drawers for 8 in. by 5 in. 
cards; also quarto and foolscap filing 
drawers and other light steel equipment. 
Cabinets are insulated all round; made on 
lines of heavy fire-resisting safes. Used as 
dual purpose containers, with the upper 
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DICTOGRAPH 
INTERNAL 


TELEPHONES || this 
because they facilitate va lu A b le 


speedy intercommunication and put him into instant 
contact with his fellow executives, secretary, or others 

with whom he wishes o confer daily. Dictograph Tele- 
phones are installed in thousands of municipal and 
commercial undertakings throughout the country. 


VISUAL INDICATION, 
OF SOURCE OF CALLS 


Reveals identity of caller and enables 
executives to ignore inward calls if engaged. 











| D LOOK IN IT WHERE YOU WILL—WI 
* CONFERENCE WITHOUT REST— THERE IS A MESSAGE OF Sut 


CONCOURSE | The “Guide to Careers in 
Th 7 . Dë Secretary ship, Accounta ney 
ree or more associates can converse at tne Law and Commerce" eae | 
same time, lished by the Metropolitan Col- 
lege, St. Albans, is veritably an 
DIRECT CONNECTION atlas of the world of Commer- — 
i cial Success. Every young 
E PE N A +3 business man should own it, 
Contact 18 Instar taneous, The simp le raising no matter what his plans and 
of a key gives immediate connection with any | intentions for the future. 132 E 
part of your organization. pages of valuable information, | 
and a priceless stimulus to be 
| f up and doing. And itis FREE. 
= J Conferences can be held among the various | Convincingly it tells how, with 
members of your organization with the same | the least time and expense, 
facility as though each one were in the room. | while following MS, usua oren- 
pation, anyone with average 
Questions can be asked and answered—instructions ability can obtain invaluable | g 












given and acknowledged—even more quickly and professional examination diplo- 
Chartered Institute of Secre- ¥ 
i taries, London Association of | mandia 
The “Metropolitan College is 
| N T E R N A i the premier organisation for 
l postal tuition in the British 
3 _ | æ* J recognised professional EXA- 
l : ations the “M.C.” presents : VEL 
| : more successful students than | (Cross out Gui 


quietly than if tkey were delivered in person. mas, such as those of the | for whom you % 
43 : Certified Accountants, ete., or | fed Ma k = * 
| a sound practical business | Coupon Tou 
training without examinations. eon pon — 
ETROPO 
T E i E Empire. Year by year at 
all other postal training centres 
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drawers omitted. This leaves room for 
books, ledgers, etc. 

Deposit Safes: fire, fall and thief-resisting 
type with trap in top, back or side to 
hold money wallets. Trap so designed that 
wallets must be ejected into bottom of safe 
before trap will close. No wallets can be 
recovered until main safe door is opened. 
Traps are sometimes fitted with locks, in 
which case every depositor holds a key. 
Standard size wallet is 8 in. by 7 in by 
3 in.; other sizes can be accommodated. 


THE RELIANCE TELEPHONE CO. 
LTD., Goschen Buildings, 12-13, Hen- 
rietta Street, London, W.C.2. 


Specialists in Manufacture: and installa- 
tion of telephone equipment of every des- 
cription, person finder systems, alarm and 
signalling equipment, etc. Feature is pro- 
vision of complete installations on rental 
basis, saving need for capital expenditure, 
maintenance cost, etc. All installations 
carry 14-year guarantee of efficient 
service. 

Loudspeaking and Intercommunication 
Telephone Systems: push-button type, 
from two lines upwards. Conversation 
can be carried on without holding re- 
ceiver—reply is heard aloud. Loudspeaker 
"cut-out" when privacy is required. Light 
signals show on master station who is 
calling. Priority is provided for main 
executives. Full intercommunication is 
obtained throughout system. Made in 
various standard and special finishes to 
match furniture and decorations. 

Private Automatic Exchanges: made in 
various sizes. Apart from full intercom- 
munication and secrecy, can incorporate 
executive's right-of-way, loudspeaking and 
person finder facilities, conference calls, 
etc. Particular feature: only two wires 
required to each instrument, no matter 
how many lines connected to system. 

Company's experts are available to ad- 
vise or assist in the drawing up of schemes 
or preparing estimates. This service is 
available free of charge. 


REMINGTON TYPEWRITER CO. 
LTD., 100, Gracechurch Street, Lon- 
don, E.C.3. 


New Model Noiseless: 23 mechanical im- 
provements including pressure printing de- 
vice on all type keys to eliminate noise; 
needs only one-third effort to operate com- 
pared with standard machines. Attach- 
ments supplied for continuous stationery, 
record cards, carbon ribbons for hecto- 
graph work, etc. 





MODEL 124, ONE OF THE CROSS 
ACCOUNTING MACHINES 


Model 16 Standard: drop-spoon carriage 
return lever; dustproof ribbon spools; 
margin release on centre of carriage scale; 
simple tabulator central above the key- 
board. Attachments for continuous sta- 
tionery, index cards, stencils, etc. 
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Models 30 and 31: similar to Model 16 
with addition of 10 key decimal tabulator. 
Column position stops operated by two 
keys, one selecting stops as required, the 
other clearing them. Model 30 has standard 
88 characters, Model 31 special 92 character 
keyboard. Both machines have usual style 
types and language keyboards. 

Noiseless Portable: noiseless type bar 
action principle as Remington Standard 
Noiseless; 88 character keyboard; all opera- 
ting features of Standard (except tabulator). 

Victor Portable: two models, Victor “T” 
and Victor “S”. “T” model fitted with 
adjustable 5 stop tabulator; ‘'S’’ model 
has.5 space automatic paragraph key. 


Portable 5 T. and 5 Par: similar to Victor 
T and S, but designed to fit smaller case 


and fixed to baseboard. 


E ES 





REMINGTON MODEL 80 FANFOLD 


MACHINE 


Home Portable; full standard keyboard; 
essential operating features of Standard 
model; standard English keyboard only. 

Ribbons and Carbons: complete range of 
typewriter supplies and accessories for 
every kind of office machine, etc. 

Line-a-Time Copyholder: stands behind 
typewriter in direct line of sight. Notes 
move upwards always at correct reading 
point, 

Remington Model No. 20; typewriter for 


accounting work. Back or dual (front 
and back) feed. No adding mechanism; 
carriage widths: 10.5, 12, 14.5, 18.5, 


24.5, 27-5 in.; carriage return manual or 
electric; manual keyboard; all-caps type; 
10 stop tabulating keys and palm tabula- 
tor; keyset tabulating stops. Features sup- 
plied when required: date printing key; 
quick insertion lever; automatic tally roll; 
twin cylinder; independent front feed; 
end stops; oblique figures. 

Model No. 122: for any accounting work 
where vertical totals only required; ster- 
ling, weights or other denomination. 
Features supplied when required as above. 

Model No. 124: one of Remington Cross 
Accounting Machines, provides automatic 
column totals in sterling or other denomi- 
nation; at same time provides cross cast 


to arrive at cross total of each line, or’ 


balance of each account; direct subtraction 
in all vertical adding registers and into 
cross adding register; has single cross regis- 
ter; other specifications as model 122. 
Features supplied when required: as on 
model 122. 

Model No. 128: Cross Balancing machine; 
adds and subtracts across only, without 
giving vertical totals. Single cross totalizer 
supphed; sterling or any other denomina- 
tion, All types of accounting work, as done 
on models 122 and 124; same facilities for 
collation of forms; other specifications 
similar model 122. Features supplied when 
required: as on model 122. Machine also 
supplied fully electrified (Model No. 88). 

Model No. 8e: fully electrified typewriter 
for accounting records; no adding mecha- 
nism; back feed or dual (front and back); 
easy insertion, alignment of various related 
forms for simultaneous entries. Electric 
carriage return; keyboard fully electrified; 
all-capital type; tabulation manual or 





automatic, downward pressure electrified 
tabulating keys and paim tabulator; auto- 
matic tabulation moves carriage automa- 
tically; interchangeable stops and form 
bars. Features supplied when required: 
as on model 122. 

Model No. 82: fully electrified Vertical 
Accounting Machine; does similar account- 
ing work to Model No. 122 but mechanical 
construction different through complete 
electrification. Automatic vertical totals 
of sterling, or other denominations; direct 
subtraction; amounts deducted at any 
point in any column, Features supplied 
when required: as on model 122. 

Model No. 8&4; fully electrified Single 
Cross Accounting machine; does similar 
work to Model No. 124 but mechanical 
construction different through electrifica- 
tion; specifications as on model 8o. 
Features supplied when required: as on 
model 122 and automatic star proof of 
clearance. 


Model No. 86: fully electrified Dual 
Cross Accounting machine; two. cross 
totalizers; different denominations, e.g., 


weights and sterling, numeral and sterling, 
etc.; horizontal computation in one or 
two cross-footers simultaneously; costing; 
running totals under different headings, 
and total cost to date. Direct subtraction 
provided in all vertical and cross totalizers; 
proof of clearance of both cross registers 
provided, ‘‘Star’’ for one, and ‘‘Triangle’’ 
for other; other specifications as on model 
So. Features supplied when required: as 





REMINGTON'S NOISELESS 
PORTABLE 


on model 122 and automatic star proof of 
clearance. 

Model No. 16 Fanfold Machine: takes 
Continuous Fanfold or Interfold stationery; 
provides automatic feeding and withdrawal 
of carbons. Carriage widths: ‘'B’’ to take 
forms up to 8ł in. wide; ‘‘C’’ up to 12} in. 
wide; number of copies: (a) one original 
and up to eight carbon; (b) one original 
and up to twelve carbon; carriage return 
manual or electric; manual keyboard; all- 
capital type; 5-key tabulator; keyset tabu- 
lating stops; palm tabulator. Features 
supplied when required: date printing key; 
long underscore key; oblique figures; extra 
carbon heads; duplex head for quick inter- 
change of different sets of forms; tandem 
carbon bracket for deletion of certain par- 
ticulars from parts of form sets. Machine 
also supplied in following models: No. 
122 with Vertical Adding Equipment; No. 
124 with Vertical and Cross Adding Equip- 
ment; No. 80 All-Electric Typewriter 
Model with full electrified keyboard; No. 
82 All-Electric with Vertical Adding Equip- 
ment; No. 84 All-Electric with Vertical and 
Cross Adding Equipment; No. 86 All-Elec- 
tric with Vertical and Dual Cross Adding 
Equipment. 

Rapid Continuous Form Attachment: 
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—— Choosing ae 


SYSTEMS 


SERVICE . . , 
the right machine for your 


particular job, you cannot do 
better than visit the “‘House of 
Business Aids’. Under one rool 
you will find the most advanced 
machines for Calculating, Adding, 
Production Control, Ledge 


Posting, Duplicating, Printing 
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Mailing, Plan Filing, etc. We 
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BLOCK & ANDERSON LTD. of 30 FARRINGDON ST., LONDON, E.C.4 


Telephone: CENTRAL 5363-7 


BELFAST . BIRMINGHAM . BRISTOL . CARDIFF . GLASGOW . LIVERPOOL 
MANCHESTER . NEWCASTLE . NOTTINGHAM . SHEFFIELD . SOUTHAMPTON 


























"FINGER TIP CONTROL" 





One Machine does the work of Two 
Continuous Form Billirg in addition to regular typing F 1 N ge kK R 


New ° Unique . Useful .- Convenient * Altractive 





Your typewriter actually does the work of two machines 

when used with “Fanfold’’ Continuous Form Adapter, because An Attractive desk pad with unique and exclusive features 

the many time and moasey-saving methods of the Continuous Springs open at a touch to any letter. Cards have 1.380 

Form Billing Machine are added to all the advantages of 

regular typing spaces for phone numbers. Names, addresses, price lists, 
rates, recipes, formulas, customers’ lists and countless 


“Fanfold’’ Continuous Ferms typed over our Attachment effect other lists and data. 
savings in Billing time and costs, ranging from 17%, to 78% A necessity in every office and home—the perfect gift 
without affecting the operation of the typewriter for regular for man or woman—refills always obtainable 


correspondence and other purposes, 5 
Rich Silver finish—metal base with rubber feet. 


"Fanfold" Adapter places no strain whatever upon the type 


writer carriage: because of the very simplicity of construction Price şi- each plain, in attracci 
and operation there is rothing to get out of order REDUCTION FOR QUANTITIES 
ATTRACTIVE ADVERTISING GIFT 
Ti O 7} Handsome transfer affixed to top with your 
a Ltd own advertising matter. <A real potential 
sales maker. 
‘ee Manufactured by MAGOWAN & CO. LTD. 
NORTH CIRCULAR ROAD, LONDON, N.W.2 8 STATIONERS’ HALL COURT, LONDON, E.C.4 
Telephone: GLADstone 5477 (3 lines) City 4056 
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MODERN 
WAGE-PAYING 


demands 


LANCASTER’S 


Autoseal 


PAY WALLETS 


@ Lancaster’s have studied 


wage-paying problems 


*many years and have now 


evolved a unique pay-wallet 
-paying 


which makes wage 
more rapid and hygienic, en- 
sures automatic checking yet 
costs actually less than a 


transparent envelope. 


damping is required. The 


envelopes are automatically 
rubber-sealed. Notes can be 
handled and coins checked 
without breaking seals. This 
provides a perfect wages 


check. 


Lancaster Brothers & Co. 


Envelope and Cash Bag Specialists 


SHADWELL ST., BIRMINGHAM, 4 


Many prominent concerns are 
using these pay-wallets. We 
shall be glad to send you 
samples immediately on receipt 
of a postcard. 


















sheets. 


for 


No | 


peat. 


movement desired. 


— 








Oys continuous role of car on paper, not. 
Fits to any Remington and’ Smith 





Premier typewriter and accounting ma- 

chine. Width of form usable not re- 

stricted. | 
Dalton Adding and Lasting Machines: 


listing and adding £ s. d. or numerals on 
tally roll or loose sheets of paper. Key- 
board contains only twelve figure keys: 
simple and fast. Manual machines for 
desk use; electric models, with motor and 
stand; shuttle models available for hsting 
reference numbers and amounts. Features: 


total key: sub-total key for carrying for- 
ward page totals; 
whole numbers; 


split lever for adding 
repeat key for repetition 
amounts; non-add key; all carriages move- 
able. 
See this firm’s announcement, page 33. 
RIKARBON COMPANY LTD., 28, 
Victoria Street, London, S.W.1. 
Specialists in Services for Typewriters: 
precision rebuilders of all makes of type- 
writers. Speciality: re-aligning type bars. 
Saving of 25 per cent on Ribbon Costs: 
an exclusive scheme under which an 
allowance is made for returned used type- 


writer ribbon spools enables users to make 


this economy. 

Cabinets: designed for typewriter sup- 
plies partitioned to take 36 typewriter 
ribbons, 26 boxes of carbons, cleaning 
equipment, etc., is offered free to users, 

See this firm’s announcement, cover ii. 


ROBERTS NUMBERING MACHINE 


CO., LTD., 63-64, Chancery Lane, 
London, W.C.2. 
Model ṣọ: for automatic numbering; 


operates consecutively, duplicates and re- 
peats; triplicate or quadruplicate move- 
ment can replace duplicate if required. 
Three styles of figures. 

Model 50: similar specification to Model 
49 but has indicator. Knob on front 
changes at touch one movement to another. 

Model 69; large capacity type; similar 
specifications to above model.. Supplied 
with platform and foot power attachment. 

Model 95: five movements-——consecutive, 
duplicate, triplicate, quadruplicate and re- 
Dial locked, eliminates accidental 
changes in setting; small reset lever oper- 
ates release; dial point then turned to 
Five styles of figures. 


Model 37: consecutive lever type; number 


advanced one unit a time by finger pressure 


on lever; 3 styles of figures. 

Model 53: automatic dating type, with 
die; self-inking; die size: } by 14 in.; date 
advanced daily by pressure on small lever. 

Model 47: automatic dating; self-inking 

metal dater, with foot plate and clip-on 
pad holder. 

Wide range of other models. available. 


RONEO-NEOPOST LTD., Victoria 
House, Southampton Row, W.C.1. 

Postal Franking Machines; 2-V. Model: 
hand operated; franks any two denomina- 
tions with postmark and optional adver- 
tisement simultaneously. Suitable for 
ory letter mail and packets. 
3-V. Model: similar to model 2-V, but 

three denominations; enables, by 
combinations, parcels as well as letters and 
packets to be speedily franked. 

6-V Model: covers whole of an extensive 

mail, including letters, parcels, telegrams, 
registered letters, C. O. D. forms, etc.; 


abolishes use of postage stamps; eliminates 


loss and mis-use. 
| Electric Model: improved model; just 
introduced; deals with all types of mail at 


a | ; great spe ed, 


Insurance and Unemployment Machine: 


prints and embosses franks on National € 
Health Insurance Cards and Unemploy- 
“ment Books. 


Machine is set for specified 





pulled down. 
















week, cards sim ply inserted aad a ‘Teaver 
Much time and labour 
saved; it is possible to frank cards at rate 
of 1,000 per hour. 


RUBERY, OWEN & CO. LTD, 
Darlaston, South Staffs. 


Filing Cabineis: standard type, four 
drawers fitted with oxidized card holders 
and handles; roller suspension arms. — 
Quarto and foolscap models; finish—stove 
enamelled R.O. olive green. Automatic — 
locking device extra. Plan filing cabinets: — 
for engineers, architects, etc. protect 
drawings, etc., from dust, vermin, damp... 


and so on. Standard units—-six or eight © 
drawers, each with hood at back, double 
hinged compressor fap at front to prevent 
drawings curling. Chromium-plated card 
holders and handles; finished in olive or 
R.O. dark green enamel, stoved on, Models 
available (drawer sizes): 417 by 28 by 4 in. 
53 by 32 by 4in.; six- or eight-drawer 
models in both sizes. — 
Lockers: steel clothes lockers; hygienic, 
fire-resisting, vermin and pilfer-proof. 
Built on nest principle; rigid construction, 
doors hung on butt hinges, concealed; six- 
lever lock; duplicate keys; doors louvred 
for ventilation, contain recessed card- 
holder. 


For 
Quick REFERENCE 


under ‘Products’ 


Use the Classified 
Index on Page 20 


Cupboards: H. type; 72 by 24 by 18 in. 
deep; three fixed shelves; single hinged 
door to lock. Finished: stove enamelled 
R.O. olive green. TA” type; 6 ft. by 3 ft. 
by 18 in. deep; three adjustable shelves; 
double hinged doors; 3-point espagnolette 
locking device and 6- a lock. Extra 
shelves avaiable. 

Steel Shelving: adjustable and inter- 
changeable; backs, partitions, bin fronts 
and dividers easily added, Erected to 
meet all usual shelving requirements. 

Office Tables and Desks: types for direc- 
tors, secretaries, managers, typists, etc. 
Standard model (Typists’} 60 by 27 by 30 
in. high. Ledge at back to prevent papers 
slipping to floor. One drawer left, three 
right side for materials, personal goods, 
etc. Office Desk: welded steel; 45 by 30 
by 30 in. high; right hand pedestal type 
with Hnoleum top; two box drawers, rigid 
construction, mounted on steel slides; 
brass pull to each drawer, Stove enamelled 
olive green finish. Various models avail- 
able. Office Table: 14 gauge thick mild 
steep top; rounded corners, 46 by 23 by 
36 in. high. 

Tubulay Furniture: various models im 
chairs, tables and desks, etc. Combined 
typists’ desk and chair; desk has steel top, 
drawer and sliding extension; frame bent 
tube; olive or dark green stove enameled. 
Chair has adjustable tip-up seat, uphol- 
stered in hide, Moquette, Roytex or tapes- 


try. Standard sizes: mele 27 in.; width 
24 in.; depth 18 in. 
Steel and Glazed Partitions: quickly 


erected, easily rearranged; rigid; provide 
we service wires, sound-insulation panels, 

: fire-resisting. Built on unit principle. 
Various styles, sizes, etc. for office or 
factory available. 


Stove enamelled finish. 






















Works Type Mesh Screening: spot-welded 


construction; bottom panel of 18 gauge 


reinforced steel; 3 ft. high by 3 ft. 3 in. 
wide; spot welded to framework. Latter 
made of 2 in. by x in. by 14 gauge pressed 
angles; where necessary, T posts 2 in. by 
2 in. by 4 in. fitted; 4 possible, posts 
grouted into floor to «mcrease rigidity. 
Panels flush on one facet on other, addi- 
tional panel fitted if desired; cost extra. 
Upper panel fitted with 3 in. by 2 in. gal- 
vanized weld mesh; 9 “gauge horizontal 
wires spaced at 2 in. centres, 5 gauge ver- 
_tical wires spaced at 3 in. centres. Clips 
secure mesh; 14 gauge gussets fixed to 
corners of framing give additional strength; 
sprayed aluminium paint finish. Overall 
height about 6 ft. 9 in. but screening can 
cbe any height to suit requirements. 









RUTHURSTAT LTD., 12-13, Astor 
House, Aldwych, Londen, W.C.2. 

Document and Plan Photo-Copying 
Apparatus: simplified method for photo- 
copying without dark room or skilled opera- 
tion; reproduces exact copies of documents 
such as specifications, reports, legal and 
foreign correspondence, etc., work for 
which many hours’ typing and checking 
would otherwise be necessary. In engin- 
eering work, possible te make intensified 
copies or tracing from weak pencil on detail 
or cartridge paper; copies and tracings 
made from blue prints. Complete range of 
apparatus available for general office use, 
engineering work or duai purpose. 

Midget Model (Portakle}: makes copies 
up to foolscap size; lighting units and auto- 
matic timing escapemens, 

Complete Midget equipments available. 

Office Model (Portabl2): copying capa- 
_ city 16 by 13 in. (double foolscap). Fitted 
two patented retractable filters (1) for con- 
trast (2) for cutting out the ultra-violet 
rays; designed for rapid manipulation. 
Complete with lighting units, automatic 
timing device and double loading spool 
box. 

Intermediate Model: copying capacity 
26 by 20 in. Operates by vacuum pres- 
sure; perfect contact ove? large dimensions. 
Incorporates patented quick release retract- 
able filter; automatic timing device for 
reducing arc to a minimum; double load- 
ing spool box; sealed edge vacuum blanket. 

Mammoth Engineering Model: copying 
capacity 42 by 32 in. Tacorporates special 
features of Intermediate model with addi- 
tion of side clamping for vacuum pressure; 
specially strengthened te withstand heavy 
and constant work. 

Spares: maintenance $ extremely small; 
guarantee given with every model. Spare 
parts and supplies readily obtainable from 
stock; good service provided for users. 

See this firm's announcement, page 54. 


THE SHANNON, LTD., “Shannon 
Corner’’, New Malden, Surrey. 


The Shannograph: mew filing system; 
consists of suspended folders on hanger 
bars; each folder provided with narrow 
strip along top edge, so constructed that 
edge is maintained perfeetly flat and visible 
when folder is in drawer. Strip edge con- 
tains label in non-indammable sheath, 
bearing necessary indication as to name, 
number, etc. Charting code is employed 
as part of visible strip: name, subject or 
number, or all three given graphical repre- 
_sentation. Thus folders in drawer display 
line sequence; if broken denotes misplaced 
folder. Hanger bars are rustproof; folders 
are of hardwearing meterial, permanent. 
Provision for much or hftle correspondence: 
each folder. punched at base to enable bull- 
dog clip to be affixed when taken out of 
files; loss or misplacemeat of papers is pre- 
vented, 





See this firm’s announcement, opposite. 


Some of the Administra 
Steel Equipment 


MADE BY 


Rubery, Owe 


Oxidized 


Plus 10% 


STEEL FILING 
CABINETS. 
Four drawers, fitted 
Card 
Holders and 
handles, runs 
smoothly and easily. 
on Roller Sus- 
pension Arms. 


Price £€4:8:6. 


STEEL PLAN-FILING CABINETS. îi pecially 


designed for Engineers, Architects, etc.. 
protecting large numbers of a i 
dust, vermin, é 
units of é or @ drawers. Each drawer - 
with hood at back and comeressoar 

front to prevent curling of dr 


from £21. 
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STEEL CLOTHESLOCKERSAND 
WARDROBES. Dust-proof, vermine 
proof and pilfer-proof. 
rail and hooks for clothing. Ampie 
accommodation for other articles of 
value. Lockers can be supplied singiy 
or nested as required. 










Fitred with 





Steel Office 
Desks. Highest 
grade welded- 
steel construc- 
rion ensures 
strength and 
long hard wear, 
as well as neat 


appearance. 
Drawers 
mounted on 
stee! slides, to 
ensure easy run- 
ning. 45” x 
30” x 30”, fn- 
ished stove ena- 
mel olive green, 





LONDON : 


Imperial Buildings 


Telephone: Holborn 6306-7 





and attractive. 


HER, 


St eel Adj DE 


Sheiving. 


structure of - 
Rubery Owen 
Shelving of 

the spectat 
Recess” type 


ensuring greater 
storage capacity 
supplied to W. 
H, Smith & San 
Led., kambeth, 
$.£.1. Steel 
Storage Equip- 
ment can be 
erected to any 
individual 
requirements. 


DARLASTON, STH. STAFFS BIRMIN 


Telephone : Darlaston 130 (P.B.X.)} 


56, Kingsway, W.C.2 COVENTRY -Britannia Wks., Paynes Lane 
Telephone : 60051-2 


— — —— — 


STEEL € — 
BOARD. 
build for hard — 
and long service. 
Three fixed shelves 
Size 72" x 24” « 18". 
OFFERED AT 
THE VERY LOW 
CHARGE OF E3 


Pius TOG. 
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A surprising Improvement in Office 
Efficiency can be achieved by using‘ 


Up-to-date Sorting Equipment 


INCOMING MAIL 


{Sorting} 
—— URCHLES 
CORRESPORDENTE ae AAEE 
ORDERS — 
CHECKING 
DEPARTMENTS SIEG rey 
(Sorting) {kaleter} 
DISSECTION 
OTHEX COPIES wanßtnonzt COPY Goring) 
| LEDGER-POSTING 
rit & oe HATCHING- UP {Sorting} 
Gortirg} Sorting} 
‘ FILING 
OUTGOING MAIL ___ IN ¥OIEING FILING {Serting} 
{Sorting} (Completion) {Serting} i 
Lenore FESTING anarysig STOCK CONTROL 
& {sorting} {Sorting} 
SORTING occupies a key position in Building Societies, Chain Stores, Depart- 
modern office routine. ment Stores, Mail Order Houses, Borough 


The rate and efficiency with which it is 
performed regulate the flow of work 
throughout the whole office. 

AMBIDESR SORTERS enable sorting to 
be done in HALF THE USUAL TIME, and 
in consequence all the work that follows is 
speeded up and made more efficient. 

The range of models available is such 
that any kind of sorting and any volume of 
papers, large or small, can 


AMBIDEX Sorters are in daily use in 


the offices of Railway Companies, Banks, 
Patentees and 


be dealt with. 


Councils, Marketing Boards, a nd hundreds | 


of commercial firms who have recognized 


the importance of efficient sorting. 
WRITE NOW for booklet: ‘‘The 





Modern Office requires an UP-TO-DATE 
Method of Sorting’, with leaflets illustra- 
ting the various types and sizes available, 
and J details of construction, 


as ta the most swtabe equipment to 
ee any purpose will he gladly sent on 
particulars. (No obligation is incurred 





bhe : 
tec eipt oF 


thereby, and no charge is made for a written report 
following a survey of your present routine) 


Alanufacturers 


AMBIDEX Equipment Company 


44 St. Paul’s Churchyard, London, E.C.4 


Est, 1932 


TIMES QUIETER 


A BRITISH EMPIRE 


PRODUCT MADE IN CANADA © 
FOR FULL DETAILS WRITE TO SMITH PREMIER TYPEWRITER co. UD. 


4, ST. PAUL'S CHURCHYARD LONDON, E.C.4. (PHONE: CITY 5361) 


THAN AN | 
TYPEWRITER 





AN 


| or right-hand carriage return; 


spacer {one hand operation); 











Comilination of visible edge and “told 
can be utilized in variety of-ways. Those 
who are familiar with visible card systems 
will realize that new system, combining 
filing with visible record, has great possi- 
bilities, 

See this firm’s announcement, page 25. 





SMITH'S ENGLISH CLOCKS LTD., 
Cricklewood Works, London, N.W.2. 

“Sectric’ Synchronous Electric Clocks: 
harness the entire organization of a firm to 
the accuracy of A.C. mains-controlled 





UNUSUAL TYPE OF 
PLASTIC FACE; ONE 
DESIGNS 


MOULDED 
OF MANY 


time. Master clocks and individual clocks 
ofa wide range of styles for executive and 
general offices and factory. 

“Seetric’”’ Time Recorders: 
trolled time adapted to emplovee 
other time recording. 


L. C. SMITH & CORONA TYPE- 
WRITERS LTD., 52.56, Osnaburgh 
Street, Regent’s Park, London, N.W.1. 

Super-Speed Typewriters: Standard and 
Silent models; ball bearing throughout; 
floating shift; finger-ft keys; choice of left- 
improved 
keyset tabulator; instantaneous stop clear- 
ance; micro touch selector; variable line 
overhead or 
rack on angle so that it 


mains-con- 
and 


front bail: margin T 


LG SMITS “SUPE RSPEER DD 


is in line of vision; large platen knobs; 


| typebar segment cover plate for keeping 
dirt 


and erasings out of mechanism; half 
spacing. 

Corona Portable Typewriters: five 
modele-—3, 4, Standard, Silent and Ster- 
ling. 

Corona Adding-Listing Machine: 


three ` 
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models; portable; desk size; clear signal 
printed with first item added to indicate 
machine was clear; nor-print key makes 
possible to add witheut listing when 
needed; total and sub-total keys placed for 
one-hand operation; nen-add key with 
automatic printing of sgnal; nine-column 
all visible standard flexible keyboard; 
individual column cortrol and correc- 
tion keys. Model R.P., total capacity 
9,999,999 19 11; Model R.F, total capacity 
999,999 19 11}; Model 8-RF, total capacity 
9,999 19 I1f. 

Vivid Duplicators: portable; up to 100 
copies can be made on any weight paper 
from cardboard to tissue; sizes up to 8} 
by 14 in.; eight-colour reproductions in one 
operation possible; master copies made by 
(a) typewriting through Vivid ribbon or 
carbon paper, (b) writing or drawing with 
Vivid pencils or ink, (¢) printing with Vivid 
ink. 

Silent Speed Marchart Calculating Ma- 
chines: two models, ome automatic, the 
other semi-automatic; capacities 10 by 10 
by 20 and 8 by 8 by 16 each machine has 
full carry-over capacity throughout all 
operating dials; main operations of machine 
under span of one hand; instant electric 
clearance; two-way carriage shift; red 
position indicator; 3-dial alignment; pre- 
set decimal system; aatomatic add and 
subtract bars; automatic comparison divi- 
sion; automatic reversidle multiplication. 


SMITH PREMIER TYPEWRITER 
CO. LTD., 4, St. Paal’s Churchyard, 
London, E.C.4. 


New Model Noiseless: 23 mechanical im- 
provements including: pressure printing 
device on all type keys to eliminate noise; 
only one-third effort needed to operate com- 
pared with standard machines. 88 charac- 
ter keyboard; built-in smgle key tabulator 
with setting and clearing tabulator stops 





SMITH PREMIER MODEL 60 TAKES 
PAPER UP TO 42} IN. WIDE 


key on keyboard; special pressure control 
for varying position af carriage to suit 
thicknesses of work; interchangeable card 
platen; four-way type guide maintains 
alignment; variable lne spacing, etc: 
Carriages to take paper from 11} to 27 in.; 
type and signs to customers’ requirements. 
Attachments supplied to handle continu- 
ous stationery, record cards, carbon ribbons 
for hectograph work, ete. 


Standard Nos. 50 and 60; ‘Segment 
shift'’ typewriters; open construction; 


clear visibility; light quick basket shift for 
capitals. Carriages for paper from 10} to 
424 in.; rubber feed rols keep paper rigid 
when typing. Model 5c has 84 characters; 
Model 6o has 92; all mocern type styles and 
languages. Both modes fitted single bar 
tabulator; also supplied with 10 key inbuilt 
decimal tabulator. 

Noiseless (Portable) 51: same noiseless 
type bar action as Standard Noiseless. 88 
character keyboard; all operating features 
of Standard machine except tabulator); 
one carriage width, teking paper 94 in. 
wide; various style types and keyboards for 
most modern languages. Travelling case; 
weight, with cover, 16 Ib. 6 oz. 

Smith Premier (Portable) No. 11: has 
every operating feature of standard type- 
writer, including 5 stop tabulator. 88 
characters; weight 17 IE. 1 oz. 





DEFINITIVE 


ACCOUNTING 
by hand— by machine 


The universal system for 
every purpose. 


Automatic Statements, 
Automatic Analysis, 
Automatic Costing, 
Pay Slips.— Receipts, 


IN ONE OPERATION 


THE SYSTEM WITH A THOUSAND POSSIBILITIES 


Di finihe 
—AXL 





SY (AER ee 
ACCOUNTING LIMITED 





VICTORIA HOUSE, 


VERNON PLACE 


LONDON W.C.1 HOLBORN 9006 


THE IDEAL MACHINE POSTING EQUIPMENT 


Portable 5 T. and § Par: similar to Victor 
T and S, but designed to fit in smaller case 
and fixed to baseboard. Difference be- 
tween T and Par models, former has 5 stop 
adjustable tabulator for statistical work, 
latter an automatic 5 stop paragraph key 
(operates without setting of stops); weight 
5 Par, 13 1b.; 5 T. 13 lb. 2 oz, 

Chum Portable: standard keyboard; key 
which automatically spaces paragraphs of 
5 spaces without stops being set; weight 
with travelling case 12 Ib. 8 oz, 

Home Portable: tull standard keyboard; 
English only; weight 11 lb. 7 oz. 

Ribbons and Carbons; complete range 
of typewriter supplies and accessories for 
every office machine. 

Service: branches in British Isles, agents 
and branches throughout world where full 
mechanical service is available. Con- 
tracts arranged for monthly calls of mecha- 





7 . 
Saas Pos: 
f. 3 


FINGER-TIP CONTROL 
for every record, NEW or 
OLD, in drawers, trays or 
binders. 


Quick Selection, Speedy In- 
formation, NO MISFILING. 


Your records converted at a 
moment’s notice WITHOUT 
RE-WRITING into 


DEFINITIVE 
VISIBLE 


nic to clean, oi] and maintain typewriter: 

Line-a-Time Copyholder: stands behind 
typewriter in direct line of sight. Notes 
move upwards always at correct reading 
point. Line indicator; adjustable spacing; 
models for shorthand notebooks and | 
up to 36 in. wide 

See this firm’s announcement, page 44 


W.H. SMITH & SON, LTD., Business 
Forms Dept., Bridge House, London, 
S.E.1. 

“Alacra Continuous Stationery: torm 
for use on all makes of typewriter 
accounting, tabulating and other machines 
carbon interleaved; up to 15 copes from 


one typing (electric machine); exact regis 
tration always. Holes punched in the 
stationery are aligned to one-thousandth 


of an inch; as forms pass under platen the 
are held in dead accurate registration by 















automatically; they r — 
but prevent creeping and 
point of turn. Machines are fitted with ~~ 
special platens equipped with aligning pin- 

wheels; no charge made for change-over or 
platens; platens renewed free of charge 
whenever necessary. System operates per- 

fectly on power or hand operated machines; 
eliminates stoppage to adjust carbons and 
check alignment; some users report 15 to 30 

per cent increased work from machines. 

o See this firm’s angouncement, page 53. 


THE STOLL CHAIR MANUFAC. 
TURING CO., LTD., Wolverhampton. 

Stoll Chairs: seats give wide degree of 
movement; do not impede operations; at 
any time ready to provide comfortable posi- 
tion of repose. Many practical experiments 
led to design of the spring revolving original 
Stoll chairs; a spiral spring, invisibly built 
in, provides for soft vertical yielding of 
seat. Every chair can be fitted with 
‘‘Nereg’’ device which adds to known 
advantages of Stoll chair—that of seat ad- 
justing itself to every movement. Tilting 
of seat increases comfort, enlarges radius of 
action and improves efhciency. 

See this firm's announcement, page 53. 


JOHN SWAIN & SON LTD., 89-92, 
Shoe Lane, Londen, E.C.4. ; 

“Process? Engraved Blocks, electros 
and stereotypes. Swains’ silver electros 
nickel deposited direct to wax or lead 
mould; lead moulding and heavy deposit 
for long wear and accuracy of register in 
colour plates. 

Rotary Phologravure: known as Swain- 
gravure; oOffset-litho (deep) for reproduc- 
tion of coloured subjects with water-colourc 
effects. Specialists in printing Dufay, 
Kodachrome, Vivex, ete., colour work. 

Artists Prepare layouts, ideas for adver- 
tising, original sketches and drawings; 
catalogues and trade advertising copy 
written; typesetting department, display 
and advertising work. 


SYNCHRO TIME SYSTEMS LTD, 
57-63, Wharfdale Road, King’s Cross, 
London, N.i. i 

Electric Time Recorder: with synchron- 
ous motor to operate direct from A.C. 
mains or for use with master clock system., 
Automatic card adjustment by. which 
“out” recordings may be made immediate- 
-ly following an “‘in’’ register; patent 
punch mechanism ensures faulty or double 
recordings are impossible; late arrivals, 
early departures, overtime, etc., printed in 
red; two extra wheels provided for differ- 
ent programme Saturdays; automatic 
vertical as well as horizontal settings 
ensure recordings appear in vertical column 


















































































For modern 
economical office ; 










i aa Even a modest conflagration in your 

These are two of our products: — premises could cause incalculable 
ie — — damage if your more vital records Weie | 
a desk for executives fitted with 4 harmed. Your premises and stoc« are 


of course insured, but no insurance 
could repay the years of effort repre- 
. sented by your ledgers, sales records, 
‘minute books and he like. FIRE- 
PROOFED CAB NETS can take care. 
of these at a very moderate cost 
however, representing possibly Jess 
than just one year’s premium on 
less valuable possessions. 


Prices from 87/6, 
Full price list on application. 


H. TAYLOR & SON (London) Ltd. 
14 28 Holborn Viaduct, London, E.C.1. 


VENUS PENCILS are 
| incomparably smooth and 
long lasting, their standard 
of quality never varies. ` 
MADE IN ENGLAND 
KNOWN THROUGHOUT. THE WORLD 
if you will state the nature-of | 
your work and choose two 
| different. grades which. you 
think most likely to suit, we. 
shall be very. glad. ta send 


» drawers for Keeping vital infor- 
— — — 
alt hand, and a 
compact typists 
table, the con- 
_ struction of 
which facilitates 
typists work. 




















From 6b 






TEN MAN EOEEN ES I) £ Phone: Central 2987 |o ou samples to ty. softest, to 
d., Willesden Green, N.W.10 | VENUS PENCIL Co, Lid., LONDON, E.S J 9h, hardest 






each day, which simplifies card checking, 
provides easy means calculating wages; 
recordings made on frent of card which 
need not be turned over or upside down; 
recorder locked to incernal framework, 
cannot be interfered with; employees can 
see at glance if recording will be blue or 
red. Workers’ time sigaal device fitted to 
operate bells or sirens at any set times, if 
required. 

Semi-Automatic Time Recorders: for 
A.C. mains or master clock system; no 
winding or regulating needed; accurate 
time always shown; recordings made on 
front of card; variable width receiver en- 
ables machine to be linked with any 
standard system. 


JOHN TANN, LTD., 117, Newgate 
Street, London, E.C.1. 

Safes, etc: all kinds of safes for usual 
purposes; also strong room doors, safe 
deposit, cash and deed boxes, etc. 


THE TAN-SAD CHAIR CO. (1931) 
LTD., Avery House, C_erkenwell Green, 
London, E.C,1. 

Tan-Sad Scientific Seating: science of 
comfortable seating has been studied by 
makers of Tan-Sad Seating. Wide range 
of chairs and stools, each designed to suit 
the work of the user, to enable him to work 
with the highest degree of comfort and a 
minimum of fatigue. All models incor- 
porate the Tan-Sad system, in that being 
anatomically correct im design and con- 
struction, they enable perfect posture to 
be maintained. 


TAYLOR & SON LONDON) LTD., 
28, Holborn Viaduct, London, E.C.1. 

Cabinets: fire-proofed for storage of vital 
records such as ledgers, sales records, 
minute books, etc.; strongly built; low in 
cost, 

See this firm’s announcement, page 50. 


TELEPHONE RENTALS LTD. 
Horseferry House, Westminster 
London, S.W.1 

Internal Automatic Telephone System: 
in addition to inter-departmental link-up, 
Telematic service provades these facilities 
—loud speech with sensitive transmitter; 
priority calling; tie-line service; staff loca- 
tion systems; press-button calling; confer- 
ence systems; secretanal service arrange- 
ments, ete. 


UNDERWOOD ELLIOTT FISHER 
LTD., 120, Queen Victoria Street, 
London, E.C.4. 

Standard Typewriter: six models—r1r to 
26 in. New qualities added to Underwood 
characteristics of speed, accuracy, dura- 
bility, efficiency, cushioned typing, new 
champion keyboard, in-built keyset tabu- 
lator. Dual touch-taning enables the 


typist to alter the touch of all keys by a 
flick of the finger. 

Standard Noiseless: sizes and specifica- 
tions similar to ordinery standard model. 
This machine is partrularly suitable for 
the use of secretaries in executive offices. 
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UNDERWOOD ELLIOTT FISHER 
STANDARD ACCOUNTING MACHINE 
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Chameleon 


CHANGES COLOUR TO HIDE ITSELF 


But this new 
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Kardex invention 





















KARDEX 
TRI -COLOUR - 
GRAPH 


Frames hold 12, 
24 or 36 charting 
units side by side, 
Each unit is fitted 
withaningenious 
arrangement of 
three trans- 
parent, coloured 
strips projected 
over scales by 
thumb - wheels. 
The settings are 
positive, rapid 
and tamper- 
proof. Change of 


changes colour for the very opposite 
reason—to attract your attention | 


Every Sales, Production or Financial 
Manager should send for details of Tri- 
Colourgraph—an ingenious method of 
using transparent coloured strips to 
control and classify figures. The colours 
change AUTOMATICALLY as you set 
the scales. Vital conditions classify 
themselves. 


Tri-Colourgraph control is amazing in 
its simplicity and in its psychological 
influence on the direction of sales, 
production, etc. It is rapid in opera- 
tion—and tamper-proof. 


Secure your free copy of Bulletin 
B.097 to-day. This shows in full colour 
the practical application of this new 
device to Sales, Production, Shop load- 
ings, Financial, etc. 












conditions is in- 
stantly and auto- 
matically indi- 
cated by change 
of colour, form- 
ing a mechanical 
chart with an en- 
tirely new signifi- 
canceasa method 

of control. 





Portable Machines: range includes the 
‘“‘Typemaster’’ Model, ideal for personal 
use; Noiseless Portable, for quiet typing; 
Junior Portable; Noiseless Model 77, an 
all-purpose machine for home or office. 

Front Feed Typewriter: All-purpose 
machine, manually or electrically operated, 
with electric carriage return and electric 
shift for capitals. Used for ledger posting, 
receipt and cheque writing, payroll, all 
records of the small office, as well as 
general correspondence. 

Fanfold Machine; electric or manual, for 
use with continuous stationery. A touch 
of the handle puts one order or invoice set 
into circulation and the next into writing 
position with carbons in place. 

Simplex Accounting Machine: Manual or 
electric operation, fitted with front or rear 
feed carriages for unit or continuous forms 
and fitted with column adding-subtracting 
registers. 


KARDEX, | LEADENHALL ST. 


LONDON, E.C.3. 


(Phone: Mansion House 392! ) 






BRAMCHEL IN ALL 





New Model Underwood Accounting 
Machine: electric Featurés include 
mechanical “line proof of accuracy’, 
direct subtracting computing mechanism, 
single, double or triple crossfooting; 


oblique figures for credit balances; un- 
limited application flexibility; front or 
rear feed carriages; champion typewriter 


keyboard; only r2 figure keys; visibility of 
all totals and all entries All automatic 
features controlled by means of instantly 
interchangeable contro! plate An all- 
purpose accounting machine 

Automatic Feed Machine: electric or 


manual, with or without adding-subtract- 
ing registers for automatic totalling 
Handles continuous length interiold, fan- 
fold or roll forms of various widths, in- 
cluding card or other related records, Flat 
writing surface ensures legibility for 
twelve or more copies 


Book Recording Machin: vpes direct 
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into a bound book and produces carbon or 
indelible copies at time of writing original 
entries, if required. 

Underwood Elliott Fisher Accounting 
Machine: writes, adds or subtracts and 
cross-computes simultanesusly. The ex- 
clusive flat writing surface makes collation 
and registration of forms as simple as 
laying sheets of paper upon a table. No 
handling of loose carbons. Absolute 
mechanical control of accuracy. Units 
The cost of installation need no | interchangeable, 
det is om uiai a Underwood Sundstrand Adding Ma- 
eager PART e 4d £ chine: all models fitted with only 12 
visible record system numeral keys, thus enabling ‘‘touch’’ 


method to be employed. One hand only 
“VIS-ALL” Patent Visible Card | is used to manipulate keyboard, leaving 


Holders have brought the advan- 
tages of visible records within the 
reach of everyone 


rer aa, SN 


g 


Further, they can be used without 
disrupting your existing methods 
and your present cards can beused 


wy hese Pe et tae ee me 
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d STANDARD CABINETS ; 

3 Made to hold 13 sizes of records Any size of record can be accom- 
J modated 

x e 

4 “VIS-ALL” Patent Visible Card Hold- 

Rw 


ers are equally suitable for Hand or 
Machine Posted Records. They 





i embody all the advantages of 

Pe y 8 UNDERWOOD SUNDSTRAND AUTO- 
p o e | Visibil MATIC ACCOUNTING MACHINE FOR 
E nstant Visibility UNDERW( OD ELLIOTT FISHER 
b @ Unlimited Expansion STORES ACCOUNTING 

i @ Adaptability to any system of recording left hand free to follow work. Column 
7 D Ea ot Moker. Secween. daparemants by selection is automatic .. . direct subtrac- 


tion is as easy and simple as addition . 
credit balances are also automatic. Only 
three keys—the three point control—per- 
form six functions—adding, subtracting, 
non-adding, sub-totalling, totalling, and 
printing of credit balances. 

Underwood Sundstrand Statement Ma- 
chine: customers’ statements, weekly or 
monthly, printed and automatically 
balanced at very high speed. During 
remainder of month, the Statement 
Machine can be used for ledger posting, 
each account being automatically balanced 
after each entry .. . and for adding and 
subtracting of audit, analysis work and 
all the numerous figuring jobs of the office. 

Underwood Sunstrand Accounting Ma- 
chine; ‘‘Classes A, B, Cand D". Ranging 
from low-priced ‘‘Class A” to new “‘Class 


clerical staff and consequent speed-up of 
routine work 


@ Prices within everyone's reach 


Twenty years’ organising experience stands 
behind every ‘‘Vis-All’’ installation 


Sts 


> + 


Send for leaflet “Visible Records'’—a brief 
outline of visible recording methods and 101 
applications. 


H. W. WRIGLEY 


(PRODUCTION) LTD. 
HEAD OFFICE - TEMPLE CHAMBERS 


33 BRAZENNOSE STREET 
MA. NOOR BOS POE Reo«: 2 
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Telephone: BLACKFRIARS 9085 MACHINE POSTING TRAY D”, with multiple registers, these ma- 
LONDON OFFICE - FARADAY HOUSE Prices according to cards chines are all fully automatic, the various 
e 8-10 CHARING CROSS ROAD features being controlled automatically by 
Epc Lj oN D OCN BP wc instantly interchangeable control plates. 
I Physical and mental effort on the part of 
E the operator is eliminated. 
* — other —— — —— 
3 of models mentioned are sold by the Com- 
—J ADVERTISING GIFTS pany. Also supplied are Typewriter Rib- 
pr eg ies gag ny Pgs asin DESK PADS, | bons, Carbons, Desks, Chairs, Files and 
> A z + Write for Quantity Liat: | office accessories. 


UNIVERSAL POSTAL FRANKERS 


LTD., 1-7, Canonbury St., London, N.1. 


` E — Midget Franker: postage values between 
ENOEMORET AG) — — —— d. and ts.; facility for repetition or com- 


bination to make up any other rates 
needed. Registration on meter in halfpenny 
units gives total expenditure and balance 
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DON'T WASTE 





a on hand at a glance; total capacity for 
* Expensive equipment for storing old correspondence— A FREE SERVICE prepayment £200. Handles all sizes and 
s: USE Subscribers are entitled to free information varving thicknesses up to 4 in. for direct 
ae OR FILING CASES concerning Products, Appliances or Services fr iki >- f rT if I t 5 be] — rise 
' We will advise, secure printed particulars and, if ranking, lor parcels, etc., labels used o 
i. — * ⸗ è . 
4 —— cs ic AND DUSTY PAPER PARCELS. desired, put you in touch with firms supplying address or strip type; prints advertising 
tt Quarto Gas 4 inch —— 416 ae services or products in which you are interested. slogan or return address in same operation. 
Bi Post Free Dozen lots and upwards. a rr r s Speed 2/2500 per hour; two models, (a) 
A B. MATTHEWS & SON LTD., Whitefriars House, Tallis Street, E.C.4 two-value and (b) improved Midget with 
4 16-18, Yates Street, Aston, Birmingham, 6. three or five denominations. front dial 
i es * 
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selector of values, omitted when not re- 
quired and parcel labelling attachment. 
Electrically operated if required; pedal 
attachment to motor actuates mechanism. 
Stand complete with feed plate and letter 
tray occupies 20 in. by 24 in. 

Junior Multi-Value; 23 denominations up 
to 114d. in one impression; obviates repeti- 
tion of values, Registration is shillings and 
pence for total expenditure and balance on 
hand; total capacity for prepayment £500. 
Handles all sizes and thicknesses up to 
4 in.; labels used for parcels, etc. Adver- 
tising slogan printed or omitted as required 
at turn Ea knob. Speed 2/3000 per hour; 
hand or electric desk models; latter has 
trip mechanism preventing recording or 





“UNIVERSAL” MIDGET MODEL 
FRANKER 


printing of postage until letter is fed into 
rollers. Speed 5/6000 per hour. 

Multi-Value: all denominations up to 
203. 114d. (or lesser maximum) in one im- 
pression. Similar in features tọ Junior but 
hand and electric models have automatic 
trip mechanism. Speed of hand machine 
2/3000 per hour. Electric models com- 
plete with stand, occupies space of 26 by 
24 in. Output 5/6000 per hour, 

Franking and Sealing, H. Model: five 
denominations between 4d. and Is.; 
facility for repetition or combination to 
make up any other rates needed. Franks 





JUNIOR MV MODEL; ELECTRICALLY 

OPERATED, 5,c00—6,000 FRANKINGS 

PER HOUR, HAND OPERATED, 
SPEED 2,000—3,000 PER HOUR 


and seals simultaneously or franks separ- 
ately; handles all dimensions and thick- 
nesses up to ł in. (sealing maximum is 
2 in.). Registration of meter and general 
details similar to Midget. Electrically 
operated if required; pedal attachment to 
motor actuates mechanism. 

“FS” Pitney-Bowes Model: electrically 
operated, medium speed machine. Auto- 
matically feeds, separates, franks, seals 
and stacks at 125 per minute; deals with 
all dimensions up to 12 in. by 8&8 in. and 
thickness of ł in. Occupies 34 in, by 16 in. 
Operates ‘'CV’’ meter with six denomina- 
tions of postage; standard rates 4d., rd., 
r4d., 2d., 24d. and 4$d. 

“AV” Pitney-Bowes Model: high speed 


electric machine. Automatically feeds, | 








Because Human Nature 


Isn’t Infallible 


F EVERYONE who keeps written records were infallible, always prompt 
and unforgetful; if carbon copies were always perfect, one system of 
keeping original entry records probably would answer as well as another. 

Then there would be no need for Alacra Registrators. 


The simple, ingenious machine you’see pictured below, and the marginal) 
punched forms used with it, were devised and now are widely used throug! 
Great Britain because human nature isn’t infallible. 


Alacra Registrators have created new standards of speed, accuracy an 
efficiency in writing multi-copy records. Alacra leadership in this field i 
due mainly to the fact that, because of positive pinwheel control of thy 


forms at both margins, Alacra guarantees micrometric registration of fi 
original record and all carbon copies. 

A postcard or telephon 
call (HOLboern 4343) will 
bring you full details of 
Alacra Registrators for 
hand-written records and 
of the Alacra System 
Continuous Forms; or a 
Systems Adviser will 
quickly explain hov 
Alacra can solve yout 
record keeping problems 
with increased dispatch 


ALACRA DESK and at lowered cost 
REGISTRATOR 


REGD 
TRADE 
MARK 


CONTINUOUS FORMS AND REGISTRATORS 


SUPPLIED ONLY BY 
W. H. SMITH & SON, LTD. 
Business Forms Department 
BRIDGE HOUSE, LAMBETH, LONDON, S.E.1 





BRANCHES: 
GLASGOW LEEDS MANCHESTER 
79 Bothwell Street 24 Basinghall Street 33 Blackfriars Street 
Central 8859 Leeds 24837 Blackfriars 5975 


Head Office: STRAND HOUSE, PORTUGAL ST., LONDON, W.C.2 













Revolving 
Adjusta bility 
Spring 
Mounting 
Tilting 


are the four characteristics 
which distinguish the 


ORIGINAL STOLL-CHAIR 


The STOLL CHAIR Manufacturing Co. Ltd., Aldersley, Wolverhampton 
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THIS MACH IN E—reproduces 


TRUE FACSIMILE COPIES 


of Documents, Drawings and Blue Prints 


NO 
DARK ROOM 


NO 
FOCUS OR LENS 


NO 
SKILL 


Ruthurstats are used in daily operation 
by—leading banks—insurance companies— 
engineering and heavy industries. It will pay 
you to investigate it, either for commercial 
use or as an adjunct to the drawing office. 


/ ELIMINATES N 


d RUTHURSTAT 
ELECTRO- 










OFFICE 
ORGANIZATION 


AND 


MANAGEMENT 


Including Secretarial Work 


By 
L. R. DICKSEE 
and 
SIR H. E. BLAIN 
Twelfth Edition by 
S. W. ROLAND, LL.B., F.C.A. 









This is an exceptionally useful book for those 
who are about to organize the office of a new 
undertaking, for executives who desire to 
modernize their office arrangements, and for 
students for professional examinations. Illus- 
trated throughout with selected documents 
and specimens of business forms as used in 
modern offices, it is indispensable to the pro- 
gressive executive. Demy 8vo. Cloth gilt. 
326 pages. 7s. 6d. net. 


“While conveying an immense amount of 
practical information, the book is never dull, 
and the writing is characterized by strong 
common sense.'’—Times Trade and Engineer- 
ing. 














. a really comprehensive office manual, 
embracing the wider aims of planning and at 
the same time the specific detail for achieving 
these aims. '"—Business. 







Order from a Bookseller, or 


SIR ISAAC PITMAN & SONS LTD. 


Parker St., Kingsway, London, W.C.2 






British 
Manufacture 








British Pater.t 
Fereign Pending 







Full range of sizes from office models 
to 42 in. x 32 tn. engineering model 


10 hours typing reduced to 30 mins. 
6 months tracing reduced to 2 weeks. 


Sole Manufacturers : 


RUTHURSTAT LIMITED 


12-13 ASTOR HOUSE - ALDWYCH 
LONDON - W.C.2 


HOLBORN 4737 





FIVE IMPORTANT 
“ROBIN” 
RECORD-KEEPING 

POINTS 


Accessible—‘‘Robin’’ Looseleaf Books 
can be kept always at hand. 


Portable—can be carried wherever 
desired. 


Secure — leaves cannot come out. 


Compact— only ‘‘live’’ leaves need 
be kept. 


Economical — to install and maintain. 


Write for illustrated catalogue 


J. W. RUDDOCK & SONS 


Looseleaf Book Manufacturers 


LINCOLN 
and at 3 Old Jewry, LONDON, E.C.2 
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separates, franks, seals and stacks at rate 
of 250 per minute; deals with all dimensions 
up to 12 in. by 14 in. and thickness of } in. 
(maximum depth for sealing 6 in). Occu- 
pies 42 in. by 38 in. Operates ‘‘CV’’ six- 


value postage meter similar to “FS” 
model. 

Universal Sealing Machine: electric, with 
automatic feed; output 125 per minute. 


Envelopes left open. before feeding -into 
machine; eliminates possibility of missing, 
ensures etlective sealing; deals with dimen- 
sions up to 12 in. by 8 in. and thickness of 
} in. provided flaps are lengthways. 

See this firm’s announcement, page 41 

THE VALOR CO. LTD., Bromford, 
Erdington, Birmingham. 


Filing Cabinets: steel, rigid construction; 
adjustable compressor plates; two-point 
contact slides; steel cupboards, clothes 
lockers, waste-paper bins, etc. 

WATLANE CABINET CO.,15,Grange 
Road, Willesden Green, London, 
N.W.10. 


Specialists In Making Office Furniture: 
various sizes and styles in all models of 
desks, tables, cabinets and other office 
equipment, 


H. W. WRIGLEY (PRODUCTION) 
LTD., 33, Brazennose Street, Manches- 
ter, 2. 


‘Vis-all’’ Visible Record Equipment: 
provides visibility in vertical form. Stan- 
dard equipment accommodates all standard 
record sizes but specially designed records 
in any size can also be housed in Vis-all 
Patent Holders. 

Posting Trays: open or covered; capacity 
350 records per tray. Machine posting 
trays and trolleys in all standard capaci- 
ties. Equipment can be supplied in steel 
or wood to special design and capacities 
where standard equipment is not suitable. 

Special organization service is available; 
undertakes complete installation of any 
application of ‘‘Vis-all’’; operation is 
without interference with users’ regular 
routine. 

See this firm’s announcement, page 52. 


JAMES WILKES LTD., Moxley Road 
Works, Bilston, 


Specialists in Systems Stationery: multi- 
ple-sheet sets of forms stub-gummed, per- 
forated at head. Sets incorporate one- 
time carbons eliminate inserting of loose 
carbons. Printed stationery for mecha- 
nized accounting systems. Continuous 
stationery and roll-form printing for 
specialized time-saving systems. Office 
routine stationery, duplicate books, loose- 
leaf work, card index and filing supplies, 
printed and ruled form work, etc, 
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Leabank Chairs for good work and 
good workers. Preserve the 
healthy and efficient upright atti- 
tude. For men and women in 
office or factory. 


CATALOGUE FROM :— 


LEABANK CHAIRSLTD. 
(Showr'm) 4, IMPERIAL BUILDINGS 
56 KINGSWAY, LONDON, W.C.2 
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Halve Those Factory 


CONSTRUCTION 


. . . Here’s How . 


OARDROOMS usvally realize that 
B a factory should be built on purely 
functional lines yet there are still 
thousands of firms which press into use 
for manufacturing processes buildings 
which were designed for other purposes. 
Nearly, if not every bit, as bad is the 
use of out-dated factory buildings. In 
each instance the result is similar: 
waste of time, labour, space, productive 
power and money. Sueh buildings are 
as uneconomic as nineteenth century 
typewriters in the office or wooden 
spinning wheels in the textile industry. 
Perhaps the ideal factory building 
which meets every requirement of up- 
to-date production metheds and systems 
has yet to be designed and built. In 
any case, most firms would find it 
beyond their means. Bat this does not 
mean to say that a building to meet 
every reasonable demand cannot be 
obtained easily and almost at once. 
And the cost is economic. 


Light, Airy Interiors Are 
Liked by Workers 


In this class can be included the 
Nissen steel buildings, & type of con- 
struction already well-known through- 
out the industrial world. These build- 
ings are used by every kiad of industry, 
from heavy to light. Last month I 
visited a factory of this type and was 
impressed by its light and airy interior 
as well as its obvious utilitarianism. 

As you probably know, Nissen build- 
ings are constructed on the semi-circular 
principle. Structures consist of a series 
of arched steel ribs spaced at a uniform 
distance apart. These cerry purlins of 
timber or steel, secured by means of 
galvanized hook-bolts (im the case of 
timber) and by the ordinary method of 
cleats (in the case of steel purlins). The 
arched steel ribs span up to 50ft. Ribs 
are of T section for spam up to 4o ft. 
and light H section span for over 4o ft. 

Roofing material is carved to the 
requisite radius. It is fixed to timber 
purlins by galvanized drive screws and 
to steel purlins by galvanized hook- 
bolts. 

In most instances it is desirable to 
have an inside lining to the roof. This 
is arranged to provide a large air space 
between the outer and inner sheeting 
which (a) helps to establish in the 
building an equable temperature at all 
seasons of the year, (b) 2liminates all 
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condensation and (c) improves the in- 
terior appearance of the building. All 
these are significant and worthwhile 
advantages. 

Linings are made from a number ot 
materials. Chief among these are gal- 
vanized corrugated sheets, asbestos 
cement sheets, fibre board, plaster on 
metallic lathing, matchboarding and 
various types of manufactured com- 
posite boards. The choice depends to 
a large extent on what the lining is 
meant to do—absorb steam and damp, 
lessen noise, etc. But whether or not 
a lining is used does not affect the 
weatherproof qualities of the buildings. 
Gable ends of structure are made of 
timber or steel framing covered with 
matchboard, corrugated sheets and so 


Six Specific Advantages | 

1. Buildings have 50 years | 

life. | 

. Can be dismantled and | 
re-used, 





2 

3. Halfcost of usual factory. 

4. Can be erected in a few 
days. 

5. Maximum freedom for 

plant set-up. 

6. Maintenance costs are 

negligible. 


on. Doors and windows can be sliding 
or hinged, or any size or shape. Con- 
tinuous roof glazing, as in the ordinary 
type of factory, can be used, Indeed, 
the choice in these matters of detail is in 
no way restricted. Nor are there any 
difficulties in bringing through and dis- 
tributing the various service lines you 
may need: steam, power, heat, gas, 
water and lighting, 
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The standard type of roofing is gal 


vanized corrugated steel sheeting. 
These sheets are fixed into position 
over the entire span. There are, in 
effect, no ‘‘walls’’. The semi-circle 
starts at the foundation and spans 
uninterruptedly from one side to the 
other. 


Types of Roofing Available 
For Special Conditions 


In most instances, of course, the gal 
vanized sheeting is adequate to all needs 
but if it so happens that special con- 
ditions make the use of this sheeting 
inadvisable, other roofing can be em 
ployed. Asbestos sheeting can, for 
example, be used. But it is only in 
unusual cases that other than the 
galvanized sheeting is needed For 
instance, it may be necessary because 
of a peculiar type of production or 
because local atmospheric conditions 
bring about deterioration of ordinary 
sheeting. 

The foundations needed for Nissen 
structures are normally of a light and 
inexpensive nature. Usually a gutter 
formed in the concrete on either side is 
included as no suspended rain-water 
goods are required on single spans. 

The buildings can be made to almost 
any size and adapted to suit all types 
of industry. Each span, whether 20, 
30, 40 or 50 ft. (or any other size), pro- 
vides uninterrupted floor space. Single, 
twin or battery form bays can be pro- 
vided. The working areas available 
can be used for any manufacturing lay- 
out—heavy or light engineering, food 
production, foundry work, scientific 
instrument manufacture and so on. 
This type of building is already in use 


(Continued on page 60) 
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What To Do About — Pastors Act. 








Sixth A rticle 





Watch these Vital Points Relating to 


N this sonelucine article I propose to 

deal with some important matters 

-which fall outside the headings of 
the previous five articles. 


Escape in Case of Fire 

The Factories Act was drafted before 
the subject of A.R.P. became so promi- 
nent, In the light of the latter, however, 
the new provisions for preventing the 
risk of fire in factories and minimizing 
its effect assume an added importance. 

Under the old law, factories employ- 
ing less than 40 persons had no duty to 
provide means of escape from fire 
approved by the local authority. The 
new Act makes this incumbent on you if 
you employ more than 20 persons OR 
if you employ more than ten persons 
above the first floor (or more than 20 
feet above the ground level) OR if you 
employ more than ro persons above the 
ground floor of a factory built since 
July, 1937, OR if your factory stores ex- 
plosive or highly inflammable material. 

* Who has to make the first move in 
this direction—-you or the local autho- 
rity? The answer is that both have to 
move. The local authority and the 
factory occupier have obligations, in- 
dependent of one another, to see that 


the factory has proper fire escapes, and > 


neither may simply wait for the other to 
take the initiative, But if you extend 
your factory, or make any appreciable 
increase in the number of your em- 
ployees, or begin to store explosives or 
inflammable materials, then you are 
under the additional obligation to notify 
your local authority in writing. | 


Doors and Lifts 

If you have a staircase leading down 
to the factory exit the door at the bot- 
tom must open outward. 
additional rule to the previous rule that 


doors (other than sliding doors) of rooms 


where more than ten persons are work- 
ing must open outwards. Every means 
of ¢ exit other than the usual exit must be 
marked by a notice in red lettering. 


In the case of new hoists and lifts, the -` 


lift well must be lined with fire-resisting 
material: it must have fire-resisting 
docrs: at the top it must have a vent or 
some material easily broken by fire. 
Fire Warnings and Fire Drill 

Here are three matters which must 
have your immediate attention: 

1. You must see that in every work- 
room your material is stacked at all 
times so as to allow free passageway for 
everybody. 

2. Unless you employ less than 20— 
and however few you employ if you 
handle explosives or inflammable ma- 
terial-—-you must make proper arrange- 
ments throughout your whole building 
for immediate warning in case of fire, 
3. Tf you handle such material, or if 
| you have more than 20 persons working 

above the first floor or more than 20 
. feet above ground-level, you must “take 
effective steps to ensure 








This is an 


that all the 


employed 
are familar with 
the means of es- 
cape and their use 
and with the rou- 
tine to be followed 
in case of fire.” 

It is true that the 
Act does not im- 
pose fire drill in ex- 


persons 


press terms. But 
that is surely what 
in all but excep- 
tional cases this 
new requirement 
amounts to, Sim- 
ply reading over 


to your employees 
rules of procedure 
to be followed in 
case of fire is hardly 
ensuring their familiarity 
routine. | 

Factories on which this obligation is 
imposed would be well advised “to insti- 
tute some scheme of periodical fire drill 
for all their employees. 


with the 


Building Operations 


A number of types of work other than 
strictly factory operations are brought 
within the Act toa large but varying ex- 
tent. These include ship-building, works 
of engineering construction like bridge 
building, and building operations gener- 
ally. With regard to the last two classes 
of work a large number of the provisions 
of the Act apply to them if they are to 
last six weeks or longer. 

Note especially that the builder or 
engineering firm as the case may be is 
placed in the equivalent position of the 
factory occupier as regards his obliga- 












CORRECTION 


It is regretted that through an 
error in sub-editing a mis- 
statement on an important point 
was made to appear in last 
month's article (page 28) on the 
Factories Act, 

In his original draft Mr. 
Samuels stated the fact that :— 

“After July Ist, 1939, it will 
not be lawful to employ a per- 
son under 16 for more than 
44 working hours weekly.” 


By mistaking 1939 for 1938 
the paragraph was sub-edited 
wrongly and therefore the pub- 
lished version read as though 
the limitation is now in 
operation. 

The point has been taken up | 
by several readers, and we are. 
glad to correct the mistake and 
to let them know that they are 
right. We wish also to apologize 
to Mr. Samuels whose original 
statement was, of course, 
correct. 















Fire Escapes .. . 
Doors and Lifts. . 
Building 


Operations .... 


Penalties ..... 


By H. SAMUELS 


Author of “Law Relating to Industry,” 
“Law Relating to Shops, ” «Factories 
Ad, 1937,” ete, 


tions. Thus if you are a builder engaged 
on roofing or extending a factory it is 
you, not the factory occupier, who must - 
arrange for first-aid boxes or sanitary 
conveniences for the men who are on. 
the building work. 


Penalties 

As we have seen, it is going to be more 
expensive for you to comply with this 
Act than with the previous one. But it 
is also going to be considerably more ex- 
pensive not to comply with it. 

The penalty under the new Act is {26 
for each contravention, whereas under 
the old Act it was f1o, and 43 in the 
case of working persons over hours. As 
the £3 in the last case is incurred in re- 
spect of every individual so employed, 
the new rate will make a very big dif- 
ference in a large department working 
longer than they should. 

Another point that concerns you is 
that in addition to the employing com- 
pany itself being prosecuted, any secre- 
tary or other officer whose neglect con- 
tributed to the breach or who consented 
to it can be prosecuted. 


Home Office Regulations 


The Act provides for the continuance 
in force of the various orders made under 
the old Act until they are superseded. 

The various Dangerous Trades Orders 
and Welfare Orders are, therefore, still 
in force, but during the months that this 
series of articles has been appearing a 
number of new Orders have been issued, 
and I would draw your particular atten- 
tion, in conclusion, to those which are 
of general application, like the regula- 
tions regarding overtime, sanitary ac- 
commodation, operations at unfenced 
machinery and intervals for women and 
young persons, 















Faced with a heevy outlay if their existing scientific solution to a complex problem. [heir 


premises are to be made to comply with the size, shape and position are arrived at through 

New Factory Act, a large number of manu- an accurate analysis of the type of plant to 

facturers are deciding to move into be accommodated, the laboui 
Among those well-known 

: : firms already installed in 

brand new factories designed c$ PLANNED FACTORIES H required and the transport facilities 


exactly for their purpose. 
CS PLANNED FACTORIES, like 
the one shown above that we 


recently construczed for Messrs. 


factory building of the past. 


are 


imperial Airways Ltd. 
C & A Modes Ltd. 


needed. Evolved in this way 








Ferguson Radio Ltd. factories work as efficiently as thi 
Dunlop Rubber Co. Ltd. 
|. & R. Morley Ltd. machinery within them. You 
Potter & Moore Ltd. 
Baird Television Ltd. buy or rent a CS PLANNED 
Ferguson Radio L:d., have no relation to the FACTORY in any of the industrial zone 
They are a London area. For full particulars writs 
—|— ~~ 
N 1 = 
FACTOR IE § 


plecned modern industry 


COMMERCIAL STRUCTURES LTD 


CONTRACTORS & ENGINEERS STAFF 


A ROAD LEA BRIDGE ROAD LEYTON 10 tor 678 
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We've Trained Men, Bought Equipment, 
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and now were 


Building Shelters 


From an interview with T. W. PARSONS, 
M.1.Struct.E., 
Superintendent, News-Chronicle and The Star 


A.M.I.Mech.E., 


N common with many firms we 
[e planned, and in some instances 

carried out, a good deal of A.R.P. 
work under three heads: (1) training 
of employees, (2) purchase of materials 
and (3) provision of places of refuge. 

When we considered the A.R.P. prob- 
lem and consulted experts, it was 
apparent that the most urgent work 
was that of training employees in the 
various jobs they would have to do in 
the event of war. Not only does such 
training take a long time to complete 
but it is vital in the building-up of an 
effective emergency organization. 

Fifty members of our staff volunteered 
for anti-gas training and were put 


*through a complete course by the Cor- 


poration of London instructor. The 
course covered: nature of war gases 
and their detection; personal protection 
against gas; methods of decontamina- 
ting streets, buildings, machinery, elec- 
trical apparatus and motor vehicles; 


practical experience in detecting and 
combating gases. 

The course took up three hours per 
day for eight days. 


During this time 
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Rescue and decontamination squads of seven men each have been 

formed by the trained volunteers of the News-Chronicle and The 

Star staff. Here is a decontamination squad ready for work, equipped 

with gas masks, decontamination suits, boots, gloves, etc., which have 
been bought by the company 


reliefs were employed to do thë work of 
the men in training. The trained staff 
are now organized into rescue and decon- 
tamination squads of seven men each. 
One or more of these squads would be 
available at almost any time of day or 
night to clear up debris or to carry out 
decontamination work. Incidentally, 
most of the men are recruited from our 
maintenance staff. i 


Volunteers Recruited From All 
Departments 


A further 30 members of the firm, 
recruited from all departments, are now 
attending in their free time after business 
hours a course of lectures in St. John’s 
Ambulance First-aid work. Our aim here 
is to have one or two men and women 
with first-aid knowledge in each depart- 
ment so that there will always be present 
in all parts of our buildings persons com- 
petent to deal with any kind of casualty. 
We hope, eventually, to train about 100 
of our staff in this manner. This force 
will be able to assist our regular first- 
aid men. 

We have, of course, our regular staff 
fire brigade which, we think, is com- 


A.R.P. organization mustn't rely on class- 
room knowledge. Realistic practice and drill 
is necessary. Here you see some of the 
volunteer staff carrying out decontamination 
work under conditions which are similar to 
those which will be faced during actual air 
raids 
Your A.R.P. squads should be put through 
plenty of practice of this kind. In most 
instances, local authorities will co-operate in 
such training 


petent to deal with that side of A.R.P. 
work. As soon as we can find an instruc- 
tor, we shall give the brigade instruction 
in combating incendiary bombs. We 
may also, later, add to the strength of 
the brigade or form an auxiliary force. 

That, so far, summarizes our staff 
training work. As trained men are, 
however, ineffective, even in practice, 
without the necessary equipment, we 
have bought, or are buying, a reserve of 
materials. For the decontamination 
squads we have got a service-type respira- 
tor, protective suits, boots and hats, 
and special bins into which these articles 
can be put should they become contami- 
nated with gas. We have also bought 100 
yards of sand and a quantity of bleach- 
ing powder, both essential materials for 
decontamination and fire-fighting. We 
have, too, organized for further supplies 
of these materials to reach us at short 
notice and have on hand a quantity of 
sandbags. 

Our first-aid rooms.are already fully 
stocked with the necessary medical 
stores. 

In the construction of refuges we have 
two problems: (a) our existing build- 
ings; (b) our new building. In the exist- 
ing premises we have no available space 
in which to build air-raid shelters, but 
we have rooms which, with a little 
additional strengthening by sandbags 
and timber, could give protection against 
blast from shells, bombs and falling 
debris. 


Shelter Selection Based On 
Six Factors 


There are six factors which influence 
our choice of rooms for use as shelters : 
(1) strength of floor above and support- 
ing walls; (2) absence of heavy 
machinery above; (3) minimum of win- 
dows; (4) ease with which rooms can be 
made gas-proof; (5) ease of access to the 
street and to other parts of the building; 
(6) nearness to lavatory accommoda- 
tion, etc. 

In our new building (designed by 
R. A. Duncan, Esq., of Tubbs, Duncan 
& Osborne) the problem is more straight- 
forward. We shall be able to incorpo- 

(Continued, 
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In her equipment, just as in her construction, 
the “Queen Mary” had the benefit of expert 
planning. Appropriately, lighting equipment 
by Benjamin was specified in suitable parts 
of the ship—engine rooms, galleys, etc., and 
for some sports lighting. 
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Planned lighting by Benjamin represents the 
most advanced and scientific standard of 
illumination. Not only because of the improved 


efficiency it ensures but also for its greater TEMPERATURE 
economy, Benjamin Planned Lighting is the 
first choice of the leading Industrial and CONTROL 


Commercial Organisations. 


THE NEW FACTORIES ACT 


now in force, makes sufficient and suitable 
lighting compulsory. Let Benjamin Planned 
Lighting safeguard you at every point! 
ENJĄAMI a i 






LIGHTING||.........”. 


Write fer Leaflet No. 1533 131 to: EFFICIENCY 


THE BENJAMIN ELECTRIC LTD. 


Brantwood Werks, Tottenham, London, N.17. K White fot the book lemperatuse (outrel hot ah purposes" 





THE MAGNETIC VALVE COLTO 


BUSH HOUSE W-C-2:PHONE-TEMPLE BAR 7777 


BENJAMIN PROMOTES THE 
PARTNERSHIP OF LIGHT AND VISION 
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Halve Building Costs 


(Continued from page 55) 


by firms in the whole range of industry. 

Now what are the specific advantages 
of Nissen buildings from the director's 
point of view? Summed up, they are 
these: (1) the buildings have a life of 
50 years or more; (2) at any time they 
can be dismantled and set up on another 
site, and they will be just as good as 
ever; (3) in capital outlay they cost 
half the price of the usual type of fac- 
tory; (4) they can be erected in a matter 
of days as compared with months 
needed for the construction of ordinary 
buildings; (5) they provide unusual free 
dom for the set-up of plant, therefore, 
allowing the most modern type of lay- 
out and organization; (6) maintenance 
costs throughout the life of the buildings 
are negligible. 


Factories Are For All 
Types of Firms 

These six advantages provide a 
formidable list. They should provoke 
thought in the boardrooms of most firms. 
For this type of building is not speci- 
fically a factory for the small or the 
large company; it can be used by firms 
of all sizes and kinds. Possibly this is 
pust the building which would meet 
your needs, and solve your specific 
problems. However that may be, it is 
certainly worth the investigation of 
executives of any firm. 


We’ve 


Trained Men, 
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Bought Equipment 


(Continued from page 58) 


rate certain strengthening features in 
walls and floors which will give us first 
rate shelters. 

In consultation with Mr. Duncan and 
other experts we find that the basement 
(reel store) of our new building can be 
made to provide a good measure of im- 
munity from: (a) direct hits by light- 
weight bombs of the type most like ly to 
be used; (b) incendiary bombs; (c) gas 
bombs; (d) effects of concussion of heavy 
bombs bursting in the street or vicinity; 
(e) fall of floors and debris of upper parts 
of the building. 

The precautions to be taken are in two 
categories : (1) immediate and (2) future. 
Immediate precautions include streng- 
thening of floors so that the garage floor 
will carry a load in solid concrete slab 
of 330 lb. per sq. ft., and the first floor 
will carry a load in solid concrete slab 
of 250 lb. per sq. ft. This first-floor slab 
will serve as a detonator and arrest pene- 
tration of splinters. Provision must also 
be made for lavatories, forming air locks 
and ventilation and cutting off water, 
gas and electricity supply to the build- 
ing from a point in the shelter. 

For future precautions it is necessary 
to form space between retaining walls 
and stanchions by building brick inner 
walls and filling the space between with 
sand. It will also be necessary to wedge 


up beams with additional supports 
(timber or steel) to withstand excep- 
tional loads and to provide complete air 
locks, ventilation and lavatories. . In 
addition, the garage floor will be covered 
with 2ft. of sand in divided compart- 
ments. 

The cost of this work is not an impor- 
tant factor under the circumstances. 
The additional strengthening of the 
floors, for example, is covered by the 
present contract figure for construc- 
tion of the building, and the expense 
of preliminary work in forming air 
locks and providing services is a small 
matter, 

Our experts estimate that the total 
space of shelter provided in the base- 
ment under this scheme would not be 
less than 7,000 sq. ft. This would pro- 
vide a temporary refuge for about 600 
persons. In practice, however, nothing 
like this number would be allowed to 
congregate in the shelter, as complete 


security cannot be provided. A direct 
hit from a heavy bomb, for example, 
might kill everyone in the shelter. 


During an air-raid the A.R.P. stafi 
would be on duty and the non-active 
staff would be distributed in te mporary 
shelters in other parts of the buildings. 
By this dispersal our staff would gain 
an additional measure of safety. 
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For — Walls 
SISSONS 
FACTORY WHITE 


Home Office Regulations permit surtaces 
painted with SISSONS FACTORY WHITE 
to stand for 7 years without repainting. 


UR INDUSTRIAL DEPARTMENTS are ever ready to give 

free advice and specifications on any problem of decoration 
and a staff is employed for personal attendance at any job. Write 
for full information and tint cards to: 


INDUSTRIAL FINISHES DEPARTMENT 


SISSONS BROTHERS & CO. LTD. 


Makers of Varnishes > 


Paints > 
Eee Works and Offices: 


Colours >` 





SUPERB OIL FLAT WALL FINISH 


Synthetic Enamels since 1803 


HULL - LONDON - GLASGOW 
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Lighting Plant 
For A. R. P. Use 


| N MONG the many emergency light- 


ing systers which are available 

for A.R.P. shelters is the ‘‘Keepa- 
lite” equipment which consists of an 
emergency battery, means of charging 
the battery ata high and at a low rate 
and an automatic control for switching 
the system into and. out of service. 


Continuous Trickle Charge 
Is Used 

The ‘‘Keepalite’’ system has been 
developed by the Chloride Electrical 
Storage Co., Ltd. The name is a 
generally descriptive title under which 
are. a number of patented, special 
features. One of these, for example, is 
the well-known method of continuous 

trickle charging which simplifies con- 
< giderably the maintenance of standby 
batteries. Another fsature is the auto- 
matic contactor or’s 
that the emergenc 
‘immediately the nor 
fails. F 
= The normal electricity supply pro- 
vides the charging seurce for ‘“‘“Keepa- 
lite” batteries directly through suitable — 
‘resistance or other aparatus. By this 
means continuous trickle charge is given. 
As the switch is automatically re-set 
after resumption of rormal supply, the 
only hand operation seeded is the turn- 




















lamps light up 
| ighting supply 





ing on and off of the switch which con- | } 


| _ trols the higher rate a: charge. Naturally, 
ca higher rate of charge 
an emergency discha ge of the battery. 








There’ sA “Model To Meet 
Your Needs 


‘Batteries, cabinets, control panels and 

. other. equipment can, of course, be sup- 
— plied in a number of sizes to meet a wide 
range of requirements. — For instance, a 
_ standard cubicle mo 
this space: Height 47 










n.; width 18 in. 
smaller as well as 
bigger equipment tkan this available. 
Component parts of the system can be 
bought separately. | 


work a winner. 
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J. BENNETT STOREY 


LANCAS 


INDUSTRIAL DEVELOPMI 


Ship 


Preliminary information obtainable through the Travel & Ind br 
Britain and Ireland, 29, Cockspur Street, ‘London, SW, British En 
New York, and * 


| PE RFECT TIMING Builds up 
| Yes, and perfect Time Control helps to make records of another kind; cuts out. 


waste at. every stroke, prevents lagging, increases precision, makes every day's 
if it's a GLEDHILL- BROOK installation it’s an Umpire because 


it is fair to both sides, masters and men. 


























SUCCESSFUL PLANNING of industrial 

only possible if all the essential factors e i 
decided reasons why Lancashire became the birthplace 
British industry and — to-day it continues to attract n 
enterprise. 






















Every possible facility exists in this Ates to make manu- 
facturing and distribution most economical. ° 


ÅA Britain’s largest consuming market within a radius of 
75 miles. 


Port accommoda tion for vessels of every type and 
tonnage. 


Skilled and adaptable labour for every type of 
industry. | 


Sites in modern. industrial. and: rural areas. 





Special financial terms for the establishment of mew 
factories. 


Free water supplies and effluent facilities. 


Sites along 70 miles of inland deep-w ater fron 





Highly efficient public services. 

Transport facilities by road, rail, air and water. 
Spacious factories for rent or purchase at attractive 
- prices. | 


Planned industrial estates. 


‘Many concerns have — realised the value of the se adyantagis 
—why not investigate the possibi ities ? > 


Full information and expert advice will be given on coniidential 


enquiry to: 









Canal House, King Street, 


28, Avenue des Champs Elysees, Paris. 












Please write for full information. 
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Locate in Northern Ireland — 


* HERE is first-rate opportunity 
$ to-day for a manufacturer to set 
J up a factory in Northern Ireland. 


elp of every kind, including financial 
available—a fact not 
generally known to business men. Nor 
is the importance of Ulster as a trade 
centre widely recognized. Each week, 
for instance, {2,000,000 worth of 
trade flows to and from. this area 
that has manufacturing industry worth 
£60,000,000, 


All this information in detail, together 
with important facts and figures about 
Northern Ireland, is given in an attrac- 
tive coloured brochure (‘Opportunities 
for Industry'’) just issued by the Ulster 
Development Council. The generous 
financial facilities provided by the 
Northern Government to encourage the 
establishment of new industrial under- 
takings are described in the brochure. 
The facilities include free sites, relief 
from income-tax and rates, and the 









= What are your 
INVISIBLE Trucking Costs ? 





This floor was laid in 1927 and paid for itself within 2 years. 
in Il years it has not cost a penny for maintenance. 


Modern 


methods of production make heavy demands on 


factory floors and unless these are sufficiently strong to with- 


stand continual and heavy wear, they quickly become uneconomic 


by increasing tractive effort as well as maintenance costs. Stelcon 
Anchor Steel Plates and Stelcon Steel Clad Flags are dustless, 
hygienic and particularly wear-resistant and are therefore 
eminently suited for those sections of a factory floor where 


conditions are really severe. 


STELCON (Industrial Floors) LTD 


Clifford’s Inn, London, E.C.4 
Telephone Holborn 2916 
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provision of capital, either free or at * 
cheap rates, for purposes of building, 
adaption or equipment. 

The manufacturer setting up works 
in Ulster has the further advantages of 
a skilled labour force, cheap and pro- 
gressive supplies of electricity, gas and 
water and rapid cross-channel transport 
that ensures economical approach to 
the populous market of central Scotland 
and the north of England. 


Full Official Resources Are 
Behind You 


The Ulster Development Council, 
which was recently set up by the 
Minister of Commerce for Northern 
Ireland (the Right Hon, J. Milne 
Barbour, M.P.), has as its Chairman 
Sir Roland Nugent, D.L., for many 
years Director of the Federation of 
British Industries. The Council places 
its full official resources at the disposal 
of any manufacturer interested in the 
possibilities opened up by the New 
Industries (Development) Act. Copies 
of the brochure are available on appli- 
cation to the Secretary, Ulster Develop- 
ment Council, Ministry of Commerce, 
Belfast. 





Firebrick Cement Cuts 
Out Maintenance Costs 


of heat and premature disintegra- 

tion of firebrick work, which takes 
place because unsatisfactory bonds are 
used is still a source of trouble and ex- 
pense to many firms. Yet there is on the 
market a firebrick cement known as 
‘‘Pyruma’’, which eliminates all these 
adverse factors. 


Cot heat and frequent repairs, loss 


These Four Big Advantages 


The main advantages of ‘‘Pyruma”™’ 
are these: (1) welds firebricks together 
edge to edge; (2) possesses the property, 
under changes of temperature, of adapt- 
ing itself to the same coefficients of 
expansion and contraction as the fire- 
bricks; (3) sets to rock hardness and 
withstands high and intermittent heats 
and imparts the all-important bonding 
property; (4) is of standard plastic 
consistency, always ready for use. 

Firebrick disintegration usually starts 
at the edges. This exposes the brick to 
the attack of heat, flames, fluxes, slags 
and abrasions. Loose joints also allow 
heat and gas to leak away. And, 
naturally, the repair bills are constant 
and costly. 


Makes Lining Solid Mass 


One of the main features of “‘Pyruma’ 
is that it converts the firebrick lining 
into one solid mass and it wears as such. 
The cement thus greatly lengthens the 
life of firebrick linings in furnaces, 
boilers, kilns, ovens, etc. It also brings 


about saving in fuel because loss of heat 
Repairs and re- 
practically 


and gas is stopped. 
newals, of course, 
eliminated. 


are 










— Tas TEN * ` s Ta T f- 
ME eS ——— — SIS, = ee 
INDUSTRIAL N 'ANAGEMENT | 

` - a E — Ie = - m 


[=i 





— mF 
a 


W 


' s * 


* 


— 

te, m 
— 
P . 


eek 


system, operating from ‘‘Nife’’ 
nickel cadmium alkaline bat- 
teries, has just been put on the market 
and is especially useful as part of your 
A.R.P. equipment. The system is easy 


N NEW type of auxiliary lighting 


"Need This New Emergency ii 


Hand lamps operated by ‘‘Nife’’ bat- 
teries are available for use in all types 
of bomb- and gas-proof shelters, for 
rescue parties and repair squads, for 
works decontamination parties and for 
executive offices. In each instance the 


ghting System ? 


a wasteful trickle charge is not required 
Prices of the lighting sets range from 
{19 17s. 6d. to {40 5s.; prices of hand 
lamps for individual jobs start at around 
25s. each, complete with battery, bulb 
case and handle. 


to operate, adaptable *o all emergency lamps have been designed for the special Mortimer, Gall & Co., Ltd., have a 
conditions and low in cost. The com- work concerned. full range of hand-lamps an lightings 
plete lighting set, which includes bat- The transportable emergency lighting sets on display at their showrooms, 11> 


teries, control cabinet. lamps, etc., is 
portable and is made in five sizes rang- 
ing in output from 24 to 96 watts. In 
addition, there are avzilable many dif- 
ferent types of self-contained portable 
lamps designed for special emergency 
uses, 


There Are Three Outstanding 


Features 


The “Nife” battery 5 of all-steel con- 
struction and has three outstanding 


Set is known as the ‘'Nife-Nevertayle’’ 
and is designed for use as an automatic 
plant. In normal conditions the set is 
connected to the ordinary mains supply. 
Points are wired from the set and accord- 
ing to the way in which controls are 
arranged, the lamps wired can be used 
(a) as normal lighting installation or (b) 
as a form of emergency lighting. 
Further selection of controls provides 
that, in event of mains failure, the lamps 
operating as normal lighting installation 
will continue to operate but from the 


Cannon Street, London, E.C « 


NEW CUTTING FLUID 


Reduces Machining Costs 


RODUCTION executives will b 
pP interested in a new clear solubl 

cutting fluid that is claimed to 
in advance of the norma! cutting oi 
and highly effective in reducing machin 
ing costs. 





‘ . it i : : ; This fluid, Sternopal, is made 
features : (1) it is able to stand indefi battery system. If, however, the set is —S— Ae * i ee 
nitely without suffering damage of any used purely as a form of emergency 7 ita a —— F ts —— 
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kind; (2) it is able to hold, without any lighting, then the failure of the ordinary that atna hakie ior ronne CNT GS PE 
attention, a complete charge for years; lighting system would automatically aran e ee — E 
(3) the steel plates are not affected by . : : ‘ 7 as it is also a protective against rus 
3) aue y oe, ee “ Y bring the set into action. achined para Gan Be jut atraione int 
concussion such as is caused by the ex- | wo pares can ve pt agar i 

i -by stock. 
plosion of a bomb near by. s . TE * oii iz | 
These advantages make the battery Equipment Takes Up Little Space For general machine shop use 35-4 


ideal for A.R.P. work. Even after years 
of storage, a condition which ordinary 
batteries cannot meet, this accumulator 
functions instantaneously. The lighting 
drawn from this battery does not, of 
course, consume oxygen—an important 
point in a crowded shelter. 





Control gear of the emergency lighting 
sets is simple to operate, The cabinet 
containing the batteries occupies little 
space. The smallest model, for instance, 
takes up an area of 12x 10x 23 inches; 
the largest an area of 18x 12x23. Bat- 
teries give off no corrosive fumes, and 


He wont be back 
Jor SEVEN YEARS... 


* 


* 


Factory interiors painted once every seven years with 
FEROX White for Factories conform with the require- 
ments of the Factories Act, and the necessity of 
limewashing every fourteen months, with its attendant 
inconvenience and increase in cost of labour and 


materials, is obviated. 


FEROX White for Factories can be brushed or sprayed 


over old distemper without fear of scaling. 


It gives 


an ‘eggshell’ finish which is washable, non-absorbent 
and hard wearing, and can be made glossy or matt by 
the addition of oil or turpentine respectively. 


FEROA 


WHITE FOR 
FACTORIES 





THE WALPAMUR Co. Ltd. 


DARWEN «+ LANCS. 








parts of water are added if 
extremely economical. For grinding 
100 parts of water. 

Technical executives who want details 
or to make tests, write to Sternol, Ltd 
Royal London House, Finsbury Squ 
London, E.C.2. 


Particulars of FEROX White for 
Factories and other industrial paints 
supplied on request 
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Trunk Road Ha lage- 


where all Thornycroft vehicles undergo 
their preliminary works trials. 

Nothing could have pleased me more 
than the easy progress of the Trusty 
through narrow thoroughfares in Bas- 
ingstoke, its ready acceleration in 
traffic and quick response to the steer- 
ing wheel being prominent qualities of 
its behaviour. These, indeed, were 
remarkable for a vehicle carrying 8 tons 
dead weight. 

On a machine of this size one does 

łot expect to change the gears with a 
fick of the lever, but any of its speeds 
can be engaged silently, without fear 


of missing a change, thanks to the. 
smooth ac “tion of a generously propor- 


tioned clutch and accurately graded 
ratios. 

On hilly routes, the trunk road final 
reduction of 6.75 to 1 caused me to use 


the indirect ratios frequently, but what 


is known technically as a “‘close ratio” 


| third gear proved of the utmost value 
on gradients where, with the other 


reduction for the back axle, top gear 
climbs could be made, 

To demonstrate the ability of the 
machine in getting into its normal 
cruising speed from a standstill. I 


| checked the acceleration against a stop- 


watch; when, starting in bottom gear 
and engaging the other ratios at correct 
engine and road speeds, the speed of 
20 m.p-h. was reached in 20 seconds— 
a remarkably good result in my opinion. 

Acceleration in direct drive from ro 
to 20 m.p.h. showed the engine te 
possess ample torque at low speeds 
under full load, the time occupied by 
this test being 22 seconds. 

In normal circumstances no one ever 
attempts starting a commercial vehicle 


from top gear, but in order to satisfy 
| myself as to the capacity of the clutch 


for withstanding severe stresses and to 
determine the qualities of the entire 
transmission system, I made this drastic 
test which produced the speed of 20 
m.p.h. from rest in 474 seconds. 

By controlling the clutch pedal 


‘judiciously to prevent undue slip 


between its frictional elements, the 
engine power was absorbed evenly with- 
out producing the slightest shudder 
from any portion of the gearing, trans- 
mission or rear axle. 


Here is The Brake Test, and 
on Wet Roads 


The braking tests were taken on a 
level, though wet, road after the 
drums and linings had been warmed 
thoroughly by holding the vehicle. in 


check on a long and steep descent. | 
The latter is a useful test precaution 


and prevents crediting any machine 
with retardation it may not produce in 


t service when similar conditions arise. 


From 20 m.p.h. normal application 


| of the four-wheel brakes, assisted by. 


triple servo cylinders, brought the 
vehicle to rest in 3 3/5th seconds and 
gave a Tapley reading of 45 per cent. 
Here, as in the case of the two other 
brake tests, the retardation efficiency 








H ea Under ae pe ana lee 
hand brake produced an efficiency of 
30 per cent and 4 seconds as stopping 
time. 

While aep to arrest the 
motion of the vehicle from 20 m.p.h 
by applying both brakes with full force, 
as in an emergency, imperfect road sur- 
face adhesion again prevented the best 
results which should have been far 
better than the 3 .4/ 5th seconds actually 
obtained. 

Notwithstanding the adverse condi- 
tions for these tests, the brake system 
gave evidence of great all- round 
efficiency and answered to all require- 
ments without exertion of undue 
physical effort on the driver's part. 


High Ratio Doesn't Prevent 
Good Hill Climbing 


All Thornycroft vehicles are required 
to satisfy. definite standards of bil- 
climbing performance when tested on 
this particular route which includes a 
long gradient with a maximum steep- 
ness of 1 in 8, invariably surmounted 
on second gear by Trusty models 
equipped with the 8.25 to 1 back axle. 

We were interested therefore to see 
how the trunk-road model would per- 
form on this steep hill and to note how 
much, if any, reserve power the four- 
evlinder oil-engine could produce under. 
the handicap of a higher final drive 
ratio. 

After climbing well towards the sum-. 


mit on second gear the lowest gear was 


engaged, this enabled us to complete 
the climb in excellent style at a mini- 
mum speed of 7 m.p-h. 

On the return journey we indulged 
in several runs at maximum speed 
when, while holding the road with all 
the steadiness of a good touring car, 
the Trusty showed itself capable ‘of 
travelling quite quickly. In addition 
to its economical fuel consumption the 
model possesses a very lively perform- 
ance including rapid acceleration, good 
cruising speed under full load and 
brakes upon which one can rely in any 
circumstances. 


FACTS AT A GLANCE 


Vehicle Tested: Thornycroft 
“Trusty” 64/7} ton Lorry. — 

Makers: John I. Thornycroft & 
Co., Ltd., London & Basingstoke 

Capacity : 6} to 74 tons (accord- 
ing to bodywork) 


: Body Length: Behind Driver’s 


seat, 17 ft. gin. 
Wheelbase: 12 ft. 8 in. 

Fuel Consumption: 13:2 m.p.g 
Max. Gradient Climbed : 1 in 8. 
Annual Tax: £50. 

Vehicle Price: (1,040. 
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Autumn Upturn ... 
Should Bring us to 1936 Levels 


UGUST brought fresh anxieties 
A re both the political and busi- 

ness situation. The advantages 
of Viscount Runciman’s presence in 
Prague was largely negatived by the 
scale of the German manceuvres. The 
efforts of the Non-Intervention Com- 
mittee were temporarily frustrated by 
General Franco's virtual refusal of 
the Powers’ proposals for withdrawing 





we specialise in 





| TYPING. 


57-41, LOWER MARSH, S.E.1 ZXoxcWATerion 4027 


BLOCKMAKING, TYPESETTING & 
Avery craftsmen co-operate to give 


you a complete advertising service Day & Night. 


Pen Hough Layout fo ERR Klock | 
AVERYS SERVICES LTD 





volunteers. A serious Russo-Japanese 
incident nearly flamed into a further 
war; while finance had to bear the 
brunt of yet another Wall Street scare. 


August ‘Bears’ Up: 
Big Trouble Avoided 
N the whole we have emerged from 
all these difficulties very credit- 
ably. A Russo-Japanese conflict has 
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By Cecil Chisholm, M.A. 


been avoided; the Spanish impasse will 
be overcome simply because the civil 
war must remain localized at all costs; 
German millions on the march dis- 
turbed, but did not shatter, Europe's 
sang-froid; Wall Street has recovered; 
France has kept the franc under reason- 
able control; and, despite prophets of 
woe, Anglo-American negotiations for a 
trade agreement seem to be making 
progress. 

How have these alarums and excur- 
sions affected autumn prospects? 

The question is not easy to answer 
because the new disturbances have 
made the balance between a revival and 
continued stagnation still more delicate 
by strengthening some of the negative 
forces. 

An autumn upturn is certain: will it 
be normal or below normal? Will it 
touch 1936 or 1935 levels? That is the 
urgent question. 


This 3-Point Probe 
Gives ‘Yea’ or ‘Nay’ 
NY answer involves three associ- 
ated questions. Can we hope for a 
rise in raw material prices during the 
autumn? Will the iron and steel in- 
dustries receive their normal autumn 
impetus? Will building activity be 
maintained, thanks to rearmament 
and slum clearance? 
The answer to the first question is 
dependent almost entirely on the United 


States. A normal autumn revival in 
that country would do the trick. The 
revival in Wall Street is a happy 


augury; but it is not a safe guide, since 
conservative business opinion in Amer- 
ica believes that it is premature. 

Pump priming to the tune of 
{200,000,000 must inevitably help the 
shipbuilder, the engineer. and the far- 
mer. A bumper harvest, with the Euro- 
pean countries hungry for food, is an- 
other bull point. With such a harvest, 
and with sales assured, the American 
farmer must be better off this autumn 
than he was last. This means part pay- 
ment of debts which have crippled farm 
development so long. 


U.S. Big Business To 
Be Fairy Godmother ? 

T last, too, the industrial index is 

slowly moving upwards, thanks to 
lower prices for basic materials, reduced 
building costs, and the reduction in 
stocks. The elections should clear up 
the problem of government policy for at 
least a couple of years. If Mr. Roosevelt 
wins, business must fall in line, but it 
will at least know where itis. If he loses 
big business will be compelled to back 
its own successes by an expansion to 
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prove what it can do to bring better 
times. 

Returning to Americas difficulties, 
apart from the struggle between Govern- 
ment and business there is the danger of 
the inevitable reaction to the conse- 
quences of pump priming Apparently 
President Roosevelt will end the year 
with a deficit almost as large as the 
entire British budget; four times as 
large as his original estimate. 

Labour difficulties stil exist on a 
large scale; if conditions improve will 
they not break out again to disturb the 
upswing? 


Mr. Hull’s Bait Does Not 
Catch World Trade Fish 

INALLY, all Mr. Cordell Hull's 

efforts to open the channels of trade 
with Canada, France, Brazil and Great 
Britain have had but limited results. 
Yet any continued prosperity in 
America is dependent on world wide 
buying of cotton, wheat, petrol, ma- 
chinery and luxury goods. 

On the whole the balance seems to be 
in favour of a genuine upswing in Ameri- 
can business. How long the swing will 
last depends too largely on America’s 
internal politics and external trade to be 
depictable, when her underlying finan- 
cial foundation is so weak. 


Uncle Sam Ought 
To Row in To-day 

ITHOUT America’s support, a 

substantial and centinuous in- 
crease in commodity prices is unlikely. 
Given a start by America that lasts a 
a year or so, all may be well. But sup- 
pose the American impetus flags, can we 
rely on Europe and the Empire to keep 
the upswing going? A good deal de- 
pends on how powerful has been the up- 
swing in this country and in the sterling 
group. In 1925-26 the sterling bloc did 
wonders, without American assistance. 
So we have solid reasons for hope. 

Admittedly iron and steel figures for 

July are extremely disquieting. Seven 
blast furnaces were blown out; steel out- 
put fell by over 25 per cent on a year 
ago; iron output by over 29 per cent; and 
the Scottish holidays dic not do that. 
But the fall in motor sales by 10 per 
cent during the past six months, and by 
28 per cent in June is one explanation; 
overstocking in the spring from fear of 
higher prices is second; — of 
part of the equipment of armament fac- 
tories is a third; the fall in flat building is 
a fourth. 





Reading the Indices. 


North of England, Midlands anc Wales show fairly 
good upturns on the indices poblished this month 
This is an encooraging factor for it means that a 
great belt of industrial Britain is enjoying a notice- 
able improvement in bosiness. If this movement 
continues there is a good chance of an autumn upturn, 

For these new indices, the average business activity 
in each area during 1983 is taken as the base (=100). 
The indices are given by months. 
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Now The ‘Autumn’ Is Here 
Steel Output May Go Up .. 
GAINST these depressing features 
may be put the increased orders now 
‘going out for armaments, particularly 
for munitions and the remarkable 
stability of building plans. We.may 
look for an autumn revival in the steel 
industry to, with luck, the 1936 level. 
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producing 


| question isin the afirmative. Close study 

of building figures for plans passed, em- 
ployment and allied industries shows 
that prospects are good for activity re- 
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Scottish firms are advertised by 
Maxwell Nicholls and Partners. 
Formed in 1919, the Agency has | 
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each under the direction of a 
resident partner with an intimate 
knowledge . of Scottish adver- 
tising problems. 
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trade cycle, i : 
the political restriction of trade? 
Let us look at some of the indicators. 


Hi Sh Price Policy 


Begets Low Sales | 

Io foreign trade figures are 
frankly . depressing. Imports of 

raw materials are holding up surprisingly 

f 5% per cent in the second 

he year exactly balances the 






cent and their price actually rose by 
i | sper c cent: In fact: British manufac- 









- dustries, coal,- m, paper — others 
. snatched at — — instead of gettin 
‘down to cost reduction, when sales fell 
n through prices being already too high. 
1. Of course there are other reasons for 
the rise in British prices; rearmament 
e has raised: the prices of certain raw 
.4 materials. and of skilled labour; rigid 
_ wage contracts constantly impede the | 





economies possible. from improved ma- 
hinery; wages rises and shorter hours 
are: playing their part. 
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concerned attempts by every means in Those executives who pursue a The important point, however, is that 
his power to reduce prices and struggles vigorous policy of sales expansion may such businesses will be in a position to ` 
after every possible foreign order? not find immediate encouragement for take full advantage of improved condi- oh 

Fortunately the downtrend in em- their efforts. But their long-term view tions; organization will be complete: 
ployment seems to have been stopped in will be correct. Their firms will reap the costs will be fully under control and any 
August, a remarkable achievement. Re- benefit maybe some months from now. further expansion will be well-planned. 
tail sales continue excellent. This is not 
surprising considering that wages are 
still rising slowly, although the cost of 
living has dropped 5 points since 
December. West-end stores provide a 
blot on this pleasant picture, thanks 
only to certain technical reasons which I 
have explained before. 

Less pleasant is the highly compli- 
cated picture presented by Europe. 
Fortunately the slump in the German 
bourse failed to effect the European 
exchanges; but it does suggest the weak- 
ness of Germany’s financial position. 

Employment is at a record figure, not 
only foreign workers but many more 
women have been drawn into factories 
and fields. 


Business Plays Atlas 

Role In German World 

| S? much of the activity is financed by 
the Government for rearmament, 

public works and the re-building of 

cities, that the entire “nancial structure 

is clearly under terrific and increasing 

strain. The result was a famine in cash, 

leading to the selling ef securities and a 

collapse of confidence. 

Fortunately this sitaation was got in 
hand before bank deposit or the mark | 
were seriously affected. But a weak 
German finance is bad for Central 
Europe, although it may be helpful to. 
the democratic group. Shortage of 
money will certainly weaken the apres! 
of Germany's offers te Hungary in 
ticular. This should leave part at least 
of that country’s trade to Great Britain, 
while affording a further strengthening of 

_ the Central European democratic bloc. 

France has still a pack of internal 
troubles. The recent weakness of ster- 
ling against the dollar further weakened 
the franc. However, the Daladier 
government has lasted for a record time; 
it is valiantly attempting to cut many of 
the bonds which have been strangling 
French business in the form of rigid 
hours, rigid wages and inflexible labour 
agreements, even at the risk of the franc. 

In Spain there is n> improvement in 
the situation; the experts seem to agree 
that a third year of war is inevitable. 

In China at least one further year of 
war is also forecast, but the weakness 
of the Japanese position is becoming 
clearer every day. An ‘‘open door’’ in 

China after the war seems to be now 
almost a certainty, a vital fact for 
British export trade. | 


Business Is Going Up— 
Not Up and Up and On 

UMMING up, we may expect this 

autumn to see an upswing to around 
1936 levels. There SB no evidence to 
prove that it will be short and slight: 
nor is there any reason to expect a re- 
turn of boom conditions. The immediate 
prospects justify the utmost efforts in 
selling and cost reduction from every 
executive who wants o seize the oppor- 
tunities that undoubtedly exist for ex- 
panding business again. 
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Aircraft Are To Be Made in 
former cotton mills, Ashton-under-Lyne, 
Lancs. A. V. Roe & Co., Ltd., Manchester, 
are the manufacturers reconstructing the 
mills for this purpose—Northern Aircraft 
& Engineering Products, Ltd., Manchester, 
arẹ also to manufacture in a former cotton- 
spinning mill at Guide Bridge. Production 
of aeroplane components is commencing 
now, giving work to hundreds of skilled 


Here's NEWS of Active Home Markets 


mechanics, sheet metal workers, wood- 
workers and fabric makers—Another Lan- 
cashire aircraft factory, that of Rootes, 
Ltd., Speke, is being enlarged by 40 per 
cent. Over 5,000 people will be employed 
there ultimately on making aeroplane 
frames—Manchester's new airport at Ring- 
way, Cheshire, is open. {180,000 has 
already been spent on the work; further 
extensions, etc., will cost another £70,000. 
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£15,000 Of Steel For Bridge 
construction is being supplied to the New 
Zealand Government by Dorman Long, 
Ltd., Middlesbrough, and Cargo Fleet Iron 
Co., Ltd.—Vulcan Foundry, Ltd., Newton- 
le-Willows, Lancs, are building ten railcars 
for New Zealand Government Railways— 
Tottington & Woolford Manufacturing Co., 
Ltd., are reopening mills at Walshaw, near 
Bury, Lancs, which have been closed seven 
years. Machinery is being installed. Some 
hundreds of girls will be employed. 


12,053 Tons Of Chairs are being 
made for the South African Railways by 
Head, Wrightson & Co., Ltd., Thornaby- 
on-Tees. Order will keep chairs department 
of works busy until end of this year— 
Whessoe Foundry & Engineering Co., Ltd., 
Darlington, made £56,458 more profit 
during financial year just ended as com- 
pared with 1936-37—Newcastle City Coun- 
cil since 1920 has spent over £6,000,000 on 
municipal housing schemes. All houses 
built have gas or electricity installed; some 
have both. 


Output Four Times That of exist- 
ing plant will be the result of {£30,000 
extensions to the Tyneside biscuit factory 
of L. Wright & Son, Ltd., South Shields— 
On a site at St. Helen’s, Auckland, Co. 
Durham, a factory is being built by Bond 
Moulding & Engraving Co. Employment 
will be given about 50 persons at the 
start—Willington Quay Plywod Works, 
capitalized at £250,000, are now in opera- 
tion—Sunderland’s new £45,000 fish quay 
will be opened in five months’ time. 
Already 16 distributing firms have reserved 
areas on the quay. 


Manchester City Council, which 
has given financial help to firms building 
factories for light industry at Wythenshawe 
(the city’s light industry estate), has de- 
cided to give similar help to firms establish- 
ing factories in the city itself. First to 
benefit by the new policy is a firm of com- 
mercial printers and pattern-card makers. 
Loan of £3,000 has been made to the com- 
pany to assist in building a factory at 
Hulme, a central district of the city—1,000 
men will be at work a year on building a 
factory at Blackburn. Job is for the Gov- 
ernment. Boiler plant for the factory will 
be supplied by a Blackburn firm. This will 
give 50 men work for three months. 


New Type of Heat Treatment 
furnace has been installed by Samuel Fox 
& Co., Ltd., Shefheld. Furnace is for 
bright annealing and normalizing of steel 
strip on the continuous principle. By 
adoption of a special heat recovery system, 
power consumption has been reduced 50 
per cent as compared with consumption of 
normal furnaces—Midlands hosiery manu- 
facturers are preparing for good, though 
late, autumn buying season—Nottingham 
laces, nets, curtains, making-up, etc., 
industries also anticipate an active autumn- 
winter season which will give more employ- 
ment in the district, improve the market. 


£3,000,000 Aircraft Factory is to 
be erected by Lord Nuffield on 120 acres’ 
site on Corporation land at Birmingham. 
City Council has sanctioned negotiations 
for the sale. When in operation the works 
will employ about 15,000 people—Austin 
‘“‘shadow’’ aircraft factory, ngbridge, 
Birmingham, is now producing bombers. 
Over 5,000 employees are now at work. 
Number will be increased in the next three 








months when full production will be 
reached. 


Steel and Wood Caairs are to be 
manufactured at Wolverhampton by Stoll 
Chair Manufacturing Co. A site of 24 acres 
has been bought by the firm. Work on 
factory construction is ncw starting. The 
works will supply goods for all British 
Empire markets as well as the market here 
—At Leicester a new firm has been formed 
to manufacture children’s footwear. 


Credit Balance of Nearly {500,000 
was held by South Wales collieries during 
second quarter 1938. This is the highest 
for ten years. Miners’ wages are now 30 
per cent above 1937 standard base rates. 
Output has been maintained at a total just 
below 9,500,000 tons. Owatlook is hopeful, 
which suggests that trade revival in area 
will be maintained, providing good market 
for all of consumer products— 
Millions Is needed to complete {10,000,000 
Ebbw Vale steelworks development are 
being raised by big bank interests in 
London. When the new plant is in full 
operation, its output will be two-thirds of 
that for all Wales. 


Airscrews Are To Be Made near- 
by Gloucester and Cheltenham airport. 


Rotol Airscrews, Ltd., is the firm which has 
established a factory for this purpose— 
Wide varieties of products for use in the 
electrical industry will be manufactured at 
Gloucester by the New Insulation Co., Ltd. 
The firm specializes in treatment of various 
materials with synthetic resins—A concern 
making steps and ladders and another 
manufacturing shirts and collars have 
taken sites on a new by-pass road built by 
Gloucester municipal authorities. 


Over 100,000 Sq. Ft. Factory is to 
be erected in Glasgow by the Imperial 
Tobacco Co. Plant will be for the manu- 
facture of cigarettes—At Mossend, Lanark, 
Colvilles, Ltd., are carrying out extensions 
to their works. Several furnaces for heat 
treatment of steel are being installed, a new 
dressing shop for general castings is to be 
erected, foundries are to be extended. 


Empire Exhibition, Glasgow con- 
tinues successfully, over 6,000,000 visitors 
having passed through the turnstiles in the 
first three months. Since opening day, 
1,500,000 letters and postcards have gone 
through the Exhibition franking machines, 
£9,000 of postage-stamps have been sold, 
14,000 inward and outward telegrams have 
passed through the P.O. there—Last month 
the world’s biggest sweet pea show was 
staged at the Exhibition. 
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This little outfit is 
called ‘Ideas in Paper’. 
It consists of dummies far 
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LOST—every week. 
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condition. —Write ‘Betarcol”, i Box, ae BUSINESS, (Phone Central 9891), not later than September 21. Experience d Copy an d t 
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HOTELS OFFICE EQUIPMENT FOR SALE 

= i — — — “A Large Selection i of Ex- Government and 

és @ ODWVOO D OTHER STEEL AND Woop Orrics FURNITURE, INCLUDING 
ben - i i FILING CABINETS, DESKS, CARD NDEN CABINETS, ETC. 


—_— ree Also Plan Cabinets New AND SECONDHAND) at LOWEST 
H 4 FE | PRICES. WRITE FOR CATALOGUE, THe MISCELLANEOUS 
Trapinc Co, Lro., 134/5 Hicn Hoorn, W.C 


— HOLBORN 4894. 
Conveniently situated for all places | — 


From 8 gns. weekly. 10s. daily. 
Bed and Breakfast 7s. 6d. BR AVON 
ALL-STEEL 


. QUEENSBOROUGH TERR., HYDE PARK, W.2 
CABINETS 


For Account 
Books, Records, 
Documents, &c.. 


MODEL “A” 


33/- 


Carriage Paid 
Send for complete 
List Free 


BRAVON OFFICE EQUIPMENT CO. 


56 Southwark Street, LONDON, S.E.I 
Phones: Hop 2158-9 


Man (36) 
well versed in preparation of Press and 
Trade advertisements, folders, cata- 
logues and booklets, seeks position with 
manufacturer or agency in London or 
Provinces. Sound. knowledge production. 
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Box 44, Busrness, Whitefriare House, Tallis Street, 
E.C.4, . 



















NOW 
ts the time to arrange for 


System Desk Calendars 


to Give You All-the-Year- 
Round Publicity in 1939 









HOW TO TEACH 














A BOOK brimful of ideas and methods 
that have secured for many teachers, 
directors and chief correspondents 
effective results in training people in 
‘the production of really efficient 
Business Correspondence. It aims 
to show ‘‘how’’ rather than ‘‘what’’ 
to do, making it equally valuable to 
othe student or junior correspondent 
desirous of attaining perfection in the 
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Adding Machines, Calculators, Statement 
Machines. Typewriters and all Office equipment. 
New, Rebuilt and Second-hand. Bought, Sold, 
Exchanged.—Dixon Matthews & Co., 46 Pilgrim 
Street, Newcastle-upon-Tyne, 1. 


“System” Desk. 
Calendars with 
your | business. 
, ae wee announcement 
“RES e oes printed promin- 













Hirtt spares fur tha currendi ; 
nee 2 agents © ently but up- 
art of letter writing. Art Metal Visible Systems. If you have not had pissed, obtrusively on 





Bom sonst owe see pach. Daily 
Song Sees Sheet, will keep 
wi cata te YOUT m OF 
ee a Šervice fore 
— — sen te the notice of 
Surrenders memes HST OMIETS or 
DENAI P apn P 
mipasu DEOSDECTIVE CUS- 
tomers every 
hour of every 
working day 
throughout the 
whole year. Be- 
$ cause they come . 
mand more fre 
guent reference 
than any other 
article of desk 
equipment they constitute the best form of 
continucus publicity at a minimum cost. 


COUPON. 
To SHAW PUBLISHING CO., LTD., 
6, Carmelite Street, London, E.C.4. 


a recent demonstration you have missed the latest 
developments in this type of equipment, Or send 
for Catalogue P-60. Art Metal Construction Company, 
201 Buckingham Palace Read, London, $.W.1. 


HOUSE MAGAZINES 


A few of the various subjects dealt. 
with are: The Psychology of Effective 
Letter Writing, Clear Thinking, Per- 
sonality in Writing, Reaching the 
Reader, Personality in Correspond- 
ence, Finding the Word that Sells, 
Punctuation, Function of the Dash, 
Words to be Avoided or Used with 
Judgment, Faults in Phrasing. There 
are also General Information Tests, 
Exercises and Examinations. 

Make sure of getting your copy of 
this unique book by posting this 
coupon Now. 


Oae Pank da u e —— — — — — — — — hk ke ee 


























A well edited interesting house magazine, 
profusely illustrated, is available at very lew cost for 
one traders sole advertising use in each district. 
Write on business letterheading for specimen and 
quotations. Arthur May, House Magazine Specialist, 


Nazeing, Waltham Cross. 
MISCELLANEOUS 























Fencing for Works, Sports Grounds and Gardens. 
Materials only or erected complete anywhere. 
COATES FENCING LIMITED, NO. 1, FENCO 
BUILDINGS, BRIDGWATER. 
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Shaw Publishing Company, Ltd., 
6 Carmelite Street, London, E.C.4. 


Please send me post free by return 
eeuse Copies Of How to Teach 
Business Correspondence’’, for which 
Jt enclose 3s. od. each in payment. 












CLOSES THE DOOR QUIETLY. NEAT, TOO. 
It's called the “Page” Door Cleser; cheapest OIL 
CHECK pattern obtainable: “PAGE MINOR” for 
light doors, beautifully chromium-plated, 12s. 6d.; 
“PAGE MAJOR fer heavy doors, bronze finish, 25s. : 
chromium plated 7s. 6d.: 93,000 in use. Sole 
Makers: PARKER, WINDER & ACHURCH, LTD., 
251 Broad Street, Birmingham, 1. London: 7 Gf. 





Without incurring any obligation I would like 
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“System” Desk Calendara far advertising 
purposes, 
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ö— —— — — ——— 





Name aoea PE E EEEE E SEET, 









ee — te BR DR cal) eae Sh 4 a Ae cee aa: BE 












| CYCLE STORAGE PROBLEM SIMPLIFIED, 
| PWA, Cycle Racks take any number of cycles. 


Sturdily made in solid steel: stand alone. back to 
back, or against wall as required; sheds and 
shelters also supplied: wonderfully compact. Write 
to-day for ist CYRS. 105--~PARKER, WINDER & 
ACHURCH, LTD., 251 Broad Street, Birmingham, 
1. London: 7 Gt. Marlborough Street, W.L 


BSB OEP A EE E E 8 E We eer ee 


EREI 





—E 






















PRecina 
{CALGARY 
F EDMONTON 


GIBBONS KNOWS CANADA ER 


J. J. GIBBONS LIMITED > ADVERTISING AGENTS } 


MONTREAL 
TORONTO 









WINNIPEG fT 


















R AF i ~ ae | — 


GETTIN 


HERE is nothing which so gravely 
handicaps the business man as a 
| failure in the carrying out of poli- 
cies which have cost him perhaps, many 
hours of serious thought. 

One knows how these failures occur. 
They are not, usually, caused by deliber- 
ate neglect. The plan starts right, but 
somewhere along the ine the human 
element fails—somebocy forgets an 
apparently small but really vital detail 
and everything breaks down. 

As Mr. E. B. Wilson says in his book 
“Getting Things Done in Business.”’ 


‘Inability to get instructions 
carried right through is one of 
the most serious handicaps any 
executive can suffer ‘rom.’’ 





Under the conditions cf modern busi- 
ness, the value of the nem idea is super- 
lative. Every old plan for getting new 

or more business seems to have been 
= worked almost to death, and when a 
genuine idea comes along it is obviously 


$ 


something to be prized, The executive 
who can devise new ideas. new methods, 
is the man who makes two blades of 
grass grow when only one grew before. 

That, of course, is tae executive's 
main job: it ought to be his only job. 
The executive who has to do things him- 


8 
ALSO get particulars of 


the Dictaphone Telecord. 
It gives you a perfect 


record of all te'ephone 

talks and messages, saves 

time and lessens con- 
gestion on the line, 
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BY 
THOMAS 
DIXON 


self is only working at a percentage— 
possibly a very small percentage—of his 
real productive ability. 

The best of ideas is useless unless it is 
put into effective action. And here is 
where part, at least, of the trouble lies. 

As every executive knows, the ideas 
that flash into one’s mind very often 
bear no relation whatever to the par- 
ticular subject upon which he may be 
engaged. That is one of the tricks our 
sub-consciousness plays upon us: it 
flings suddenly to the surface, breaking 
the smooth current of our thought, the 
result of some thought or suggestion 
which we have quite possibly forgotten. 

How are these stray ideas to be pinned 
down and put to good account? If they 
are not so pinned down, if we trust to 
memory only, they are only too apt to 
be forgotten or lost. 

There is only one really reliable and 
satisfactory method—the dictating 
machine. 

No matter how, or upon what, one is 
engaged, the dictating machine enables 
one to make an instant note of any good 
idea, to put it into permanent form, to 
make sure that it will not be forgotten. 
It may not be possible at the moment to 
work out details—that can wait for a 
more favourable opportunity. But in 
ten seconds the germ of the idea can be 
fixed, at any moment, with scarcely a 
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GIFT WHICH MAKES FOR 
ay FORM OF BUSINESS — 


reak in the work in hand, beyond all 
possibility of forgetfulness or neglect 

Only the dictating machine can ‘fill 
the bill’’ in this respect. There is no 
other method so prompt, so accurate and 
so absolutely reliable. 

The first step towards “‘getting things 
done’ is to fix the good idea. The 
Dictaphone will do it always, at any 
moment, day or night. No laborious 
handwriting, no calling your secretary— 
who may not be available—no trusting 
to memory. Just a few words spoken 
to the Dictaphone and your good idea 
is safe. 

Then having caught your good idea, 
how are you to ensure that your wishes 
and instructions will be properly carried 
out? 

Here again the dictating machine will 
come to your assistance. By its means 
you can elaborate your plan of campaign 
so completely and so clearly as to reduce 
the chances of a breakdown to the mini- 
mum. You can think out vour plan at 
your leisure, covering every detail in 
such a manner that your responsible sub- 
ordinates will never be in doubt as to 
your intentions. And you can do this 
without the labour of putting pen to 
paper, alone and undisturbed, at 
time you find convenient 
of secretarial assistance 
Verbal communications often mis- 
understood or partly forgotten, are 
eliminated: everybody concerned gets 
clear, typed, unmistakable instructions, 
and, if and when anything goes wrong, 
responsibility is instantly fixe: 

Those are some of the reasons why the 
Dictaphone ‘‘doubles your ability to get 
things done.’ It does not double the 
things you do yourself; what it 
to double the power of your executive 
thinking, and enables you to get things 
done in a manner not approached by any 
other method. 

It will pay you well to investigate th 
Dictaphone method of getting things 
done. Post the coupon to-day 
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POST THIS COUPON NOW 


THE DICTAPHONE CO. LTD. (Dept. H.), Kingsway House, Kingsway, London, W.C.2. 
Please send free book ‘What's an Office, anyway?'’ to 
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Speed up the typing of Routine Forms requiring Carbon 
copies by using the ay 
EGRY 


SPEED-FEED ATTACHMENT + fff 


and Continuous Stationery 


qig 
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Unproductive operations in the preparation of a set of 
forms for typing, interleaving of carbon paper, etc.—reduce 
output and incur unnecessarily high overhead costs. 

With the Egry Speed-Feed all waste effort is eliminated, 
as Carbon Sheets are inserted into and withdrawn from each 
set of forms automatically, thus enabling the operators 
to spend more time actually typing, and less time getting 
ready to type. 

The Speed-Feed Attachment can be snapped on or off any 
standard typewriter at a moment's notice, thus leaving 
the machine free at any time for ordinary purposes. 
Where hand-written carbon copy forms are employed ask 
efor details of Egry Autographic Registers. 


EGRY LTD., Warple Way, Acton, London, V.3 ccrvcorrak, eaux. Lonoon 
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OZONAIR LIMITED DEPT. 3 | 
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OZONAIR HUMIDIFIER 


FOR AIR CONDITIONING 


This simple electrically worked apparatus keeps the atmosphere at its correct 

state of humidity. Acts as a purifier and in hot weather cools the air to ar | 
appreciable dezree. Standard type for ordinary size rooms and one for treble 
Power consumption nominal. 


0 D.C 


Fo Dar 


Telephone : 


S.W.1 
VICTORIA 6252 (3 lines) 
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Powers-One punched card machines are 
unequalled for every kind of classification 
and analysis work. 


The high-speed Powers-One Tabulator using 
small inexpensive rapidly punched cards 
ensures speedy production of analysis com- 
bined with exceptional economy of working 
and the accuracy of results inseparable from 
punched card methods. 


Powers-One machines are being used by 
Governments, County Councils, Borough 
Councils, Railways, Insurance Companies and 
nationally known industrial concerns for 
such work as Market Statistics, Teachers’ 
Salaries, Mileage Statistics, Sales Statistics, 
Waybill Valuations, Payroll Deduction 
Analysis, Water Billing, Stock Control, 
etc., etc. 


Special arrangements will gladly be 
made enabling you to test the merits 
of Powers-One equipment on any 
work in your organisation. Write 
to-day for further information. 


ALL Powers Equipment can be purchased 
or rented on very attractive terms. 


POWERS-SAMAS ACCOUNTING MACHINES Ltd. 


POWERS-SAMAS HOUSE, HOLBORN BARS, 
LONDON, E.C.I 
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MANAGEMENT CONTROL POLICY 


WHATEVER Happens 
CARRY ON ws 


’ sé e »3 9 
T is quite impossible at this or your particu- Don’t Wait and See, that’s 
moment to say what will have lar markets need. i IS Q 
happened by the time this issue This is not a strict how business paralysis SVAFUS: 3 
is in your hands. Aspects of the advocacy of ‘“‘business Momentum mal ntained 
as usual.” We know o : : 
from experience that NOW will give youa flying 
under stress of a supreme start in whatever con- 


national emergency busi- 





































ness cannot go on pre- d it i ons fol | ow t h e 
cisely as usual. What ES : 
we really mean is busi- crisis of to-da y 


ness energy as usual. The 
same keen application—even 
greater application, if pos- only an initial shock. It will be 
sible—to the facts and quickly absorbed. Far more quickly 
problems that will absorbed than was the blow dealt by 
confront you day the catastrophe of 1614. Then, in- 
by day. -dustry was totally unprepared for th: 
At the shock which struck it. And it had no 
same more idea than the man in the moon 
how to handle the situation even when 
it awoke to the realization that it had 
indeed been hit. 

To-day the nation, industry and 
the individual are in much 
better case. The have 
watched events build up 
They have the lieht of 
past experienci 

which tO draw 
their conclu 
sions and 


international crisis are 
changing almost hour by 
hour, but it takes several days 
to make-up, machine, and distribute 
a magazine of this kind. 

What we say now, based on up-to- — * | 
the-minute information though it is, time the 
may therefore be quite out of align- we must | . 
ment with actualities of the early get a full un- 
October days when you will be read- derstanding of 


ing this. this: 
One recommendation, however, can If Britain becomes d 
be urged with empkasis and safety : involved in war, business 


No matter what may have trans- is going to receive a very 
pired, go boldly ahead with your busi- considerable jolt. There is no 
ness, keeping an alert mind and eye question about that. 
for any adaptations that the country This disturbance, however, will be 
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| peace—that is, real peace. 





= plans. They are, in fact, thoroughly 
well braced to take a knock. 

As a result of this preparedness, 
therefore,” recovery and the conse- 
quent adjustment to a brand-new set 
of conditions will be both accurate and 
quick. ; 

In urging business men to go boldly 
ahead with their affairs we therefore 
add the further injunction : 

Follow a policy that is as elastic 

as possible so that this move- 

ment of readjustment shall 
have every chance to operate 
smoothly. 

The two great things to avoid, at 
this stage at any rate, are inertia and 
retrenchment. — 

In an initial state of war these atti- 
tudes will help neither the individual 
nor the country. On the other hand, 
should the crisis be thoroughly over- 
come, as we fervently hope it will, 
the reaction will stimulate markets, 
and business men who have gone ca’- 
canny will find they have lost a lot of 
useful ground. — 

Unfortunately, there is a third alter- 
native. There may be no war and no 
There 
“may be negotiations which settle no- 
thing permanently but which simply 
prolong the tension and leave open 
the possibility of another blow-up 
some time in the future. 

This will be the worst condition of 
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As machines got the 0.K. to run off this issue 



















try if business men permit the tension 
to drive them into an over-cautious 
state of mind. 

It is in such an eventuality, there- 


fore, that the responsibility for keep- 


ing things going will be greater than 
ever. me 

If businesses are kept going; if the 
heads of firms will use their energy, 
resource and courage to buy their 
materials, develop their production, 
press forward with their campaigns of 
sales promotion, and—above all—to 
refrain from negative talk, then 
there is no reason in the world why 
our country’s industry should not 


all. Absolutely paralysing to indus- swing along on its accustomed level. 





Business Men Write to Us 


At a time like the present it becomes more than ever necessary for those 
in whose hands the control of large industrial undertakings is placed to show 
courage and bold continuance of progress. 


Hesitancy or nervous clamping-down of activity will only react unfavourably | 


throughout industry as a whole. 


SIR HAROLD BOWDEN 
Chairman, The Raleigh Cycle Co., Lid, 


The policy which we are following at this time of crisis--and it is a line that 


all businesses could with advantage adopt-——is to face the facts with our coats. 


off, and not with our collars tucked up around our ears. 
Instead of retrenching we are increasing the pressure behind all our sales 


promotion plans by two-and-a-half times. 


Particularly are we pushing what 


are normally subsidiary lines of our products. 


JOHN BEHARRELL 
Meg. Du. Hawker & Botwood, Ltd. 
(Fertilizer Mfrs) 


The present lamentable situation gives plenty of opportunity for the optimist 
~and the pessimist--to advance their ideas. | 
Business history, however, proves that the successful firms are those who 


take advantage of temporary depressions, continue or increase their publicity, 


and reap a just reward. To buy, to advertise and to work is at the moment a 
patriotic duty to oneself and the country. It will be amply repaid. : 


A, COLIN KINGHAM 
| Managing Director, Rolls Rasor, Ltd. 


Fortune never crowns the craven, except by fickle chance, and then to his 
confounding. It is to vision and courage to carry into effect that deserved reward 
descends. Now is the time for vision and courage. 


We believe it, subscribe to it, act on it. 


Our development programme goes 


the good news of Pease came through. 
we recommend in this opening article and our 

frend (p.44), written under threat of war, still 
holds. Go on with plans: 


er A A a 


Don't merely "WAIT AND SEE" 
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ahead. We are not in the doldrums. Our sales continue to expand. We are 
< well ahead of last year to date. Here’s to our courageous companions in the race. 


J. W. LEVERS 
The Rawiplug Co., Ltd. 
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Keep up momentum: 
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All this is in the nature of generali- 
ties. But what are the specific things 
to do? Preparing, as it is wise to do, 


for the dreaded alternative, what are. 


the factors to which the business man | 
must give his immediate attention? | 
First and foremost, keep your busi- 


ness going. Next, plan a policy of = 


elasticity. Investigate at once to see 
if your plant and staff can be adapted 
to national service, or to what extent 
it can be partially adapted. Fore- 


sight and intelligent organization in 


this direction at the outset will serve 
two ends. It will go a tremendous 
way towards smoothing the link-up 
of the country’s power to meet. an 
emergency, and it will save you per- 
sonally from the many worries in- 
separable from a too sudden switch- 
over to new conditions. 

From general policy you then come 
down to detail. You may or may not 
have to sacrifice a certain amount of- 
labour. In either case there is every 
advantage to be gained by concen- 
trating on those things that will save 
time and human energy. 

The war period of 1914-18 taught 


countless invaluable lessons in this — 


direction. Lessons that laid the 
foundations for many of the effici- 
ency devices and systems that are 
the basis of the best equipment and 
methods which we use as common- 
places to-day. 

But crisis or no crisis, war or no 


war, measures such as these are infi- 
mitely worth while. 
now has everything to gain and no- 


Industry right 


thing to lose by putting them into 


vigorous operation. 


In closing this issue for press, 
therefore, may we finally urge this 
recommendation to carry on 


boldly with business and to pre- 
serve a far-seeing and elastic 
policy that will enable you AS 
QUICKLY AS POSSIBLE to 
adapt all your resoyrces to the 
particular needs of the moment. 
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Getting 
Things 


DONE 


DRIVING versus LEADING 


T the end of last month's article 
A« reached the point where it is 

necessary to consider the two 
general methods of getting instructions 
carried out. They are: 

(1) Driving subordinates to see the 
job right through. 

Leading them, so that they are 
willing to observe instructions. 
Let us see how Mr. E. B. Wilson* com- 
pares the merits of these two policies. 

The executive who drives endeavours 
to get his instructions carried out by the 
appeal of fear—by worrying and even 
threatening his subordinates. 

The leader, on the other hand, deliber- 
ately sets out to eliminate fear and worry 
and threats. He tries to get results by 
creating an understanding of instructions 
and a willingness and a desire to observe 
therm. 

Driving, unfortunately, is still a wide- 
spread method, primarily because it is 
easier to follow and because it appar- 
ently is a fairly successful method. 

Some executives who drive, quickly 
point out if their methods are challenged 


(2) 


that driving works in the army and 
therefore will work ia business. And it 


is true there are times when driving does 


Getting Things Done iw Business McGraw-Hill, 


Aldwych House, W.C.2 











work in business, times when it is the 
one best method to use. But beyond the 
exceptional occasion driving is open to 
serious question. 

Driving works in the army because 
the army can back up its commands and 
instructions with something a lot heavier 
than any business can resort to. Also 
the army can appeal to far deeper 
emotions than business can play on. 

Thus, this defence of driving is 
patently based on a false comparison. 
And analysis of the methods used by 
executives who drive and of their effect 
on the subordinate gives convincing 
evidence against the practice of driving 
as a technique of management. 


‘Fear’ Tactics Operate in Several 
Ways 


The driver, relying principally on fear, 
works in many ways. 

He discharges employees, often on 
slight provocation, in order to make the 
rest of his subordinates afraid that they 
too will be fired. He backs up his orders 


The ‘leader,’ on the other hand, 
by constructive 
tactics develops his subordinates’ 
responsibilities. Heinspires them 


‘reason why’ 


to feel ‘it’s up to them’ 


“PIL do the thinking, 
you do as I say,” bellows 
the ‘driver,’ who plays 
on fear in his subordi 


and his criticism with thr 

charge. He belittles and shai 
criticizes with the expectatior 
subordinates will do as he wishes it 


order to avoid such exper) i 

future. l 
In addition to relving fea Ti 

worry, the driver usually follows other J 

practices which, though not essentia 

his general method, hav: rect bear 

ing on the sort of results he gets 

include: 


Refusing to Justify His Orders: 
A driver usually wants questions 
asked. His word is 1 , 

dinates are to follow his dictates becaus 
he says so. “TH do the thinkins yil 
do what I tell vou,” is his injunci 


Asking Too Much of Subordinates: 
The driver assigns jobs according to his 
needs, with little respi Ct tor Tin t 
amount of labour involved. He follows 
the very questionable theory that 
more you ask, the more you pet 


Criticizing Unreasonably: Th 
driver finds fault whenever p 
to ‘keep the men on their toes H: 
criticizes petty mistakes and usualh 
refuses to recognize that i 
justify a man being behind with his work 
or deviating from a set of m 


ssi Dli Isi 


Never Commending Good Work: 
Another technique of the drivel Hi 
believes that by holding praise just it 
of reach is another means of keeping men 4 
on their toes. 


Unfair Competition : 
methods of urging 
competition with one another onfi H 
dentially"’ egging one man to put some 
thing over on another is an indir 
of driving. By doing this the drive 
imagines that he can not only get a bit 
extra out of his men, but that 
also get them to act äs 
check on one another 

Granting that most employees preter 
not to lose their jobs even 
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risk the loss under certain condi- 
tions, there nevertheless are three main 
reasons why these tactics of the driver 
can never be successful as a consistent 
policy : 







— 
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Driving Won't Work Because— 
Worry Reduces Work Output 


When a subordinate is worried he can- 
not give his full and best attention to his 
work. When a man is worried his mind 
concentrates on the subject he is dis- 
turbed about. Automatically, the more 


I, 


‘thought he gives to his worries, the less 
he gives to his work. 


For example, a departmental manager 
who is constantly harassed because he 
did not, or cannot, produce certain 
results begins to fear he will be fired or 
subjected to pretty stiff censure. The 
fear of these possibilities comes to the 
forefront of his mind to such an extent 


that the importance of the work in hand 


recedes and gives place gradually to 
thought and effort directed towards 
lining up a new job in some other firm 
where the policies of management are 
con-structive instead of de-structive. 

A publicity man whose work is con- 
stantly criticized on petty points will 
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‘Driving’ creates resentment against both the driver 







confidence is 
essential in a creative man. 

An office manager who is worried com- 
municates his unrest to the whole staff 
under him. 


lose confidence. And 


2. Labour Turnover Will Be High 


The driver who frequently discharges 
or loses men will be faced with a string 


and the job. 
apart from lowering effici- 
ency, breeds that insidious 
movement, ‘office politics,’ 


Resentment, 


the most un- 
settling influ- 
ence that can 
be suffered by 
any concern 


of new, inexperienced people to break 
in. Asa result work output is bound to 
be reduced and costs inevitably rise. 
Most progressive concerns do all in 
their power to decrease labour turnover 
since they know it is one of the most 
unsettling and expensive factors that 
management has to deal with. The 
(Continued on page 24) 





By ROBERT 
R. UPDEGRAFF 
Author of “Yours to Venture” 


It always seems as though 
the machine had reached 
Mechani- its logical limit and 
4 that, though machinery 
zation could be refined and im- 
proved, the mechanization of work and 
living could hardly extend any farther. 
Our forebears thought so when the railroad 
became accepted as the fastest means of 
travel. To-day we may think that mech- 
anization has pretty well covered industrial 
and business processes. 

Yet the trend to mechanization contin- 
ues, and every vear makes further advances 
into what we used to call skilled or creative 
work, 

No business man can afford to close his 
eyes to the threat—or possibilities—of 
further mechanization in his own field, 
There may be startling new ways in which 
he can take advantage of mechanization, 
or it may suddenly affect him adversely in 
some competitive way. It is a trend to be 


Trend to 


watched. 
Observe A tyre manufacturer, sit- 
À ting in his own garden 
First, one Sunday afternoon 


* A during the last business 
en Act depression, observed that 
a surprisingly large number of the cars 
going past were equipped with badly worn 
tvres. The whole tyre industry was suffer- 
ing poor business, and production was at 
low ebb. 

Next morning this tyre manufacturer's 
observation was translated into action. To 
the amazement of his colleagues he ordered 
producidos to be stepped up immediately. 

— 


—— 
me i 
= The Broader View .. . 


There was no great upturn in orders, he 
admitted, but there would be very soon; 
motor car tyres were worn out. 

Within a few weeks the tyre business 
became active. The industry had small 
stocks, and prices soared. But this particu- 
lar manufacturer was ready with plenty of 
tyres, and realized a handsome profit on 
his Sunday afternoon observation. 

Whatever a man's business may be, he 
will do well to make a practice of observing 
the homely facts | situations around 
him. But even this will avail him little 
unless he clinches his observation with 
appropriate action. 


On Adding I wonder if it often pays 

í a manufacturer to add 

Outside associated lines to his 
Lines 


main line of manufac- 
tures, or whether: 

(1) It scatters his sales energy too much, 

(2) He finds competition keener than he 
anticipated. 

(3) He finds the new line harder to make 
than he expected. 

(4) He loses money for so long that in the 
end it would have been better if he had 
kept out of the new line. 

I am not saying that any of these things 
invariably happen; rather, I am sounding 
a caution to those who may become unduly 
enthusiastic over the greener pastures in 
the adjoining field, or develop too much of 
an expansion urge. 


Problems 
to Solve 


Nearly every business 
problem-solving enter- 
prise. Whether engaged 
in producing, processing, or servicing, its 
task is to solve particular problems for 
people called customers. It follows that 
there are two major prerequisites to a 





may be considered as a 


successful business: first, that the problems 
it solves be sufficiently common to afford a 
reasonably large market; second, that it 
solve them economically or efficiently. It 
would pay many a business head to re- 
examine his own business as a problem- 
solver, and then to check it against these 
two specifications. 

Incidentally, the same factors hold true 
for the individual in any business. He, too, 
is engaged in solving problems, and the 
individual who is likely to stand highest in 
an organization is the one whose problems 
are most important, and who solves them 
most effectively. 


It is human nature, so 


Psychology i 
the psychologists say, to 
remember only the facts 


of Change 
favourable to one's cause, 


and to forget equally important ones that 
have an unpleasant or unfavourable 
connotation. 

The same psychology applies to antici- 
pation of future events. Change, as we all 
know, is inevitable. It is equally elemental 
that some changes will affect us (or our 
businesses) favourably, while others will 
have an unfavourable effect. Yet most of 
us have a way of anticipating favourable 
changes, and showing surprise and resent- 
ment over the unfavourable ones, 

Business managers must ever be alert 
for this psychological trait, for many a busi- 
ness that was seemingly sound has been 
wrecked on the rocks of unexpected change, 
either technological or social. Being con- 
stantly alert to the threats on the horizon, 
and going out to meet them half way 
instead of waiting for them to arrive on 
one’s doorstep, is the best kind of business 
insurance. 

* 

The most valuable experience any man 
can have is to be proved, every so often, 
to be thoroughly wrong about something. 

O- io 

The ability to use what we know is more 

important than knowing much. 
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What Does it Cost to 
Heat Your Building ? 


XNECUTIVES with responsibility for 
controlling the costs of heating are 
invited to glance ever a booklet which 

sets out some very useful facts. 
This booklet views heating costs from a 


severely practical angle. It takes the five 
main methods of heating in use 
to-day, and gives you cost-for-cost 
comparisons om an actual space- 
heating basis. It enables you to 
estimate very closely the heat 
requirements of your own pre- 
mises, and shows you how to meet 
those requirements with maximum 
economy. 

The five types of fuel dealt with 
—electricity, gas, oil, coke, and 
coal—are, of ccurse, subject to con- 
siderable price variations in dif- 
ferent parts of the country. Therefore the 
tables given include a sufficiently wide 
range of price gradations to enable you to 
select whatever figures apply to your own 
locality. 

A copy of this beoklet, Comparative 
Heating Costs, can be obtained from Nu- 
Way Heating Plants. Ltd., Macdonald 
Street, Birmingham, 5. 





The Poster Stamp 
Does a Real job 


HE poster stamp combines the eye- 
catching appeal of the big hoarding 

with the ‘‘personalized’’ forceful- 

ness of direct mail. That is a pretty effi- 
cient job and accounts for the tremendous 
range of uses to which business houses are 
putting this effective and extraordinarily 
cheap form of 
publicity to-day. 
Most executives 
know what a 
poster stamp is. 
But do you know 
what attractive 
designs can be 
produced ? Do 
you know how a 
series can be 
planned to de- 
scribe the whole 
history of your 
product? How 
it can be made to 
tie-in with Press 
publicity, win- 
dow displays, ex- 
hibitions, posters 





| and other sales 
TOD AY promotion cam- 
— Fa — paigns? 


o i 
Did you know that so popular is the 
well-produced poster stamp with the 


You be 
Interested in These 


general public that the colection and 
study of them has grown into a national 
hobby? Did you know there was a 
Poster Stamp Association, which serves 
the interests of stamp users and collectors? 

Brilliantly executed in colour, the poster 
stamp stands out in powerful contrast on 
all your letters, envelopes, statements, cir- 
culars, etc. Thus it enters a picked 
market and involves no extra distribution 
costs. 

If you would like to know more about 
the scope of these poster stamps—how 
you could use them in your business and 
to have 120 or so examples of the proved 
best stamps that have been employed by 
all kinds of organizations in the last few 
years—write to Samuel Jones, Ltd., for a 
copy of The Poster Stamp To-day. The 
address is Bridewell Place, London, E.C.4. 
The book is free. 


Booklet on a New 
Solid Plastic 


É ATALIN"’ is a new synthetic resin 
material of very particular interest 
to manufacturers in the sphere of 

plastics. 

A special 


booklet has been issued 
describing the nature, 
methods of working, 
and the fields of appli- 
cation of this pro- 
duct. A copy can 
be obtained from 
Catalin, Ltd., 3 
Vere Street, Lon- 
don, W.1. 

To prospective 
users of this pro- 
duct an interest- 
ing point is that 
Catalin, Ltd., 
maintain a specially 
equipped sample fabri- 
cating shop. Through 
this arrangement manufacturers who con- 
template using the new plastic can test its 
application to their particular needs, or, if 
they are already users, they can thus 
“research’’ on new lines with a minimum 
trouble and expense. 
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For Miniature 
Camera Users 


N view of the rapidly increasing extent 

to which the precision miniature camera 

is being used in business we recently re- 
viewed a comprehensive manual on camera 
operation*, 

The same publishers have now issued an 
equally practical handbook: Processing 
Miniature Films (not Cine films) that will 
interest miniature camera users whether 
they use their cameras for business or 
otherwise. 

This book caters for the fact that, 
because miniature films must almost invar- 
iably be subject to considerable enlarge- 
ment, processing must be correspondingly 
more careful and accurate. Not the same 
liberties are permissible with these films 
as with the big standard sizes. 





*Bustness for June 1088, page 15. 
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The author, therefore, covers the field in 
a plane that is sufficiently above the ele- 
mentary but short of the purely scientific 


to be of real practical use to the serious 
amateur.” 

[he book is by P. K. Turner and 
published by Link House Publicati 
Ltd., 300-304 Gray's Inn R London 
W.C.1. Price 2s. 6d. net, pe 
Phrase-Prompter 
at Your Elbow 

OR the business man there are all 

sorts of desk-books am works of 

reference on this and that ut a handy 
place undoubtedly exists for yet another— 
one of a rather different kind 

This additional book is one that 
packed full of lively ammunition for the 

business éxecut who 
at anj tme wants 
something ippropri 
ately Sna ppi with 
which to liven uj 
speech or addres: 
written treatise 

port, letter, and so on 


Į nder the title The 
Speaker Desh Rook 
(Putnan os. 6d.) are 
gathered together 5,000 Spi rkling epigrams 
all classified ready for use 
dotes and new material arranged for publi: 
speaking. An index of general headings for 
each section enables any topic to be quickly 
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found. ” 
The fact that this book is apparently 
of American origin is favourable rather than 
otherwise. It means that its scope is 
broader. The American flavour doi ot 
predominate; the editor has been indus 
trious in getting together under oni Ve] 
nearly 600 pages of the brightest stuff in 
the English language. 
Bank and Insurance Reference 
Book for the Board-room 
LL business men who have to mak 
decisions on the finances of thet 
firms will want to have on hand Th 
Bank and Insurance Share Year Book 
1935 (Published by Trust of Insurance 
Shares, Ltd., price tos. 6d This third 
enlarged edition gives in detailed forn st 
of the information which a board of direi 
tors must know about banks, discount and 
insurance companies. It becomes, in effect 
a reliable guide to investment COMPANYS 
money and it gives, too, information ic} 
is valuable when a firm i 
financial support 
Among the contents of this edition ar 
a series of analyses of the une f 59 
leading banks and discount companies and 
37 insurance companies for the past seven 
years; a complete record of hare prices 
dividends and vields over a period of 2 
vears—from 1917 to 1647—and a director 
of directors of banks and iosurnam 
panies. It also gives particulars of bank 
and insttrance compan ibsorption in 
amalgamations, and fifteen statistical 
tables which make a valuab igeregate 
summary of assets, liabilities vest! 
profits, etc., during the pasi 
British banks and insurances 
In addition, there is an cle he 
structure of British banking system, ons 
the underwriting results for 19037 and m 
formation on unit trust methods oi invest 
ing in shares of British bank, insurance and 
investment trust companies 
This is a comprehensive and authorita 
tive work which should find a place m every 
board-room., 
2 
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Price Cut Appeals 
Strongly Just Now 


N a time of crisis, when the all too 
prevalent danger is for prices to be 
put up, a well known brand of sar- 
dines is substantially slashed in prices— 
from od. to 74d. Result, a gratifying 
expansion in sales, especially in the 
thickly populated areas throughout the 
country. 





‘Prep’ Not ‘Pep’ School 
Is Key To This Firm’s 
Success 

r- HE managing director of one of 
the most successful neon sign 
manufacturers in this country 
„ecently stated that the company’s pro- 
Í "gress was chiefiy due to the methods 
used in training sales staff. The firm's 
policy is to teach the salesmen all about 
the product and the business. The 
usual type of “parrot talk” is ignored. 
Now here is policy and method which 
would stimulate sales for many con- 
cerns. Salesmen trained in this manner 
have a sound knowledge of the goods 
they sell and can talk authoritatively 
to customers. In the company con- 
cerned, for example, a salesman’s train- 
ing consists of weeks spent in the 
factory, in the head office, in the 


“the erection department. By the time 
he has got through these sections of the 


for building business in the way desired 
by the directors. 

As for the salesman’s ‘‘patter,’’ the 
winning personality and captivating 
charm, the firm sets no special standard. 
Men taken on the staff are, of course, 
selected because they have natural 
abilities and talents for salesmanship. 
The training is aimed to provide the 
men with knowledge that will enable 
them to make full use of their talents. 
The value of this training shows in 
the company’s turnover. In about ten 
years this has risen from zero to over 
£250,000 a year. 


Logically Connected 
Premium Gift 


A of chocolate is putting up sales 
of Cadbury's Red Label drinking 
chocolate. | 

The tie-up of this premium gift is 
topical and well planned. 
especialy among the mass 





‘maintenance and repairs work and in 


business he has all essential knowledge 


| good. 


LARGE cup and saucer given 
away with a single 1s. 4d. Ib. tin 


Chocolate, 
market 
_ where the makers are endeavouring to 


Busy Sales Managers 


popularize it, invariably favour the big 


cup. A smaller, more delicate cup and 
saucer would in all probability not 
appeal. : 


Selected Reports Save 


Salesman’s Time 


LAVISH filling up by salesmen of 

daily reports has often been con- 

demned but there is still a big 
waste of time and energy in this res- 
pect. To exercise this type of control 
is frequently worse than to have no 
control over the salesman. 

A successful compromise in this 
matter is the type of system worked by 
a London manufacturer whose methods 
could be adopted by many firms. Sales- 
men in this concern are told that they 
are their “own boss,” within certain 
limits. They are not asked for daily 


reports, but when a customer has got 


to the point of asking for an estimate 
or shows that he is really considering 
placing an order the salesmen must 
make out a report. 

This report is filed and signalled for 
attention at a specified date. When 
that times arrives the sales manager 
passes it back to the salesman con- 
cerned and asks for information on the 
state of negotiations—-whether a sale 
has been made, if the matter is in 
abeyance or whether the order has been 
lost. 


_ Lost Orders Strengthen Weak 
Points 
If an order is lost, the salesman is 
asked the reason why. This is not done 
in a hostile way. Frequently the sales 


manager raises no further comment on 


the matter, but there are many occa- 
sions when he can discuss the lost order 
with the salesman. From these discus- 
sions come suggestions that prevent loss 
of other orders under similar circum- 
stances. 
possible to strengthen a salesman at his 
weak points. 

Results of this system have been 
If a man fails to work as he 
should the fact soon shows 
figures. 
sooner by having the man fill up re- 
ports on each day's calls, especially as 
much of the information may easily be 


concocted. 


Indirect Propaganda 
That Pays Well 


ORE and more firms are using 
what might be called ‘'goodwill’’ 
printing. A firm of printers that 





has. literally built up a big bu S 








of 


Through them, too, it is often 


in his | 
The firm would find out no 


through a small monthly house maga- 


zine has now increased its issue to 
bi-monthly. 
A firm of fertilizer manufacturers, 


having done so well with a monthly 
trade letter to customers, has decided | 
to expand it to an 8-page booklet. 

A paper maker has just increased his 
appropriation for the issue of a monthly 
folder printed on various specimens of 
paper which he manufactures. 


HE point is that in none of these 
publications is the matter solely 
directed to sell the goods. 

The printer’s booklet, for example, is 
full of items of purely general interest. 
Only its type-style and make-up is 
changed each month to convey the 
message of good printing. 

The fertilizer trade letter is an inter- 
estingly written forecast of the month’s 
trend of business conditions. Naturally 
it is pointed somewhat in the direction 

the agricultural industry, but its 
whole aim is to help the farmer and 
market gardener. 

The paper maker’s simple folder con- 

ains only one item of matter. Gener- 
ally this is about 400 words on some- 
thing of general topical interest, but 
never about paper. The only paper 
tie-up is a note at the foot saying ‘‘this 
paper is our cover-paper No. so-and- 
so,” or something like that. And “It is 
one of the best sales promotion items 
we have used,” commented a director 





of this concern. 


‘Meet My Salesman’ 
Campaigns Pay With 
Increased Sales 


HE practice of ‘‘cold canvassing’ 
is often a waste of salesmen’s time, 
especially when there are other 
forms of first approach available. Tests 
show that a much higher percentage of 
sales results when an approach has 


been made to prospective customers 


prior to the salesman’s call. 

In the Midlands recently a manufac- 
turing concern, selling a household 
product, found it paid them to carry. 
out local mailing campaigns before 
doing a house-to-house canvass. Result- 
ing sales were 9.2 per cent higher as 
compared with the ‘‘cold canvass” 
method. $ 

A manufacturer in the North had a 
similar. experience. He sells a fairly 
expensive piece of equipment for use in 
shops and offices. By carrying out a 
direct mail campaign lasting a month 
before his salesmen made their first call 
he increased sales by over 12 per cent. 

The important point in this. method 
is that introduction to the product and 
the salesman has been done; the sales- 
man can get down to the business of 
obtaining an order on his first call. In 
many cases the prospect is partly 
“sold” by the mail campaign. Some- 
times, indeed, he is so ready to buy 
that the salesman has littfe more to do 


than to collect the order. 
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So highly competitive a product as motor car lubricating oil was no easy subject 


for such development. 


But so well handled and successful was the scheme that 


we have outlined the methods which this American concern used in its build-up 


to a national market 


Expanding a Local Product 
Into a Nation -Wide Seller 


HEN Beechem's pills were 
peddled in a market-place, did 
the pattering salesman think he 
Not 


had a ‘‘national sellker’''? No! 


results problematical 


too costly to build up a nation- 
al market for ‘just another oil,’ 


SO ..-. -« 





Discovered the facts on which 
a NEW Sales Story was built 


Unearthed hidden snags so the 
new campaign could side-step 


Indicated better methods of 


dealer tie-ups 


Provided fresh ways of building 


customer- goodwill 


a box.” That idea furned a local 
pill into a national medicine. 

Now the goods remained the 
same, but the marketing method 
took on a new aspect. That has 
happened many a time since then. 


will happen many a time in the future. 
Within the limits of a localized market 
a product with the * plus points’’ for 
successful nation-wice sale is found 


It retail stores. 


The market for the 
sale of motor oil to car 
owners was in a chaotic 


condition, Research 
showed that the trade 
had segregated all oils 
into three groups. 
Roughly, these were: 
(1) Major oil companies’ 
branded products; (2) 
Nationally advertised 
and known independent 
brands; and (3) Low- 
priced oils sold in cans 
through grocery, cut- 
rate accessory, depart- 
ment, and mail-order 


When this was done, then ad- 


vertising put the campaign over 


that had unsettled the market. 


but because the right marketing scheme 
had not been discovered and developed. 

To build a national market for ‘‘just 
another quality oil’ along orthodox 
until a woman in the crowd bawled a lines would have been costly, and 
slogan at him: ‘They re worth a guinea 


It was the widespread 
activity of this section number three 


Similarity of competitive claims were 
found by investigators to have confused 


every now and then. 

Over in the United States there is 
another good and u>to-date example 
of this truth: Hyvis Motor Oil. For 
several years this product had been pro- 
duced, bottled and sold in California, 
That is whé@re it had stopped, not 
because it had not xalional qualities, 
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the buying public regardless of price or 
source of supply. Even trade-associa- 
tion emblems, supposed to establish 
prestige for certain types of oil, were 
beginning to suffer because the marks 
were being displayed on containers of 
low-priced as well as high-priced pro- 
ducts. This was espetially so where 
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the association marks were merely used 


as distinguishing marks of ogra phi 
origin. It was further found that the 
one-quart can had become symbolic of 


quality in the mind of the consum 
yet oils in all price ranges were sold in 
quart containers. 


Further research indicated that dif 
ferences in oil were not readily dis 
cernible by car drivers [he various 
claims used by companies, particular], 
those of lower engine repair bills, whil 
logical, were hardly conclusive enough 
to be used as the best argument |! 
brand of oil as against another Thi 
claim did not permit proof by test or 


comparison by the average driver, even 
if he believed that various grades woulde 
effect differently the wear on his motor 
Thus, low grade competitors claimed 
without fear that their product assured 
minimum wear, 

This being the state of the ma 
there was obviously need for trad: 
consumer analyses upon som 
of approach. 


Decided to Tell the User 
These Facts 
General practice was to recomme: 
use of a very light oil when car engines 
were new and bearings and moving parts 
tight. After the first thousand miles of 
running it was general practice to use a 
heavier oil. However, there was no pre 


scribed rule or system by which th: 
car owner could tell how heavy an oil 
to use at the end of a thousand miles 

It was also general practice to use oil 
oi an increased viscosity when, becaus: 
of wear, oil consumption became 


abnormally high; but again there was 
no basis for determining when to shift 
to heavier oils or how much heavier tne 
oil should be. 

Because decreased “OHSUM DIIO! fol 
lowed the use of heavy oils, producers 
and salesmen, to prove that their oils 
were more economical than those used 
previously, were recommending oils 
much heavier than were 
Result: economy in oil consumption 
but run-down batteries due to hard 
starting, increased petrol consumption, 
excessive repairs due to difficulties of a 
similar nature. 

The first theory evolved was H Weal 
made advisable the use of heavier oils 
then there should be some basis for 
determining at what mileage oils af 
increased viscosity should be used and 
what oils would best suit 
these mileages. 

Research both in the laboratory and 
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countered in motor-car operation. 


stand. 


on the road developed definite wear 
cycles. It then became a matter of 
adjusting the oils that would perform 
most economically and efficiently within 
these cycles. A book entitled Engineer- 
ing Data was produced to show how 
these wear cycles were established and 
to answer many questions automatically 
evolved in the process of the develop- 


ment. 


Each Hyvis salesman and distributor 
was furnished with a copy of this book. 
Distributors’ salesmen were given 
copies upon request. The book was not 
a sales tool; it gave scientific facts 
regarding the company’s product, 
answered technical questions of a type 
asked by engineers. The American 
Society for Testing Materials was called 
upon to furnish the blanks on which the 
tests were recorded. 

This work completed, the next ques- 
tion was to designate oils correct for use 
in these cycles. The SAE (Society of 
Automotive Engineers) designations 
were inadequate because SAE ratings 
for lubrication oil are taken at a given 
temperature—in the case of SAE 10, 20, 
and 30, at 130° F., and 40, 50, and 60, 
at 220° F, 

As shown on a series of charts, two 
ous produced from different crudes can 
be identical at 130° but vary greatly at 
either extreme of cold or heat en- 
For 
example, an SAE 20 made from coastal 
crude (California) and an SAE 20 manu- 
factured from Pennsylvania crude will 
have identical fluidity at 130° F. But 
at zero SAE 20 from Pennsylvania crude 
on a Saybolt Chart will register about 
18,000 seconds, whereas SAE coastal 
will register about 80,000 seconds. 

Since SAE designations were obvi- 
ously not satisfactory, Hyvis was free 
to adopt any designations that suited its 
need. Fortunately, wear cycles deter- 
mined by engineering research had been 
fixed at r,000 miles, 10,000 miles, and 
30,000 miles. This meant that they 
could be divided on the basis of speed- 
ometer readings up to and-including 999 
miles as Cycle No. 1; from 1,000 to 
9,999 miles as Cycle No. 2; from 10,000 
to 30,000 miles as Cycle No. 3; and 
over 30,000 miles as Cycle No. 4. 


Users Can Understand These 
Speedometer Readings 


To simplify the entire formula it was 
decided to designate oil numbers to con- 
form with speedometer readings. Some- 
thing the car user could really under- 
Hence, for mileage up to 999 


__ miles, drivers should use Hyvis 3; from 








= 1,000 to 9,999 miles, Hyvis 4; from 


10,000 to 30,000 miles, Hyvis 5; and 
above 30,000 Hyvis 6. With this simple 
standard established it was necessary to 
provide a system or method upon 
which to sell oil that was individually 
Hyvis and logical enough to be under- 
stood and believed by both trade and 
consumer, 

The next problem was how to present 
the plan to the trade. It was imperative 
to give the plan the ‘‘bigness’’ and im- 
portance to which it was entitled. 

For one company to attempt to revo- 








The ‘Reason-Why’ explana- 
tion was the main sales ar- 
gument. It proved effective. 


After long technical research a special book- 
let embodying the findings was produced for 
the use of oil distributors and the general 
motorist. The booklet explained what grade 
of oil to use and when to use it. Motorists 
had never before had the facts put before them 
inthis simple‘reason why’ way. Distributors’ 
salesmen handed copies to motorists. 


lutionize oil-buying habits was daring; 
the only chance of success seemed there- 
fore to make it a topic of general con- 
versation throughout the trade. So the 
initial announcement was made with 
five-page inserts in leading trade 
magazines. 

Two coupons were used, a “‘regular’’ 
coupon and a ‘'rush coupon. The 
thought here was to develop the idea of 
a rush for information on this new 
system and that, to get an immediate 
reply, the rush coupon should be used. 
Incidentally, this means of forcing re- 
plies could have been less urgent be- 
cause the announcement turned out to 
be so effective. But this good result, 
while naturally hoped for, was not one 
that could be taken for granted before- 
hand. That would have been too big a 
gamble. 

First consumer advertising appeared 
in the Saturday Evening Post and Time. 
Here was told a frank, honest story, 
using enough words to answer questions 
from people who really wanted to know 
facts. The important thing was to get 
consumers to read and talk about the 
story. 

In every group there is some one 
individual who is recognized as know- 
ing more about cars than others. The 
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company wanted to reach this man and 
have him talk about the Hyvis pro- 
gramme. It was not hoped that in the 
first few advertisements the company 
could get the casual buyer to appreciate 
the story or act upon it. 


This Plan Appealed as a 
Common-Sense Idea 


This reasoning proved sound, but it 
did not take long to get key motorists 
as well as key dealers to tell their 
friends that the new Hyvis Mileage- 
Metered System ‘‘sounded sensible’’ to 
them. In fact, within sixty days other 
oil companies began to take cognizance 
of the story in their advertising, claim-_ 
ing that drivers should increase the 
viscosity of oil as engines wear. They 
also claimed that SAE 20, 30 and 40 
were sufficient. Here was a defensive 
move, which strategically put Hyvis 
on a pioneering basis. 

Later advertising went more definitely 
to illustrations of the speedometer in 
order to associate closely and logically 
the speedometer readings and oil buy- 
ing. 

For a simplified presentation by the 
trade a simple formula was developed : 


If wear is related to mileage and 
mileageis shown by the speedometer, 
then wear must be indicated by the 
speedometer; and if wear is indi- 
cated by the speedometer and the 
proper oil is dependent upon the 
degree of wear, then the proper oil 
must be shown by the speedometer. 


From this vital basis onward the 
advertising scheme was simply a de- 
velopment of the idea in various ways. 

To emphasize that fit was important 
in a motor oil, illustrations of agony 
caused by misfit shoes or misfit collars 
were used in the advertising. 

After the system was sufficiently 
established, a new type of advertising 
campaign was decided upon to show 
how to control the purchase of oil. 


This New Idea in Copy 
Proved Popular 


For this was developed the unique 
‘see through” advertisement. In this 
series, half of the conversation was put 
in the “‘balloon’’ of the speaker, while 
another balloon was left blank. A sug- 
gestion was made that what the second 
person should say would be revealed by 
holding the advertisement to the light. 
This simple campaign created wide- 
spread comment and produced results. 
In the illustration the attendant (the 
second person) was saying: ‘‘Just 
count the number of figures in your 
total mileage and use Hyvis of that 
number. It’s the way to save petrol!” 

As the programme became accepted, 
Hyvis automatically became recog- 
nized as a lubrication authority. The 
company developed a sales organiza- 
tion to co-operate with the dealer, not 
only in sale of Hyvis lubricants but also 


(Continued on page 27) 
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F you talk to most road transport 

operators about diesel vehicles they 

will probably agree as to the econo- 
mies obtainable when heavy loads are 
hauled over big mileages annually, but 
will reject any suggestion as to using 
this form of power unit in light-weight 
vehicles operating over relatively small 
mileages. 

Recent developments, however, have 
put an entirely different complexion on 
the all-important matter of light-weight 
gruck fuel economy, for to-day the 
diesel engine is becoming a very impor- 
tant factor in the operation of 50 cwt. 
30 m.p.h. vehicles. 

So as to be able to put the latest facts 
before Business readers I called re- 
cently on Perkins Diesels (F. Perkins, 
Ltd.), Peterborough, to investigate per- 
sonally the commercial possibilities of 
light-weight diesels. 


Special Plan for Reducing 
Maintenance Costs 


To solve the problem of the extra 
initial cost of the diesel engine this firm 
has introduced what is termed the 
Perkins Perpetuity Plan, under which 
an engine is replaced by another, equal 
to new in every respect, when an over- 
haul becomes due, regardless of the 
mileage it has run. 

Under the scheme three replacement 
engines are available for each new one 
supplied, the first engine with various 
changes of ownership taking with it the 
right for replacement. 

Assuming the normal mileage from 
one engine to be between 80,000 and 
100,000, we thus have four times that 
amount upon which to calculate the 
cost of depreciation. At the same time 
the operator is relieved from all engine 
maintenance costs, because, as soon as 
his engine needs overhaul it can be re- 
placed at a cost of /62 10s. 


Look At These Running 
Costs 


Next, with reference to running costs, 
the diesel shows up to considerable ad- 
vantage even if the mileage does not 
exceed the low figure of 12,000 
annually. 

Now if we buy petrol at 1s. 34d. per 
gallon and put the consumption at 
10-11 m.p.g., we have a running cost 








Light-Weight Diesels Can Reduce You 
Haulage Costs 


By RICHARD 


for a petrol-engined vehicle at 1.55d. 
per mile. 

The diesel, on the other hand, with 
fuel at 1s. 24d. per gallon and a con- 
sumption approximately twice that of 
a petrol engine—which is a fairly 
reasonable expectation under normal 
working conditions—has a running cost 
of 0.725d. per mile, a saving of o.825d. 
per mile. 

On the following mileages, and calcu- 
lated on the above figure of 0.825d. per 
mile, the diesel engine offers the profits 
shown below : 

12,000 miles ... .» 442 per annum 
20,000 miles .., ... £69 per annum 
40,000 miles £138 per annum 
50,000 miles 4172 per annum 
60,000 miles ... {206 per annum 

As against the above profits the oper- 
ator has to consider the extra deprecia- 
tion consequent upon the higher initial 
cost of the diesel engine, which may be 
taken at about {250 with a new vehicle. 

In the case of an operator running 
20,000 miles per annum, the engine, 
which may be changed from truck to 
truck, will maintain its value and use- 
ful life for a period of 17} years by 
virtue of the Perpetuity Plan. In other 
words the depreciation cost per annum, 
with interest, is 4250 divided by 17}, or 
only about £18 per year, as against a 
saving of /69. 

For annual mileages of 50,000 the 
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depreciation will be worked out over 
seven years. The extra depreciation 
cost, therefore, will be one-seventh of 
£250, 1.€., 442 per year, as against a 
total saving of 4172 per year. 

From the above-mentioned profits, 
compared with the extra depreciation 
cost, it is obvious that the light-weight 
diesel becomes a proposition that tew 
can afford to neglect. 


There Are These Mechanical 
Advantages 


From a technical viewpoint the latest 
Perkins P.6 six-cylinder engine is of 
great interest, but for the present our 
remarks must be confined to its per- 
formance. For that purpose I accepted 
the manufacturers’ invitation to try a 
Commer 5-ton lorry over a very exact- 
ing route under full load conditions. 

It is an admitted fact that, although 
operating economy is an essential 
feature of modern trucks, the quality 
of performance from many points of 
view is of no less importance. This 
applies particularly in the case of 
diesel-engined vehicles to which objec- 
tions have been sometimes raised on 
the score of noise, roughness in opera- 
tion, the emission of smelly fumes and 
general discomfort for the driver. 

Much of the prejudice against the 
diesel has arisen because its maximum 
pressures in the combustion chamber 
are much greater than those of the 
petrol engine. The same reason has 
accounted for increases in the weight 
and dimensions of certain parts to re- 
sist the correspondingly higher stresses 
thus produced. Hitherto the extra 
weight alone has precluded the use of 
the type in vehicles of the 50-cwt. un- 
laden weight class. 

Thanks, however, to certain features 
of design and construction the com- 
bustion stresses in the Perkins engine 
are only slightly greater than those of 
equivalent petrol-driven units, the 
small additional increases in weight 
and size thus entailed being saved in 
other directions. Actually this remark- 
able power unit only weighs 61b. per 
horsepower developed, 

In order to make sure that the 
weights were correct I had the truck 
driven on to a weighbridge, which 


(Continued on page 42) 


SUPPLIED 1902—STILL GIVING 
COMPLETE SATISFACTION 


Messrs. Joseph Lyons & Co., 
Ltd., write :— 

“We are glad to say— 
that the ledgers installed 
as long ago as 1902 are 
still giving us complete 
satisfaction.” 


The italics are ours. The claim is 
NOT ours. It is made by afirm who, 
following their original purchase, 
have bought over 700 of our Binders. 


How long have you had your 
Binders ? 


Are they giving complete 
satisfaction ? 





Will they continue to do so after 
35 years ? 

OPE-CHAT LOOSE LEAF BINDERS and Requisites are made in every type— Thong, Post. 

Section Post, Spring, etc., for pen or machine posting, and are made in a size which will 
suit your forms. Nothing but proved materials and highly skilled craftsmanship could produce 
these attractive Binders, which are finished in many coverings and edged with ‘‘Hardite’’—ar 
almost indestructible material of pleasing touch and shade. We could win your confidence by 
illustrating tests— such as that of a Gloucester County Council steam roller rolling and re-rolling 
over a binder taxen from stock— but you do not buy a binder to be run over. You buy it tc 
give lasting service under your own working conditions. The best test you can give a Cope-Chat 
Binder is to us2 one. 


COPE-CHAT Quality costs no more. WHY NOT SEND US YOUR ENQUIRIES NOW ? 


— — ee aa — — — — 
— — ` À 


Note the flat opening. 


No binder of any make 
will give you better 
writing facilities. dt is 
a pleasure to use. 





FULL DETAILS GLADLY BY RETURN POST 


tue GOPELAND-CHATTERSON GO., iro. 
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of a Well Known Manufacturing 
, Concern 
NE of the primary functions of 
> any industrial and most commer- 
Pe cial concerns is purchasing. Be- 


fore a commodity, whether specialized 
or common, can be industrially treated, 
that is, before manufacturing process 
can begin, raw materials and consum- 
able stores must be bought. 

Purchasing, then, is, for most con- 

° cerns, a basic operation in the scheme 
of things and one which, at least 
equally with other operations, has a 
bearing upon the ultimate general suc 
cess of the individual concern. 

If the buying is not right it is hardly 
likely that the selling can be right, and 
as a consequence it is essential that 
purchasing, whether of raw materials, 
maintenance stores, or plant and tools, 

* must be put on an efficient basis. 

In the concern with which I am asso- 
ciated we used to leave the buying to 
different executives who were supposed 
generally—or at least they claimed—to 
have “‘connections,'’ and this resulted 
in an unorganized and spasmodic 
placing of orders that operated on 
anything but a scientific basis. 


Outside Consultants Devised 
This Reorganization 


We went to a lot of trouble to get 
optimum efficiency in the factory, but, 
still failing to obtain the results we 
desired, we further investigated the 
matter and found that, instead of start- 
ing at the beginning, we had started 
halfway through; in other words, we 
should have started with the buying, 
as this is really our first operation in 
the process of manufacture. 

There is a growing practice among 
progressive concerns of enlisting the 
services of outside consultants when re- 
organization is being considered. With 
all the factors involved in our problem 
we therefore decided to follow this 
practice. 

We knew our own executive people 
certainly had their own experience to 
go on, but this was likely to be 
coloured, unconsciously perhaps, by 
their own personal wishes and feelings. 

Their experience, in one or two other 
firms at most, even if unbiased, could 
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Buy 


- from the Best Suppliers 
This Plan FINDS — and KEEPS Them 



















The essence of 
this plan is 
that it auto- 
matically and 
continuously 
reveals sup- 
pliers in their 
order of merit 
in actual per- 
formance as 
against prom- 
ises, and so 
guides the 
buying 
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The buyer has before him: the Records of Purchases (A); the Records of 

Consumption analysed by the month (C) and Records of Quotations (B), so 

from these facts, combined with further statistical data shown on page 20, he 

has a clear and up-to-the-minute analysis of the whole purchasing field. 

According to whether his primary consideration of the moment must be dis- 

count, delivery, price, etc., or any combination of these factors, th® buyer tan 
unerringly select the most appropriate supplier 









CONTINUOUS STATIONERY 
AUTOMATICALLY CLIPS OFF 


ONE THIRD 
OF YOUR BILLING COSTS 


That is a definite fact. One-third at least of your stenographer’s time 
and energy is spent in preparing forms for insertion in the typewriter. 
On all repetitive work like billing, invoicing, works orders, purchase- 
orders, etc., perfect alignment and perfect dupl cation are required, 
PRIMUS Stationery assures this. The forms are set in continuity. All 
the stenographer has te do is flick heř wrist and each set of forms 


is ready for typing, 
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The PRIMUS attachment. as 


hts any typewriter and facilitat 
tow of continuous forms 

machine at a moment's notice i 
either billing or ordinary corresp 


PRIMUS 


The PRIMUS Autographic Register is 
designed to simplify the work of writing 
documents by hand. It is so constructed 
as to allow a number of duplicates to be 
made at one writing and at the same time 
automatically retains a check-duplicate 
under lock and key. It is used on tasks 
such as: 





Job Progress Warehouse Notes 
Consignment Notes Repair Orders 
Requisitions Cash Sales 


etc. etc. 
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not equal experience of specialists 
whose recommendations would not be 
influenced by departmental jealousies, 
favour or other similar considerations, 
so we called in a firm of organization 
experts, who fixed us up with a method 
which has replaced guesswork and the 
haphazard placing of orders with care- 
fully arranged purchasing on a properly 
controlled basis. 

The first and most important decision 
was to adopt the Visible Card idea, so 
we installed Copedex cabinets, as Ulus- 


White & Co. 
Black & Co. 
Brown & Go. 
greon & Co, 


White & To, 
Black & Coa. 
Brown & Ce, 


Green & Co, 





in — means always 
best market. 

This seems a big statement, but the 
following will explain just how we do 
this. 

It will be seen that there are three 
examples of card headings. On example 
No. 1 you will see that there is provision 
made for up to eight different suppliers 
for the same article. The scheme can 
be made to embrace more or less, but 
it is recommended that not less than 
four be provided for, as it would seem 
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In Example 2 the “Order of Merit” of suppliers has been completed. The text on 
this page explains why Brown & Co. (suppliers No. 3) is the best, and in what respects 


he is best. 


Suppliers who fail to come up to the mark are soon ‘spotted’ by this system 


and can be eliminated 


trated. These cabinets are arranged so 
that executive reference can be made 
without interfering with the clerical 
operation. The trays of cards are 
quickly and easily removed whenever 
necessary, and each of the triple pur- 
pose records is housed in a pocket ‘by 
itself, the basis of the scheme being 
one set of records per item. 

The record cards are shown in the 
accompanying illustration, and the card 
marked “A” is the actual record of 
purchases. 

To guide us in the buying we also 
have sheet No. 3, which is a«record of 
quotations and offers received, while 
card “‘C’’ is a record of consumption, 
analysed by month, for a period of 
years. 

_ We purposely took out consumption 
figures for a year or two back to pro- 
vide us with working data. 

Now, 
placed on the old basis of guessing, or 
by favour, a young lady in charge of 
the records can, with consumption 
figures and current quotations in front 
of her, make out orders based on our 
_actual needs at the moment, and this 





instead of our orders being. 


the question of discount. 


unwise for any firm to purchase all their 
commodities or any of their commo- 
dities from any one or two firms con- 
tinuously without some very special 
reason. 

When the element of competitive 
buying is introduced it is usually found 
to be of benefit to the buyer either in 
price, discount, delivery or other 
service. 

On the ruling shown six vendors are 
listed and are given a vendor's number, 
which is in the first column. This en- 
ables a saving of space to be effected 
on the purchase record inasmuch as 
only the vendor's number needs to be 
entered against goods purchased. The 
vendor’s name next appears, followed 
by the price of the article; the discount 
given is shown next; then comes the 
number of days required for renewal of 
supplies from each of the suppliers or 
vendors indicated. 

It will be generally recognized that 
there are times when the urgent need 
of goods overshadows both the question 
of price and, certainly, very frequently 
Conversely, 
it frequently occurs that purchases can 


buying in the — made having regard to price 


is the product of The Copeland -Chatterson Co., 


and / or 
discount, delivery not being the impor- 
tant matter. 

No matter what the condition or cir- 
cumstances at moment of ordering or 
buying, details arranged in this manner 
will be of value. 

It will be noticed that the last column 
of each section is headed with the 
letters O.M. This denotes ‘‘order of 
merit” and is to be used as follows: 
After a card has been completely used 
up there will have been some’ experi- 
ence gained with the various suppliers 
whose names appear as vendors, and in 
accordance with quality, price, dis- 
count, delivery and other service actu- 
ally performed—as against promised— 
so they will be awarded merit in order 
as they deserve it. 


How The 
“Order of Merit’’ Operates 


Example No. 2 will show where the 
order of merit column has been com- 
pleted, and a study of this will show 
just what it is intended to convey— 
namely, that Brown & Co., Vendors 
No. 3, have given the best service. The 
quality of their goods is best; their 
delivery as promised can be relied upon, 
and in short they are deserving of first 
consideration amongst those of whom 
experience has been gained. 

White & Co., otherwise Vendor 
No. 1, takes second place in order of 
merit. It will be seen that White's 
price is less than Brown’s; the discount 
also is at a smaller rate, but their ser- 
vice, or maybe the quality, has not 
been so good as Brown’s, and there may 
have been some other reason why 
White should not take first place. And 
so we could go on right through the 
whole of these suppliers or vendors and 
award them a place in order of merit. 

As before stated this procedure can 
only be carried out when the purchase 
card has been completed and some 
experience of the various vendors and 
their goods is gained. 

The card being completed, a new 
card must be prepared, and this is 
just where the process of elimination of 
doubtful suppliers comes in. 

Experience with the previous card 
has already indicated that Green & Co., 
Smith & Co.—that is Vendors Nos. 4 
and 5—ar » last in the order of merit; 
therefore when a new card is prepared 
these two poor-class suppliers are elimi- 
nated, and this leaves space for a fur- 
ther two suppliers. The market can 
then be further explored for other sup- 
pliers of this particular item. 

It will be seen that over the life of 
a few cards extremely valuable work 
will have been done in building up the 
very best sources of supply, simply þe- 
cause the doubtful suppliers have been 
consistently eliminated. Whether it be 
a question of price, discount, delivery 
or other service, any Stores or Purchas- 
ing Department making use of this idea 
will be purchasing in the best market 
continually, always having regard to 
the need of the moment. 


The 





system equipment describ@l in this article 
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There is a full range of models from small hand-operated machines 
with speeds of 500-1000 pez hour, up to electrically-operated machines, 
such as the above, which give an output up to 8,000 an hour, 


PERFECT ADDRESSING 


of any name List... 


PERFECT RECORDING 


of any such addressing task... 







——AT 90% SAVING OF TIME AND COST BY THE AID OF THE 


ADDRESSALL SYSTEM 


Wherever mailing or other name lists are used, th: 
system solves the problem of achieving high sp: — nd ace 
racy while keeping work at an economical level 

Among the tasks that can be 


covered by this meth 
are the addressing of : 


Envelopes Dividend Warrants 
Wrappers Shareholders’ Lists 

All labels Salary and Wage Sheets 
Statements Pay-packets, etc., et 


I i ~ >. 





in fact any known name-writing proble m can be handled 


as desired. Provision is made for repeats or omissioy 
without interrupting the output of work. 


ADDRESSALL MACHINE — 


266 HIGH HOLBORN, W.C. HOLBORN 
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TO ADVERTISING MANAGERS, SALES MANAGERS & COMPANY 
EXECUTIVES WHO WISH TO GAIN AND HOLD THE ATTENTION 
OF DEALERS, POTENTIAL CUSTOMERS AND PRESENT CLIENTS 


"FINGER TIP CONTROL" 





Here is a useful and practical publicity feature which will give you 
goodwill at unusually low cost. 

Its value to you lies in its ability to keep your name and product 
permanently before the custamer, while its low cost allows economi- 
cal distribution to thousands of your clients, forming an advertising 
campaign in itself. 


Its value to the user is that Ft allows of instant reference to lists of 


names, addresses, prices, femulas and other data; provides space 
for 1380 ‘phone numbers. 


It springs open at a touch to any letter. 
Real silver finish, with rubber feet. 


Price 5/- each. Large reduction for quantities 


Manufactured by MAGOWAN & CO. LTD. 


8 STATIQNERS’ HALL COURT, LONDON, E.C.4 
City 4056 








This UNIQUE CABINET Sti/! 
COSTS YOU NOTHING 






I 
. 
€ 
) 
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A small initial purchase of RIKARBON Diamond Carbon 
Papers and/or Rikarbon Superfine Ribbons at normal 
prices will secure for you this handsome cabinet entirely 
free of cost. 
You have to use typewriter carbons and ribbons of some 
kind. RIKARBON products ensure the finest results 
from typewriters while the cabinet protects and provides 
permanent control over supplies of accessories. Further 
it is a very attractive office adjunct. 


RIKARBON CO., LTD. 


28 VICTORIA ST., LONDON, S.W.. 
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E 75 POINTS that Make 


y AT LAST... 


A Portable Successful 
Registrator Yanagement r 


THAT FOLDS & FILES 
ITS OWN COPIES Gathered during interviews with 


the top executives of more than 
50 progressive firms in many 
different industries 


(Continued from last month's issue, page 12) 


29. Consistently pay at least Farr wages. 39. Make the carrying out of individual 
responsibilities occupy the full day's 


g 9 work so that there is little time for 
4 30. Do not jump a man too quickly, It Is the worker minding other people's 
apt to go to his head, especially if he business. 
is young, and if it places him out of o 





line with his co-workers there is apt 


to be jealousy and all sorts of trouble. 40. Let this feeling of responsibility 


4 LIGHT, compact, handy, the new i —— “Sipe NOS inc soa rege or e 
È; Alacra PKF Po é whole, in its relation to anothe 
H T Id Portabl Registrator 31. If you operate your stenographers as department, as a whole. Let each 
f actua y fo as and files one or more a department, be careful that the department of the business take care 
carbon copies. Just one turn of the woman in charge is not a tyrant—too of its own work and not try to run 
A e | handle accomplishes this. Simultan- often she is. another department as well. 
4 eously the original copy is ejected. ? 
= i ; 32. If you can afford it, have steno- 41. For organization purposes there must 
Te l - s . . . . . . 
H Typ cal ap for this modern, time graphers definitely assigned. It costs be titles. In your relations with your 
E saving device are in loading bays, more, but cuts out a -lot of friction employees, let it stop at that. 
works, stores, stockrooms, garages and heartburnings. In addition, it s E 


and by round salesmen. builds up responsibility of production 
and improves the work of steno- 


May we send you details? Write graphers. 
or ‘phone to-day. (HOL 4343.) 9 o 


33. Earn for your organization, by a d ) - 
43. Settle disputes and snags quietly; 


a meticulous care for details, the reputa 
+ Sy Regd. tion that you do things well, This do not let the whole firm know that 
AFA — can only be done by seeing that each some member is on the carpet. 

=a . 


-~ > 


42. Avoid an attitude of domination. If 
vou have got to dominate, do it by 
intellect, not by brute force. 
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step in your relations with others is O 
; CONTINUOUS FORMS a complete step. 44. Do not ‘‘preach'’. If your people are 
C . ac ‘ *« Le > ATC 
F AND REGISTRATORS not loyal to the organization and do 
Supplied only by 34. Put your foot down on the fellow who —* work for the best pissin ol jy 
W “looks over his  shoulder’’—who rouse, your suggesting that they do 
. H. SMITH & SON, LTD. thinks the other fellow’s job needs will never make them. 
Business Form correcting. Let there be no butting o 
5 Department into different phases of the business 45. Keep; the EETA Hren’ 
BRIDGE HOUSE, LAMBETH, outside of immediate responsibilities. x EER A ta. ie Ait 
LONDON, S.E. This does not bar constructive sug- Sak — INA ——— — * 
estion submitted in the proper spirit, — ome ot ie ae S 
= ———— Leeds and Manchester gestion submitted in the proper spiri good you individually are and how 
ead office: STRAND HOUSE o easily you have accomplished things 
PORTUGAL STREET, i l sily y AVE é ` gs. 
SS wes 35. Organize everybody's work so that Remember, it is the other fellow who 
each knows exactly what his or her has to do the job and that if he were 
job is in relation to the work, not as gog@@mas you, he would probably 
only of the immediate superior, but be oc fing your place. 
oC TOBER’S BIGGEST of the organization as a whole. c 
O 46. Win the sincere feeling of regard and 
ADVERTISING 36. Base reward for good work mainly on affection of all your people by square 
how well the individual has borne and dealing and straight thinking. 
developed his own responsibilities. 
I I o 
Suggested Layout and Design 0 47. Radiate the thought that your people 
for 37. Fix definite responsibilities to each have ability; it is a reflection on your 
Folder — 1114 head of a department—to each em- choice uf they have not got it. 
Leaflet . I5 0 ployee—to each job. e 
Showcards . £150 o 48. Give praise where it is due, openly, 
For all advertising material, 38. Keep your eye on the ‘‘buck passer’. if necessary; but be careful lest con- 
iat Sas adi —— Fix responsibilities so that, never tinued commendation has a weaken- 
a — mind how the mistake or the poor ing effect on the person you would 
work comes about, it is chargeable to help. ; 
ijf- the man whose responsibility it was. (Continued on page 29) 





STUDIOS LTD. Loros notes will be continued in succeeding issucs, A i$ eg ever that cach instalment @e chipped out and 
filed until the whole 75 Points have been accumulated. The complete collection will be found to crystallize 
5 CHANCERY LANE, LONDON, W.C.2 431 Mi the main points in the whole range of management as practise by successful firms —Ep. 





“It's good advertising to become 


a SECTRIC TIMER ” says Mr. Sectric 















% To ‘Tell the World” that you are a “‘Sectric 

installing Smith ‘*Sectric’’ Clocks throughout your org 

isation is to advertise the importance you at 

punctuality and efficiency. It shows that you * 
only with a time-keeping service which is exactly tru xe’ 


Greenwich and which does not take up unnecessary lab 
and supervision by involving winding or regulati: 
Clocks are a characteristic feature of the truly up-t 
office, or store, no matter how small or large 


SMITH SECTRIC 


CKS 


Issued by SMITH’S ENGLISH CLOCKS LIMITED, Cricklew< 


GREENWICH 








MERCEDES 
EUKLID 


Calculatingi#fork demands speed and accuracy. All mechanical work from the commencement} 

to the result of a calculation is achieved by the Mercedes Euklid Automatic Calculator. Human 

errors are eliminated, no mathematical mistakes and no fatigue to the operator, Whatever 

the demands placed upon it,the machine works with the highest reliability. There is a choice 

of Mercedes Calculating Machines for all purposes, with or without Electric operation, from 

the simplest to the most highly developed model. Reliability - unique design - handy size 
and robust construction are embodied in the Mercedes Calculating Machines. 


MERCEDES 


BURCMASCHINEN-WERKE A.G. + ZELLA-MEHLIS IN THURINGEN 
GERMANY 





BLOCK & ANDERSON Ltd. + Brunsviga House + 30-31, Farringdon Street, LONDON 
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N the other hand the whole purpose of the 
new Kardex invention Tri-Colourgraph is 
to spot the change. 

Tri-Colourgraph is the latest word in graphic 
control. It is dynamic, it will compel attention to 
SELL MORE—TO BALANCE BUDGETS—TO 
PRODUCE TO PLAN—because it changes colour 
automatically as each new fact arises to shape your 
judgment and demand your attention—just as a 
leopard in your path. 

You can start Tri-Colourgraph to-day with a small 

frame holding twelve charting UNITS for say 
twelve departments, areas, products. or processes 

and can extend to any quantity. 

Send to-day for your free copy of Bulletin B. 102 

which shows in full colour many applications of 

the device to practical business control. 


RR 

A TRI-COLOURGRAPH UNIT. Thumb wheels project 
three superimposed transparent coloured strips over a scale, so 
co-relating three vital facts such as Quota, Current and Past. 
Twelve, Twenty-four and Thirty-six Units are housed in a frame. 
The settings are rapid and can be locked against interference. 


KARDEX 
1, LEADENHALL ST. 
LONDON E.C.3 
BRANCHES IN 


ALL PRINCIPAL PHONE: MANSION HOUSE 392! 
CITIES 
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“1 DIDN'T REALIZE WHAT A DIFFERENCE YOU COULD MAKE” 


said one of our customers recently in connection with a leaflet we had 
just produced for him. 


It might surprise you, too, to see what a difference we could make to 
your sales literature. A fresh layout treatment might transform it 
from just ordinary ‘‘printing’’ into a first-class printed salesman. 


Ask for our layout suggestion before issuing your next piece of printed 
advertising. It will put you under no obligation. 


J. W. RUDDOCK & SONS 
Printers and Advertising Consultants 
LINCOLN 


and at 3 OLD JEWRY, LONDON, E.C.2 
SNE SE — — 
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Getting 
Things Done 


(Continued from page 10) 


+ . . ‘ 
driver who speeds up this turnover 1s 
just a fool to himself and a danger to 
the organization. 


3. Fear Often Wears Off 

When the driving executive does not 
discharge a large number of men or 
experience a good many resignations, 
his methods again defeat his purpose 
because the effects of his tactics wear off. 
The men become used to his threats. 
They find that he is bluffing and that 
nothing will happen if they disregard his 
instructions. 

Accordingly, the driving turns into 
ineffectiveness and little or nothing is 
accomplished. 

Consistently followed, however, driv- 
ing invariably creates resentment against 
both the executive and the job. Resent- 
ment means a lower appreciation of the 
job, and thus invites still further dis- 
regard for instructions. 


The Place For Driving 

Thus, there is ample logic to back up 
experience which shows that driving as 
a general policy is unprofitable and 
unwise. No driver has ever been suc- 
cessful at getting instructions followed 
consistently over a period of time in 
business. 

Some drivers are apparently successful 
in business, but not because they drive. 

Their success is the result of having a 
superior product or superior manufactur- 
ing methods or some other advantage 
over competitors. 

This does not mean, however, that 
there never is a place for driving or for 
some of its important elements, for there 
definitely are times when driving, or its 


| equivalent, is absolutely necessary. 


Every executive has occasions when 
he must get a new emergency plan 
accomplished at once. There is no time 
to explain the why and the wherefore in 
detail to a large number of subordinates. 
The plan calls for unusual effort. and 
plenty of overtime. Everyone must do 
his allotted part, whatever he happens 
to think about it. 

The executive who has consistently 
driven his subordinates in their ordinary 
work will slip up badly when such an 
emergency arises. He will get no re- 
sults because his methods have become 
ineffective, 

The executive, however, who has 
followed an intelligently constructive 
policy of leading is in a position to 
request—and to get—a blind and whole- 
hearted acceptance of his instructions. 





The Essentials Of Leading 


Since, then, leading is the more effec- 
tive and permanent method of getting 
things done, a study of the technique of 
leading is necessary. ? 

Leading is a complex art embodying 
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MEET New 
CONDITIONS 
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Send now for 
folder "Why?" 
showing how 
Visible Systems 
keep your business 
at your finger-tips 


V | 4 i warten Anami E M G 
ULLE JT J 


The business world is always facing new 
problems—problems which take up much 
valuable time if details are not at hand. 





How much easer it would be to have these 
facts at your firger tips—to be armed and able 
to meet new conditions or problems immedi- 
ately; besides Carter-Parratt Visible 
Systems detai accurately all STOCK AND 
SALES RECORDS, HIRE PURCHASE PAY- 
MENTS and other records that must be kept. 


eS 


Write or telephone for full particulars to— 5 to 10 gns. 

CARTER-PARRATT LTD. STUDD & MILLINGTON ro., ‘ . 
(P. J. Carter-Eve, Managing Director) 25, SAVILE ROW and ; 

317 ABBEY HOUSE, VICTORIA STREET, 52, CONDUIT ST., LONDON, W.! 





LONDON, S.W.1 
Teleshone : ABBEY 3675/6 
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La rge 7 
St S > l 
Enelang cock in |One Machine does the work of Two 
— | n ci di * * * 
esk td udin Continuous Form Billing in addition to regular typing 
S, Filin 

Your typewriter actually does the work of tw achi : 
when used with ‘'Fanfold’’ Continuous Form Adapter 
the many time and money-saving methods of the 
Form Billing Machine are added to all the ad T+ 


regular typing 


“Fanfold’’ Continuous Forms typed over our Attachment 
savings in Billing time and costs, ranging from 17 
without affecting the operation of the typewriter 
correspondence and other purposes 


“Fanfold” Adapter places no strain whatever upon t 
writer carriage; because of the very simplicity of 
and operation there is nothing to get out of order 


NORTH CIRCULAR ROAD, LONDON, N.W.2 
Telephone: GLADstone 5477 (3 lines) 








VET: 





© Any phase of 


CON TROL *S 
covered by the 
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The Seldex System of Visible Recording makes 
it possible to obtain immediately vital in- 
formation in any department of your business. 


* For example, in 


Production Records 
Cost Records 


Stock Movements 


Analysed Sales 
Hire Purchase Accounts 


Ledger Accounts 


essential facts and details covering asingle item or any number of items 
can be produced accurately and rapidly with the aid of SELDEX., 
Before deciding on any system, it will pay you to investigate the 
advantages of SELDEX. 





LIMITED 
Seldex Works, Dulverton Road, Witton, Birmingham 6 


Write for illustrated list No. 29/V105 to the VALOR CO. LTD., 
Birmingham: Promford, Erdington. London, 120 Victoria Street, $.W.| 





CHECK & CONTROL OVERHEADS 


YPES OF EMPLOYEES 
Y OPERATED SYSTEMS FOR ALL T 
— RECORDING, JOB-COSTING, SHIFT WORKING, ETC 


— —— — NATIONAL TIME RECORDER Co. Ltd. 


AQUINAS STREET, STAMFORD STREET SE JI 
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principles and practices that should be 
closely adhered to. It is not a technique 
that can be installed and made effective 
overnight. To establish the right sort of 
background may take months, depend- 
ing on the nature of the past rela- 
tionship between the executive and his 
subordinates. 

The technique of leading divides itself 
fairly naturally under these five head 


ings : 


Selling yourself to subordinates. 
Presenting instructions skilfully. 
Following-up effectively. 

(4) Getting help with instructions. 
(5) Improving subordinates’ atti- 
tudes. 


In his book Mr. Wilson goes fully into 
these five divisions. We have not room 
here, however, to do more than touch 
on one of them, so we select number 
three as being probably the most wide- 
spread problem. 

Even when every effort has been made 
to explain and ‘'‘sell’’ an instruction, and 
subordinates apparently understand and 
accept it, two things may happen ; 

(1) The instruction may be partly or 


wholly disregarded in spite of 
the agreement which has been 


obtained. 
It may be carried out improperly 
by subordinates. 

To guard against either possibility, 
follow-up is definitely needed. While it 
is true that no one idea can have much 
effect on profits in the long run, it is 
beyond question that the more instruc- 
tions an executive permits to be dis- 
regarded, the more trouble he will have 
with future instructions. The converse, 
also, is true. 

Close, consistent follow-up builds good 
habits in subordinates. It is a sure way 
to improve their performances. That is 
why many successful executives consider 
a reputation for follow-up one of the best 
assets a leader can have. 

A good follow-up involves three im- 
portant steps: (1) Checking performance 
closely; (2) Handling difficult situations 
skilfully; (3) Criticizing subordinates 
effectively. 


(2) 


How To Check Performance 


Checking-up is a fairly simple pro- 












ENU 


PENCILS; 


VENUS PENCILS are 
inccmparably smooth and 
long lasting, theirstandard 
of quality never varies, 
MADE IN ENGLAND 
KNOWN THROUGHOUT THE WORLD 


If you will state the nature of 

your work and choose tico 

different grades which you 

think most likely to suit, we 

shall be very glad to send 
you samples to try. 


VENUS PENCIL Co. Ltd.. LONDON, £5 
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cedure. In general, tere are only three 
ways to do it: 

(1) Look over records or 
which will gwe the 
information. 

(2) Go out and watch the man on 
the job. 

(3) Install, temposerily, new reports 
that*will provide the information. 

No one of these methods alone is 
sufficient. A combination is generally 
required. 

New reports are always looked upon 
with disfavour. And rightly so, bec ause 
to the detail work af the job. But ‘a 
report that really aids follow-up and 
actually helps to get the plan or policy 
carried through is desirable and profit- 
able—provided it is discontinued directly 
its purpose is accomplished. 


reports 
necessary 


Avoid the Mistake of Too 
Long Invervals 

Many executives wao have the best 
intentions regarding follow-up accom- 
plish little because they disregard one 
fundamental principle: they permit too 
long intervals to elapse between their 
efforts to check up, 

Experience proves, for instance, that 
it is far more effecttve to follow-up a 
thing twice a month for three months 
than once a month for six months. 

The reason? Each important new 
instruction usually recuires a change of 
habit or the adoption of a new habit by 
the subordinate. Frequent reminders 
are generally needed to effect this 
change. 

Follow-up takes ttime—valuable time 
—on the part of the executive. Yet a 
short test of whether it is needed will 
show very quickly, n ninety-nine per 
cent of cases, that the ime is well spent. 

It can be safely said that only a very 
few top executives m business are so 
skilful and persuasive in issuing instruc- 
tions that they get real results without 
a properly systematized follow-up 

In short, follow- -up is your insurance 
against ineffective instructions and is as 
necessary a step as exp.aining and selling 
instructions for every type of executive 
who has control of men. 





Expanding from 
Local to a National 
Market 


(Continued fram page 14) 


in the installation ard management of 
modern lubrication devartments. 

With the establishment of key dealers 
throughout the United States, the 
present campaign ca2ttalizes the pres- 
tige of the system and the dealer. Ad- 
vertisements illustrate the proper way 
to identify a correct place to buy lubri- 
cation. 

At the ead of 1935 Hyvis Oils had 
complete distributior through several 
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they ARE business men—who find many advantages in buying one, two or a fleet 
of Cars from Car Mart. A valuable consideration is the Car Mart guaranteed 4 
repurchase system, and also their excellent after sales’ service, which can be i 
obtained in any part of of the country. 4 
We can supply lists of business houses who find car buying from CAR MART 3 
a profitable investment. i 
if car overheads are important to you, please write or ‘phone for particulars of ] 
our unique service. i 
1 
a 
By A ppoin-ment to the late King Georgi i 3 





AUSTIN HOUSE, 
297, EUSTON ROAD, LONDON, N.W.I. 
Euston 1212 
146-150, PARK LANE, LONDON, W.!I. 
(Corner of Piccadilly) 


Grasvenor 3434 


AND BRANCHES. 








ADVERTISING GIFTS 





Write for Quantity List 


| CALENDOX LTD., 
91 Petty France Westminster, §.W.1 
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WATLANE CABINET CO 
15 Grange Rd., Willesden Green, N.W.10 


À saet 


STANDARD CARS, 
37, DAVIES STREET, LONDON, W.! 
Waviaw S01) 


STANHOPE HOUSE, 
320, EUSTON ROAD. N.W.! 
Euston 1212 





For modern 
economical office 
furnishing it will 
pay you to send for 
the WATLANE 
Catalogue. e 
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SELF EXPRESSION 
is a NECESSITY to 
Every Man and Woman 


PUBLIC SPEAKING is the most natural way of 
reaching this goal. It is a most valuable item in 
the personal equipment of the ambitious man or 


Your thoughts, opinions, your hard won know- 
ledge benefit you little, they bear fruit only when 


* 


you can impart them to others. | 


Dr. Fern, known all over the world for his famous 
talks, wrote ‘‘The Science of Public Speaking °’ to 
help you help yourself to realise your greatest 


ambition. 





THE FERN BUSINESS INSTITUTE, LTD., 


3, Upper Woburn Place, 
LONDON, W.C.1 


Please send me, without obligation, 


“THE SCIENCE OF PUBLIC 


special price. 
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INCOME. TAX 
ASSESSMENTS 


IF IN 8 CONSULT 


G. WILLIAMSON 


4 BROAD STREET PLACE, 
LONDON, €£.C.2 
NATIONAL 4221 


No — for preliminary advice 
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SPEAKING,” which I am to have at a 
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Paost the coupon below TO-DAY. | 1 


particulars of your Course on 








A FREE SERVICE 


Subscribers are entitled to free 
information concerning Products, 
Appliances or Services 


We will advise, secure printed par- 


ticulars and, if desired, put you in 
touch with firms supplying services or 


products in which you are interested 


Service Department | 
BUSINESS 
Whitefriars House, Tallis Street 

ECA * 
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| hundred of the best car wholesalers, 


and, through 15,000 retailers, had 
attained a gallonage ranking with that 
of principal competitors, and had 


secured for Mileage-Metered lubricants 


the approval of leading car engineers 
and manufacturers throughout the 
country. 

Other material was made available 
to dealers, including talking pictures, 
direct-mail campaigns, cards for use in 
contacting new car owners, as seasonal 
reminders, etc. Check cards, free park- 
ing courtesy services, night service, and 
other dealer helps were prepared. Price 
cards, dip-rod tags, speedometer 


/ stickers, match books, caps for ser- 


vice attendants, and metal coins as 
pocket pieces (which explained the 
Mileage-Metered System of matching 
oil to motor wear) were a fewrof the 


items used. Lubrication charts, con- 


tainers identified by well-chosen” pack- 


age designs, dealer franchise cards, and 


so on, were part of the scheme, 

To educate dealers, lubrication 
schools were held at centres convenient 
to them. Technical handbooks were 
produced, and lubrication methods and 
records explained to help the dealer 
systematize his work files. Record 
cards and file boxes were available. 

For ordering the advertising and sales 
material, regular triplicate forms were 


employed; the plan was made complete 


with regular visits of the sales staff. 
As you can see, the plan did not 


depend entirely upon advertising or 


direct mail for effectiveness. It used 


| the technique of research and planning 


to build a NEW story and to bring old 
ideas up to date. 


Extracted from Pandamenials of Sales Management, 
by J. Russell Doubman (Pitman, 12s. 6d.) 





Birmingham ’s Value to 
the Business Man 


Get This Free Booklet 


VERY manufacturer in this coun- 
try is likely to have some interest 
in the vast industrial area of Bir- 
mingham, and any publication which 
gives vital facts and information about 


this centre is, therefore, worth having. 


A booklet dealing with Birmingham’s 
industries has just been published by 
the City of Birmingham Information 


Bureau. It provides an interesting pic- 


torial record of the city’s diverse indus- 
tries and is a booklet which might well 
find a place in a company’s library. It 
even has value when the directors dis- 
cuss sites for a new factory, for here, 
in picture form, are found many reasons. 
why this part of the Midlands is a home 
for an expanding firm. 

In Birmingham, less than 200 years 
ago, principles of modern industrial pro- 
duction were first established. The in- 


herited skill of master craftsmen was. 


allied to the new power of steam. 
To-day this centre is the home of 
1,500 trades, ranging in type from 
heavy engineering to the delicacy of 
the jeweller's art. A handbook to. 
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illustrate their varie~y is not easy to 
compile. The end has been achieved by 
photography, following, as the booklet 
observes, the example of the cinema. 
Within its twenty-eight pages over 250 
illustrations have beən compressed. 

Beginning with the hammer, on to 
drop forgings for railway bumpers, from 
thence to wheels for every conceivable 
purpose, the booklet leads to omni- 
buses, rolling stock, mnotor-cars, cycles, 
and the thousand accessories required 
for the modern vehicle. Next electri- 
city and the countless associated pro- 
ducts have attention, followed by the 
myriad uses to which metal is put. 
Confectionery, toys, guns, synthetic 
resin, silverware, jewellery, rubber and 
its scores of industrial uses, tyres, up- 
holstery and so on are dealt with. The 
craftsman and the machine, working 
side by side, are shown on a double 
page to illustrate Birmingham's de- 
pendence upon both. 

The story continues with pins and 
pen-nibs, hooks and eyes, tin-tacks, 
screws, and a hundred other industries 
and their products. 

Copies of the do0oklet 
obtained, free of charge, 
Bureau at the Council 
mingham, 1. 


may be 
from the 
House, Bir- 


75 Points 
of Management 
(Continued from page 22) 


Remember that while an efficient 
force thrives on Fard work, it is just 
as easy to run a willing brain to 
death as it is to run a willing horse 
to death. 


49. 


0 


When a man is stale and you know 
it, do not be toc hidebound to give 
him time off to get on his feet, even 
though he has had his annual holiday. 


O 


Never call down a man in public. 
Never nag. Fire him if vou think he 
should go, or have him fired; but it is 
just as easy to do this decently as 
to do it brutally 

o 


Wherever possible, and to the extent 
possible, let the individual work out 
his answer, Do not think you have 
the sole and only way of accomplish- 
ment and it is your way or none. 

O 


50. 


51. 


52. 


53. Give your peope every chance to 
defend their theeries and ideas—but 
not to the extert that you breed a 
bunch of contentious idea hounds. 


oO 
In departmental matters, deal with 


the head of the department direct, 
never through a subordinate. 

c 
Encourage heads of departments and 
individuals, through heads of depart- 


ments, to bring their problems for 
frank discussion. 


c 
Trust your people and let them 
radiate that trust among themselves. 
Cc 


54. 


55. 


57. Do not play favourites, either openly 


or covertly. 


This cycle storage shed of 
a Midlands manufacturer 
has been turned into a 
first-class air-raid shelter 
by means of reinforcing 
the structure with .con- 
crete. Strengthening of 
roof and walls of buildings 
of this type is an inexpen- 
sive, Straightforward and 
satisfactory job to do in 
reinforced concrete 
Have you any buildings 
that could be adapted in 
this way? They can be 
part of your main factory 
premises or individual 
structures in the yard or 
near-by areas 





58. Never .spy on your employees—and 
be chary about listening to reports 
of those who do, 


o 


Unless absolutely unavoidable, do not 
in every case insist on the ‘‘routine’’ 
way of doing the day's work. 
Routine sometimes kills the working 
power of a productive brain which 
will conscientiously perform if left 
to perform in its own way. Quite 
possibly it may improve your routine, 


oO 


When you criticize, be sure that your 
criticism is not offered to break down 
the other fellow’s spirit. Criticism 
must be used only to set the other 
fellow’s thinking right and improve 
his product—otherwise it will be a 
boomerang. 


61. 


62. 


Do not talk grandly to : 
“We want you some day to take the 


younR hati 


place of the manager’’—then block 
every avenue against him It seems 
silly to think that this ts done—but 
it often is. That is why so much 
promising material promotes itseli 
into another job—with another con 
cern, 


° 
Get over to employees thy 
of care in the use and expenditure of 


necessity 


the firm's money. In a fine way 
make them feel that reasonable 
economy means, in the long run, a 
sound concern, and therefore a good 
concern to work with 
© 

When you O.K. expenditures for 
improvements, do so graciously 
Do not make everybody involved in 
the suggestion for the expenditure 


feel like criminals 





At Stand No. 1 





at the Business Efficiency Exhibition 
(City Hall) 


Manchester, Nov. 9th to 18th, 1938 


will be exhibited the largest range 


DUPLICATING APPLIANCES 


TYPEWRITER RIBBONS 
PAPERS 
STENCILS, ETC. 


manufactured by 


CARBON 





DUPLICATOR 
COMPANY LIMITED 


42, KING STREET, CHEAPSIDE 
LONDON, E.C.2 
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WHY Inadequate Lighting 


Is Bad Bustness 


By J. MORTIMER HAWKINS 
Managing Director, Mortimer Gall & Co., Ltd. 


HEN I was invited to contri- 
W bute this series of articles I had 
just returned from investigating 
lighting conditions in Norway. On the 
voyage back to England there occurred 
an experience which affords a good 
example of the relationship between the 
cost of good lighting and its return in 
increased production. 
I was having breakfast on the M.V. 













not realized that perception (ability to 
‘“‘see’’) is entirely dependent on the 
amount and the kind of light that falls 
on the object looked at. 


Kippers for Breakfast 














First of a Series on 


LIGHTING IN 
OFFICE & FACTORY 


Next Month: How Acci- 
dents are Caused by 
Incorrect Lighting 





It seems unbelievable that such a 
fact could be missed, but out of a very 
wide experience I can state definitely 
that it is one of those things with which 
the average executive is either not 
acquainted or to which it does not occur 


to. him to give any constructive 
thought. 
At any rate this incident at our 


breakfast table enabled me to stress the 











Vega and four responsible business of lig Dee “Por inescapable fact that unless em- 
emen were my table com- candles — —— , ployees are provided with 
panions. ,. We were B 1 — hare ie — tp, illumination which is 
enjoying some excel- * J adequate to the nature 
lent kippers, when PESA peo) of their work they will 
suddenly the lights 2 z Ye not be able to operate 
failed. At once, how- k n5 xy: so effectively as they 


ever, the stand-by sys- 
tem came into operation, 
providing a little light 
with a lot of glare. 

Under the emergency 
lighting I noticed that one 
of my companions was hav- 
ing difficulty with his kipper; 
said he could not see the 
bones. “There was not 
enough light.” I produced 
my light-meter from my 
pocket, and we found that 
the emergency lighting gave 
3 ‘‘foot-candles’’ of light on my 
friend's kipper. 

Shortly after this the normal 
lighting was restored; up went my 
meter to 8 ‘‘foot-candles’’; the kipper 
bones were easily discernible, and the 
atmosphere brightened considerably. 


Business Men Don't Realize This 


The circumstance was too good to be 
allowed to pass so I remarked to my 
friend: ‘‘Suppose you earned your liv- 
ing by removing bones from kippers you 
wouldn't make much of a show if you 
had to work under light such as we 
have just experienced.”’ 

He agreed that he would not. And 
he agreed that, as an employer, he 
would not be enjoying very profitable 
business if he were paying a hundred or 
five hundred employeees to remove 
bones from kippers if the factory light- 
ing was so ineffective. 

It amazed me to find that not one 
of these four business men—all respon- 
sible executives—had thought of light- 
ing from this point of view. They had 


* 
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_ four business men the reason why, 
in some factories, costs are high be- 
cause workers CANNOT give of their best 





advice is therefore unbiased. 


This incident brought home to _ 


FREE ADVICE 


on your Office and/or Factory Lighting 


A Check-up on your present lighting may show where money- 
saving improvements could be made... 


“BUSINESS” LIGHTING BUREAU' 


exists to give readers this free service. 
independent, qualified lighting surveyor?’ will call, examine your 
entire lighting system and submit his recommendations ; 


Alternatively, if you write, giving all the relevant details you 
can, the Bureau will give you free advice by correspondence 


t. The Bureau has no tie-up with manufacturers of electrical appliances ; its 
Direct correspondence to ‘BUSINESS’ 
Lighting Bureau, c/o The Editor, Whitefriars House, Tallis St., E.C.4. 


2. While this Service is free, cost of travelling must necessarily be qartged 
where the surveyor travels beyond ro miles of Charing Cross. 





~ — nee would under right con- 
EMEF = ditions. 

Some firms think that, 

by arbitrarily refusing 

expenditure on lighting 


equipment and by holding 


~ down on current, they are 


making economies. They 

fail to appreciate that em- 
ployee wages are fifty times 
as high a factor as lighting 
costs and that by paring a 
few shillings off the electricity 
account pounds are lost every 
week through short-of-possible 
production. 

When approached on the sub- 
ject of lighting many business men 









At your request an 
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his didnt just happew 
had to be PLANNED! 





In the expert planning of this new all-Electric 
train, the necessity for the most modern 
and efficient lighting was not overlooked. 
Benjamin Equipment was chosen. 


Planning, whera every factor is taken into 
account, is always essential if the. results are 
to reach the highest expectations. 


Your lighting, for example, holds possibilities 
for planned improvement that are only 
apparent after careful and qualified opinion 
has been sought. 


Let Benjamin Plan your lighting. Then you 
too can look forward to the proven benefits 
already being enjoyed by over 150,000 
Industrial and Commercial Concerns. 


THE NEW FACTORIES ACT now in force 
calls for suitable and sufficient lighting. This 
is best ensured by 


BEN7AMI 
PLANNED 
LIGHTING 


Write fcr leaflet No. 1533/131 to: 


THE BENJAMIN ELECTRIC LTD., 
Brantwood Works, Tottenham, London, N.17 


BENJAMIN PROMOTES THE 











PARTNERSHIP OF LIGHT AND VISION 
















Until 
ANGLEPOISE LAMP you have no conce| 


A tion what real business lighting comfort 
— pe mean. Instead of variable, badly place 
pasa is lighting, often glaring, you have a light « 
*F your desk responsive to your lightest 
touch, ‘staying put’'—holding any one of 


100! possible angles brought right dow: 


on the work or book, or out of the way a 
required . » . Clear, concentrated, yet ! 
a scrap of light in your eyes. Simply idea 


for busy typists. 


NOTE HOW THE 
ANGLES ALTER 





Designed for correct lighting—comfort in 
office, factory, studio, home, etc. No 
fiddling nuts to tighten or catch fingers. 
Move it sideways, slantwise, upside down 
—all the time it throws a powerful beam 
of light—making a 25-watt bulb work like 
a 60—this means a big saving in light bills ! 


Chromium-plated arms, solid base, tire- 
less TERRY SPRINGS. Base and shade in 
pleasing ‘‘Krinkle’’ enamel. In charming 
colours—red, green, orange, blue, cream, 
or as required. Many models in various 
forms—trolley, wall-fixing, etc. From 50/- 
(U.K. only). Pat. home and abroad. 


Sole Makers 


HERBERT TERRY & SONS LTD., 


REDDITCH 
27 Holborn Viaduct, E.C.}. 
279 Deansgate. 
210 Corporation St 


London : 
Manchester : 
Birmingham : 


— SEND THIS COUPON TO-DAY--—:--- 
PLEASE SEND PARTICULARS OF ANGLEPOISE LAMPS * 
HERBERT TERRY & SONS LTD., REDDITCH 


you have used TERRY'S 
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retort: “I don’t know if the light- 
ing in my factory is five, ten, or a 
hundred-foot candles; but my staff 
don't complain, and they do their work 
satisfactorily. 


HEADACHE CONDITIONS: 


A ‘straight shot 
taken by office light- 
ing that was regarded 
by management and 
staff as ‘‘quite al- 
right." Yet this girl 
can't see properly 







Without altering the light 
power but by substituting a 
‘softer’ reflector and mov- 
ing the unit. to the correct 
position first-class visibility | 
at once resulted 


The trouble is that part of this 


remark is right. Employees rarely 
complain ope ‘nly about the lighting, and 
for two main reasons: 

(1) People working under inadequate 
light get so used to the condition that 
they cease to be aware of it. Neverthe- 
less, the fault and the resultant losses 
in Output remain unaltered. 

(2) Most employees fear that a com- 


plaint about lighting will be regarded’ 


as frivolous, especially in large works 
where foremen and charge hands are 
inclined to be a bit hard-boiled. 

Another aspect of improper lighting 
is its effect on the mental and physical 
health of employees. 

In a short article one cannot go into 
the complex range of human indisposi- 
tions set up, directly or indirectly, 
through strain conveyed to the brain 
and body via the eyes. 

But most executives are familiar with 
the difference between the strain im- 
posed on them by driving a car a long 
distance at night compared with that 
of doing the same journey in daylight. 








The extra strain of night driving is 
due solely to the vastly increased work 
and responsibility thrown on the visual 
nerves and muscles. 

This car-driving experience is exactly 
parallel to adequate or inadequate light- 
ing conditions in your offices and 
fac tory. 

In their ordinary work employees do 
not, of course, suffer the peak-load of 
strain set up by driving a car at night. 
But they do suffer eye-strain that is 
proportionate to the extent by which 
their office or factory lighting falls short 
of a properly measured ‘‘adequate."’ 

It will be useful, therefore, to look at 
the causes of this increased strain on a 
man driving a car at night. They are: 

(1) The violent contrast between 
brilhant beams of the headlights and 
the surrounding darkness. 

(2) Direct glare from street lamps, 
shop lights, signs, headlamps ot 
approaching cars, and so on. 

(3) Reflected glare from light-coloured 
or polished road surfaces, 

(4) Speed of the car. 

(5) An overall lower intensity of light 
than in the daytime. 

The eye, a marvellous piece of self- 
adjusting mechanism, tries to adjust 
itself to all these violently contrasting 
and fluctuating intensities. Optical 
nerves and muscles, in this continuous 
effort, therefore soon reach a state ofl 
strain and fatigue which is not imposed 
by the higher intensity and even distri- 
bution of daylight. 

The above five factors have their exact 
parallels in industry: 
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(1) In a factory with unbalanced indi- 
vidual and general lighting you get that 
too violent contrast between brightly 
illuminated machinery and the compara- 
tive darkness surrounding. 

(2) Direct glare comes from the €x- 
posed filaments of badly shielded or 
‘“‘naked’’ lamps. 

(3) Reflected glare comes from the 
polished or light-coloured surfaces of 
working materials through lights being 
fixed in unsuitable positions. 

(4) Speed of movement. Consider the 
speed of the component parts of most 
machinery to-day. Even the type bars 
of a typewriter travel inconceivably tast, 
and they are continuously in the vision 
of the typist. True, she does not look 
at them, but the brain registers their 
movements, and the brain functions in 
this way because the stimulus of “‘see- 
ing’’ travels via the eves. 

(5) On average, the visual effectiveness 
of artificial lighting in business houses 
is only one-hundredth that of daylight. 

I think the foregoing remarks are 
sufficient to show the real importance ot 
lighting and to indicate that it should 
be regarded and applied exactly like any 
other piece of hightly efficient business 
equipment. 

The scope and capacity of modern 
machinery is tremendous. But it can- 
not be utilized to its proper extent if 
operators are slowed down by poor visi- 
bility due to incorrect lighting. And it 
is in remedying this prevalent factor of 
short-of-possible production that manu- 
facturers have a great opportunity for 
reducing their unit costs. 


Why Night Driving Tires Your Eyes 





The automatically adjusting optic nerves and muscles try to cope with these 


flashes of intense glare and pitch blackness. 
sets up the strain and fatigue that you suffer. 


Their continuous effort to do this 
Exactly the same reaction, in 


modified degree of course, is suffered by operators in wrongly lighted factories. . . 





But here there would be no such eye-strain and fatigue. 


abe 


Even lighting of 


sufficient intensity provides visibility ‘adequate for the job’ (in this cas@ driving). 
That is what every office and factory needs, for best results 







































Write for the beak” 


THE MAGNETIC VALVE CO.,LTD 


BUSH HOUSE W-C-2: PHONE-TEMBLE BAR 7777 








Facts and Ideas for 
Advertisers that you 
can Use with Profit 


F you could gather for yourself all the latest news, 

developments, and the most successful plans in 
‘the advertising field, and those selling methods 
proved soundest in selling practice— 






How much weuld it be worth to you? 





unds and Pounds! For t would help you to get more out of your 
advertising and to increase your turnover and profits. But the cosi, 
if you did it yourself, would be prohibitive, 


Here is a way you do it for less than a penny a day. 


_ For in the pages of the ADYERTISER'S WEEKLY there comes to your 
desk every Thursday just such a complete report as you could wish for, 
. on the most recent news and developments in advertising and selling and 

jn the latest ideas in Press, Powter, Direct-Mail, Outdoor, Sign, Film, Novelty 

and every other branch of advertising. In addition, you also get Marketing 
Surveys both regional and overseas, which show you the sales possibilities 
and facilities in all the markets covered, 
















To secure all these sakes and advertising ideas, facts and 
data regularly every week, you need simply order your 
newsagent to deliver “ADVERTISER’S WEEKLY” 
every Thursday morning. Or, if you prefer, first send a 
post card for a specimen copy TO-DAY to the Publishers :-— 


dvertiser’s Weekly 


BUSINESS PUBLICATIONS LTD., Dept. B.O. 
WHITEFRIARS HOUSE, TALLIS ST., LONDON, E.C.4 
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Mazda Coiled-Coil Lam 
give up to 20°/, more 
light without extra cost 


for lamp or current, 
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THE BRITISH THOMSON-HOUSTON CO, LTO. 
CROWN HOUSE, ALOW YCH, LONDON, WY C- 
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You’re in the ‘Army’ Now 


POINT of view which the 
A majority of executives have yet 

to get about A.R.P. is that these 
measures have come to stay, that they 
constitute ‘‘the Fourth Defence Service’ 
of the country. This being the case, 
manufacturers and business men who 
‘‘pooh-pooh’’ the A.R.P. policy and 
who put off planning defence measures 
in their own offices and factories, are 
merely postponing a task that must be 
done before long. 

Opinion along these lines was ex- 
pressed recently by Wing-Commander 
E. J. Hodsoll, C.B., Inspector-General 
of Air Raid Precautions, at the 
quarterly luncheon of the Shefheld 
Chamber of Commerce. He stressed 
the need for manufacturers to get their 
A.R.P. schemes in working order now 
and not leave until actual emergency 
the training of staff, preparation of 
buildings and purchase of equipment. 


Top Executives Should Handle 
This Job 


Each month it becomes more appar- 
ent that A.R.P. plans are a matter of 
concern to top executives. Your plans 
must be investigated, discussed and 
approved in the boardroom and a 
senior executive must be responsible for 
putting decision into effect. 

Many of the points raised by the 
Inspector-General in his address to the 
Sheffield executives provide food for 
directorial thought. For instance, in 
praising the action of the Sheffield 
Chamber in setting up a joint commit- 
tee with the Federation of British 
Industries and the Sheffield City Coun- 
cil to link civil and industrial A.R.P. 
schemes, Wing-Commander Hodsoll 
said: “It is important that whilst 
industry has its own plans and is self- 
contained, it should be linked in the 
closest possible way with the city under 
whose wing you all live.” 

Now this applies to all industrialists 
in every part of the country. Does that 
link-up exist in your area? If not, it 
is a big and important job that must 
be carried through by you and other 
local leaders of business. 

Here is a thought, too, on policy 
behind industrial A.R.P., a reason why 
your firm should bear this expense of 
defence: ‘‘The demands are perhaps 
irksome and sometimes difficult to meet 
but I will ask you to look at it as a 


‘> : * 
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problem of trying to give what protec- 
tion one can to one’s employees, to do 
what one can to keep business going— 
and this may be absolutely vital to the 
country. «.. 

Dealing with certain specific prob- 
lems, the Inspector-General said: ‘‘Of 
one or two problems that affect 
industry the first is lighting. We have 
said that in an emergency we have to 
make this country as black as we can. 
The reason is a very good one. Think 
of a modern bomber travelling at 300 
miles an hour, at a height of 15,000 
feet. That pilot has got to release his 
bombs five miles before reaching the 
target. 

At that speed of five miles a minute, 


Bombers 
Can Spot this 
From Fifty Miles 





Glare of furnaces, burning slag heaps, lighted 

factories, etc., at night must be camouflaged. 

Inspector-General of A.R.P. says the Govern- 

ment are working on schemes for this purpose, 

but he invites industrialists to co-operate with 
ideas and plans 


if you can so mask your target as to 
make the pilot stop to think, you may 
make him miss it by about five hundred 
yards. 

‘There must be the greatest darkness 
possible. Many times it has been said: 
‘If we have to put blinds over the whole 
factory it is going to cost a lot. If we 
have to work out in the open we must 
have light.’ We are trying to help you 
there. 
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As A.R-P. is * The Fourth Defence Service’ 


‘‘Supposing we give you a ten minute 
warning and you can have lights which 
are good enough to work by and are 
invisible outside twenty miles, that will 
be all right. We are trymg to devise 
methods whereby factories can have a 
reasonable form of lighting going which 
might conform with that standard or 
which won't be visible at all from the 
air. 
“The other day at Southampton 
Docks we did some very successful 
work with specially shaded lights which 
complied with that standard, and 
enabled shunting to go on, and the 
loading of the cargo—not as fast as 
normally, but still at a reasonable 
speed. I hope we shall complete these 
tests before long and then be able to 
pass on our information to you. 

‘‘There are also the problems of blast 
furnaces and of slag heaps. We shall 
be wanting your help in some of these 
problems. Could you perhaps see what 
can be done, having regard to this ten 
minutes’ warning, to ensure that they 
are not going to give the whole place 
away. Work must go on, but at the 
same time we don’t want with our 
darkening to let the whole show down 


by some great blare in the sky. We 
should be tremendously grateful for 
your help. 

“The burning slag heap is another 
problem. If you look round the 
Government Departments there is 
usually an expert in anything. We 


have unearthed an expert on slag heaps. 
If you have any brain waves I wish you 
would help. 

“We have a special department 
which is going into the question of 
what can be done to camouflage works, 
gas holders, and so on, always with the 
same object in view, to try and put off 
a hostile airman from a sitting target. 
One can think of places which hit you 
in the eye. If we can plant these into 
their surroundings it is going to be a 
very great shock to hostile aircraft. 
We are carrying out experiments, and 
if any of you want to help I hope you 
will let us know. 


Smoke Screen Experiments May 
Help You 


‘Then there is the smoke screen. We 
are going to try and experiment with 
a really big scale smoke screen. At the 
same time there may be possible objec- 
tives which it will be well worth spend- 
ing some thousands of pounds on pro- 
viding with a screen; not just to cover 
the thing itself, but the possible land- 

(Continued on page 35) 
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INDUSTRIAL MANAGEMENT 


SAFETY From Blast — Debris — Gas — Fire 


In These 


MONG the most compact, econo- 
AÀ miarana adequate means of pro- 

viding protection for factory and 
office staffs is the conerete tube shelter. 
Tubes can be placed ertirely or partially 
below ground in factory yards, areas 
and roads. They form shelters which 
will accommodate any number of people 
from four up to 2,000. During con- 
struction, the work in no way interferes 
with the normal routine in the factory 
or office. 


Wide Range of Equipment 

Equipment in these shelters may 
include any or all of the following: 
lavatory accommodaticn, electric light, 
supplementary lighting, electric fans, 
heater and kettle, wreless (self-con- 
tained), shelves for food storage, water 
containers, first-aid outfits, gas filter 
and protective units, etc. Shelters are, 
of course, usually constructed with an 
emergency exit. 

The tubes are made of reinforced 
concrete and built on the Norcon 
patented dovetail joints system. The 
outside of the tubes is covered with a 
patent air-proof rubber Daint and has a 
finish of bitumastic compound. In cases 
where shelters are only partially under- 
ground they are equipped with a small 
window, 

Construction costs vary, of course, 
according to the size and equipment of 
the shelter. It is possible, for example, 


4 
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4. This uninterrupted interior view gives you a 
good idea of the seating arrangements. There 
is room enough for a number of people to stay 
in a shelter of this type foz many hours. 
Notice the fan, wireless, first-aid outfit, hand- 
lamp, etc. There's plenty of room for all this 
equipment even in the smadest size tube 
Shelter. It would even be fecsible for office 
staff, for instance, to carry or with some of 
their wrk in shelters of ihis kind 


Small 


‘Funk Holes’ 


to build a small, simple shelter for 
about /35, but to determine the exact 
cost it is necessary for a technician to 


investigate and make a report. A firm 
quotation can then be given. Norcon, 
Ltd., who build these tube shelters, 


provide this investigation service free 
of cost to readers of BUSINESS. 


1. How effectively a concrete tube shelter ts 
concealed can be understood from this illus- 
tration of the entrance. With a similar emerg- 
ency exit, the entrance forms the only portion 
of the shelter which is visible. 


Plenty 
of 
Comfort 
too 


A.R.P. 





































2. Permanent steel ladda 

allow easy movement in and 
out. Note well 
in-going electric cable 


light and power behind 
ladder 
3. Shows shel ves for (orer 


and door to lavator om 

partment. 

door is also acce the 
emergency exit 


Through thi 


Is Fourth Defence Service 


(Continued from page 34 


mark. 


different ways. 

“Now about vour 
factories. 
in visiting a 


own schemes 
number of works 


missionary work. 


local authority so far as possible. 


hope that the local authorities are pre- 


pared to run courses of instruction. 


‘‘We have a handbook which I expect 
(Handbook No. 6.) 
We have given there general guidance, 
and I would like to say that while we 
that 
guidance, it must be adapted to meet 


you have all read. 


have done our best to give 


local conditions. 


“Quite a number of big cities have 


We hope that as we get on we 
shall be able to help you in all these 


We have tried to do our best 
and 
giving advice, but that is rather like 
To start and get all 
ready it must be done jointly with the 


got courses not only for trai 
various kinds of A.R.P. w 
organization side, and I a 
a bit later on we may be al 
to run certain organization 
believe they would be of t Y 
all attach the most tremendou i 
ance to getting a good organiz 
as soon as possible. 

"One more point ibe 
When you have got 
an organization in hand 
exercised. I saw the other da’ xe 
cise run by a great industri 
They asked me to sée it 
might expect, it was extre: 
would like all firms as far 
and when they are ready, i 
exercises, but don’t have th: 
you dre ready.’ 
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A Little Paint May Mean a BIG CUT in Your 


Lighting Costs 


IGHTING costs can be cut in 
| „factories and offices by brighten- 
ing light reflectivity of interior 
structure and fittings through the use 
of aluminium paint. At the same time 
the paint prevents corrosion of fittings. 
Direct saving in lighting expenses 
made is revealed by the fact that the 
surface of this paint film reflects about 
7o per cent of light incident upon it. 
In one well-known factory where beams, 
joists, ceilings and general structural 
work have been so treated, lighting 
conditions have been improved to such 
an extent that an hour of daylight has 
been added to each working day. 
Walls may be washed down at fre- 
quent intervals without impairing the 
brilliance of the aluminium finish. The 
inclusion of mild alkali in the washing 
water is not in any way detrimental. 


Paint Is Protective As Well 
As Reflective 


To-day, paint manufactured from 
aluminium paste gives an ‘‘armour- 
plate’ surface. The pigment consists 
of flat particles of pure aluminium of 
uniform size. These rise to’ the surface 
of the medium in which they are mixed 
and applied. In doing so, they form a 
highly protective and reflective over- 
lapping layer by the process known 
technically as ‘“‘leafing’’. This layer 
has the capacity to secure protection 
from the destructive action of light rays 
and, by reason of its microlamellar 
structure, to preclude passage of 
moisture and similar corroding influ- 
ences. The fact, too, that the particles 
are so small in area but regular in shape 
ensures the surface of the paint film 


* being absolutely smooth. There are no 
= irregularities to harbour particles of 


dust. 
_ As an insulation factor, this paint has 
been successfully used upon roofs and 
walls of sheet-iron buildings. It lowers 
internal temperature in the summer and 
provides a more equable temperature 
during winter. Radiation from exposed 
steam pipe-line and conduit may also 
be reduced at less expense than that of 
lagging. Here, too, is the benefit of 


increased light reflectivity. 


Aluminium paints made from paste 
pigments are economical and have a big 
= covering capacity per gallon. Only 
sufficient of the paste and medium need 
be mixed for work in hand. Waste is 
therefore eliminated. It is possible to 
treat with each gallon between 800 and 
1,000 sq. ft., according to the nature 
of the surface upon which the paint is 
to be applied. Application is equally 
satisfactory by brush or spray. As the 
pigment is non-poisonous there is no 


` 








The high reflective 
guality—70 per 
cent of light in- 
cident upon it—of 
aluminium paint 
can be noticed here 
in this illustration 
of a recently 
treated factory. 
The paint is econo- 
mical, too. One 
gallon will cover 
between 800 and 
1,000 sq. ft. 


necessity tor special health precautions. 
Supplies of ready-mixed paint incor- 
porating this pigment are obtainable 
from the leading paint manufacturers. 

The paint may be applied to any 
type of surface—metal, concrete, 
plaster, wood, etc. Incidentally, the 
fine pigment particles effectively seal 
the capillary cells of the wood struc- 
ture. This prevents distortion - and 





deterioration of timber in steam-laden 
and other highly humid atmospheres. 

The Aluminium Information Bureau, 
of Bush House, London, the recognized 
authority on all subjects connected with 
the applications of the metal, will be 


pleased to give, free of charge to 
Bustness readers, technical advice on 
any problem connected with the use of - 
aluminium paint. 


Manufacturers Locating On North-East 
Coast Can Get Financial Help Now 


ANUFACTURERS with ideas 
Mx initiative can find plenty of 


support—financial and otherwise 
—in most of the industrial centres of 
Britain to-day. All districts are eager 


For Light-Upin Black-out 


— 


= — 


When a black-out comes, this small portable 
lighting set, known as ‘Nife-Neverfayle,’ 
can come into operation immediately. 
Compact, available in several sizes and 
equipped with long life batteries, this 
type of set fits in well with A.R.P. schemes 








to attract new industries and none more 
so than the North-East Coast. 

It is not always realized to what 
extent local authorities and other inter- 
ested bodies will go to help a manufac- 
turer. In the case of the North-East 
the Newcastle Corporation are building 
a {60,000 dock alongside a {£400,000 
flour-mill recently erected by a private 
company. Another instance of co-opera- 
tion is the construction of a /17,000 
quay for a plywood company. This is 
being carried out by the Tyne Improve- 
ment Commission. 


Top Executives Should Have 
These Facts 

Every senior executive at some time 
has to consider factory location and 
needs, therefore, complete facts about 
all important industrial sites. The facts 
mentioned about the North-East, for 
example, are important and are the 
kind of information that should be on 
file in every board-room. For that 
reason alone you should get a copy of 
the booklet in which they are pub- 
lished: The North-East of England. It 
is issued by the North-East Develop- 
ment Board, Northumberland House, 
Northumberland Street, Newcastle- 
upon-Tyne, 1, and can epe obtained 
free upon application. 
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Realising that out-of-date factory buildings are un- have little relation to the factory building of the 
economic, increasing numbers of manufacturers past. Their size, plan and location are arrived 
are moving into new factories designed exactly at through an accurate analysis of the type of 
; ; ; i 5 De Nol 
for their purpose. With production ila dak ene manufacturing process to be housed 
wae firms already installed in 
facilities planned to the smallest CS PLANNED FACTORIES and the labour and transport facili- 
are 
detail, these new factories are imperial Airways Ltd. ties required. Evolved in this way, 
j C & A Modes Ltd. 
cheaper and easier to run than the Ferguson Radio Ltd CS factories work as efficiently as 
Dunlop Rubber Co. Ltd. 
old, and give a greatly increased l. & R. Morley Ltd. the machinery with them. You 
Potter & Moore Ltd. 
speed of output. CS PLANNED Baird Television Eta, can buy or rent a CS PLANNED 
FACTORIES, like the one shown above that we FACTORY in any of the industrial zones in the 
recently built for Messrs. Scrubbs Ammonia Ltd., London area. For full particulars write 
_ TR 
PNI NINA 
— -= her. 
PRCT OR I. 6-3 
placned fer modern industry 
CONTRACTORS & ENGINEERS STAFFA ROAD LEA BRIDGE ROAD LEYTON 10 Leytonstone 367€ 
| E 
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Mere WARNING 


is not 
enough! 


Under the New Factory Act it is 
no longer sufficient to warn em- 
plovees against accidents caused by 
“moving” machinery. 


The Act requires absolutely that 
prime movers, transmission machin- 
ery, etc., MUST BE SECURELY 
FENCED for the safeguarding of 
personnel, 








Procter Bros. (Wireworks) Ltd. can remove this problem for you. 


Where your present machine-guarding may be inadequate to meet 


the new ruling, or where new equipment of this kind is necessary, we 


can install the requisite wire-guards to afford complete protection 


without wastage of factory space. 
ý 


PROCTER BROS. www LTD 


CALL LANE : LEEDS 








How much simpler recording 
becomes with 
Robin Looseleaf Books 


Many firms in scores of trades use 
“Robin” Looseleaf Books for records 
because 

Old leaves can be removed and 
new ones added in a moment. 
Reference is as easy as using a 

dictionary. Indexing is equally 
simple. 
Entries are always in sequence, 
They are economical to install 
and maintain. 

Robin’ Looseleaf Book, 5 in. x8 in., 
comprising binder, bound full maroon 
buckram, A—Z index and 200 leaves 
(feint, cash or double ledger—please 
state which required) ... ... 9/6 
or bound half maroon pigskin... 12/- 


J. W. RUDDOCK & SONS 


Looseleaf Book Manufacturers 


LINCOLN 
and at 3 Old Jewry, LONDON, E.C.2 
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BY THIS METHOD 


YOU CAN COMPLY WITH 
THE REQUIREMENTS OF 


THE FACTORY ACT AND 
AT THE SAME TIME SAVE 
ON YOUR LIGHTING BILL 


Beleor. 15i d -S A 4.4 = 


MADE IN ENGLAND 





The “Localite’’ Arm directs concentra- 
ted light on the job in hand from any 
desired angle. No light is wasted, so that 
maximum kilowatt demand and cur- 
rent consumption are definitely lowered 


WALTER GRAFTON & SON LTD. 


DEPT. !3b. LONDON, S.E.? 
Phone: Eltham 2121 (5 lines) 
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Raise Alarm, 
But Lower Costs 
With This Bell 


use in small or large factories and 

offices has just been put on the 
market at low cost. The bell, known 
as the ‘‘Beatibell,’’ is similar to those 
used on fire engines. It makes the same 
distinct and penetrating noise and can 
be heard easily all over a building even 
where there is a heavy roar of 
machinery. 

In many cases fire-alarm systems are 
fairly costly to install and need regular 
maintenance to be kept functioning 
efficiently. The new factory act makes 
some sort of alarm now compulsory and 
in most instances this simple “‘Beati- 
bell” installation meets all needs. The 
bell can never get out of order, and any 
person can operate it. 


N NEW type of fire-alarm bell for 


Bell is Approved By 
Authorities 


The standard model is a 6in. bell, 
cast in bronze and banded red. It is 
mounted in a bracket and can be fixed 
to a wall or stanchion in a few minutes. 
A thong attached to the clapper makes 
ringing easy. The cost of the bell is 


39s. 6d. It is supplied by a London 
firm specializing in safety equip- 
ment for industrial purposes. The 


bell, incidentally, meets the approval 
of authorities. 

The new Factory Act also makes 
necessary the clear marking of fire 
exits. For this purpose there are now 
available ‘‘fire exit’ plates with 
enamelled red letters on white. They 
are easy to clean and are supplied ready 
drilled for erection. They can be 
obtained in two sizes: 15in. by 6in. 
(4 in. letters), price 2s. each; 181n. by 
8 in. (6in. letters), price 2s. 9d. each. 


Staff Wardens’ 
A.R.P. Booklet 


can be carried out by small firms and 

by individual persons is illustrated 
and discussed in a booklet just pub- 
lished. (A BC of A.R.P., published by 
Jordan & Sons, price 6d.) 

Throughout the booklet use is made 
of diagrams, plans and other illustra- 
tions, to show how precautions can be 
taken and made effective. They show 
simple and inexpensive methods of pro- 
tection against high explosive, incendi- 
ary and gas bombs. 
> Also given is information of value to 
A.R.P. office and factory wardens who 
will find the illustrations of use in their 
work of instructing the ¢taff on what 


to do. TS 
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EN TS, PP ie er 


[e a simple manner A.R.P. work that 
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AIR-RAID PROTECTION 


that is unobtrusive, inexpensive 
but very efficient! 


Illustration shows the Under- 
ground type shelter wich 
concrete covering and roof of 
one unit removed to show 
construction. 


The ‘“‘Nissen” Air-Raid Shelter has undoubtedly taken its 
place as the acknowledged economical form of protection 
against aerial attack. It was designed to conform with the 
recommendations of the Home Office Authorities, and 
Shelters are being installed for some of the principal 
Corporations and Institutions throughout the country. 


Models for above or below ground construction are available 
and can be supplied to hold 10, 25 or 50 persons per unit. 
The fullest particulars will gladly be provided on application. 


"e NISSEN 


AIR RAID SHELTER 





NISSEN BUILDINGS LTD., RYE HOUSE, HODDESDON, HERTS. 


Telephone: Hoddesdon 300!-2 














The 
— — . 
——— National Debt 
xe f sar | If all industrial waste could be elimin- 
Pw ated enough money would be saved 
a * Amst T P, to pay the whole of the interest on 
the National Debt. 
Any firm which has a proper re- 
— and costing system can always meet the N.D.C. with 
equanimity. Of course that means GLEDHILL-BROOK if you will 
forgive us for saying so. We have spent our lives in studying and 
practising time and labour saving methods and gladly put the 
result at your service. Will you allow us to supply the evidence? 
3 
GLEDHILL BROOK 
TIME RECORDERS LTD. 
3 EMPIRE WORKS, HUDDERSFIELD 8 
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Think Up Cost 
Cutting Methods 


quality of product is one of the 

tests of management and of the 
resourcefulness of staff. A good in- 
stance of success in this respect hap- 
pened recently in a small furniture fac- 
tory at Slough, where a foreman not 
only thought out a way to save the firm 
a large sum of money but at the same 
time was able to improve the product. 

The company had built up a flourish- 
ing business in certain lines that were 
fitted with chromium handles. The 
foreman’s idea was to substitute wood 
handles. Moreover, he had thought it 
out to a point where he could show 
the firm how the job could be done in 
the factory. Previously the point of 
view had been that such work was be- 
yond the resources of machinery and 
labour possessed by the company. 

The foreman made the necessary jig, 
fitted the machine so that the operator 
could not possibly harm himself, and 
set a boy to work, turning out high- 
class, fancy handles. 

These wood handles now cost less 
than 4d. each. The metal handles the 
firm had been buying for years cost 
anything from 6d. to rod. each. In 
addition, the most critical customers 
have stated that they like the new 
handles much better than the old. 


(C aait < costs withgut lowering 





This Keepalite emergency lighting A.R.P. 
standard cubicle model measures only 47 in. 
high, 18 in. wide, and 20 in. deep. It takes 
up very little room in a shelter. The batteries 
are assembled in a portable ease for ease of 
stowage at a point near this control case 
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What Faint shall we Srecity? 


AN ANSWER TO EVERY PROBLEM—ON THE DECORATION SIDE! 
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or Outside Walls For Interior Walls For Office Interiors 


_LUNGALINE SISSONS FLATOMUR 
HE CONCRETE PAINT FACTORY WHITE SUPERB OIL FLAT WALL FINISH 


Home Office Regulations permit surfaces 
NGCRETE | 27> io scorn: | BONOGLOS 
to stand for 7 years without repainting. 


WEATHERPROOF 
UR INDUSTRIAL DEPARTMENTS are ever ready to give 
IMITATION STONE O free advice and specifications on any problem of decoration 
PAINT and a staff is employed for personal attendance at any job. Write 
for full information and tint cards to: 


INDUSTRIAL FINISHES DEPARTMENT 


—_ 








HARD BRIGHT GLOSS 
PAINT 


SISSONS BROTHERS & CO. LTD. 


Makers of Varnishes > Paints > Colours > Synthetic Enamels since 1803 
Works and Offices: HULL - LONDON - GLASGOW 





















ljo more UNfair wear 
\md tear... 








Internal trucking imposes a strain on your increases your handling and trucking charges, 
factory floor which exceeds the limits of fair and may result in damage to fragile or brittle 
wear and tear. Uneven or cracked flooring merchandise. 


Stelcon Anchor Steel Plates and Stelcon Stee! 
Clad Flags are specially designed to resist 
really difficult conditions and quickly pay for 
themselves by obviating the “invisible charges” 
on production. 





We have supplied them to industrial concerns, 
large and small, in a wide range of industries 
and in many countries of the world. We invite 
you therefore to consult us about your flooring 
problems.§ 


STELCON "zsòrs LTD 


CLIFFORD’S INN + EC4 








HOLBORN 2916 





whatever 
the load 














ight-weight Diesels 


Can Reduce Your Haulage Costs 


showed the gross weight as 7 tons 
Iq cwt., which included a 5-ton test 
load, plus the weight of the driver, my- 
self, fuel, oil, water and spare wheel. 
Observations were first directed to 
the common objections to diesel engines 
by petrol-minded operators,. and I 
found that at idling speeds the engine 
ticked over with no suspicion of knock- 


ing. The engine was next accelerated 


by the driver while I watched the ex- 


haust, which was quite free from fumes 


throughout its whole speed range. This 
is an important point for operators 
carrying foodstuffs. 

Although mounted in a frame de- 
signed to receive the Commer petrol 
engine, the Perkins unit is arranged to 
give the maximum accessibility, the 
removal of the cover within the cab ex- 
posing the whole engine at once should 
any examination or adjustment become 
necessary. 

The absence of carburettor or igni- 
tion, of course, eliminate adjustments 
frequently needed for these troublesome 
parts, and Perkins design and work- 
manship is such that the fuel system 
rarely needs any attention. 

After running the vehicle for a few 
miles to get the general feel of the 
engine and to satisfy myself that its 
response to the pedal would permit 
quick and easy gear changes, I made a 
few acceleration tests. These produced 
very gratifying results and demon- 
strated the vivacity of the engine, 
which develops a maximum output of 
85 b.h.p. at 2,600 r.p.m., thus making 
easy work of hauling our 5-ton load. 

Despite the high gear of 6 to 1, we 
made a very good start on direct drive 
and reached the speed of 30 m.p.h. in 
30 seconds. Any suggestion that the 
diesel engine lacks flexibility was con- 
founded by my next test when, by 
using the four gears in the normal 
manner, the speed of 30 m.p.h. was 


reached in 22 2/5ths seconds. 


For pulling hard at low speeds, the 
diesel engine is generally admitted to 
excel, the final test from to to 30 m.p.h. 
on top gear confirming this quality with 
the result of 19 seconds. 

With regard to acceleration generally, 
the Commer- Perkins performance is in- 
distinguishable from that of the petrol- 
driven model, so that, quite apart from 
its outstanding fuel economy, the ma- 
chine can be “relied upon to fulfil all 
requirements where journeys involve 
numerous stops and restarts. 


Engine Deceleration Assists the 
Brakes 


On the outward run a long gradient 
of r in 20 was surmounted easily on 
third gear with engine power in hand, 
and later on we found no difficulty 
whatever in surmounting a gradient of 
rin 6 ata steady 8 m.p: hs: 


(Continued ; from page 16) 


Another valuable qualit» of this 
light-weight diesel engine is its instant 
deceleration, which means that, by re- 
leasing the pedal the vehicle will slow 
down rapidly without need for excessive 
brake application. Hitherto engines of 
the type have proved somewhat defi- 
cient in this respect, and in consequence 
wear and tear on the brakes has been 
abnormally high. 

On open stretches of road the 
Commer-Perkins 5-tonner can maintain 
high speeds in an effortless manner, but 
the engine is governed to 2,600 r.p.m. 
to give the maximum fuel economy. 


Fuel Consumption 20.75 mpg; 
Against Petrol’s 12 


Particular attention was paid to 
taking a fuel consumption test under 
fair although exacting conditions. The 
section of the route chosen for the pur- 
pose included a number of gradients 
for which third gear was needed, and a 
uniform speed of 30 m.p.h, was main- 
tained wherever possible. No attempt 
was made to economize fuel by coasting 
down easy gradients, and changes of 
gear were made in the normal way as 
circumstances dictated. Readings of 
the graduated tank and distance shown 
by milestones gave a figure of 20.75 
miles to the gallon, as compared with 
12 m.p.g. obtained from my last test 
of a similar vehicle fitted with the stan- 
dard petrol engine. 

On the return journey we stopped on 
atin 6 gradient, when a very good re- 
start was made with no difficulty what- 
ever. At no stage of the test journey 
did the engine evince the slightest ten- 
dency to overheat, neither were any 
fumes detectable within the cab. 

In short, the combination of the 
Perkins engine and the Commer 5-ton 
chassis appears to be excellent in every 
way, while the economy obtainable 
cannot fail in its appeal to light-weight 


vehicle operators. 


FACTS AT A GLANCE 
Vehicle Tested: Commer- Perkins 
5-ton Lorry. 
Makers: Commer Cars, Ltd. 
Engine: F. Perkins, Ltd. 
Capacity : 5 tons. 
Body Length: 17 ft. oin. 
Wheelbase: 13 ft. gin. 
Fuel Consumption: 20°75 m.p.g. 
Pay load Ton Miles Per 
Gallon: 103°75 
Max. Gradient Climbed : 1 in 6. 
Annual Tax: (30. ° 
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produce display advertising material in every form, and from 
smallest up to the largest size likely to be acceptable to the average 
retailer. Ee 


ĝ produce work of a quality fully equal to the most elaborate color 
printing. _ = 


operate with equal facility on card and paper, and on such varied 

materials as wood, leather, celluloid, Cellophane, ebonite, silk, satin, 
velvet, canvas, crépe-de-Chine—even, by indirect process, on glass, 
thereby giving you the widest variation in presentation. a 





~ produce work of this kind at a price far lower than any price likely to 
- be obtained from the commercial printer, except for the very longest 
runs. 
ↄroduce the finished product at a speed which represents a saving of 
at least 500 per cent on any other method of production except for 
the very longest runs. 
thaz it will allow for the greatest possible variations in treatment, and 
will, at insignificant cost, permit the producer to individualise display 
matte to particular districts, and, if desirable, to particular stockists. 








These claims ars made in good faith, but only by actual test can you discover whether 
Masseeley will rzally solve YOUR problem. The test, on your own premises, is at your 
disposal, without any obligation except a plain “‘yes’’ or no“ at the end. But in 

order to satisfy yourself that it will not be a 


i waste of your time and ours, we invite you to | , | : 
ask our District Manager to discuss your | i | 


Dealer-Aid problems jully and frankly. Call, 
write or phome : : 
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New Light on the Changing Situation 


S I write the possible issue of the 
crisis is still in the balance. The 
executive has to consider the 


A 


effects of three possible contingencies 
of war, of protracted negotiations for 
peace, of a settlement. 

Each will call for widely different 
policies. 

In the case of war the situation is at 





least predictable. Almost overnight we 
shall find prices soaring, raw materials 
rationed, transport control under prior- 
ity certificates, private orders dried up 
outside food and transport, a rush of 
Government orders for every form of 
raw material, war equipment and 
supplies. 


Just Another Case of 
‘Carry On, Everyone!’ 


ig HERE will be nọ cause for panic 
action, for immediate closing down 
of works, or for large dismissals of staff. 
Obviously 43 million people will still 
° eat three meals a day; still consume 
chocolates and drive cars; still live a 
relatively normal life. As munition 
making expands hundreds of thousands 


of workers will have more, rather than 
less, to spend. Almost everything de- 
pends on the type of product being 
made. If it be war materials, the sales 
problem virtually disappears, and at- 
tention can be concentrated on the 
problems of production; of securing 
labour-saving equipment against com- 
petitors, or speeding up production 
generally. 

Where a factory is not making war 
materials, the entire range of produc- 
tion will have to be reconsidered. Dur- 
ing war the demand is first for necessi- 
ties, secondly for semi-luxuries, while 
very many luxuries simply disappear 
from the market temporarily. 

It is imperative to decide as quickly 
as possible how much of the plant- 
making luxuries can be turned over to 
the making of other necessities of direct 
or indirect use in war, 


Men For Women Swap 
Is Number 1 Problem 
HE problem of securing man 
power by substitution of women 
for men; the training of apprentices to 


By Cecil Chisholm, M.A. 


replace skilled workers comes later. 
In any event it is vital that the whole 
fabric of the business be weakened as 
little as possible during the trying tran- 
sition period between peace-time con- 
ditions and war-time conditions. 

Should protracted negotiations be 
carried on, the autumn revival may 
eventually collapse. Difficulties of 
direction are less obvious, but the 
dangers are equally insidious. Orders 
are bound to remain few when no one 
knows what is about to happen: but 
it is fatal to allow entire sales and pro- 
duction fabrics of the business to de- 
teriorate seriously on that account. 

Should a settlement come suddenly, 
the entire organization is caught nap- 
ping while lively competitors run away 
with the business. Every possible 
sales connection must be kept alive: 
the responsible executive and manage- 
ment staff must be weakened as little 
as possible. 
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obligation. 


68 Gordon Street. 


The only 


ADVERTISING 
AGENCY 


with areal nation-wide Service 


This Agency, with its chain of branch offices 
throughout industrial Britain, brings front-rank London 
advertising service to advertisers—in their own areas. 


Before planning your advertising for 1939 it would 
pay you to get in touch with either our Head Office 
in Fleet Street or the Branch Office nearest to you. 
The Agency is qualified to handle every known form 
of publicity and advertising from a single sales-letter 
to a big national campaign. 


An enquiry involves no 


INP RSD BASS 


& SON, LTD, 
Advertising Service Agents 
130 FLEET STREET, LONDON, E.C.4 


LIVERPOOL BRADFORD NEWCASTLE 
53 Lord Street. 12 Leeds Road. 25 New Bridge Street. 
GLASGOW EDINBURGH 


74 George Street. 








THE TREND OF TRADE 


Keep Eye On Main 
(Selling) Chances 


IVEN a settlement, managerial 

policy is clear. One must utilize 
the upswing in public confidence as 
quickly and completely as possible by 
an intensive sales campaign. The less 
the selling and advertising organization 
has been impair@d during he crisis the 
better the chance of cap-uring a big 
share of the possible busiress. 

A settlement of the crisis would so 
exhilarate Wall Street and Chicago 
business as to set going “he essential 
re-stocking movement whieh will raise 
prices of raw materials and bring salva- 
tion to the producers. T> assess the 
possible situation one must look at the 
broad background. More important 
than the new check is the relative 
strength of the forces that were already 
working for recession and for revival 
before the crisis. 


Europe ‘Going Down’ 
Was The Trade Trend 


N the one hand the swing of the 

trade cycle downwards was becom- 
ing increasingly definite, mot only in 
this country but througheut Europe. 
The August export figures were the 
worst for two years; textiles were still 
in decline; steel output centinued to 
fall steadily; the big shipbuilding yards 
became increasingly depencent on Ad- 
miralty contracts; private car sales fell 
by rr per cent, 12 per cent and 19 per 
cent respectively in the first three quar- 
ters of the year. 

On the other hand, building was 
holding up astonishingly well, public 
and industrial building taking up the 
slack left by the reduction in private 
house building; employment improved 
slightly both in July and August, nor- 
mally months of decline, shop sales 
were again up by 3.8 pər cent in 
August; the fall in commedity prices 
seemed to be arrested just cs the crisis 
broke, the shadow factories were get- 
ting into operation; the aircraft in- 
dustry was booming; the effects of re- 
armament expenditure were driving up 
prices and wages in a very wide range 
of industries. Settlement would stimu- 
late private enterprise of every sort 
without weakening the rearmament 
movement. 


Rearmament Gave Trade 
Counter To Recession 
EFORE the crisis the tussle between 
the down-turn of the t-ade cycle, 
evidenced by falling exports, declining 





Reading the Indices. 
For these new indices, the average besiness activity 
in each area during 1053 is taken as the base (=100) 
The indices are given by months. 
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TEST YOUR ADVERTISING ECONOMICA 


IN A PROVED TEST MEDIUM 
No. 9. HULL DAILY MAIL 
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tus of rearmament programme was 
fairly even. It was difficult to say 
which would win. Consequently pros- 
pects for the autumn were relatively 
good; there was even a chance df the 
normal autumn upswing. Every day 
of negotiations making this chance: 
settlement would double it. 

The difficulty is to discover precisely 
how good or how bad the pre-crisis 
situation was. Were we at the peak of 


a big boom, or were we simply enjoying 


that blessed state ‘‘normally’’? 

Fortunately new researches make 
such a comparison possible for the first 
time. For four years Britain has been 
enjoying continuously a boom greater 
than that of 1929; a boom unparalleled 
in our history. It was a boom due to 
the greater output per employee, re- 
duced prices and increasing purchas- 
ing power, thanks to labour saving 
machinery. 


Up With Activity, 
Down With Prices 
ETWEEN 1924 and 1930 business 
activity rose by about 5 per cent but 
prices fell by about 6 per cent. It was 


between 1930 and 1935 that the aston- 


ishing advance was made; during each 
of these years output per employee in- 
creased by at least 4 per cent a year, or 
zo per cent in all, while the price of 
output fell by 3 per cent for a year, or 


MASSES 


LETTERPRESS 
PHOTO- LITHO 
PHOTOGRAVURE 


& SONS, LTD. 
AFRICA HOUSE, KINGSWAY, 
W.G.2 
MIDLAND PLACE, DERBY 


DAIMLER HOUSE, PARADISE 
STREET, BIRMINGHAM 





textiles, “tinplate ‘sales, and. the impe- — 
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put per worker was probably still 
greater since the executive staff in- 
creased in proportion to workers. 
Between 1930 and 1935 some of the 
increases are surprising: public utilities 
and? Government departments increased 
their output by 27 per cent per head; 
mines by 31 per cent (1924-1935), while 
agriculture output rose by 40 per cent in 
the same period. During this phe- 
nomenal boom the national income was 
increasing by around /£300,000,000 per 
annum. As Mr. Colin Clark points out, 
after paying for necessities, the popula- 
tion of Great Britain had a surplus of 
around {250,000,000 more in each of 
these years to spend on added comforts. 


1,200,000 Jobless 
We Were Prosperous 


T is true that at the top of this new 

boom there were roughly 1,200,000, 
or rọ per cent of insured workers unem- 
ployed. Had these unemployment 
figures not sunk so deeply into the con- 
sciousness of the. public, our extraordin- 
ary prosperity” as compared with other 
countries would have been obvious to 
everyone. 

Even to-day Great Britain stands at 
a quite exceptional peak of prosperity: 
yet even at the bottom of the slump 
industrial output was only down by 
cent, although we had over 
3,000,000 unemployed. (Whether we 
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in the basic and moc 
tion industries seems to 
whether the trade cycle move 
or downwards. Here is the 
problem of our new prosperity.) 

Clearly even a deepening recession 
would leave British industry at a high 
peak of activity. Further the fall in 
retail prices, coupled with the stability 
of wage levels and the exceptional 
number of employed people, is a buffer 
against recession itself. Ultimately 



























indeed either war or a settlement should 


offset the downswing of the cycle, by 
ultimately increasing employment. 


These Factors Made 
Our Position Sound 


UT this level of prosperity was due 

to a sound underlying situation. It 
was due, ameng other things, to cheap 
money, to the cheapening of sterling 
and the formation of the sterling group 
at a critical moment: to tariffs modi 
fied by Mr. Runciman's skilful use of- 
both Empire and foreign trade agree 
ments; to cheaper production, of which 
we have seen evidence, and m my 
opinion, to instalment selling. e 

How many of these factors are with 
us to-day? Fortunately money is still 
cheap; production prices are relatively 
low but the normal series of adverse 
factors are coming into play. 
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= provement 


these factors are not 
r were in 1930. The 
ves are higher; inter- 


: rates are low; there are no frozen 
foreign d; there is the impetus, of 
rearmament expenditure. et the 


dangerous factors are there, particu- 
larly in sterling still ever-valued against 
the dollag and therefore hampering 
export trade; in the artificially high 
price of steel and of coal; in the increas- 
ing adverse balance of trade; in rising 
production costs; in increasing taxation; 
and in crisis psychology. 


Foreign Trade Decline 
Is Cause Of The Slump 


HESE influences are steadily re- 
ducing our foreign trade; and it is 
the failure of foreign trade which is 
largely responsible fer the textile and 
the shipbuilding slumps, if not the tin- 
plate position. 
Probably our best hope for an im- 
in our export trade is 
continued revival in the United States. 


Unfortunately the crisis has had most 
_ serious effects on the American situa- 
tion. Enterprise is holding back; build- 


— ing expansion remains spotty; the rail- 


y 


ways still fail to sperd, simply through 
lack of money; but the failure of the 
wholesale end of business to improve is 
clearly due to the European situation. 

Finally, the fear of labour trouble 
hangs over the steel and other indus- 
tries. The American revival, therefore, 
remains dangerously hesitant. How- 
ever, no country would respond more 
rapidly to a European settlement. It 
is still possible that American, industry 
may set the pace for a normal winter 
revival by coming into the raw 
material markets again on a big scale, 
but it is not a prospect on which to 
bank, 


This Is What A Fall 
In £ Sterling Means 


NE crisis factor s certainly assist- 
ing the export business; this is the 
fall in sterling. It is curious that some 
of the banks and newspapers should 
take this so seriously. The pound 
sterling has obviously been overvalued 
against the dollar for at least a year: 
and the fall in sterlimg not only helps 
us to compete abroad, but saves gold 
and kills a further deflationary influence. 
Throughout the Empire the effects of 
lower commodity prices are being 
increasingly felt. In New Zealand 
particularly both production and ex- 
ports are suffering. 

The whole of Eurcpe’s business has 
been shaken by the erisis. Only Ger- 
many and Russia continue to keep their 
entire population at work on full time. 

In Scandinavia the effects of the 
recession are already eing felt. 

The trend in France remains obscure, 
although, by tempering the severities of 
the 4o-hout week, M Daladier should 
enable French business to compete 
much more successfully abroad while 
rising purcl®™sing power at home. 

A settlement woulc revitalize Euro- 

Ye a 


aah) £38 45... 


pean business (outside the totalitarian 
states), under the impetus of an 
American revival. 

And that revival would almost surely 


come if a promising agreement was 
reached between the important states 
of Europe. The outlook, therefore, is 
hopeful. 








GUIDING FACTORS 
IN THE TREND— 


ESR RE HBA RRA BRR GHE 


All comparisons are 
the similar month in last 
year 


with 


RAP “SS CS a RTS SR 


ERE RH 
a SPR S EEA GR O A B Ba SA HF PS SES 


Idi G Aa 
ee 


yor OR SP SS a ws a 
Tee) NAIVE AE Lees || 
== — EAR SES dips GR Ke OE o 







1938 





SBA SHARES IEY 


HRE 


IAH J — 
Seeéeeeeeſeß GEBEREREER HE 
—A 


—— 


Peres nia. tats 


——— —— 
— — 


Banal Man el SAE see 
SESS SSA RRRS TARR aS 


COMMODITY 


. 





AUG JULY AUG 
1938 19377 





oe EEE S tai SS e5: S S ARA TE DA eee eee BRE 
ERSE AAE BAA RER RS HES BIPA SF RR AE SMA 
SRSA RKE BSSUSSSIBSE BRE JRH BSS BERRA BS tet 


— —— 


— tele ta”) 


BRR BBS AT RREN RT RR SAE 
SHOR RES Se BEH H838 sce Se SE IR BM IONE Hes Sa DOES EE Set SERG BSS Bee i 


PRICES 





‘3 
& Bg 


d 


MILLION 
2e888 8 





BER RSS RR —— — 


PRLR RRO IT 
ER TRENARI N RaR T 
—— — 


Str war arr OOOO OOO, woe 
N NKR ERII CREN HRERL i 
S —B ⏑ —— 


SER aa Shen 
N SSS Se. ara BS ! RSS 
— — —— 


SHAE set Y RPL?" thay 
Sele RE BERS BORN! BREA IS SHS REHE BRE —— 


D l dA TE EEE 





L 
88 
L 


| 


iN 
. 





MILLIONS 
Uo -J-e © 8S = 






1933 > 100 










P= 


a 


— 


=> 


* wns 





re i. “Oh ee ` 
An i ao eee, a a tn 
Gs [s ? d X ` 
? i Pe oe Í T we * 
48 t 








Å. * 
i P Thag = we. &§ 
d — 
J K 
ne 


rian for “OCTOREES 1938 





Here’s NEWS of Active Home Markets 


About £730,000 will be spent during 
the coming two years by Port of London 
Authority on reorganization of Royal Vic- 
toria dock building: 5 three-story ware- 
houses; 5 miles of railways, roads, drainage 
etc., development being carried out; com- 
plete electrification of whole dock. Im- 
provements also to be made at Tilbury 
dock—L.C.C. contract for whole require- 
ments of electric lamp placed with Siemens 
Electric Lamps & Supplies, Ltd., for 12 
month period—Superheater Co., Ltd 
London, have orders from Bengal-Nagpur 
Railway for 7 superheaters for boilers being 
built by Stephenson & Hawthorns, Ltd.; 
also supplying superheater for Peruvian 


Corporation—G.E.C., London, have order 
for 15 sets magneto switchboards and spares 
for Chinese governmént—A.E.C., London, 
recent orders are for 24 vehicles—London 
Transport Board have signed £500,000 con- 
tract for lining tube railway with reiréorced 
concrete segments on sections of Central 
London line; work being carried out by 
Charles Brand & Son, Ltd 


Nearly £750,000 To Be Spent 
by Bournemouth, Poole and Christchurch 
on sewerage works project—Middlesex C4 
are spending {85,000 on road widening 
work at Ealing—Contract for work costing 
£350,000 has been signed by the London 























An Avery artist sketched by an associate 
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In addition to the production of original artwork we 


cl Studio 
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Transport Board; job part of tube extension 
scheme total cost of which will be about 
{16,000,000—Tonnage of goods imported 
via London docks during past year was 
36,704,160 tons, a 4 per cent rise on last 
year's total 


£3,000,000 Nuffield Aircraft fac- 
tory, Birmingham, now being built, has 
received an initial order for 1,000 high- 
speed Spitfire Fighters from the Au 
Ministry; when complete, the factory will 
employ between 12,000 and 15,000 —— 
E xtension of Daimler Co. machine-shop, a 
Coventry, being carried out; new factory 1s 
to be operated by Standard Motor Co., for 
manufacture of aero engine carburettors for 
the Government. 


Work For Another 500 persons will 
be provided by Corah & Sons, Ltd., 
Leicester, when extensions of their hosiery 
factory are comple tted—Evans Lifts, Ltd., 
Leicester, now carrying out extensions; w ill 
provide work for 300 persons when com- 
pleted in December. 


About £6,000,000 New capital is 
being invested in ack litions to works and 
plant United Steel Co.’s steelworks, Scun- 
thorpe; almost complete duplication of 
existing works is being carried out— 
Redbourn works of Richard Thomas & Co., 
Scunthorpe, being enlarged; additions to 
melting-shop and finishing-mill in progress; 
when scheme is complete, works will have 
Ci apacity of 500,000 tons ot steel yearly— 
Rotherham Forge & Rolling Mills Co. re- 
constructing and modernizing heavy forge 
department—Sheffield has just opened 
world’s largest gasholder which has a 
capacity of 8,000,000 cu. ft. 


Nearly 6,000 Persons will ultimately 
be employed at Worsley, near Manchester, 
when Montague Burton, Ltd., Leeds, com- 
plete building of a big new factory; housing 
estate bei ing develope ad near the factory by 
Worsley Council—At Blackburn, Philips 
Blackburn Works, Ltd., factory is nearly 
finished; will previde work for about 
3,000 persons this autumn— sallaher, Ltd., 
tobacco manufacturers, have bought 23- 
acre site at Wythenshawe, Manchester, and 
are building a factory for cigarette produc- 
tion; about 1,500 people will be employed; 
Manchester Corporation propose building 
600 houses near the factory; part of the site 
has been presented the city as a permanent 
open space—Colgate, I almolive, Peet, Ltd 
an American firm, have bought a soap 
works at Salford; factory now employs 200 
persons, but will — many more when 
extensions, now in hand, are completed. 


Over 200,000 Tons 
launched by Scottish shipbuilders in first 
half of this vear, the highest half-year out- 
put since 1930; at present on stocks and 
fitting-out basins, Clyde shipbuilders have 
75 merchant vessels aggregating 419,000 
tons gross. 


ETOSS werfre 


Increase In Exports to the extent of 
19 per cent in value over figures for the 
corresponding period 1937 is the record to 
date of Leyland Motors, Ltd., Leyland— 
Head, Wrightson & Co., Ltd., Tees-side steel 
firm, is extending manufacturing facilities 
for core production in connection with 
making carbon and special alloy steel cast- 
ings—Cleveland Stone Produ&ts, Ltd., are 
to manufacture artificial stone. 





Most business men must 
think of them time in 
terms of pounds, shillings 
and pence. ‘Time saved 
on daily routine allows 
increased activity and 
greater volume of work 
without additional strain. 


= The dictating machine saves time by smoothing out the day’s tasks, See and test it for yourself 
enabling the executive always to do what he must do at the exact STAND Nos. 
moment it ought to be done. 45 and 49 
Without fuss, or bother, or waiting, you can promptly consign to Business Efficiency 
The Dictaphone all your notes, letters, memoranda and instructions. Exhibition, City Hall, 
Its always a revelation to find out how much more you can do Manchester 
when you dictate to NOVEMBER 9th tonta 


one 


(Revd, Trade Mark) 





— Dictaph 


Call, ‘phone or write for “What’s an Office, Anyway?” interesting to 
every executive. Free on application. 


POST THIS COUPON NOW 


THE DICTAPHONE CO. LTD., (Dept. H), Kingsway House, Kingsway, London, V¥.C.2 
Please send free book, ‘‘What’s an Office, Anyway to 


ALSO get particulars of 
the Dictaphone Telecord. 
It gives you a perfect re- 


cord of all telephone talks 
and messages, saves time 
and lessens congest.on on 
the lines. 
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The new ideas of to-day 
are the indispensables 
of to-morrow 


Up-to-date methods are so rapidly replacing the old 
that no progressive business man can afford to miss 
the 1938 Business Efficiency Exhibition. Experience 
shows time and again that the latest equipment for 
offices, shops and factories soon saves more than it 
costs — and helps to retain more of the gross profit. 
Hundreds of the most modern machines, equipment and 


systems for use in offices, factories and retail shops are 
being demonstrated daily. 


Come to the 












EXHIBITION 


City Hall, MANCHESTER 
Nov. 9—Nov. 18 


OPEN | p 
.M. TI 
Lt IO py DAILY—ADMISSION / 











ORGANISED BY THE OFFICE APPLIANCE TRADERS ASSOCIATION OF GREAT 
BRITAIN AND IRELAND 6 ST. BRIDE STREET, LONDON, E.C.4 


Phone: Central 4597 







Send now for 
folder "Why?" 
showing how 
Visible Systems 
keep your business 
at your finger-tips 





| Business Building Facts within arm's reach— 
Slowness in business is a waste of time and 
money. Quick thinking, quick acting, demands 
instant review of all important facts. No 
matter what your problem .. . 


VISISRE-SYS3EMS 


are there to help you. Systems which provide 
ou with the answer .. . in a second. Use 
isible Systems for all STOCK and SALES 
| RECORDS—COUNTING-HOUSE RECORDS 
| —HIRE PURCHASE PAYMENTS, Etc. 




























Write or telephone for full particulars to— 


CARTER-PARRATT LTD. 


(P. J. Carter-Eve, Managing Director) 
317 ABBEY HOUSE, VICTORIA STREET, 


LONDON, S.W.1 
Telephone : ABBEY 3675/6 | 












COSTS YOU NOTHING 


BUT WORTH PERHAPS 


£100 OF CAPITAL... 
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PROTECTION AND CONTROL 





The annual saving on Typewriter Ribbon and Carbon costs 
made possible by one of the cabinets illustrated may well 
exceed £5, 


A small initial purchase of RIKARBON Diamond Carbon 
Papers and/or RIKARBON Superfine Ribbons at normal 
prices will secure for you this handsome Cabinet, which 
will give years and years of service, entirely free of cost. 


RIKARBON CO., LTD. 


M28 VICTORIA ST., LONDON, S.W.I. ABBEY 1488 
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of Small 


Must Reorganize 


Now .. 


ANY ‘‘little men,” 
M uy impo-tant in 
Britain's manufacturing 


industries, are just recovering 
from a very bad shock. 

The recent crisis which 
brought this country to the 
brink of war threateaed over- 
night extinction to countless 
small businesses that were not 
organized to meet the emer- 
gency. 

Before going on to make any 
suggestions as to how these 
little men can safeguard the 
future and prepare against the 
possibility of another national 
emergency let us see just how 
important the small business is to in- 
dustnal Britain. 


Of Britain’s Manufacturers 98% 
are ‘Little’ Men 


Out of a total (in round figures) of 
134,000 manufacturing concerns in the 
kingdom no less than 130,400 of them 
are ‘‘small’’ businesses. 

Ninety-eight per cent of Britain's 
manufacturers are ‘‘l ttle’ men! 

To the average citizen that sounds 
fantastic; and generally, in his incredu- 
lity, he will retort: “What? With all 
those car magnates and the chocolate, 
tobacco, radio, bicvele, textile and 

= other vast concerns? Mean to say 
Je _ they constitute only 2 per cent of the 

country 's businesses? * 
- tm The answer is, notwithstanding that 
— array : Yes 
What is a “small” business? 
Most people consider as a small busi- 
mess a concern employ! ing from 25 to 








The -emaining 104,000 
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Businesses 


. urges C. H. COSTELLO, A.C.L.S., A.C.W.A, 


Ch a ELDERS CEL Tiy 


Over -night extinction 
faced thousands of 
small manufacturers 
in that crisis week of 
September,  Unpre- 
paredness was the 
reason. Here we sué - 
gest what to do NOW 
so that you will not 
again be caught ... 


are concerns that employ up to 25 per- 
sons; that is, from 1 up to 25. 

So we have 104,000 really small 
businesses. 


To our friend who thinks of Britain's 
manufacturers in terms of Nufheld, 
Austin, Vickers, Cadbury, Wills, I.C.1., 
and so on, let it be explained that 
there are but 3,370 firms having on 
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1,000 êm- 


their pay rolls from 250 to 
ployees, and only 420 firms in the really 


‘big-man"’ group, that is firms which 
each employ 1,000 and ovi 

Of course this reference is to numbers 
of businesses. That has nothing to do 
with the numbers or percentages of 
people employed by the hig concerns 
as against those on the pay rolls of the 
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little firms. Nevertheless, it is an eyé 
opener to most people. ara, 


the small business man out of many 
thousands who faced the crisis in that 
unfortunate September. What hap- 
pened ? 

A man of military age, say 35, mar- 
ried and with a small ily. From a 
modest capital and with ten years’ hard 
work he had built up a little manufac- 
turing concern, turning out a product 
with a popular demand in the semi- 
luxury market. He employed 20 people 
and was himself the king-pin of the 
business; sole directing power and chief 
salesman. 

This man was patriotic, but he re- 
membered what happened after the last 
war to many small business men who 
were similarly patriotic in 1914. Their 
after-war experience was not what they 
expected it would be. 


Face To Face With This 
Grave Problem 


He faced dilemma. What should he 
do? 

To join the colours immediately, as 
he felt bound to do, would mean the 
end of the business in twenty-four 
hours. There was no one to on, 
Sigg on the technical or the financial 
side. 

The Government's policy was uncer- 
tain. Would there be conscription or 
not? Supposing there was not con- 
scription at once, could he, by staying 
with the business, keep it going? 

There would almost certainly be an 
immediate falling off in demand for his 
product. Some at least of his em- 
ployees would leave him and join up. 
There would probably be some dis- 
organization, if not a hold-up, of his 
raw materials. With income jeopar- 
dized he would have to start making 
inroads right away into his slender 
capital. 

And then what? His extinction 
would simply be but little slower than 
if he had thrown up everything at the 
beginning. 

These and many other unpleasant 
things really confronted many thou- 
sands in that fateful month. 


How To Avoid Being Caught 
Again 

Now how can this sort of nightmare 
be avoided, or at least lessened, if an- 
other similar situation blows up like a 
tornado? 

In the first place the small man 
should put himself on a broader finan- 
cial footing. It is all very well for him 
to say: “I built up this business with 
my own money and my own hard work; 
I'm not having shareholders interfering 
with my policies or sharing my profits.”’ 

That is a reasonable viewpoint and a 
quite tenable one—in ordinary circum- 
stances. But we have seen with what 
alarming suddenness the circumstances 
became extraordinary, and we realize 
what a trifling shift of the balance may 
cause them to become so again. 

Capital stability, then, is the first 
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g the little man will want as a 


; * foi to an emergency. It will give him 
Now to take one typical example of 


bre: thing-space: permit him to carry 
on, at least for the time being. 

Unfortunately there is not space here 
to explain in detail the many ways of 
re-financing a small progressive busi- 
ness. Provided the business is sound 
it is, however, quite an easy matter. 

Capital can be introduced privately 
by inviting the participation of friends; 
a solicitor can arrange it, or the matter 
can be put into the hands of a reputable 
finance house. It is all a question of 
suiting individual needs. 

The main point to emphasize here, 
however, is that, with capital and con- 
trol arranged properly, the business 
man has the financial responsibility 
largely taken from his shoulders. If, 
therefore, he has to take a decision 
about leaving his business for patriotic 
reasons then he and his family can feel 
satisfied that there will be at least no 
immediate and serious interruption of 
income. The business will have some 
reserve of capital, and it should have, 
if the little company has been wisely 
formed, a reserve of directing personnel. 

But with recapitalization more than 
mere financial betterment can be se- 
cured. What the business man can do 
—and should do now—is to spend 
wisely and constructively on the best 
possible equipment and plant. Obso- 
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lete and obsolescent machinery and 
methods should be scrapped. They 
can be replaced much more easily now 
than after an emergency has arisen. In 
the event of war, tools and plant are 
among the most difficult of all things 
to secure when they are wanted. 

With equipment readjusted to the 
best possible standards no time should 
be lost in finding out just what par- 
ticular lines of national work (if any) 
the manufacturing part of the business 
could take on. It may be that with but 
slight adaptation the whole plant could 
be switched over to war work. 


Get in Touch With This Gov- 
ernment Dept. 


The projected Government scheme 
for the registration of all businesses 
may in due course be of some assist- 
ance in this direction, but in the mean- 
time the astute business man must help 
himself. 

The thing to do is to write to H.M. 
Office of Works*, describing in the 
fullest detail possible the nature of the 
plant, what it is manufacturing and 
how much; give factory area, staff em- 
ployed, and what room (if any) there 
is for expansion. Give also any sug- 
gestions of your own as to what you 

(Continued on page 30) 


*Storeys Gate, London, S.W.1. 





{With Your Help 


|The Air-Mail Carriers 





{Can DOUBLE Their Loads 


SE light-weight paper and envelopes 

for all your overseas correspondence. 

That is the appeal the companies 
operating the —— services are making 
to every business house. 

Recent developments in the —— net- 
work are a tremendous help to business. 
If executives, however, will give effect to 
this simple act of very inexpensive co- 
operation the air-post can immediately be 
made still more effective. For this reason: 
for every letter on ordinary paper and 
envelope carried by the mail planes, two, 
or even three, on light-weight paper 
could be carried. 

True, two sheets of ordinary business 
notepaper and an envelope weigh less 
than half an ounce and can, therefore, 
be sent under the Empire air- 
mail scheme for three-halfpence. 
Light-weight paper will not, E 
therefore, do much in the way — 
of actually cutting your postage 
costs. The issue is rather wider than that. 


But read what an official of Imperial Air- 


ways Says: 
“While, with this co-operation from busi- 
ness writ the —— of ISa eh 
vary, their gross weight and space wi 
reduced in proportion to the number of 
letters which are of light-weight pape 
“In other words, the capacity o 





ii. 


BY Ge 
Lib 4 
$ -eo © 










A every individual 


liner to carry more mails, more freight and 
more passengers is substantially increased. 
In effect, we achieve bigger and more use- 
ful planes before they are really built. 
“With the introduction of the all-up mail, 
we now carry in and out of Southampton 
1,500 tons of Empire mail a year. In addi- 
tion there is much intermediate mail which 
never reaches Southampton but is carried 
by Imperial airliners between points out 
along the routes. 
“No other country in the world carries 
anything like this bulk of external air mail. 
“Still further service to 
business—and in, deed to 
who cor- 
responds 
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Phe ` Photo jrom To this 
* Imperial end the 
Airways ; 
to encour- 


age the wider use of weight-reducing paper 
is being quickly conducted, an4 if all busi- 
ness houses will help us more than half the 
problem will be solved.” 


Leading paper manufacturers make® wide ranges of 
—— —— paper, Your printer can get samples 
r you.—Ep. 
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Getting Instructions . 


Carried Out 


Ensuring that subordinates carry right through 
with instructions issued to them is one of the 
greatest problems of the executive—if he is to avoid 


wasting his time in personal follow-up. 


In this 


article the writer outlines briefly his own technique 


By M. M. GILBERT 
Divector, The Jaeger Company Ltd. 


ways of getting imstructions carried 

out—i.e., “Leading” and ‘‘Driving’’ 
—were compared. 

Speaking personally, I have no time 
whatever for the drver,“ and I think 
he will ultimately disappear from busi- 
ness—from progressive business at any 
rate. 

Driving depends for its efficacy 
mainly upon the element of fear 
aroused in subordinates, and no man or 
woman can do inczelligent, efficient 
work if he or she has the ‘‘wind up.” 

There are, of course, degrees of driv- 
ing. It would probably be hard to find 
a real old Simon Legree in control of 
any business to-day. But Simon has 
his modern counterpart in the type of 
individual who follows a policy of arbi- 
trary domination over his subordinates. 


[Mr. Gilbert does not like that word ‘subordinate’. 
for every member of the Jaeger organiza- 
tion and his — of their work and responsi- 
bilities are the antithesis of what ‘subordinate’ 


I- the last issue of Bustness the two 


suggests. But to preserve uniformity with the articles 
which have preceded this one, and in which the term 
‘subordinate’ was used throughout to denote execu- 
tives other than the head of the business, Mr. Gilbert 
agrees to its use in these notes.—Ep.] 


The many degrees of severity and 
shades of subtlety with which such a 
policy can be pursued were outlined in 
last month’s business, so it is unneces- 
sary to go into them here. And, any- 
way, that is not my purpose. 

It is rapidly becoming understood 
that management, first and foremost, 
must be concerned with the harmonious 
and sympathetic handling of human re- 
lationships. Financial suzerainty is no 
substitute for this vital requirement. 


This Spirit of Goodwill is 
Essential 


I believe that to get a business in- 
struction carried out promptly and 
completely it is essential to issue that 
instruction in a spirit of goodwill and 
to get it accepted in that same spirit. 


VITAL POINT 


By explaining in clear terms the exact situations in regard to 
which any instruction is issued, Mr. Gilbert says—— 


This gives the subordinates a clear mental picture 
of the goal at which they are to aim... 


Consequently the instruction can be understood, not as a mere 
order to do some unrelated thing, but as an intelligent plan 
for carrying out a complete operation. 


This, Mr. Gilbert maintains, is a most important and con- 
structive factor in a policy that aims to get instructions carried 


out efficiently and to time. 





Mr. M. M. Gilbert 


The Jaeger Company comprises 


manufacturing, wholesale and ship, 
ping organisations, executive offices 
and 40 retail branches through the 
Kingdom,also Overseas subsidiaries 
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This may sound easy, but in point 
of fact it calls for considerable study 
and a definite technique, so infinitely 
various are the gradations of human 
qualities and sensibilities encountered. 

There is one quality, however, that 
is, to a greater or less extent, common 
to all individuals. And that is—inertia. 
However efficient, loyal and good 
spirited a staff may be, each individual! 
comprising it has this factor, in some 
degree or other, inherent in his or her 
make-up. 

I say that in no derogatory sense. 
We all have it. But the point I am 
getting to is: that to get issued 
instructions carried out promptly by 
subordinates the controlling executive 
must plan his technique to overcome 
this factor as completely as possible. 

In my own work, therefore, I en 
deavour always to deal with every situ- 
ation the moment it arises and to issue 
at the earliest possible minute any 
necessary instructions regarding it 


Deal With Matters While They 


Are ‘Hor’ 
That produces Action. In the first 
place such immediate attention to the 


matter overcomes any tendency to in- 
ertia on my own part; and, secondly, 
the early issue of instructions while a 
matter is ‘‘hot’’ has the same effect 
on subordinates by impressing them 
with the urgency of the matter. Action 
is essential. 

The mere issue of instructions, how- 
ever, no matter how well they are 
understood in the mind of the issuing 




















a 
“same comprehe nsive light 
le to whom they are issued. 
For this reason I aim always to 
‘dramatize’ instructions by hitching 
them to a definite and understandable 
story. 
For example, the evening before pro- 
viding the notes for this article, I had 
just returned to London from a visit 
to some of our Scottish branches. As 
a result I needed to issue some instruc- 
tions to certain of my departmental 
executives. 
Now this could have been done in a 
straight, descriptive way: Do this, 
do that, do so-and-so.’ 
Issued like that I am sure the instruc- 
tions would in fact have been carried 
out; but there would unquestionably 
have been a certain amount of hesi- 
tancy and referring-back. Also, I my- 
self should probably have had to do a 
certain amount of checking-up to see 
that everything had been carried out 
as I wanted. 
Instead of doing that, however, I 
followed my policy of hitching the in- 
structions to a story. 






















































Jramatize’: It Clears and Fixes 
The Instruction 


“irst thing in the morning (thereby 
ting immediately) I called a confer- 
ce with the necessary executives and 
plained, in narrative fashion, my ex- 
eriences at the Scottish branches. 
In this way the points and situations 
hich I required altering were precisely 
‘explained. The full purport and reason 
for the instructions relative to the alter- 
ations were therefore completely under- 
stood. 

Instead, therefore, of working more 
or less blindly on a mere instruction 
my subordinates gathered a clear men- 


were to aim; in other words, they saw 
the condition of the situation which 
the instructions were designed to alter. 
With such a full conception of the 
objective they are to reach, instruc- 
tions to that end obviously become 
crystal clear and consequently easy to 
carry out. 
Even so, granted that instructions 
become clear, how does the executive 
ensure their being carried out without 
constant follow-up? 
In reply to this I say that the very 
fact of the situation being pictured to 
the subordinates ensures this. 
If you instruct a aman: ‘Do this,’ or 
“Do that,” he may or he may not do 
it. If he cannot see any reason or pur- 
pose for it he may let the old inertia 
creep in until in due time he has for- 
gotten all about the matter. But if, 
on the other hand, you give him a clear 
mental picture of a new situation that 
his effort is to create then he is far more 
likely to proceed as instructed because 
_he will realize that the condition of that 
situation is self-evident, that it is there 
proclaim his action, or lack of it. 
follow-up is thus automatic with- 
the executive having to employ his 
¿on inquiries. 

er. factor which I find makes 
“more active in carrying 


tal picture of the goal at which they 








instructions is to let them have 


some say in the formulation of those 
‘instructions, or, 


even further, to 
arrange it so that the necessary action 
is the suggestion that they themselves 
make. 

Whether at conferences or in my day- 
to-day contacts with employees I 
always try to arrange this. Having 
called attention to any matter that 
needs altering, I lead the conversation 
in such a way that the proper action 
becomes more or less obvious, then I 
say: “Wel, what would you do; what 
do you suggest?” 

People then much more readily and 
more happily carry out their own sug- 
gestions. 


Turn on Sunshine if The 
Clouds Appear 


Occasionally, of course, it is neces- 
sary to be in some degree censorious 
at the time of issuing instructions. 
But I make it a rule, while putting 
over my points, always to break up 
any atmosphere of tension with some 
sudden switch-over to a joke or a mild 
leg-pull. 

It is marvellous how this, if sympa- 
thetically done, can bring back the 
sunshine of goodwill that is essential 
if instructions are to be properly car- 
ried out. 

A variation of this technique and 
one by which an imperative instruc- 


tion, perhaps even coupled with a 
mild censure, can be put over effec- 
tively is to make the matter “‘re- 


flexive.’* 


For example, if I want to admonish. 


an individual or to renew an instruc- 
tion in such a way that it more or less 
implies an admonition I never tackle 
that person singly or just “bawl him 
out.” Instead, I call him in, with 
others, on a little conference and criti- 
cize the matter generally, taking up 
points with everyone present in such 
a way that the delinquent himself can 
see his own failure without it having 
to. be paraded before him. 

It might be, for instance, that Mr. X 
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has not produced a c ge of new” 
styles asked of him. But, instead of 
demanding of Mr. X: “Why the 
h ,’ and so on, I simply say to 
other collaborators: ‘‘Look here, A 
and B, I wish you’d help X on this 
new range; he’s got to produce it by 
Friday—etc. etc.’ 

The aim is to impress X with the 
instruction and yet to keep him happy 
and still feeling personally responsible 
for the job. He then feels it is really 
up to him to get a move on and to see 
the instruction through. 

The above example is very sketchy, 
but it conveys the idea. It can be 
dressed up to any extent necessary. 

To bawl a man out simply kills his 
feeling of responsibility and tends to 
reduce him to an automaton. 

All this is something of my individual 
technique; but over and above it I do 
feel that the executive must be close 
to his staff and to let them feel at all 
times that he is conscious af their work 
and their problems and appreciative of 
their efforts. 

For this reason a big percentage of 
my time is spent, not in my office, but 
in going around to every department 
in the organization, including, of 
course, our retail branches throughout 
the country. 

My contacts with everybody from 
head office executives to workroom 
operatives and sales hands in our fur- 
thermost branches, are maintained with 
the same desire to inspire and to help— 
never to criticize without also building 
up, and never, under any circum- 
stances, to leave an individual feeling 
crestfallen or unhappy. 

I believe that, through this method 
of “leading,” subordinates get a per- | 
fectly clear idea of the instructions 
issued to them; they feel personal re- 
sponsibility for carrying them out, and. 
they feel happy in so doing. | 

With these factors in operation it 1 
my experience that ‘action is very 
largely automatic. I do not find i 
necessary to spend much time in per 
sonal follow-up. 













Don’t WAIT For It 


"~ ATAL anodyne is the 
reliance on Government spending. 
Too often do we hear business 

men resignedly investing in the Govern- 
ment the main powers for improving 
trade. 


“This increased rearmament pro- 
gramme, © they say, “will buck ore 
up. 


Government spending does give a 
fillip to a good many activities, that is 
true. But, as a writer put it in a recent 
issue of Fortune: 


en trepreneurial — 





passive 


“Government spend- | 
ing does not waken that imagination of | 


capital—that vision. 


which sees profit in giving the customer 


‘more value for less money.’’ 


The real way to permanent trade 
recovery—and to trade stability on a 
high level—is bold, independent pro- 
gressiveness on the part of every man 
controlling a business. The spending 
of money on new and improved equip- 
ment, on research into new products 
and new uses for old ones, on vigorous 
sales promotion plans, and dn construc- 
tive economies. 

the kind of thing that will 
A eels to spif faster—and 








Ata 
round-table talk . . 


Staff 


HE Editor: I understand 

that your idea, Mr. Penry, 

is to apply to staff selec- 
tion the faculty of character- 
analysis from the face. 

If your method has advan- 
tages over existing general 
practice I am sure that all 
employers of labour will be 
interested in what ycu have to say, 

Mr. Beharrell here :s, if I may say 

so, representative of the type of busi- 
ness man to whom I refer. As head of 
a manufacturing firm he has the whole 
range of employee grades on his pay- 
roll. Naturally, therefore, he has stafi 
problems that are common to thou- 
sands of firms. 
Mr. Beharrell; Forgive me, Mr. Penry, 
if I confess to coming here with a cer- 
tain amount of doubt In my mind, 
character reading has always been asso- 
ciated with gipsies and fair-grounds. 

It seems obvious, though, from the 
few minutes’ preliminary talk I have 
had with you, that there is something 
wrong with such an impression. So, 
to clear my mind a tit, perhaps you 
will outline briefly the theory under- 
lying your idea. 

Mr. Penry: Um glad you raised that 


John Beharreil 
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JACQUES PENRY 
Business Character Analyst 


for a particular job. 
like or dislike him. 

You react in this way by instinct 
alone. If I asked you to describe what 
exactly there was about the man that 
prompted your reactions, you probably 
couldn't do it, except perhaps in some 
very vague way. 

Now what you do—what 
does—by instinct, I do by trained 
observation, and trained observation 
opens to me a far greater range of 
character- and ability-revealing signs, 
than the untrained observer would see. 


You may feel you 


everyone 


Mr. Beharrell: Yes, that sounds logi- 
cal, but how often one hears the com- 
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JOHN BEHARRELL ! 
Managing Director, Hawker & Botwood Lid. 
and THE EDITOR . . . . discuss a method whereby 
‘Select’ Themselves 
. 
: 
Of vital interest to every employer: This e about a man: “he bel 
‘ x is appearance You know | 
method ensures all jobs being filled by the — r RN oe ort 
people best qualified to do them. It means who may come to your offici 
quicker and more accurate selections, higher Wie a Seaton amiens: 
efficiency and lower overhead costs The man makes favour 
able impression He scems 
likeable and apparently is a i 
point about gipsies and the like, be- good man for the job. Later, however. 
cause I welcome the opportunity of dis- he proves by his actions to be a man : 
posing of it right away. Physiognomy of completely opposite character and ofe 
is one of the oldest of all sciences. It little real ability. — 
has, however, been sadly neglected by Quite possibly 1 should be interview 
serious workers and at the same time ne encha m Fen * 
ing such a man as a candidate for an 
much exploited by charlatans. — executive position in my firm. If ] 
Nevertheless, character-analysis from went by my instincts (and in them I 
the face is a science and leads to results haye considerable faith) | should 
as accurate and practical as those from mit a grievous mistake, because that 
any other science. man will in all probability have rete 
ences that do not give away his trui 
These Developments Show character and ability. 
Clearly on Every Face Would you, Mr. Penry, at first glance 
To put it quite shortly, the whole at this man, be able to discern his real 
range of a person’s instincts, abilities, character and aptness for the wor! 
aptitudes, mental and moral character- spite of his opposite ''front” 
istics, both inherited and inculcated, 
stimulate his body to perform in very Mr. Penry: I should like to mphasizı 
definite ways. Through this constant MT- Beharrell, that the man who “puts . 
performance the physiological elements ©" @N act IS as easy tọ spot | 
concerned (muscles, tissues, etc.), de- beacon on a dark night. If you meet 
velop in response, and in no part is 
this development so clearly proclaimed ; 
as in the face. 
Everyone reacts, more or less, to 
what he sees in another’s face. When f 
you meet a man, who may be a pros- i 
pective employee or other type of con- 
tact, you immediately feel some indica- 7 
tion about that man. You may feel | 
that he is the right or the wrong man f 





Jacques Penry 














a man who goes to all that trouble— 
and I admit there are people who do 
it—you would not, if you knew how to 
observe accurately, be misled for more 
than a few seconds. 

But, without any conscious intention 
to mislead or defraud, the average can- 
didate does actually put on a “‘front.”’ 
He does it subconsciously. If he wants 
the job he naturally tries to impress 
you. His bearing, his speech, his re- 
cital of experience and past records he 
tries to present in a way that he thinks 
will be most favourably regarded by 
you. 

But the inexorable fact remains; his 
emotions, his character, his potential- 
ities and his aptness for any particular 
type of work, have left indelible marks 
that are independent of any momentary 
pose. The marks are there to observe. 
They tell the veal story about that man. 

After a few minutes of any inter- 
view the first tenseness, the initial 
“‘bracing-up’’ as it were, usually re- 
laxes, and the natural indications re- 
main without even superficial camou- 
flage. 


Accuracy in Personnel Selection 
is 95 per cent 


The Editor; Mr. Penry, may I interject 

a point here. You have, over a period 
of years, been estimating character and 
fitness for given jobs through a study 
of the face. I think it might help us 
to get the full significance of what you 
have just said if you will give us some 
idea of your average degree of accu- 
racy as proved by subsequent results. 
Mr. Penry: Yes, I can tell you defi- 
nitely: an accuracy of 95 per cent. 


Mr. Beharrell; That is very interesting. 
If it means that by this method a firm 
can have 95 per cent of its employees 


doing work for which they are best 
fitted and in which they have the 
greatest potentialities it looks as though 
one aspect at least of personnel man- 
agement is solved. 

. 


An applicant’s references and 
past record count for very 


little. 
Mr. Penry explains WHY. 





Mr. Penry: I have visited some of the 
best-managed firms and largest depart- 
ment stores in this country, and from 
even casual observation I have seen 
quite clearly that at least 334 per cent 
of the employees are in the wrong jobs. 
This is that they are doing jobs for 
which they are, to varying extents, 
unfitted to give of their best abilities. 


Mr. Beharrell: Can you give us a prac- 
tical instance where your method of 
staff selection has actually helped a firm 
in the way of increased efficiency ? 


Mr. Penry: When I was working in the 
United States I joined, as a sales super- 
visor, a manufacturing and a distribut- 
ing firm. We had 16 delivery routes. 
From my records I found that some 
of the salesmen were not doing the 
volume I thought was possible. I made 
changes on the basis of what I have 
just been describing, and within four 
weeks the results were such that I was 
asked to take over sales management 
of the whole concern. I did this and 
within 13 months had developed the 
16 routes into 46 and expanded the 
coverage of all the routes . 

In total this represented a treble in- 





Save At 


ni 


a 
= 
`~ 
~ 
™ 
ths 
= 
=F 


ee 
E go PR E E 
bass DOI DES ed PES IE INi 18 IN iN 





connection with A.R.P. is that 
at night-time factory windows 
must be darkened. 

For this purpose our Lighting Con- 
sultant points out that opaque blinds 
with a white inner surface are doubly 
effective in that they first achieve the 
primary object of preventing light being 
visible from outside, and secondly that 
they add a tremendous light-reflecting 
area to the inside of the factory. The 
working light-efficiency, he says, is thus 
raised considerably. 

This, in turn, raises the question: 


QO = of the important points in 
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Least 70 Per Cent of 
This WASTED Light 


Why not white-lined blinds for factory 
windows, anyway? 

Stand outside any factory that is 
working after dark. It is ablaze with 
light. Light paid for, yet escaping 
through thousands of square feet of 
glass. 

Blinds with white inner surfaces 
would reflect back into the working 
areas about 70 per cent of that light 
which escapes. 

Too expensive to fit blinds? It need 
not be. Even a coarse white cotton 
would make a great difference. And on 
all but the north side many modern 
factories already have sun-blinds fitted, 
which could be adapted. 

Anyway, there is the idea. There is 
the way to use 70 per cent of the light 
that now unprofitably escapes. It is a 


„Point worth considering. 
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crease of the whole business in just 
over a year. And this was mainly the 
result of my ability to pick the right 
men. 


The Editor ; How long does it take you, 
Mr. Penry, to decide if an applicant is 
suitable for a given job, and how do you 
regard his past record and «eferences? 


Mr. Penry: I should make this clear: 
I do not rely much upon a man’s past 
record and still less upon his references. 
In many cases—probably the majority 
—the applicant has so far been work- 
ing at the wrong job, or in the wrong 
circumstances, so his record and refer- 
ences will not reflect his real poten- 
tialities. 


The Real Point to be 
Considered 


What I am interested in, though, ts 
the job he is being selected to fill. I _ 
want to know all about that. When I 
know the job and the circumstances 
and conditions surrounding it, then 
within ten minutes of being confronted 
with an applicant, I can tell, accu- 
rately, whether he is well fitted for it 
or not. 


Mr. Beharrell; Working like that from 
the ‘‘job’’ end instead of from the ‘‘em- 
ployee’’ end seems to be the reverse 
of present procedure. 


Mr. Penry : It is. It is exactly the re- 
verse. If what I want to know about 
a candidate can be represented in size 
by a billiard-ball, then what I want to 
know about the job to be filled must 
be represented by the area of the whole 
billiard-table. It is in that proportion. 

I will give one brief example, and you 
will see what I mean. 

A certain firm could not keep a post 
filled in one of its foreign branches. 
Man after man was carefully picked, 
sent out, and proved a failure within 
a year or so. This was getting to be 
a highly expensive process. 

i was making no mistake in 
selecting men from the point of view 
of ability, but it was working from the 
employee end instead of from the job 
end. 

That job imposed on the young men 
out there a very particular and difficult 
problem in the mode of living and 
social conduct. Under that, plus a 
peculiar climate, the average young 
man just did not stand up. Ability 
had nothing to do with it. 

When this aspect of the job was con- 
sidered it was easy to pick the man. 

So you see why I want to know most 
of all about the job. When I subse- 
quently confront an applicant his face 
(not his record) will then speak for 
itself. 

This is equally important in home 
conditions as in the case of posts 
abroad. I quoted the foreign example, 
as it is such a clear one. The factors 
arising locally are usually fess obvious 
and more involved. 


Mr. Beharrell; I think yeur point is 
(Continued on page 31) 
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Civilians and Soldiers: They’re 
All The Same Now 


O qyote the leading article from 
| a well known daily paper: ‘‘We 


have now leamed, that if war 
comes, it will be tətalitarian war in 
which the old distinction between fight- 
ing men and civilians disappears. .. . 
It is ludicrous to think that the nation’s 
life could be reorganized for war, after 
its outbreak, withou= immense disloca- 
tion.’’ 

This ‘‘reorganization for war,’’ much 
as the need for it may be deplored, 
affects industry and business probably 
to a greater extent than anything else. 

The more that can be done now, 
therefore, to organize every manufac- 
turing plant in the kingdom to a point 
where it could, in emergency, contri- 
bute its maximum to National service, 
the more securely will the country be 
safeguarded against surprise. 


S we have seem, war on a vast 
scale could be upon us almost at a 
moment's notice. The need for pro- 
duction machinery and services to be 
able to hitch up to war service without 
even an hour's delay is therefore vital. 
Without any plans for ‘‘co-opting”’ 
industry which the Government may 
now or in the future have in mind, busi- 
ness itself can do a lot towards making 
itself more quickly adaptable to special 
service. 
That word ‘“‘quickly’’ is the vital 
quality because the change-over, if it is 
demanded, must be immediate. 


Speed: But It’s 
Just a Foretaste 


N those last days of September war 

did not come to Britain, but it came 
sufficiently near to give a foretaste of 
the speed with which industry must get 
to work on National service. 

For example: 

On Sunday, Sep-ember 25, Birming- 
ham A.R.P. officials wanted nearly 
1,000,000 gas mask sartons immediately. 

At lunch-time they phoned Mr. C. H. 
Foyle, head of Boxfoldia Ltd., who 
agreed to supply 30,000 to 50,000 a day, 
for 13 days, first delivery to be made on 
the Wednesday. Supplies were to be 
corded and compkete with platforms, 
and the paper and board required had 
to be ordered, made and brought to 
Birmingham. 

Production involved over 100 tons of 
material and processes included—lining, 
printing, cutting, stripping, cording and 
stitching. 

Members of the firm's staff were sum- 
moned by phone or collected by car, and 
throughout Sunday afternoon and night, 
estimating clerks got busy with board 
specification§, rates and costs, and all 
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forward preparations for production 
were put in hand. x 
But by 11.30 p.m. Sunday no board 
or paper contracts were placed apart 
from an order to Disley Mill, Stockport, 
for an M.G. paper which, if the required 
Kraft could not be obtained, would 
have to be substituted. Attempts to 
get in touch with other mills failed. 
However, a chip board from Box- 
foldia’s stock was requisitioned until 
the new lot could be made and shortly 
after 11.30 p.m. the manager of Cooke 
and Nuttall’s Mill, Horwich, was reached 
by telephone and scheduled a making 
of Kraft paper for 6 a.m. Monday. 
Final effort of that busy Sunday was 
the drive by Mr. Foyle’s two youngest 





The Ediphone new Master Shaver has some 
important features : 


1. One movement of lever automatically sets 
knife at exact pressure, irrespective of skill 
of operator. 


2. As motor is switched off, the knife auto- 
matically clears cylinder surface. 


3. After motor has been cut off and while 
cylinder is still turning on mandrel, lifting 
the ejector-brake stops revolutions of the 
cylinder and ejects it from mandrel. 


4. To give final polish to cylinder surface, a 
light finishing cut. is taken when lever in 
front of shaving arm is lifted. 


5. A strong light bulb is recessed in underside 
of shaving arm to illuminate surface of 
cylinder being shaved. 


By 


The EDITORS 


daughters to Lancashire to take samples 
of paper to the Disley and the Cooke and 
Nuttall’s mills. Leaving by car just on 
midnight, the messengers reached Stock- 
port in the early hours of the morning. 

From there to Horwich darkness and 
lack of knowledge of the district de 
layed them. Racing through what they 
thought was the right locality they were 
stopped by a police officer. More furious 
at the waste of time than at the prospect 
of a speeding fine, they discovered—a 
friend. Horwich local police had in 
structions to guide a Birmingham car 
to the mill and officers were stopping 
vehicles in order to identify the 
travellers. 

At 5.30 a.m. the Misses 
livered the sample. 

At 3 p.m. the same afternoon sup- 
plies of the paper left Lancashire for 
Birmingham. 

Meanwhile, Wright's Ropes, Ltd., of 
Birmingham were worked overtime 
making cord for the cartons, and further 
activity at Boxfoldia ensured that 
machines on board-cutting and lining 
would run throughout the night 

The one difficulty in completing the 
order was the cording of the cartons by 
hand. An experienced hand-worke 
could cord only 1,000 cartons in a nine 
hour day. No juveniles under 16 can 
work overtime. Period of overtime for 
woman workers is strictly limited 


Foyle de- 


Factory Act Conditions Had 
To Be Waived 


At 3 p.m. the same Monday Box 
foldia’s secretary asked permission from 
the local factory inspector to work 
longer hours. Written application stat 
ing full requirements was apparent! 
necessary. Following through the fac 
tory schedules very closely, it was di 
cided that, to get the work completed, 
it would be necessary for hand-workers 
—irrespective of age—to put in a rod 


. hour day, and to work full week-end, 


with one evening off during the week 
and one of the week-end afternoons 

At 5 p.m. this document was de 
livered by hand. At 8 p.m., in a tele 
phone call from the Home Office, per 
mission was given for partial suspension 
of the Factory Act to allow the proposals 
to be put into force. 

Office juniors were released to join in 
cording. Most staff members volun 
teered to put in several hours each even- 
ing, and to work over the week-end on 
the job. On Wednesday 50,000 cartons 
were ready as promised. On the Thurs- 
day, production equalled the minimum 
promised (30,000) and the maximum 
(50,000) added together—over 80,000 
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iakers were also 
“order to meet the 











Give a thought to the fact that prac- 
cally the whole of Britain’s industry 
ay have suddenly to turn over to 
ecial work and it will be realized that 
parations now are urgently needed. 
By following through what Boxfoldia 
ad to do to get started on the special 
rder, the average business man will see 
yhere at least some preparations can be 
arted., 
For instance, are your ‘‘key’’ people 
mn the telephone? Do they notify the 
firm if they will be absent from home 
during the week-end? Have you any 
plan whereby members of the staff can 
be summoned or collected? Have you 
"an understanding with suppliers of vital 
materials? Have you proper stocks of 
materials likely to be needed? What 
about substitutes? Is your plant organ- 
ized in such a way as to be quickly 
usable for special work ? 

Nothing hard and fast can be sug- 
gested here in regard to these points 














Dear Mr. temna, 


no stamp. 


PS. 


HE firm using this collection 
letter tells us it is one of their 
¿most effective shots. Note the 
about it: 
ddressed personally to the indi- 
(this is very carefully matched in; 
letter itself is mass-produced), 
2. Very short, to the point, yet not 
officious. 

3. Free from moth-eaten phraseology 


—‘“We beg to remind you... ,” and 
that sort of stuff. 
4. Signed by hand, not rubber 


stamped or stencilled. 





But other 
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Stich matters as these, of course, are 
ditional to any big-scale arrangements 


ITH all the alertness which most 

firms exercise in the matter of 

keeping eyes open for the best 
and most appropriate markets in which 
to buy equipment, there is still danger 
of a tendency to take suppliers too much 
for granted. 

A director of a small firm told us last 
month how he saved about {275 on one 
piece of equipment by going out of the 
generally accepted market. 

This man wanted a certain type of 
drying chamber. He found that prices 
from regular suppliers ranged between 
£350 and £400, so he asked a small local 
firm of engineers if they could make 
what he wanted, and, if so, at what 
price. | 

The local firm said they could make 
it and the price would be £75. 

In a few days the locally made unit 
was installed. It was, perhaps, minus 
a bit of chromium finish and so forth, 
but it functioned perfectly. 

Now to the big firm a quotation of 
£350 or {400 for a unit would probably 





Letter Pulls its Weight—In Cash 


The attached envelope needa no addreeaing and 
Will you please use it NOW to enclose 


chaque for your account m= which is much overdue, 


Fi 
⸗ kocaant ing Dept, 


Do not bother to write a covering 
letter ~= just the cheque, pilesee, 


Thank you, 


5. P.S. removes fear from the cus- 
tomer’s mind that he will appear im- 
polite if he does not also write a letter, 
Customer often puts off the job because 
he does not like the letter-writing part 
of it. 

The envelope referred to is of course 
the usual business reply envelope. A 
copy statement is enclosed to show the 
amount—for cheque-writing. The shot 


is timed to reach the addressee by post 


on Saturday mornings. This gives the 
opportunities of the week-end for filling 
in the cheque. 





-They are the 





Don’t Take Suppliers for Granted 
This Firm Broke the Habit, and so Saved Money 





common-sense pla 
it is the duty for every individue 
facturer to consider, at least 
world conditions remain as they. a 

[Also read the Leading Article 
lished on Page 7.—-Ep.! | 
























not have been questioned. That. 
the regular price level from the nor 
suppliers of such equipment. An 
cussion would simply be to decide w. 
figure between the ¿350 and the , 
should be spent. 

We cannot here suggest that fi 
make new rules or regulations a 
their buying, but we do suggest 
wisdom of avoiding to take apparer 

“natural and logical’’ suppliers too muc 
for granted. There must be many times 
when big economies can be made. by 
exercising a little ingenuity and trying 
“out of the ordinary’’ sources of supply 

























































Danger Point for 
Growing Businesses 


tí 


N the growth of many businesses,’ 
remarked a widely experienced 
executive recently, “there comes 
what I call a ‘danger point.’ It occurs 
at the time when businesses, hitherto 
under the sole direction of one man, or 
almost wholly under one man, develop 
into a stage where the delegation of 
authority becomes necessary. 

“At this point it is seldom realized 
that an entirely different technique in 
both management and routine is neces- 
sary. What nearly always happens is 
that the ou tgrown policies and methods 
of the one-man business are unwittingly 
clung to. The result is that the organi- 
zation remains hampered in dozens of 
little ways. It has about as much free- 
dom for progress as a growing young 
man would have if he remained buttone: 
up in one of his school-days overcoats 

“I have no vested interest whatever i 
outside consultants, but to my mind, 
every business that reaches this point 
should call in a reputable consultant. = 

“The outsider has the enormous | 
advantage of being free from the tradi 
tion of those time-honoured, early 
policies and methods. He is free to see. 
the possibilities ahead and to make 
plans for achieving them. He can see 
how to get the business over that danger 
point. Once that is done the whole staff 
can stretch its limbs and get down to 
real progress. 

“Very few managers,, especially 
those who have grown up with the 
business, can themselves carry out the 
rather drastic changes thgt are often 
necessary.’ 
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By JOSEPH TERRETT 


ORE than one Australian back- 
T woodsman, bitten by a poison- 


ous snake, has chopped off with 


= his axe an infected finger or has had 


to take some equally drastic action to 
save his life. It is only those men 
who, in such a ‘‘tough” position, act 
swiftly and ruthlessly that survive. 


Ruthless Changes to Reconstruct 
The Product 


This somewhat colourful picture is an 
analogy with the position in which 
Purma Cameras, Ltd. found them- 
selves about a year ago. And it is 
because we acted wita similar desper- 
ate, swift and ruthless courage that we 
are able to-day to point to, roughly, 
a tenfold increase m sales and a 
prospect of steady expansion. 

Faced with vanishing sales of what 
originally we thought to be a good, 
marketable product, what were our 
actions? These: we stopped produc- 
tion; re-designed the camera; carried 
out technical alterations and adjust- 
ments; put up the price by more than 
40 per cent; went again into the 
market with a revised sales plan. 

That is a summary of our work. 
Now let me explain in detail what 
happened and what hes been done. 

The first Purma camera was put on 
the market m 1936. It had a focal 
plane shutter working on an entirely 
new principle. It was, in this sense, 
a revolutionary product. The aim of 
tə capture the 
market where people, with a limited 


- amount of money to spend, wanted a 


reliable, high-speed camera capable of 
taking action pictures. 

Now the idea was excellent but we 
it that the produc: was not quite 
enough for the pirpose. It sold 






at 35s. retail and at that price was 


first-rate value for money. But there 
were certain handicaps to progress: (a) 
cost of production was too high; (b) 
setting of the focal-plane shutter was 
too involved; (c) the lens fitted was 
not quite good enough for the shutter 
s of 1/200th of a second; (d) de- 
sign of the camera was not satisfactory 
and many @nnecessary manufacturing 
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Managing Director, Purma Cameras, Ltd. 


costs were involved in its production. 
Basically, the trouble was the camera 
did not do the job it was supposed to 
do for the public. 

When I joined the company and 
assumed active control it seemed to 
me that these several unfavourable 
factors were so serious as to demand 
instant, unhesitating and drastic action. 
Production was immediately stopped. 
The next three months were given to 
detailed study and planning of the new 
camera. 

One of the initial jobs was to get 
Raymond Loewy, the well-known 
American industrial designer, to re-de- 
sign the camera. This was essential 
from several points of view. The 
original design was somewhat bulky; 
the camera had a complication of 
gadgets which made handling more 
difficult than was necessary and de- 
tracted from appearance. The aim in 
the new design was to reduce the 
camera to its simplest form commen- 
surate with easy, efficient operation. 
Moreover, the camera had to look 
simple to use. 

The result of co-operation between 
Mr. Loewy and ourselves was the 
streamlined design of to-day’s Purma 
Special (see illustration). The design 
was not, of course, arbitrary. It was 
worked out in consultation with our 
technical staff. The film winder, 
shutter release and viewfinder, for 
example, were incorporated in the case. 
In the old model they had all pro- 
truded from the top side. Again, these 
parts, both sides and the lens holder 
were chromium plated; in the new 
model they were all phenolic moulded 
jobs, 


Frills Cut Out, but Quality 
Put into Essentials 


There was practical as well as æsthe- 
tic value in such design. For instance, 
by setting the shutter release in a 
special recess we eliminated chance of 
the shutter being released accidentally. 
Indeed, it is a tribute to the design 
as a whole that in a monthly competi- 
tion organized by the magazine Plas- 
tics the camera won first prize for 
design. 


rested Low-Price Mass Sales in Mark 








Basic idea of this newly de- 
signed camera is to give, at a low 
price, the ‘quality’ results and 
quick handling WITHOUT the 
costly material and fitments of 
the expensive miniature camera. 


Lower picture shows Purma 
camera as it first attempted to 
fill this role. But simplification 
was not carried far enough, so it 
was redesigned, see top illus- 
tration. 


Now it is a simple, error-proof 
camera giving a high degree of 
accuracy. By reason of design, 
results and price it is capturing 
the popular market through the 
vogue created by its expensive 
prototype. 


Meanwhile we went into the vital 
problem of getting a suitable lens. As 
I have already explained, the previous 
lens was not good enough for a shutter 


speed of 1/200th of a second. To find 
the product we wanted we went to 
English, American and German manu- 


facturers. After exhaustive study and 


tests we decided on the Bec. t. 6.3 
suitable for work at the m 
shutter speed which had been 
on the new model to 1/450th of a 
second. 

Now the new lens cost about 5 times 
as much as the old. But we considered 
this big increase in cost well worth 
while; the money was spent on a vital 
part of the producc. No matter how 
excellent the camera appeared to be 
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unless it did the job expected by the 
public we would fail. 

In simplifying the camera in design 
and production we were able to cut 
costs. But that saving effected meant 
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get distribution through the trade; 
where we had sold before the short- 
comings of our experimental model 
were against us. But most of all we 
had to overcome suspicion about low 





First, the theme ‘Photos taken by Amateurs’ (with reproductions of actual snaps) 

was used in the publicity build-up ; later, the ‘unsolicited testimonial’ angle was 

used. All advertising stressed simplicity, the fine quality of results and the price. 

Testimonials from authoritative users are now being used to push home the initial 
campaign 


"an improvement in the product, an 
important marketing point. Where, 
however, we had to spend more money 
to make a necessary improvement, as 
in the lens, we did so. There you have, 
summed up, the policy which has 
guided our actions throughout. 

When not in use the lens is capped. 
When this screw cap is removed the 
lens extend automatically to give 
universal focus from ro feet to infinity. 
The shutter is wound by sliding a knob 
round with the forefinger of the right 
hand, sight is taken through the in- 
built peepsight, and the forefinger of 
the left hand releases the shutter. 
Shutter speeds are changed not by 
hand-setting devices, but automatically 
by the position in which the camera is 
held. Camera held horizontally gives 
1/150th of a second; held one way 
vertically, 1/25th; and held in the 
opposite vertical position, 1/ 450th of a 
second. 

With all design and production work 
complete we were now ready to restart, 
to get on with the job of selling at the 
higher price. 


Improvements More Than 
Justified Price Increase 


You may think we took a risk in 
adding 15s. to our old price, but an 
examination of all the factors involved 
will show this not to be the case. The 
improvements we carried out more 
than justified the increase. We now 
had a camera which would do more 
than we claimed. In producing. it, 
costs had increased, therefore the price 
had to be advanced, but the advance 
in quality and performance far out- 
stripped, proportionately, that of price. 

There were certain factors we were 
up against in the market. We had to 


priced miniatures. Even with our in- 
crease from 35s. to 50s. we were still 
in the ‘‘cheap’’ market. 

In studying this problem we con- 
cluded that the only sound way to 
build business was first to get the com- 
plete confidence of the trade in our 
product. This could not be done by 





For the Executive Desk 


The ‘Teleflexo’ combines a ‘Flexo’ Zany- 
angle light arm and directional reflector 
with a special base to accommodate your 
telephone. Note handy press-button switch 
in front. Product of Harcourts Ltd., can 
be obtained at any good electrical showroom 
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ordinary advertising methods. If we 
had a big sum of money to spend on 
Press and periodical advertising we 
might have broken resistance by sheer 
volume or forced dealers to stock the 
cameras because of public demand. 
But for a small company to attempt 
such a venture was impracticable and 


waste of money. 
ou 


We Enabled Users to Test 
Our Claims 


Our method, therefore, has been to 
demonstrate the camera. For example, 
l have made personal tours of leading 
dealers and stores in the country. On 
most of our first calls reception has 
been much the same: ‘Yes, we know 
all about these cheap miniature 
cameras; they're no good. We've tried 
them. Don't waste our time.” 

Examples of work done by Purmas 
were impressive but not enough to 
overcome this prejudice at first try. 
Nor was technical argument sufficient. 
We said, therefore: ‘‘Very well. We 
do not ask you to believe us or the 
proofs we produce but be fair enough 
to test the truth of what we say. Keep 
one of these cameras ard use it for a 
while and then let us know what you 
think !’’ 

We often paid for film, development 
and printing of these ‘‘experiments.”’ 
That policy paid us. In every instance 
where we got the camera tested, we 
opened accounts. 

In addition to these calls we arranged 
demonstrations to the public. In de- 
partmental stores and other big shops 
we set up stands and had a demon- 
strator in attendance. In these dis- 
plays our aim has been to show how 
the ordinary man or woman can take 
anything from a posed to an action 
picture without the least trouble. All 
the big photographs put on display 
are, for instance, enlargements of snaps 
made by amateurs. The chief work 
of demonstrators is to show each 
inquirer just how simple the Purma is 
to operate. 

We have, of course, pushed sales in 
other ways. A small advertising cam- 
paign has backed our efforts. We used 
moderate spaces in Weekly Illustrated, 
British Journal of Photography, Ama- 
teur Photographer, Passing Show, Men 
Only, etc. All advertisements have 
carried an illustration of a photograph 
taken by an ordinary amateur. Stress 
has been laid always on the ease with 
which the camera can be handled, the 
opportunities it offers for getting real 
action pictures. More recently, we 
adopted testimonial advertising. Here 
we put to use unsolicited letters re- 
ceived from users (see illustration). 


Policy of ‘Understatement’ 
Created Goodwill 


We also ran a competition during 
the winter to stimulate interest and 
sales in the ‘‘slack’’ season. The com- 
petition was successful, abéut a sixth 
of Purma users entering. 

Another useful means of stimulating 


(Continued on page 34) 









_ The "Box Type” 
of 1911 
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RULE TO 
FOLLOW 





LEADS 


in Adding-Calculating 
Machine Development 


For a quarter of a century, Burroughs has led in 
developing new machines and features to make adding 
and calculating easier, simpler, faster. 


Burroughs discarded the “box type” design many years ago 
in favour of a more compact, more efficient construction 
Only half as many machine parts are required 
operation is easier and faster. 


The first electric key-actuated adding-caleulator v 
designed by Burroughs—to lessen operator fatigue, to 
permit iaster operation and provide an electric sate- 
guard for accuracy. All key strokes are uniform ; full 
registration of each key value is electrically enforced. 


Burroughs developed the electric duplex adding-caleulator 
a remarkable time-saver which accumulates a 
number of group totals and a grand to 
eliminating the separate operation of recapitulating. Its 





operation, including transferring and clearing of amounts, 


iS completely electric. 


To these major achievements in adding-caleculaty 
machines, Burroughs has now added two mor 
remarkable developments : 


(1) Simplified Subtraction — the fastest, simplest method o! 
complementary subtraction on any key-actuat 
adding-calculating machine. 


(2) Direct Subtraction from the upper dials of the Duplex 
Adding-Calculator, without the use of complementary 
figures. 


For a demonstration of the Burroughs Adding-Calculator 
best suited for your work, telephone the nearest Burroughs 
Office or write direct to 


BURROUGHS ADDING MACHINE LTD. 
136 REGENT STREET, LONDON, W.1 


NOW—TWO NEW MACHINES ... NEW ADVANCED FEATURES 
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Find and Use 
Ypur “Live” Retailers 


O-DAY not only must the retail 

account be “‘alive’’ but the re- 

tailer himself must be ‘‘alive,’’ 
too. Most manufacturers try to select 
their retail dealers on this standard. 

A good example of this modern type 
of retailer comes from Lowestoft. Hear- 
ing that the film, ‘‘Snow White and the 
Seven Dwarfs,’ was appearing at a 
local cinema, R, J. Pryce & Co., iron- 
mongers, arranged to take space in the 
cinema foyer. Here they made a dis- 
play of a wringing machine (see illustra- 
tion). The show resulted in substantial 
sales. 

Any manufacturer with retailers of 
this type on his books is ignoring good 
material unless he gives full support and 
encouragement to their enterprise. If, 
on his own account, a retailer will make 
this sort of drive for business, he will 
certainly welcome and seize upon ideas, 
suggestions and help from manufac- 
turers. It is up to manufacturers to 
evolve some suggestions. 


Trade Wind for 
Sales Doldrums 


T pays manufacturers to fight “trade 
[ actarimns” by co-operating with re- 

tailers to push goods at times of 
seasonal quietness or during the ‘‘out’’ 
season for the products concerned. 
Methods behind such policy include 
special window displays, ideas and. sug- 
gestions for local sales schemes, com- 
petitions, etc., extra advertising, and 
SO on. 

One method that has been very effec- 
tive is that of continuous advertising at 
the ‘point of sale. A good example of 
this is quoted in Masseeley Users’ Maga- 


Left: This cinema 

foyer display made 

‘plus’ sales for retailer 

and manufacturer. See 
story below 


Below right: Point of 
sale push sold out 
stock in dullest month. 
Can be done, too, in 
after-Xmas ‘slump’ or 
any other off season. 
See story on ‘Sales 
Doldrums’, below 


London Sales 
Letter 
Wins American 


Gold Medal 


Below: The origi- 
nal was an “‘out- 
size’’ letter; it meas- 
ured about 36 by 22 
inches. Of 1,750 new 
prospects to whom 
it was mailed 262 
became customers: 
An extraordinarily 


good pull, 15 per cent new business. 
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now 
machine by using the hot process. 
colours reproduced are brilliant—and 
stay that way. 
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zine. An Essex retail ironmonger, who 
produces his own showcards, tickets 
and other point of sale display material, 
killed the “ʻAugust bogy'' this year. 
By special window displays, built with 
materials produced on his machine, this 
retailer attracted a big volume of busi 
Indeed, through his displays of 
aluminium and garden goods there was 
such a rush of business that ĉventually 
he had to dismantle the display to cope 
with the demand. In the ‘‘dead month’’ 
of August he had to sell out of the 
window. 

Many manufacturers could adopt the 
idea behind this success. They could, 
for example; produce a special range of 
window display materials for use over 
the dull period which follows the heavy 
Christmas trade. It is not necessary 
that a scheme shall be new or even given 
a new twist. If that can be done, so 
much the better. But the main need is 
to make the effort, to push hard for 
sales at a time when they usually de- 
cline. It can be and is done successfully. 


ness. 





As part of a scheme to improve 


business letters The Dartnell Cor- 
poration of Chicago annually selects 
the most outstanding specimens of 
the year from some ten thousand 
business letters submitted for criti- 
cism from business executives in 
America and all over the world. 
The letter (left) written by Mr. John 
Beharrell to the design and size 
planned by artist R. Breslin took 
one of this year's highest awards. 


New Art Show-card 
Made on the Spot 


which is water 


SHOW-CARD 
A proof, grease-proof, scratch-proof 


and almost indestructible can 
be produced on the Masseeley 
The 


Reproduced by this method, the show- 


cards will not crack, bend of crease. 
The surface is glass-brilliant and can be 
washed without harm to the reproduc- 
tion or the colours. 


Cost is Idv. 
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AS PERSONAL AS 
THE. TELEPHONE 





— AND AS SIMPLE 


TO USE.... Ediphone Voice-Writing enables you 


distraction of an _ intermediary —just 
though speaking to them over the telephone.. You dictate 


with every matter the moment you are ready for it, witho 


WRITE FOR FULL PARTICULARS OR FREE DEMONSTRATION AT YOUR 


[lase gi give 


EN EDIPHONE systew OF 
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THOMAS A. EDISON, LTD., VICTORIA HOUSE, SOUTHAMPTON ROW,W.« 
BRANCHES & DEALERS IN ALL PRINCIPAL CITIE 





dictate letters to your clients without th: 


rapidly or as slowly as your thoughts occur to you, and you dea 


waiting for your secretary. Your correspondence gains in clarity 
and style, you save valuable time, and the whole office benefits 
from a smoother flow of work. You need Ediphone Voice-VVriting 
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Derbyshire ‘Mountain’ Route 
Tests Out This Big 8-Wheel 16-Tonner 





N view of the tremendous volumes of 
[ess comprising indivisible loads 

carried over the roads of Great Britain 
every year, I think the present series of 
road test articles should certainly in- 
clude reference to the performance of a 
typical eight-wheeler capable of carry- 
ing 16-ton pay-loads legally. 

With the co-operation of the Asso- 
ciated Equipment Co., Ltd.—builders 
of London's buses, I tested one of their 
jatest Mammoth-Major eight-wheelers 


and, in order to obtain first-hand inform-. 


ation as to its performance over a really 
arduous trunk route, arranged for the 
trials to take place in the Peak District 
of Derbyshire. 


Only Long Distance Can Test 
This Big Vehicle 


When you run a vehicle of this kind 
over normal routes there is some diffi- 
culty in appreciating its full value and 
while the A.E.C. eight-wheeler can be 
handled quite easily in the thickest 
traffic, it is essentially a trunk road 
haulage job and shows up.to the greatest 
advantage mechanically and economic- 
ally on long journeys. Hence the choice 
of Derbyshire as the testing ground. 

The machine submitted for the Busi- 
NESS Test was a standard A.E.C. Mam- 
moth-Major equipped 
with the A.E.C. Ricardo 
six-cylinder 7.7 litre oil- 
engine and the auxiliary 
gear-box now included in 
the ordinary specification 
which, used in conjunc- 
tion with the main gear- 
box, provides an ‘‘over- 
speed’’ fifth gear. 

For test purposes the 
vehicle was submitted in 
chassis form and carried 
weights representing a 
full 16-ton  pay-load, 
plus a weight allowance 
for the cab and platform 
bodywork. 

Having mapped out a 
60 miles’ route in moun- 
tainous country, we set 


off from Buxton to make a non-stop 
test run, partly to obtain a represen- 
tative fuel consumption and also to 
impose conditions approximating to 
these of normal trunk road haulage. 


Very Light On All The 
Controls 

For a vehicle of its size, the Mam- 
moth-Major proved remarkably con- 
venient to handle, thanks to the ready 
acceleration of the six-cylinder engine, 
the light clutch and easy gear change. 
Though light and sensitive to a degree, 
the steering differs from those of smaller 
vehicles in that its gear ratio is very low, 
so that more turns are needed at the 
wheel when sharp corners are negotiated. 

For the first few miles we made good 
progress at maximum legal speed along 
the winding road through Ashwood 
Dale, where the “‘over-speed’’ gear was 
employed to maintain a good rate of 
travel while the engine ran quietly at 
an economical speed without showing 
the slightest hesitation in hauling the 
16-ton load. 

The gross weight of the laden vehicle, 
by the way, was no less than 22 tons, a 
figure that should be borne in mind 
when the performance figures quoted 
below are perused, 
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These big 8-Wheeler Mammoth-Majors have contributed substan- 
tially towards reduction of costs in the distribution of paper to the 


great national newspapers 
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Road Test No. 11 


The A.E.C. MAMMOTH-MAJOR 


By 


RICHARD TWELVETREES, 


A.M.1.Mech.E. 


Before proceeding very far, the Mam- 
moth-Major gave evidence of its capacity 
for real hard work for, on leaving the 
Wye Valley a few miles south of Buxton, 
we began the ascent of Topley Pike to 
Taddington Moor, passing beneath 
Sough Top, 1,437 ft. above sea level, 
and in a distance of two miles climbed 
up to a height of 400 ft. 

This is what transport drivers call 
“hard collar” work, but the big machine 
was quite in its element here by virtue 
of an engine producing 100 b.h.p. at 
2,000 r.p.m. and suitably graded gear 
ratios for hilly routes. 


Brakes to Pull-up 22 Tons On 
Steep Grades 


Satished with this early proof of hill- 
climbing performance I was next con- 
cerned with the matter of brakes, be- 
cause it will be realized that exception- 
ally good equipment is essential for 
holding a 22 ton weight on long and 
steep hills. 

The next three miles, however, 
afforded an excellent test for the brakes, 
the road descending some 80o ft. as it 
winds tortuously down into Bakewell. 

In this, as in other models of their 
vehicle range, the A.E.C. designers have 
ensured ample safety by fitting drums 

of really generous dimen- 


sions and employing 
servo-assisted Lockheed 
brakes. In the case of 


the Mammoth-Major, the 
foot brake operates on 
the leading front and 
four rear wheels; while 
the hand brake, actuated 
by ratchet mechanism, 
works on the four rear 
wheels. 

At no part of the 
descent did the brakes 
give rise to the least 
anxiety and no undue 
effort was Tequired for 
their application, 

Unless a_big freighter 
possesses reisonably good 
(Continued on page 46) 
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PROBABLY THE GREATEST D 
IN OFFICE PROCEDURE 
INTRODUCTION OF LOO 
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Labour 
2 Considerable savings in Time, 
| Stationery and Money 
3 Abolishes rewriting and al — 
copying errors — 
4 Costs little to instali 
5 Simple to work. Juniors ur 
stand it in a few minutes 
6 Applicable to any 
record 
7 Suitable for large, me 
small organisations 


and (last but not 





Speeds up production of secu 
rate summaries for 
and comparison 
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The illustration shows ““Slip-post’ combined with Cope-Chat 
Vertical Visible tc give “At-a-Glance” Works Programme Control 


~ [rire in l vear saveo 133,000,000 c i 


YOU owe it to YOUR business at least to investigate the method, its simplicity am 
benefits. Simply ask for “Booklet A47” which will be posted to you without delay or obligat 


E COPELAND-CHATTERSON COMP 


CHANGE HOUSE > OLD HANGE ~° ONDON > 


Telephone: CITY 2284 (4 fines) 
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‘This Accounting Method 
Irons Out the. Monthl 








and Saves Overtime 


N conjunction with our auditors, re- 

cently, we discussed the whole ques- 

tion of office routine and its relation 
to the management of the business. We 
investigated various systems to see if 
we could increase office efficiency by 
mechanical means. 


Our business is the manufacture of 
portable electric tools of many descrip- 
tions, and our aim in this investigation 

was a double one: to produce accurate 

key figures quickly enough to be of real 
use in the control of the business and 
to eliminate the peak load of work at 
the end of every month, consisting of the 
balancing of ledgers, preparing and send- 
ing out customers’ statements, and 
agreeing the purchase ledger and factory 
cost accounts. 
« As is usually the case in organizations 
of this kind the amount of actual work 
under any one particular heading was 
not, in itself, large, and in several in- 
stances one clerk would, at certain 
times during the month, be engaged on 
different work. 


Freeing the Higher Paid Office 
Staff from Routine 


The essential purpose of the machine, 
therefore, was to handle all, or most of, 
the accounting work of a routine nature 
so that the higher paid office staff could 
be left free to perform more important 
duties. 

One considerable difficulty which had 
to be overcome was that, ours being an 
international company doing business in 
all parts of the world, some records were 
kept in sterling and others in decimal 


currency. The selection of a machine, 
therefore, had to be made with some 
care. 


After investigation the general utility 
accounting machine manufactured by 
the National Cash Register Company, 
Ltd., was finally installed to accomplish 
the following work : 

Posting of Sales Ledgers with Cus- 
tomers’ Statements. ` | 

Day Book copy of all entries in ster- 
ling and dollars, providing at the same 
time (for statistical purposes} the net 


sales to date for the year for each 
customer. 
Posting the Purchase Ledger in 
sterling. | 
Posting control accounts for all 


ledgers, thereby giving a constant figure 
of Accounts Receivable and Payable. 
Receipt writing and the simultaneous 
preparation of-a posting copy, a Cash 
Book copy, and a Bank Paying-in slip. 
Cheque writing with a supplementary 
-Cash Book, 


Posting to Cost Ledgers showing a 
daily balance under the various head- 
ings of Materials, Labour Charges and 
Oncost Charges, with total cost to date 
and a Works in Progress Control card on 
the same lines. 

Preparation, at monthly intervals, of 
a Completed Jobs Schedule, giving a 
complete history of each finished job 
under headings of Materials, Labour 
Charges, Oncost Charges, Total, Esti- 
mated Cost of Production, Profit or Loss 
on each job and Profit over the factory 
as a whole. 

For three hours every week the 
machine also prepares the factory pay- 
roll of some 300 employees and prints 
on to a wages envelope the employee's 
number and the net amount of the 
wages due, 


The forms illustrate the receipting system. At 

one “operation the receipt for the customer, a 

ledger posting slip, the cash book, and Bank 

paying-in slip are prepared. The cash book 
ts automatically added 
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Peak Loads 


By 
C. W. JOHNS 


Secretary, Black & Decker, Lid. 
Slough Trading Estate 


It will be seen from this that all the 
routine office work, excluding invoicing, 
is accomplished on one machine with the 
following economies and advantages: 

Ledgers are always balanced and, in 
the case of the Sales Ledger, € ustomers' 


CHEQUES 


MIDLAND BANK LTD 
SLOUGH TRADING ESTATE 
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SERIES 


No. 


Adding and Listing 
Ledger Posting 
Statements 


























Invoicing Payments 
Receipts Wages 
Analysis Costing 


Work 





Hire Purchase 
Registrar's Department 


A SINGLE MACHINE CAN BE 
APPLIED TO ONE OR MORE OF 
THE FOLLOWING OPERATIONS 


“SINCE YOU WERE A BOY 


“I don’t care how young you are, the changes since you 
were a boy are probably more than you can * pup with 
Have you a television set? 


plane? 
suit-cases expand? 


your fountain-pen? 


your 
Are your pyjamas zip-fastened? 


your 


Do you ft your ow? 


Is your bathroom air-conditioned? D; * 


wrist-watch dust-proot 


glasses unbreaka 


Every day some new device is patented to relieve man 
of one more discomfort, to take from his should: 


more burden, to increase his efficiency, 


energy. 


“Or are you already using the Remington 
Accounting Machines? 


and f 


“No one expects you to keep up with all the newest 
appliances for saving labour, but you may have misse 
the best of them in the crowd. 


“If not you're missing an invention which ought 
as much part and parcel of your office as the telepi 


—<an indispensable eliminator of error, 


: _ ? 
dna Cf itiie i 


culable saver of time and money.” 
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$ OTHER MACHINE, AT ANY PRICE, GIVES YOU ALL THESE FEATURES 


Complete electrification 
jg all a phabet and numeral 
keys, and of carriage re- 
turn. 


2. Complete flexibility of 
registes, providing extra 
accumLliations without re- 
building or making machine 
obsolete. Number of addi- 
tional registers limited 
only by length of carriage 
and capacity of registers. 


3. All -egisters visible for 
columnar accumulation and 


cross computation. All 
registers equipped with 
direct subtraction, provid- 
ing contra-entries within 
specific column, and instant 
correction of errors. 


4. Automatic tabulation 
and interchangeable form 
bars. 


5. Complete visibility of 
writing line, permitting in- 
stant checking of every 
entry posted. 


® 6. Automatic line proof of 


each individual entry 
vides instant audit 


= =, 
’ 


7. Independent contro! of 
each related form to 
prepared simultaneously 


8. Uniform legibility of all 
records entered simultane- 
ously. 


9. Automatic locks against 
mis-operation. 


Write for full details to Dept. J.J. 564. Accounting & Adding Machine Div. 
REMINGTON TYPEWRITER CO. LTD., 


BRANCHES IN ALL PRINCIPAL CITIES. 


REM IN 


yee Cum, ogi o Z © ie me i ee © 





100 Gracechurch Street, 


A oR 


Mansion Hous 


London, 
Phone : 


Can you see through 


TON 


MACH IN 


S 
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statements may be mailed immediately 
the last posting for the month has been 
made. 

The writing of Cash Books, both for 
receipts and for cheques, as a separate 
= operation, has been eliminated. 
= Cost Accounts can be referred to daily 
in order to maintain a check on produc- 
-ton costs, Previously this was impos- 
sible except at a balance period when, 
most probably, the information would 
_ be obtained too late to be of any use. 
The posting media used in the produc- 
tion of these Cost Accounts are Time 
Cards and Material Requisitions. 


Mechanized Pay Roll Saves Time 
and Errors 


The mechanized pay roll saves the 
time of a cashier in writing up by hand 
300 names with particulars each week. 
‘Also—and this is important—errors and 
disputes have been eliminated because 
the amount on the envelope must agree 
with the payroll, as it is automatically 
produced by the machine. | 

The type of machine which accom- 
plishes the above work is one with. both 
typewriter and full accounting machine 
keyboards. The work done on it is com- 
pletely visible at all times by the oper- 
ator. All figure work is, of course, done 
from the adding keyboard. Receipt and 
cheque writing, and the names on the 
payroll, plus any notes required on the 
ledgers, are inserted by means of the 
typewriter keyboard. | 

We are very satisfied with this instal- 
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COMPLETED JOB SCHEDULE 
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lation, having, in the first place, effect 
an economy by producing combined ré 
cords instead of duplicating them, and 
in the second place having greatly in- 
creased the efficiency of the office as a 
whole and made it possible to obtain all 
control figures at will. 


s 


Top left : The cost records give the total cost 
at any time for each job, analysed under 
Materials, Labour; and Overheads. When the 
job is completed, these records are transferred 
to a completed job schedule and the cost auto- 
matically compared with the estimate 


Lower left: The customer's monthly state- 


ment and Sales Ledger are posted simultaneous- 
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E T wok nino z's] ly during the month. The Ledger provides a 
ee ae ae ees Fee 12"! comprehensive record of the account including 
5. 6 Raa ee 2.11.9 net sales to date, a most useful figure 
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Removes Stains from Documents, etc. 


O remove ink and other stains 
from office books, documents, 
papers, etc., as well as from dress 
fabrics, a new product has recently been 


< put on the market. | 
. This stain remover, known as 
‘Deleto,”’ is of particular service 


in all firms where ink records of any 
` type are kept. Errors in entry, blots, 
smudges, and so on, which often confuse 


and make untidy bookkeeping pages, 
documents, etc., can be eliminated 
easily with ‘‘Deleto.’’ One application 


of the fluid will cause any ink mark to 


disappear. It is just as effective on 
fabrics, such as women’s frocks, men’s 
suits, desk coverings, etc., as on paper. 

The product is sold in bottles: is. 3d. 
and 2s. 6d. sizes. The large size (for 


office use) contains three times the 











amount of fluid held in the 1s. 3d. size. 
“Deleto’’ can be obtained from the 


makers, C.E.D. & Associates, 3 Bolt 


Court, Fleet Street, E.C.4. 





ELECTING staff from their ‘‘face’’ 

value is a quicker and more accurate 
method than is normally used for pick- 
ing out the most suitable employees. 

How this new method, is being 
developed, and what it can do, is dis- 
cussed in the article on page Ir. 





























AST your eye over your establishment. Over your warehouse or 
stipping department. Over your stock-control department. Over 


your billing office. 








Each of these departments is active on its specific job in connection 
with the recording of detailed activities. 





_ To-day more than ever before, you are faced with the problem of 1 
expense necessitated by keeping routine-records of a duplicate nature relat 
to each stage in the completion of each order. | 





Carter-Davis Ltd., have evolved a system by which you can plug up this 
hole in your profits. This can be achieved to the extent of saving you at | 
30 per cent on this one item of overhead cost. 











The use of PRIMUS Continuous Forms enables all the repetitive 1 
in connection with each production, billing and despatch | job to be mad 
ONE WRITING. By this method stenographers’ time and effort is cut 
minimum. At least one hour in three is saved to each operator. 













Think what this means. One third off your works records costs. 
third off your at, costs, off your despatch-record costs, and so 
- addition, the possibility of error is reduced to an absolute minimun 

all records are automatically collated. 








Us, = a It will pay you to investigate this system. Call in one of our e perts to 
| show you its applicability in your own plant and administrative office 








= Now you can Produce 


Indestructible 
_ Identification plates 


At Low Cost 


* USINESS men everywhere are 

gs B vecoming rapidly more conscious 

4 of the many distinct advantages of 

being able to do their own printing on 

the spot by means of office printing 

machines under their own control. For 

similar advantages many firms now are 

installing their own equipment for 
embossing metal identification-plates. 


Permanent Information Indented 
on Plates 


One of the best-known pieces of 
equipment available for this purpose is 
4 the “‘Graphotype"’ embossing machine 
: marketed by Addressograph-Multigraph, 


=". 


Ltd. Whilst the popularly known use 
4 of the standard machine is for em- 
p` bossing address-plates used with the 
3 ‘‘Addressograph'’ addressing machine, 
2: there are models available which indent 


or emboss permanent information on 

metal name- or identification-plates. 
=~ A good example of the work per- 
) formed by the indenting ‘‘Graphotype’’ 

is the dealer's name-plate, sometimes to 


250: X 2-4 STEEL RODS, 


% GROOM TRUST, 


| ORDER. -BW. 7532, D/NOO "i 





This shipping tag is typical of permanent 
embossing work done on the ‘Grapho- 


k type’. Tags and plates of this kind can 
; be quickly produced 

d 
us 

i Here, again, is an example (above) of a 
A metal identification plate permanently 


embossed 


Another illustration (right) of the power- 
driven model. Note the plate box on the 
T right, holding blanks and embossed plates. 
b It is set at a place and angle for quick 
and easy use of the operator 


By a 
‘BUSINESS’ 
INVESTIGATOR 


be found on the facia board 
ol a car. Another example is 
in the details indented on the 
metal label as used by S. 
Wolf & Co. (see illustration). 
The indenting machine is used in all 
cases where positive technical identifi- 
cation must be secured in indestructible 
form, particularly as on electrical pro- 
ducts, switch terminals, electric motors, 
etc. 


The 


type’. 


same kind of ‘'Graphotype’’ 


fitted with reverse type is also used for 
embossing metal and/or fibre labels for 
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Here you get a good idea of the compactness and 
simplicity of operation of the power-driven ‘Grapho- 
The operator can sit in comfort. at this 
machine and work without fatigue, especially if the 
type of adjustable chair shown in this illustration 


is used 
shipping purposes where a paper tag 
would be too fragile. (See illustration 
of two examples of this kind of 
embossed metal label.) 


Any Type of Tag or Plate 
Identification 


The embossed metal shipping tag is 
particularly useful where it is difficult 
or impracticable to send goods in crates, 
This is the case, for instance, in the 
steel and heavy manufacturing indus- 
tries when shipping bulky steel pro- 


ducts. Some dairies use the reverse 
type model for embossing return 
addresses on metal plates for milk- 


cans. Poultry farmers use it to ensure 
the return of egg crates, etc. 
There are, as you can understand, 


countless uses for the ‘‘Graphotype’’ in 


every firm, especially where there is a 
need to tighten up control over all 
movable materials, equipment and 
other property. If you have a problem 
of this nature, it would be worth while 
to find out how the machine could help 


j you. 


% 220/250 


Waai AC/DC : 
Ma 2500 E 


ILS WHEN ORDERING SPARES 


TLIDTE J 


THESE DETAILS IEN ORDERING SP 
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Wolf & Co. Ltd., manufacturers of cer- 
tain types of electrical equipment, use 
this kind of indented name Plate. The 
indenting is done on a ‘Graphotype’ 





BLIND FILING becomes POSITIVE 
: CONTROL 
C-V°-s 


EQUIP ME 











WITH A POSITI\ 
NENT SUSPENDI 
EACH FOLDER. 
POCKETS CAN 


1 C.V.S. makes every tite visible on a level plane—it is REMOVED AS REC 
* just as easy to find a ‘older in the lowest drawer as in $5 
the top FEW SECONDS 
? C.V.S. can be installed in any standard vertical filing 
* cabinet, quarto or foalscap 
3 C.V.S. makes accurate Sling and finding faster than by 
* any other method 
4 C.V.S. can be expandee or contracted at will—yet the 
* séquence cannot be broken accidentally 
5 C.V.S. pockets automatically adjust themselves to the 
* bulk of their contents 
6 C.V.S. can be adapted to every method of filing, i.e 
* alphabetical, numerica, subject, etc 
7 C.V.S. visible coloured signals facilitate classification and 
* coding 
75B QUEEN VICTORIA STREET © LONDON - E.C.4 Central 2288/9 





Sole Concessionaires for Great Britain, Northern Ireland and Eire 


MERCEDES 


PORTABLE TYPEWRITERS 





Correspondence is made easy for those who do their own writing on the Mercedes 
Portable Typewriters-Prima, Superba or Selecta. Compact handy size, ease 
of operation, patented double frame construction and perfect mechanism. 
backed by a full guarantee, have already secured for the Mercedes Por- 
table Typewriters, thousands of satisfied users. The modest cost makes 
it possible for everybody to afford a Mercedes Portable Typewriter. 


MERCEDES 


BUROMASCHINEN-WERKE A.G. + ZELLA-MEHLIS IN THURINGEN 
GERMANY 


"MERCEDES TYPEWRITER CO., LTD. - Mercedes House, Thavies Inn, Holborn - LONDON 
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SEE, TEST AND COMPARE | 


your own office standards 


Against This New Equipment. 


specialized exhibitions is that they 

save a lot of time. They save time 
because they gather together the latest 
and best developments of a whole classi- 
fication of products and array them to- 
gether. In one place and at one time 
therefore the visitor, at his 
leisure, can examine, test 
and compare the entire 
range that is available any- 
where on the market. 

This facility for being 
able to examine, test and 
compare is especially valu- 
able to the user of business 
equipment. At least once a 
year controlling executives 
should take the opportunity 
to do this. 

A few years ago when 
specialized business equip- 
ent was confined to a 
few essential pieces of 
mechanism there was not 
this need for a survey to 
be made as often as once a year. 

To-day, however, the position is very 


Oj of the great points about all 


B different. The range of appliances, Sys- 


tems and methods is so infinitely wide 
and so highly developed that every 
month, almost, brings some substantial 
improvement that offers new advantages 
and additional economies in some direc- 
tion or other. 

The Business Efficiency exhibition is 
held at this time of the year because it 
is the logical time for the average busi- 
ness man to check over the appliances 
and methods used in his own organiza- 
tion and to weigh up their capacity and 
effectiveness against any new and better 
equipment. 


Use This Survey as Preliminary 
Guide 


In the September issue of BUSINESS 
we published, in advance, a comprehen- 
sive survey of what will be displayed at 
the exhibition. That survey was de- 
signed to act as an equipment guide for 
the next twelve months. 

It will, in fact, provide you with such 
a service by constituting a valuable and 
up-to-date reference. But right at this 
moment you can use it as a link with 
the exhibition. Look over our survey 
and note down the particular items you 
want to examine more closely. 

In Busness, of course, we are con- 
fined to text and pictures. We give you, 
in advance, ‘‘written’’ information; but 
we cannot show you the appliances actu- 
ally at work or put them into your hands 
for practical examination and trial. The 
exhibition can do this. You can even 
take along your own problems and have 
them worked out before your own eyes. 


At the Business Efficiency 
Exhibition > City Hall, 


Manchester, November 9th to 
18th, inclusive 





For example, we described the newest 
dictating machines: at the exhibition 
you can sit down and try one. We de- 
scribed a colour control-chart, which 
gives a visible check on all activities of 
a business. You can go to City Hall and 
visualize the colour signals as represent- 
ing your own departments. 

The same with the whole range of 
accounting machinery, accounting sys- 


Allocate 
Your Phone Expenses 
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One of the problems in many offices is to charge 
up the various departments with accurate 
phone costs. This record book is designed to 
facilitate the allocation of such charges. Room 
for recording 2,500 calls in each book. You 
can have a specimen leaf free, for trial. 
From Manifoldia Ltd., West Bromwich 


tems, visible indexes, inter-department 
conveyors, and so on. 

Take with you some of the forms and 
other printed matter used in your firm 
and ask the office printing machine ex- 
hibitors how you could save time and 
money by printing those items in your 
own office. Try an all- 
electric typewriter; let your 
secretary try one, and let 
her make fifteen carbon 
copies at one operation 
instead of doing the whole 
job twice or three times as 
quite likely she has to on 
her old machine. 

Try out a new noiseless 
‘“‘portable.’" They are not 
only for secretaries and 
typists: the quiet, smooth 
mechanism will appeal to 
you personally. 

Look at the new all- 
electric time-recorders and 
consider their application 
to your works. See how 
continuous stationery saves an enor- 
mous amount of work and time on a 
wide variety of work. 

If, in your business, you frequently 
need documents, plans and that sort 
of thing copied, there are the various 
photo-copying machines that can be 
operated by an office boy. 

For the mailing department we de- 
scribed various postal franking machines; 
but to get a real idea of the time-saving 
quality of these appliances you want to 
see them at work, and especially to see 
the sealing and franking done on one 
machine. 

The above references are of necessity 
brief. They by no means cover the 
range of exhibits you will find. They 
will all interest you; but, as we suggest, 
note down from our September survey 
those things you want to see first and 
most particularly. 


He Reads His 
Time Card 


O make certain that an announce- 
ment directed to a selected group 
of workers is read by those for 
whom it is intended, one company 


fastens copies of the announcement to 
the employees’ time cards. 


The cards are brought to the office 
where slips of paper bearing the message 
in mimeographed form are stapled to the 
time cards which then are returned to 
their racks. Although requiring but 
little additional time and effort, this 
method has been found more satisfac- 
tory than the posting of sucl announce- 
ments on the general bulletin board. 
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CONTINUOUS STATIONERY 


Continuous Stationery enables you to eliminate the waste 
operations normally associated with the typing of Multiple 
Forms—interleaving of carbon paper, etc.—and reduces 
typing costs by 25 to 70 per cent. 

lt is worth noting that because Fanfold Limited make all 
types of continuous stationery they are in a position to render 
unbiased counsel and to advise as to which type of form is 
best suited for a particular need. 


For hand-written records use the new 


FANFOLD MULTI-FILER 
AUTOGRAPHIC REGISTER 


the only Register that files the original copy under lock and key. 


FANFOLD LIMITED - NORTH CIRCULAR ROAD : LONDON, N.W.2 


Telephone: GLAdstone 5477 (3 lines) 








For Continuous and Effective Advertising 
USE 

SYSTEM 

DESK CALENDARS 


"System™ Desk Calendars, with your 
business announcement printed on 
each Daily Sheet, will keep your goods 
or service prominently before the 
notice of customers or prospective 
customers every hour of every work- 
ing day throughout the whole year. 
Supremely useful and remarkably 
practical, they are in constant daily 
use, serving as infallible reminders of 
appointments, things to be done, and 
so on. They are more frequently 
referred to than any other article of 
desk equipment, and so constitute 
the most effective form of continuous 
but inexpensive publicity. 


— = COUPON — — — 


į TOSHAW PUBLISHING Co, Ltd. 


6, Carmelite Street, London, E.C.4. 


| Without incurring any obligation I 
would like to have your quotation for 
(aaxeted anbras System Desk Calendars for 
advertising purposes. 











Without obliga- 
tion fill in and 
post the coupon 
opposite and you 
will receive a 
quotation that 
will be ,agree- 
ably surprising. 
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BUSINESS MEN buy thet 
NNMMWEA lúts 





. Because... 


they ARE business men—who find many advantages in buying one, two or a fleet 
of Cars from Car Mart. A valuable consideration is the Car Mart guaranteed 
repurchase system, and also their excellent after sales’ service, which can be 
obtained in any part of of the country. 

We can supply lists of business houses who find car buying from CAR MART 
a profitable investment. 

lf car overheads are important to you, please write or ‘phone for particulars of 
our unique service. 





By Appointment to the late King George V. 
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AUSTIN HOUSE, STANDARD CARS, 
297, EUSTON ROAD, LONDON, N.W.!I. 37, DAVIES STREET, LONDON, W.I. 
Euston 1212. Mayfair 5011. 
146-150, PARK LANE, LONDON, W.i. STANHOPE HOUSE, 
(Corner of Piccadilly) 320, EUSTON ROAD, N.W.! 
Grosvenor 3434. Euston 1212. 


AND BRANCHES. 














| 
If you desire information from the Editor or from Advertisers attach this coupon 
which should be signed by a responsible executive, to your business letterhead 
and post to :— 
BUSINESS Service Department, Whitefriars House, Tallis Street, E.C.4. 
Please send, without obligation, more information in connection with advertise- 
ment (or advertisements) in the November, 1938, issue of BUSINESS 
| numbered below. 
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Small Firms 
REORGANIZE 
NOW 


(Continued from page 8) 


think you could manufacturé or what 
service you think you could give in 
connection with war work. 

From this point the authorities will 
take the matter up and instruct you 
accordingly. 

This settling in advance any possi- 
bility of your doing war work is a 
vitally important matter. 

First of all it means that your small 
business, instead of being threatened 
with sudden extinction at the outbreak 
of hostilities, will be able to switch 
over to a new role. 

Secondly, it means that you are 
making your contribution towards that 
smooth harnessing up of industry to 
war work which will be one of the de- 
ciding factors in the success or other- 
wise of Britain’s meeting the next 
emergency. 


This Is a Useful Form of 
Practice 

With these things settled it will be 
a good thing to practise, mentally, the 
actual turning over to war work. 

While still engaged in your peace- 
time manufacture, therefore, make it 
a hobby to visualize an emergency. 
This is not pessimism: it is prepared- 
ness. 

For example, plan what you would 
do to replace your key men if they left 
you. Plan to break down certain oper- 
ations so that women could take the 
place of men. 

Study the sources of raw materials; 
make sure that you would not be let 
down here. Watch out for stocks; it 
may or may not be advisable to arrange 
for extra reserves. Look for any things 
that may make unusual calls for greater 
capital expenditure. 

Take note of your staff. Record any 
particular aptitudes (over and above 
ordinary work) which any individual 
may have. Give them a lead as to 














ENU 
PENCILS 


VENUS PENCILS are 
incomparably smooth and 
long lasting, theirstandard 
of quality never varies. 
MADE IN ENGLAND 
KNOWN THROUGHOUT THE WORLD 


If you will state the nature of 
your work and choose tivo 
different grades which you 
think most likely to suit, we 






shall be very glad to send From 6b 
you samples to try. softest, to 
VENUS PENCIL Co. Ltd., LONDON,E.5 © 9h, hardest 
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what kind of trainmg they should 
undertake. 

Such plans could >e typed out in 
documentary form and filed away for 
use if and when required. 

It is too early yet to see just how 
the small business man will be affected 
by the freshly mooted Government 
scheme for arming factories and train- 
ing staff in°anti-aircraft gunnery. 

It is probable that tħe small firm will 
not come within this scheme at all. 
Nevertheless, the small business man, 
if he doces not actually join the forces, 
should personally intərest himself in 
some aspect of national defence, for 
example, A.R.P. Preferably he should 
also qualify to train others, especially 
members of his staff. 

While the foregoing is outlined 
mainly for the quite small business, 
even the somewhat larger concerns, 
firms that do not need to recapitalize, 
can with great advantage follow out all 
but the first recommendation. Self-pre- 
servation apart, it is a national duty to 
contribute towards the smooth gearing- 
up of industry to tke possibility of 
national work. 

But if the proprieter of the really 
small business will get down to these 
preparations he will be providing no less 
for the consolidation and expansion of 


his enterprise in peace-cime than for its 4 PERFECT 


continuance in time of war. And over 
all he will be ensuring 2is own peace of 
mind. 


Staff 
‘Select Themselves’ 


(Continued from page 12) 


very sound indeed. I must confess it 
is a fresh angle to me. 


The Editor: Then we get down to this, 
Mr. Penry: Looking at your system of 
staff selection from the managerial 
point of view, it seems to offer two 
outstanding advantages : 

First and foremost the far higher 
degree of accuracy with which an em- 
ployee can be fitted into a job which 
he is most capable of doing . . . or 
perhaps I had better put it the other 
way: the much greater accuracy with 
which any given job can be filled with 
an employee whose natural instincts 
and abilities are the higiest possible for 
doing that job. 


Mr. Penry : Yes, that is the way to put 
it. 


The Editor: And secondly, the enorm- 
ous saving of time in surveying candid- 
ates and making your choice; and this 
for two reasons: (a) obvious ‘‘unsuit- 
ables’’ stand revealed at first glance 
and can be eliminatec at once; (b) 
“‘possibles’* can be quiekly dealt with 
since past records and references need 
not be gone into so deeply. 

Mr. Beharrell; These advantages do 
seem to be of momentous interest to 


(Continued on page 33) 
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— one of 
the many 
brilliant 
new filing 
features 
embodied 


in — 





SEQUENCE 
@ PERFECT VISIBILITY 
@ PERFECT PROTECTION 


Each folder is threaded with a rust-proofed 
steel hanger which rests upon the metal 
frame inside the filing drawer. Folders 
slip in or out with a finger touch—and 
the file top is kept horizontal, afford- 
ing full vision. They cannot slip under 
or ride up, and their contents are 
completely protected. Shannograph flat- 
top filing is entirely different from any 
other method of filing. Some of its exclu- 
sive features are: graphic control with 
unlimited applications: instant visual iden- 


SI annon 


THE SHANNON LIMITED (Dept. B) 
Imperial House, 15, 17 & 19, Kingsway, London, W.C.2 


BIRMINGHAM, BRISTOL, MANCHESTER, 


SHANNOGRAP 





=f» 


Hat-tap 
FILING 





tification of all subject indexes: instant location, 
etc. Send for free illustrated booklet giving * 


complete information on Shannograph Filing. 


WRITE FOR FULL DETAILS TO-DAY 


NOTE HOW 
FOLDERS ARE 
COMPLETELY SUS- 
PENDED FROM 
FRAME AND DO 
NOT REST ON 
BOTTOM OF 

DRAWER 


NE WCASTLE-ON-TYNE, 
616! 


GLASGOW, 


LIVERPOOL, 





A FREE SERVICE 


Subscribers are entitled to free information 
concerning products, Appliances or Services 


We will advise, secure printed particulars and, 

if desired, put you in touch with firms supplying 

services or products in which vou are interested. 
Service Department. BUSINESS, 
Whitefriars House, Tallis Street, E.C.4 





THIS 
MASTER KEY 


can replace your 
entire bunch 


BRAMAH 


II Old Bond St., London, W.I. 


Regent 6555 





SUN LAMP 


Personal efficiency depends on 
the possession of good healch 
À There is no better way of keep- 
Ping fic during the winter than 
by using regularly an Artificial 
Sunlight Lamp it can make 
you feel more energetic, active 
and cheerful umeden Sun 
Lamps are made for vse at home, 
are easy to operate and very 
inexpensive to run 


Mercury Vapour Models from £12 10s. Od. 
or On easy payment terms 
Send for free booklet and 14 days’ triol offer 


LUMSDEN LAMPS 


D. M. LUMSDEN, Iii MILLBURN, ALMONDBANK. 
PERTH, SCOTLAND 








, 1 
E 


— 


oe", a ie ań 


* 
. gha 


——” aer E a is 


— 






u 4 + i = hed l ' M * m ; i DNNN +- 3 VI ` » —* J — aes Pa ean at 
` - g ` tg =f . J La 

SS for NOVEMBER, 1938 
a $ y 


Aaa an i 
BUSI 


A 





NO MORE 


INDECISION! 


if you use the 


. -ALACRA 


SYSTEM 


for handwritten and machine 
written business forms. 
Alacra ensures increased 
output with less effort either 
way. 


A full range of models will 


75 POINTS ihat Make 


fr Successful 
Management gz 


Gathered during interviews with 

the top executives of more than 

50 progressive firms in many 
different industries 


(Concluded from last month's issue, page 29) 


64. Have nothing hazy, especially about 
expenses. If a man uses his car 
instead of the train, let it be dis 
tinctly understood beforehand that it 
is with the firm’s approval. Have the 
rate per mile which he will charge the 
firm distinctly understood. 


oO 


65. Without obtrusion, keep your finger 
on the condition of the employee who 
has suffered a great loss, who is 
obviously sick, who must give up on 
account of great effort in your 
interest. There may be no fixed rule 
as to what you should do, but your 
conscience is a pretty good guide at 
such times. 

o 


66. Give full vacations, never mind when 
the employee is taken on. Vacations 
ought to be given more for physical 
and mental upbuilding than as awards 
for service. You cannot afford to have 


people go without a vacation a year, 
never mind what fraction of a year 
they have been with you. 






67. The rank and file of your workers are 


carrying heavy personal responsi- 
bilities. Discourage inter-depart- 
mental collections among employees 
and indiscriminate subscription lists 
for charities, however deserving they 
may be. When such subscription 
lists are headed by the firm a request 
for a subscription to an employee 
amounts almost to coercion. 

0 


Encourage your department heads to 
take time to think out systematically 
forward-looking developments in their 
departments—especially new and 
better ways of doing things, saving 
money in accomplishment and per- 
sonnel. 
O 


Learn by great patience and applica- 
tion when to hire and when to fire; 
few of us have so learned, but we 
should never cease trying. 

O 


If your organization is large, you 
must arrange in some natural way 
that your people will know one 
another; nothing forced will accom- 
plish this. Whatever you do must 
be done naturally. 


O 


71. Time is the only thing most of us 
have to sell. Get the members of 
your organization to respect your 


be shown at 
E Stand No. 70 


p; BUSINESS EFFICIENCY time, and, in turn, don’t you forget 
; t theirs. 

EXHIBITION o respect ae 
a November 9th-18th 72. Let your —— be. 8 a up before 
` your people a standard of business 
F CITY HALL, MANCHESTER conduct that can be easily understood 
. and intelligently followed by all of 
J— them. 


O 
73. Take time to discuss the firm’s affairs 
among yourselves; not necessarily 
when trouble is at hand, or when 
emergency calls, but week in, w 
out, in constant constructive upbuild- 
ing. 
Control your output o 
To be able to set the speed of a machine to 74. Remember that an organization is as 
produce a predetermined output and to be able ood as its leaders—never better, 
to see, at any moment, exactly what speed that ou are constantly on trial for fine 
machine is maintaining is to remove unreliable performance. You can never fail in 
guess work from at least one point in the pro- a situation without its being noted by 
duction line. This new type Revolution those under you. On the other hand, 
Counter is designed specially to give this control you can never succeed without its 
of group or individual machine speeds. It in- being appreciated—fully appreciated 
troduces a factor which assists the executive —if the spirit of the organization is 
to calculate and control his costs more accu- right. 
rately. The Revolution Counter itself is o ° 
accurate to within .5 per cent and is manu- 75. ‘Do it Now” is a good motto; but 
factured by the A. T. Speedometer Co. Ltd., set it as an example, do not merely 
Chronos Works, North Circular Road, lay it down as aneinjunction for 
London, N.W.2 others. 





Sold only by 
W. H. SMITH & SON, Lro. 


BUSINESS FORMS DEPARTMENT 
BRIDGE HOUSE, LAMBETH, S.E.I 
Tel. Hol. 4343 


HEAD OFFICE 
STRAND HOUSE, PORTUGAL STREET, W.C.2 
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(Continued 


employers, but, Mr. Penry, it appears 
to me that.the effectiveness of your 
system is vested solsly in yourself. 
There are empleyers all over the 
country to whom the system will 
appeal, but it woukl be impracticable 
“to get you to go alang every time they 
want to engage staf or to make staff 
: adjustments. Can you pass on your 
ability to others? 








My. Penry: Most certainly. I am, in 
act, preparing now to do that. What 
proficiency I have is entirely self-taught, 
nd anyone can atcain it. 

To reach a point of considerable use- 
fulness, however, it is by no means 
hecessary to study physiognomy for 














- you will look at my book,* which 
st published, you will see how the 
principles of this science can be 





Valuable alzo in Your 
Day-to-Day Contacts 


If business men have hitherto found 
at valuable, in their normal day-to-day 
eontacts, to be guided by blind instinct 
alone, how much more valuable to be 
guided by real knowledge. 





The Editor: It’s rather away from our 
purpose here, but can your system be 
applied to children and young people 
leaving school? I mean gan their 
potentialities, for various spheres of 
business or professicn, be ‘ ‘read’? 





Mr. Penry: Definitely. There is un- 
limited scope in that field. Young 
people’s aptitudes san be determined 
with that same 95 per cent of accuracy. 


Mr. Beharrell: That's a matter of 
national importance. It’s a pity we 
cannot discuss it mow. Perhaps the 
Editor will agree with the view that 
the business men who read his maga- 
zine would be as interested in an 
article that would help to put their 
children’s careers on a sound footing as 
in anything which assisted employment 
problems in their basinesses. 


“The Editor: I certainly do agree with 
that view, though I cannot at the 
moment commit myself to an article. 
“Anyway, as an 2mployee selection 
system I consider it of national import- 
| if staffs (executives, sales, 
erical, manual, ete.) can be selected 
ò that they are pit to work at jobs 
for which they have the highest natural 
abilities then not enly will all-round 
efficiency be stepped up enormously, 
‘but at the other end of the scale a 
heavy load of direct and indirect costs 
will be brought down. 


My. Beharrell: And into the bargain 
there would be a lot more human 
happinesse in the world, for I am 
much d:scontent and un- 
even in the home, has 









































90°/, of Business 
fails to fructify— 


Not because there is any absence of 


Write for Booklet B.108 





Even a modest conflagration in your 
premises could cause incalculable 
damage if your more vital records were 
harmed. Your premises and stock are 
of course insured, but no insurance 
could repay the years of effort repre- 
sented by your ledgers, sales records, 
minute books and the like. FIRE- 
PROOFED CABINETS can take care 
of these at a very moderate cost 


however, ret resenting possibly less 
than just one year’s premium on 
less valuable possessions. 


Prices from 87/6. 


Full price list on application. 


H. TAYLOR & SON (London) Ltd. 


28 Holborn Viaduct, London, E.C.1. 
Phone: Central 2987 





planning, but because the mechanism 



















is break- 
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KARDEX, 1, LEADENHALL STREET, Bc 


Mansion Mouse 3927, Branches in 24 orineigal ofits 





CALENDARS 
BLOTTERS 

DESK PADS 
ASH TRAYS 
PENCILS 








Write for Quantity 


CALENDOX LTD, | 









“VIS-ALL” 


“PATENT HOLDERS 










use a new principle to |‘ 
gain VISIBILITY. They have | countr if your | : 

write to me, care of the Editor, I 
many advantages. EXISTING | be pleased to give every possible 
RECORDS—machine or 


ance with the least possible de 
hand posted—can be made 


@ 
visible at a MUCH LOWER Revolution 
COST THAN HITHERTO 


In Camera — 
(Continued from page 16) 
VISIBLE CONTROL SYSTEMS 
FOR EVERYBODY 
+ 


WITHOUT OBLIGATION—Why not ask 
us to help you ? 






































STANDARD CABINETS 


Made to hold 13 sizes of records 


WE CAN PLAN, SUPPLY, 
and completely install “ VIS- 
ALL” Records and Equip- 






interest has been through edito 
articles in trade and general magazine 
Here I have put into effect the gene 
marketing policy of inviting the p 
concerned—the editor—to test 
ment, anywhere, for SALES, camera for himself. The resul 
STOCK, PRODUCTION, been a number of articles which have 
LEDGER,OVERDUES,HIRE = W WRIGLEY given us excellent publicity. — 



















PURCHASE, ETC., ETC., = (PRODUCTION) LTD Soon after we launched the new 
without interference with J model we made quick progress. Sales 

i ; RE re TISE TRAMPLE ee eee began to rise. Better still, the trade 
regular routine. 33 BRAZENNOSE STREET 


MANCHESTER. 2 — — — were more than satis- 
Telephone: BLACKFRIARS 9086 | SAC Wita Cresus: -That meant more 
| sales and assured success. It meant, 
E oo that our policy of understatement 
of what the camera would do was 
effective. 

We have been very careful on this 


JE BIC point. For example, although the lens 
l gives universal focus from to feet to 





infinity we claim from 12 feet. That 
26 YEARS AGO | allows for a margin of error on the 

= They shall g not old, as we that are left grow pid: OE ol Gee, iar T eas 
hae onal nor weary them, nor the years condemn, | part of i user. Agam; we have not 
At the going down of the sun and in the morning | used photographs taken by profes- 
We wilt remember them. sionals nor touched-up prints in our 
Poppy Day is the finest opportunity we have to || advertising. Every illustration has 
remember in a practical way the heroism and been of a photograph taken by an 

sacrifices of the War. Poppy Day finances the eri nace amaie | i 
work of the British Legion for the survivors, — ing 


thousands of whom to-day are gravely handi- | An pntores Une EO VATY es of the. 
capped by age, sickness and the strain of the War years, These men, and | existence of a “specialized” market. 
the dependants who share their need, have the strongest possible claim || For example, there are professional- 
on your sympathy. Please help the Legion to help them by giving as j men who like to have photographs of- 
much as you possibly can for your Poppies of Remembrance. various phases of their work, Some- 
times this calls for high-speed action, 


DONATIONS will be thankfully received by Poppy Day l i bank Chairs 
Committees or by Capt. W. G. Willcox, M.B.E., Organ- | ) a. om ate 
ising Secretary, Haig’s Fund, 29, Cromwell Road, Lerden, ral upright posture 


SW.7, POPPY SELLERS ARE URGENTLY NEEDED. Ladies willing to volunteer for this f het “ie hesithiest 
work should communicate with the Local Committees or the Headquarters of Haig’s Fund. | a —— lasy 


efficient for work- 
ers of both sexes. 
Models include 
low-priced factory 
series. 



















MANY FACTORY BA OS = BU- U E’ ame) 


AND OFFICE LEABANK CHAIRS LTD. 
MODELS J ore 
Write for f list {3 imperiai Buildings, 
EOR TERA 56éKingsway, London, YY.C.2 






Write for illustrated list No. 29/V105 to the VALOR CO. LTD., 
Birmingham: Bromford, Erdington. London, 120 Victoria Street, $.W.| 
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sometimes for phctogr phy in poor 
light. rate a ath not want to 
use complicated and expensive equip- 
ment. The Purma, which can be 
operated with one hand, has filled their 
need. Surgeons or their nurses are 
using them for ‘‘snapping’’ incidents in 
an Operation; engineers are taking 
“shots” @f moving parts of machines. 

This special market is worth develop- 
ing and we are now considering schemes 


_ for exploiting it. 
_ What I have told you is, to date, 
the story of rescue and success of the 


Purma. The story has, I think, a 
moral: even a gool product will not 
sell unless (a) it is at least as good as 


claimed to be, (b) serves a useful pur- 


pose, meets or creates a demand, and 
(c) is presented to the public in a 
readily acceptable form. 


© 
Bad Lighting Costs 


= £630,000 a Year 


(Continued from page 36) 


with your previous result. You 
may find that as much as 20 per cent of 
your light was absorbed by dirt and 
dust. 

Although it is possible for anyone pos- 
sessing a light meter to measure light, 
only a specialist suc. as an illuminating 
engineer can advise properly as to the 
suitability of any given light intensity 
for a given type of work. 

One very common fault to be found 
in both offices and factories is ‘‘glare,”’ 
which is uneconomical as well as being 
definitely harmful tc the eyes. 

The eye functions like a camera dia- 
phragm. If the lighting conditions are 
such that glare is present the pupil of 
the eye automatically contracts to try 
to reduce that condition. 

Thus, while money is being spent on 
current in order to produce light, the 





This is the simple and inexpensive 
Light Meter described in the text on 
page 36 


ka 
quality of the light is permitted to be 
of such a nature (glare) that the human 
eye shuts ut a great proportion of it 
as unsuitable and -herefore unusable. 
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PEERY Soas — 
WHAT IT MEANS 


Fowlers Modern English Usage :— 


“definitive means having the characte: 
— nd that is dechnitive which i nor t 
provisional, debatable or alterable.” 


Universal English Dictionary :— 


‘Making a precise statement; conclusive 
any further need for argument or inquiry 


We do not need to claborate these definitions—DEFINITIVE does that itselj 


WHAT IT DOES 


It eliminates bound books of account. 
forms — ——— on a ‘“‘journal’’ or 


By posting direct to loose -lea 
‘control sheet". 


ledge 
carbon copies are 





obtained of each group of transactions, such as Sales, Purchases, Cash Receipts 


and Payments, Discounts, ete. 


Monthly Statements attached together with a 


special carbon to a Customer's ledger sheet are written automatically and 


constitute an exact copy of the account. 
ledger, statement, ‘‘control sheet (or Day Book), and another form s 


One single entry will post th 


` ing 


as data for commission statements, job costing, analyses, etc. By the 
Definitive method perfect ‘‘control™ is attained, and no posting can Di 


arithmetically incorrect, 


WHAT IT COSTS 


A self-contained unit comprising Recording Tablet and Hand Rest, 

with Supporting Plates, Binding File, Accounts Register, stationery on 
etc., and complete with the DEFINITIVE Visible Record can be supplied for 
approximately {12 to {40 , according to types of appliances and quantitic: 


forms required. 


This includes free service in investigation and installanor 


We give you the principal advantages of mechanized accounting at a jra: 


tion of the cost of machines. 


If you prefer typed accounts instead of ou: 


hand-posting method, the DEFINITIVE Machine gives you the same result 
even more amplified, but it also costs more. 
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DEFINITIVE 


Victoria House, 








You are, then, simply paying for some- 
thing that is literally thrown away. 

But you not only pay for wasted cur- 
rent: you also pay far more heavily for 
a lowered standard of work and output 
volume. 

As I pointed out last month, if per- 
ception is lessened (either through glare 
or any other cause) people cannot ‘‘see’’ 
so well, and if they cannot see well they 
cannot work well. 


Money Spent on Proper Lighting 
Makes a Profit 

A good example of the saving effected 

by eliminating glare is shown by the two 

illustrations of a glass manufacturer's 


ACCOUNTING 
Vernon Place, LONDON, 


LIMITED, 


W .C.t. Telephone Holbo 


works. Fig. 1 was photographed before 
the lighting was replanned; notice the 
glare and the harsh shadows. In Fig. 2 
the lighting has been improved—notice 
the good visibility. 

If the wage bill on this particular floor 
was {150 per week, {7,800 per 
annum, and assuming that the easier 
perception made possible by proper 
lighting conditions made possible an im- 
crease of only 2 per cent in the staff's 


LO 


productiveness, then this installation 
would show a 2 per cent return on 
£7,800, or {156 a year 

Actually the installation cost less 


than {150, so that on only a five-year 
basis this improvement is profitable to 
the extent of about /630. 
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BY THIS METHOD YOU CAN 
COMPLY WITH THE REQUIRE- 
MENTS OF THE FACTORY 
ACT, ALSO A.R.P. LIGHTING 
PRECAUTIONS, AND AT THE 
SAME TIME SAVE ON YOUR 
LIGHTING BILL... 
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LOCALITE TYPE 


MADE IN ENGLAND 





The “Localite” Arm directs concentra- 
ted light on the job in hand from any 
desired angle. No light is wasted, so that 
maximum kilowatt demand and cur- 
rentconsumption are definitely lowered 


WALTER GRAFTON & SON LTD. 


DEPT. 13b. LONDON, S.E.9 
Phone : Eltham 212! (5 lines) 


SALES LITERATURE OR 


SELLING LITERATURE 











WHICH IS YOURS? 


To bring in the orders and inquiries, 
sales literature must tell about your 
product or service in a striking and 
convincing way—must possess the 
‘“‘punch”’ necessary to cause favourable 
action, 


Have you the ability to write sentences 
which will capture the prospective 
customer's interest and cause him to 
act ? Have you the ability to design 
literature which will present your 
message with real forcefulness and 
create the atmosphere which you wish 
to surround your service ? 


If you are doubtful, our writing and 
designing specialists could probably 
help you. Send us details about your 
product and we will prepare a sug- 
gested lay-out without fee. 


J. W. RUDDOCK & SONS 
Advertising Consultants 
LINCOLN 
and at 3 Old Jewry, LONDON, E.C.2 
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In Compensation for Accidents due to 
BAD LIGHTING 


Industry Pays £630,000 a Year 


By J. MORTIMER HAWKINS 
Managing Director, Mortimer Gall & Co., Ltd. 


NE serious problem which the 
managements of manufacturing 


concerns frequently have to face 
is the elimination of accidents. 

In addition to the costs of compensa- 
tion, accidents undermine the morale of 
employees and induce within them a 
feeling of insecurity. This is especially 
so in the case of women employees. 

I came in contact with one case re- 
cently where a man lost two fingers in a 
press machine. It so happened that a 
young woman operative from another 
department was passing at the time. 















She was so affected that she had 
a fit of hysteria. 

Like lightning the news 
spread among her friends, and 
they became so “‘jittery’’ that 
for a while a considerable vol- 


ume of work was adversely 
affected. 
From a survey issued by 


H.M. Inspector of Factories it 
is shown that the average 
amount paid yearly by indus- 
try for accidents in factories approaches 
{2,250,000—and of this amount the 
Inspector attributes {630,000 a year 
directly to improper lighting. 

[ have records of a typical example 
that supports the above statement. 
This firm employs about 1,000 workers. 
The accident rate used to be some 400 
cases a year, involving over {3,000 a 
year in compensation and medical fees, 
without taking into account any indirect 
losses. 

Modernization of the lighting by 
means of improved reflectors and re- 
adjusting the location of the lighting 
points at a total cost of {500 reduced 
this accident rate by 50 per cent and cut 
the compensation payments by more 
than £1,500. 

This kind of result proves clearly how 
a correction of the lighting can reduce 


accidents, and it also demonstrates that 
such money spent on scientific lighting 
is a profitable investment and not a 
mere charge. 

So far, in these articles, mention has 
been made only of quantity of light, but 
quality is an equally important con- 
sideration. 

But before dealing with this matter 
I should like to offer some information 
concerning light meters. These instru- 
ments are very reasonable in price: the 
model illustrated costs /4 17s. 6d. As 
you can see, they are very compact 


Left : Note eye-confusing ‘glare’ 
from every lighting point, also 
general ‘indistinctness’ of lighted 
parts of the shop and heavy shadows 
which faulty lighting produces 


Right : PLANNED lighting in- 
stalled: No exposed filaments im- 
pinge upon the eye; glare is thus 
eliminated and general visibility 
greatly improved 






and can easily be carried about in the 
pocket. 

To measure illumination simply place 
the meter on the plane of work, it will 
then give you an instantaneous reading 
in “‘foot-candles,’’ though it must be 
understood that to take light-meter 
reading of electric discharge or daylight 
illumination a correction factor must be 
employed. 

If you would like to reduce your over- 
head expenses and your electric fittings 
have not been cleaned for some weeks, 
I suggest you try the following experi- 
ment ; 

Place a light meter underneath a 
fitting and take a note of the read- 
ing. Then have the fitting thoroughly 
cleaned; put the meter in the same 
position as before and compare the read- 

(Continued on page 35) 
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gave this small factory BIG SCALE Output 


classical examəle of hard work 

and “ʻit can't be done’’ task, finds 
a modern equivalent when some old- 
established firms start to reorganize and 
clean out accumulations of habits, rout- 
ine, prejudices and outworn methods. 
It is one time, at least, when executives 
must play Herculear roles. 

We know. We bave just done a 
job of this type. Eut I do not claim 
Herculean characteristics and therefore 
must acknowledge the help and support 
accorded me by the directorate, my 
colleagues and Mr. Harley, of Gravfil 
Machines. None of these appear to 
recognize the word “‘impossible,’’ and 
the changes described are results of our 
combined efforts. 

Actual reorganization took place 
some time ago. This enabled so many 
other activities to be followed up that 
new premises had to 5e acquired. Thus 
we had re-reorganization almost within a 
year. 


(classical the Augean stables, 


Three Big Results From This 
Drastic Action 


The first step was jettisoning half a 
century of accumulated material. Re- 
sult: increased production of main lines 
up to 300 per cent; cost per unit drasti- 
cally cut; about 40 per cent less labour 
needed. 

The penalty of being the oldest, best- 
known product on the market is that 
imitators are not lacking. For some 40 
years Scrubbs had reigned unchallenged. 










Machine (top) labels 
120 doz. bottles an 
hour compared with 
8 doz. by hand. 
Specially designed 
water heater (centre) 
saves £200 a year. 
Caps, fitted much 
faster by emachine tright) are now 
pil er-proof 


*hotos of ‘the Manufacturi 
nae — 


From an Interview with 


DR. CECIL VOGE, 
B.Sc., Ph.D., F.R.S.E. 


Works Director, 
Scrubb & Co. Ltd. 


Naturally, when the position changed, 
the whole position had to be reviewed, 
and about four years ago the well-known 
chemical merchants, R. W. Greeff & Co., 
became interested in Scrubbs. An ar- 
rangement was made whereby Chemical 
and Natural Products, Ltd., should act 
as selling agents. (This company is an 
offshoot of the parent company, R. W. 
Greeff.) At the end of a trial period 
complete control of manufacture was 
also undertaken. 

First steps taken embodied overhaul- 
ing selling and marketing policies; ad- 
vertising appropriations were drastically 
cut, and new themes devised. This 
showed immediate results. Next, Press 
advertising was abandoned for a short 
time and the money spent on publicity 
films, dealer tie-up and display material. 
Result: sales soared to the highest 
volume since 1930. 

To cope with the increase all the old 
routine, the old plant which had served 
useful purpose but now resembled a 
Heath Robinson creation, was scrapped. 
A semi-automatic loop system was in- 
stalled. This choice was forced upon us 
because three sizes of ammonia, two 
sizes each of two other products, are 


Pointers 
to 
Progress 





Reorganization Brought 
About 

300 per cent 

production 

Drastic cost reduction per 

unit 

40 per cent cut in labour 


increased 


needed 
Elimination of 
time work 
Halving of factory space 
used 

Facilities to handle extra 
products 


all over- 


filled. The variety was too much fog 
a completely standardized automatic 
system. 

Coincident with final stages of the 
change-over, accomplished step by step 
without slightest disorganization, fur 
ther products were taken over. Oppor- 
tunity also arose to sell the old factory 
provided we could (a) move out im the 
specified time, and (b) do it without 
disrupting production during the peak 
season of the year. 


Stocks Built Up For Period Of 


Non-Production 
Both questions were answered ‘Yes.’ 
The old factory was sold, and we got 


down to detail reorganization work. 
We knew exactly the type of factory 
that was needed—clear floor space, 
plenty of natural light, planned for flow 
production, etc. While the factory was 
being erected large stocks of the various 
products were built up. These were 
kept in a temporary store place. They 
were sufficient to last over the timed 
three-week period of non-production, 
occupied in removal and re-erection of 
plant. 

At the same time opportunity was 
taken to still further mechanize and 
simplify production. 

Take, for instance, the little problem 
of bottle-washing plant. Previously 
we had to use a steam boiler, therefore 
the services of a stoker. This was not 
only costly but unnecessary. Hence we 
designed, in collaboration with Wands- 
worth Gas Company, special bottle- 
washing plant. This consists of two 
closed circuits: the first is for heating 
the water and is thermostatically con- 
trolled; the second takes the heat from 
it and is attached to the bottle-washing 
machine. Sedimenting tank, filter and 
pump are included in this circuit. The 
result is technically and financially ad- 
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mirable. At least £200 per annum is 
ca Kero is 
PN i mention this example because it is 
= — typical of the trouble we have taken in 
§ = * planning and setting up our new factory 
— = and plant. We could have procured a 
— Standard type of heating and washing 
VE t, but that available did not exactly 
* “suit our purpose. By taking some extra 
-P _ trouble we got tip-top efficiency and cut 
* - costs to a fraction. This has been our 
a ee =- polic throughout. Itis the reason why 
oug production figures are now so high 
and costs so low. 
= Mechanization problems have been 
d up with others. An example is 
e labelling. Previously eight sepa- 
rate te labels were put on each bottle of 
‘Ser ibb’ s Ammonia. These labels in- 
clu ded one (for price) so small that girls 
grew long finger-nails to pick it up! 
ae o ousl , te-designing was needed. 
Gee : incorporated all labels in one with- 
out altering essential details and bought 
a labe elling machine. This machine can 
switched over for labelling six dif- 
* re nt sizes of bottles, which takes care 
ol our other bottle lines. The speed-up 
s this: where a girl labelled eight dozen 
bottles an hour she can do two dozen a 


— mir on the machine. 
AAT SOA at this reorganization, we took 
À E the chance of solving a problem of fit- 
p _ ting caps to bottles. This was a hand 
Ss — ration. Constant screwing on of 
— © caps made the girls’ hands sore, and the 
A 
5 sa cap allowed tampering with the bottles. 
* ow we have pilfer-proof caps fitted by 
= machine. Caps are put on the neck of 
the bottle like a thimble, and the thread 
is spun on. When the cap is screwed off 
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Hours by 
This Machine 


HE effects of months of normal 
| use on materials can now be 
known in a few hours through 
use of an invention which, in effect, 
‘‘concentrates' weather. For example, 
when specimen panels cut from the 
same steel as is used in body construc- 
tion of cars are placed in this 
‘‘Weatherometer’’ for 500 hours, re- 
à search experts can measure the effects 
i of exposure to sun and weather for 
3 the entire life of a car. 


Helps To Improve Material 


This is the use to which Ford Motor 
Co., Ltd., Dagenham, are putting the 
device. They are testing the durability 
of body finishes and other materials. 
The data obtained is invaluable in 
evolving enamels, upholstery fabrics 
and roof leathers that will retain their 
new appearance for indefinite periods. 

The “‘Weatherometer”’ consists of a 

c wanes : 
— zl agi np, the, i 


a metal ring at the base is broken. Thus 
you can see at a glance that the bottle 
has been opened. This provides protec- 
tion for us and our customers. Indeed, 
the method is so satisfactory that nearly 
all ður liquid products are capped this 
way. 

Yet another little feature which has 
brought big returns is the new method 
of storing bottles. Two methods nor- 
mally used are: (1) packing in bags and 
straw; (2) packing in cardboard cartons. 
Method (1) results in quite a number of 
breakages, raises a problem of straw dis- 
posal and provides a breeding-place for 
rats. Method (2) also results in a fair 
percentage of breakages and introduces 
a problem of disposal of cartons. 


This Method Reduces Work 
and Breakages 


Our new method is to pack and store 
the bottles loose in sacks. They are 
transported and stacked by the sackload 
with no straw or packing between 
bottle and bottle. Result: breakages 
now are negligible, and the return of 
empty sacks is a simple matter. And, 
of course, time needed to take bottles 
from sacks is a fraction of that needed 
to unpack them from cartons. 

These various examples illustrate the 
type of problem we dealt with, the 
policy and methods used to solve diffi- 
culties. The factors involved are simi- 
lar, in principle at least, to those faced 
by any small or medium-size firm. And 
any firm can tackle them with similar 
success. 

Now let us take a quick look over the 





















factory and get a general idea of the 
lay-out. 

Front of the building is given to office 
departments and a laboratory. Execu- 
tives look on to the main factory floor. 
Production starts at the far end of the 
factory by the “In” door and flows to- 
wards the offices by the ‘‘Out’’ door. 

Raw materials, bottles,® etc., are 
brought in at the lower end. From the 
bottle-washing equipment bottles are 
placed on an open slot conveyor which 
takes them to the fillers. There are 
various fillers, each type suitable for 
handling certain of the lines produced. 
Ammonia stock is kept outside the 
building and is pumped up into tanks 
for processing and treatment. (Inci- 
dentally, tanks, piping, etc., are of 
stainless steel, which is unaffected by 
ammonia.) From the tanks it is drawn 
off through the fillers. Of course all 
controls of machinery and equipment 
are easily reached by operators. 

Bottles pass from fillers to capping 
and closure machines and so to labelling 
machines, travelling by conveyor all the 
way. Then they are carried to sorting 
and packing tables beside the carton 
stores. From here packed cartons are 
slid on to a roller conveyor for transit 
to stores or for dispatch. 

The store room is another instance of 
attention to detail. It is built with 
adjustable steel shelving and posts, can 
be enlarged or reduced or altered in 
arrangement whenever the“ demand 
arises. The whole store room, in effect, 
is transportable. It can be taken down 
and re-erected in another part of the 
factory in a few hours. 


Lifetime Wear on Materials is Measured in 


which contains 8.2 per cent 
of ultra-violet rays. Panels 
coated with samples of the 
various enamels to be tested 
are placed in the cylinder and 
revolved slowly in the rays of 
the lamp, a complete circuit taking 20 
minutes. After each complete revolu- 
tion of the cylinder the panels are sub- 
jected to a fine spray of soft water, pro- 
ducing the same effect as a shower of 
rain. 


‘Life’ Exposure Is 500 Hours 


This process is continued for 17 
hours, after which the arc is removed 
and the panels are drenched with a 
heavy spray for three hours. The arc 
is then replaced and the cylinder re- 
volved continuously until the panels 
have been exposed for 500 light hours. 
1,200 gallons of softened water are 
used every 24 hours in simulating the 
effect of rain in this cylinder. 


Any product agoriad by weather and wear 
can be tested in the *‘Weatherometer’ 
before being put on the market. It's a 





machine thousands of manufacturers could 
use to save money, produce better pro- 
ducts and e: markets 





The problem of 


moving to a new 
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This newly erected factory faces the Cambridge Arterial Road and has a floor area of 16,500 se. ft.* 


solved by this unique service 


Commercial Structures offer Manufacturers a last inch to facilitate modern methods of pro- 
complete service which takes care of all those duction. For manufacturers desiring immediate | 
detailed worries connected with opening a new possession, a number of factories similar to the 


factory, and saves a great deal one illustrated above are always 


Among those well-known 


firms already installed in 


of time and money. The service C$ PLANNED FACTORIES held available, and can be rapidly 
are ’ 
includes: a scientific analysis of indi- imperial Airways Ltd. adapted to individual requirements. A 
C & A Modes Ltd. : 
vidual requirements ; the provision Ferguson Radio Ltd. Any of the 250 manufacturers in 
Dunlop Rubber Co. Ltd. 
of a suitable site where the neces- 1. & R. Morley Ltd. the London area already housed 


Potter & Moore Ltd. 


sary labour and transport facilities Baird Television Ltd. in CS PLANNED FACTORIES will 





will be available ; and the construction of a readily vouch for the great advantages of premises 


CS PLANNED FACTORY, engineered to the ‘designed for purpose’. For full details, write. . . 
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COMMERCIAL STRUCTURES LTO © 


CONTRACTORS & ENGINEERS SIAEFA ROAD LEA BRIDGE ROAD — evetone 3678 
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BOMB Your Own Factory 


to Test A.R.P. 


Staff Organization 


and other business firms to organize 

fire-fighting, decontamination, rescue 
and other squads: tests of efficiency of 
such organization must be carried out. 
For this purpose there are available to- 
day high explosive, incendiary, smoke 
and gas bombs. Instruction can be given 
under realistic conditions with the aid of 
these ‘‘bombs.’’ 

High explosive bombs, for example, 
imitate the sound and percussion effect 
of an H.E. shell and are now commonly 
employed for demonstrations. Instruc- 
tions for use are printed on the bombs, 
which cost only 2s. each. 

Excellent fire-fighting training can be 
gained by use of “‘electron’’ bombs. In 
war these range from 1 kilo to 50 or 
60 lb., and up to, roughly, a thousand 
of them can be carried in an aeroplane. 


I: is not sufficient for manufacturers 


« When dropped, they penetrate light 


roofing, such as tiles, slates, fibrous 
cement sheeting, corrugated iron, etc., 
and start fires. 

There are, too, other types of incen- 
diary bombs available for instructional 


purposes. The thermite 
bomb, for instance, 1s 
provided in three sizes: 
250, 500, and I ,000 
grams. There is also an 
incendiary phosphorus 
set which is valuable 
for practice. Recently it 
has been more widely 
understood that phos- 
phorus bombs are a 
big menace because, unlike the ther- 
mite bombs, they throw off burning 
pieces and develop heavy smoke. It is 
essential that fire-fighting squads at fac- 
tories and offices should learn how to 
handle this danger. 


There are Three Classes of 
War Gases 

The so-called “‘gases’’ used in war are 
in reality solids or liquids. They may 
be divided, roughly, into three classes : 
(a) eye irritants, (b) throat and nose irri- 
tants, (c) lung poisons. One gas, of 
course, may act as eye, throat and nose 
irritant as well as a lung poison. 


This sort of realism can 
be staged for staff 
practice 
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One of the great difficulties to be over- 
come in fighting gas attacks is panic. 
People can be trained in peace-time to 
gas attack conditions by use of imita- 
tion gas bombs. 

This is also true of sprayed blister gas 
(mustard and Lewisite gases). Factory 
air-raid wardens and decontamination 
squads should certainly be given ‘‘real- 
istic’’ training. This can be done by 
use of spraying bombs (2s. each). These 
are filled with imitation substance. 
Gross contamination occurs where the 
bomb is placed, decreasing in intensity 
as the oil spreads over a wider area. De- 

(Continued on page 44) 








What ~ shall we Specify? 


AN ANSWER TO EVERY PROBLEM—ON THE DECORATION SIDE! 
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For “Outside Walls 





THE CONCRETE PAINT 





WEATHERPROOF 
IMITATION STONE 
PAINT 


TUNGALINE 





TUNGCRETE 
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For — Walls 


SISSONS 
FACTORY WHITE 


Home Office Regulationt permit surfaces 
painted with SISSONS FACTORY WHITE 


to stand for 7 years without repainting. 


UR INDUSTRIAL DEPARTMENTS are ever ready to give 

free advice and specifications on any problem of decoration 
and a staff is employed for personal attendance at any job. Write 
for full information and tint cards to: 


INDUSTRIAL FINISHES DEPARTMENT 


SISSONS BROTHERS & CO. 


Makers of Varnishes - Paints - Colours > Synthetic Enamels since 1803 
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SUPERB OIL FLAT WALL FINISH 
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HARD BRIGHT GLOSS 
PAINT 









LTD. 


THESE ARE! 


S'SSONS 
{PRODUCTS 
m 


ees Works and Offices: HULL - LONDON : GLASGOW — 
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_ PLANNED for confidence! — 


i 





glaperise 
| AND $¢¢ THE DIFFERENCE / 









The Bank of England . . . representing 
integrity, stability and unfailing service 
completely justifies National confidence 


- + Only proven qualities can earn such 


trust, Until you have used a TERRY'S 
* ANGLEPOISE LAMP you have no concep” 

2 f \ tion what real business lighting comfort can 
Benjamin f Planned Lighting also enjoys 2* nauk tated of variable, Galle alae 
e abe lighting, often glaring, you have a light on 
National confidence, because those who — your desk responsive to your lightest 


touch, ‘‘staying put’’—holding any one of 
1001 possible angles brought right down 
on the work or book, or out of the way as 
required . . . clear, concentrated, yet not 
a scrap of light in your eyes. Simply ideal 


investment. a A\\ for busy typists. 
\ NOTE HOW THE 


ANGLES ALTER 


rely on this, the best illumination, know 


that Benjamin Planned Lighting is a profitable 


THE NEW FACTORIES ACT 


now in force, compels the provision of sufficient AY 
and suitable lighting. Benjamin Planned | 
Lighting meets every need perfectly. 


BEN7AMI 
PLANNED 
LIGHTING 





Designed for correct lighting—comfort in 
office, factory, studio, home, etc. No 
fiddling nuts to tighten or catch fingers. 
Move it sideways, slantwise, upside down 
—all the time it throws a powerful beam 
of light—making a 25-watt bulb work like 
a 60—this means a big saving in light bills ! 








Chromium-plated arms, solid base, tire- 
less TERRY SPRINGS. Base and shade in 
pleasing ‘‘Krinkle’’ enamel. In charming 
colours—red, green, orange, blue, cream, 
or as required. Many models in various 
forms—trolley, wall-fixing, etc. From 50/- 
(U.K. only). Pat. home and abroad. 





Write fo” leaflet No. 1533/131 to: Sole Makers 
THE BENJAMINJFELECTRIC LTD. HERBERT TERRY & SONS LTD., 
Brantwood Works, Tottenham, London, N.17 London : 27 ————————— : 279 Deonsgote 
-== SEND THIS COUPON TO-DAY-—--—- 


Please send particulars of Anglepoise Lamps 
BENJAMIN PROMOTES THE HERBERT TERRY & SONS LTD. REDDITCH 


ADDRFSS aeere steeee — — Business 





~~ 


42 


More Engineers To Serve You On A.R.P. 
Emergency Lighting 


O cope with demand for stand-by 
rf lighting plant for use in case of 
damage to the mains ffom air 
raids, a Gloucestershire engineering 
firm have opened a special A.R.P. 
department in London. 

The department will assist manufac- 
turers, public authorities, institutions 
and other big users of electricity to 
complete their plans for meeting emer- 
gencies. It is staffed by engineers 
experienced in A.R.P. work. They 


a 
will be available to go anywhere at 
short notice to advise on lighting 
problems. 

The company, R. A. Lister & Co., 


Ltd., have had scores of inquiries about 
stand-by plant recently. As the Chair- 
man, Mr. Perry Lister, pointed out to 
Business: ‘‘One of the essential needs 
of every air-raid shelter and of every 
building which has to carry on its 
normal routine in time of war is an 
uninterrupted supply of electric cur- 


—and has cut production 
costs every year Since [ 


“Eleven years ago,” states one of our clients, “we had one of 
our Departments floored with Stelcon Steel Clad Flags. 
Trucking on our floors is extremely heavy but Stelcon has 


never cost us a penny for maintenance. 


More important still, 


your floors have saved very considerable sums of money each 
year because they remain level and trolleys are not now upset 


and the contents damaged or wasted. 
of our Departments now has a Stelcon floor.”’ 


As you know every one 
Stelcon can do 


the same for you and we invite you therefore to consult us 


about your flooring problems. 


STELCON (Industrial Floors) LTD. 


Cliffords’ Inn - London E.C.4. 


Hol. 2916 
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Emergency lighting is essential in A.R.P. to 

maintain services, prevent panic, etc. Plant 

shown here is being used in factory A.R.P. 
schemes 


rent: firstly to provide sufficient light 
to prevent panic, and secondly, to 
maintain the other essential services 
dependent on it, such as ventilating- 
fans for gas filtration equipment and 
pumps to reduce flooding from damaged 
water mains.” 

In ordinary circumstances accidents 
of this sort are few and usually are 
quickly put right. But if war comes, 
the black-out must be guarded against. 
A direct hit on a power station might 
destroy the lighting system of a whole 
district for days, even weeks. 

The form which stand-by plant for 
A.R.P. purposes takes varies with 
every installation,’’ Mr. Lister said, 
‘‘and the problems presented must all 
be individually considered. It is to 
meet these needs that we have estab- 
lished our new A.R.P. department, 
which, we hope, will be of real service 
to the community.” 


Here’s Free Advice On Any 
Acoustical Problem 


NEW service for business execu- 
A tives, architects, and builders is 
announced by a London firm. 
Main object of the new service is to 
supply executives with comprehensive 
information on all branches of acousti- 
cal correction. The aspect dealt with in 
particular is control of sound by use of in- 
sulating and sound-absorbing materials. 
Other activities of the service will in- 
clude initiation of original research into 
problems of sound control in old and 
new buildings. Reports on such work 
will be prepared from time to time. 
Experts will be available for carrying 
out acoustical analyses in banks, offices, 
theatres—in any interiors where accu- 
rate control of acoustics @ a matter of 
first importance. The service is free. 







is an essential factor of 


EFFICIENCY 
Hc Write pot the book Temporature Control fat all jauipesec” 
THE MAGNETIC VALVE CO.,LTD 


BUSH HOUSE W-€-2: PHONE-TEMPLE BAR 7777 





AN ILLUMINATING | 


FACT 


Industrial research has dis- 
closed the fact that all 
workers, whether in an 
office or a factory, are 
affected to some degree by 
the quality of the illumina- 
tion. Correct lighting plzys 
an important part in pro- 
moting general efficiency in 
the office. The fitting illes- 
trated is the result of our 
long experience of all forms 
of electric lighting and is 
ideal for office purposes. it 
comprises a ‘‘Harcoray’’ 
silvered glass reflector, the 
effect of which is softened 
by a satin rim, a one-piece 
opal globe, supported by a 
screwless safety gallery, and 
gives a high degree of 
“downlight” where it is 
most required. 


“Reflecto H” Pendant 


WE ARE EXWIBITING AT 


One of our lighting engineers is always available 
and his advice will not involve you in the 
slightest obligation. 


Harcourts 


SEN 
Stanhope House, Kean Street, London, W.C.2 


Showrooms : Crowh House, Aldwych, London, YY.C.2 





WOMARS FAIR 
OLYMPIA 


ROVEMSER 2 — 26" 
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Mt pays to 
measure Light — 





use the Weston 
Lightometer . . . 










Correct 
preserve 
prevent 
creasesen 
and sales 
measure 
Weston 
Lightome ti 
to checi 
illumination at a glance. Accurate and 
inexpensive pocket-size instrument is as eas 
watch. Its scale is marked both in Foot Candl 
the correct lighting values needed for various 
types of work. It is supplied to give readings of 
0-500 F.C., or alternatively 0-50 F.C. and 0-25 
write for details. 


WESTON 


ILLUMINATION METERS 





WESTON ELECTRICAL INSTRUMEN| 
CAMBRIDGE ROAD, ENFIELD, MIDD 
Phone; Enfield 3434 (Six lines) ‘Grams 
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how high your responsibility 
lies in the question of dangerous 
machinery ? Contributory negli- 
gence by your employees can- 





“not be pleaded in the event of 


an accident. Under the new 
* 


Factory Act you are not merely obliged to make dangerous 


machinery safe, but certain kinds of machinery such as prime 


movers must be made safe by means of fencing. 


Procter Bros. (Wireworks) Ltd. can remove this problem for you. 


Where your present machine guarding may be inadequate to meet 


the new ruling, or where new equipment of this kind is necessary, 


we can install the requisite wireguards to afford complete pro- 


tection without wastage of factory space. 


Procter Bros. wireworxs) Lid. 
CALL LANE : LEEDS 








SAVING 
COSTLY 
SPACE 


Why pay for leaves you will never use 
in costly bound books and ledgers ? 
Some sheets will never be filled, 
others have to be entered again in 
every new book, 


You can eliminate this waste of 
expensive space and time by using 
ROBIN Looseleaf Books, the extra- 
easy economical record-keeping 
method. Entries need never be made 
twice. When additions are required 





- new leaves are easily added. ‘‘Dead”’ 


‘records can be removed at once. 


SPECIAL OFFER 

ROBIN Looseleaf Book, 5” x 8”, com- 
prising binder bound full maroon 
buckram, A—Z index, and 200 leaves 
(feint, cash, or double ledger—please 
state which required) = 9/6 


or bound full maroon pigskin 12/6 


J. W. RUDDOCK & SONS 
Manufacturers of Looseleaf Books 


LINCOLN 
and at 3 Old Jewry, LONDON, E.C.2 





Automatic 


Internal 
Telephones 


ROTARY LINE SELECTOR 


The operation of this instrument is ex- | 


tremely simple, and it possesses every 


| feature for enabling the users to obtain 


quick service and rapid transmission of 
clear speech to any part of the organisa- 
tion. It-is an up-to-date, reliable, and 
efficient Internal Telephone System at a 
reasonable 


| Rental, or Outright Sale 


. Automatic Internal Telephones Ltd. 
30 New Bridge Street, London, E.C.4 


Tei. Cen. 3968 
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Bomb Your Own 


Peecory . . -c 


(Continued from page 40) 
contamination squads can get excellent 
experience from mock conditions organ- 
ized this way. ° 

With the help of these various imita- 
tion substances it is now possible to 
stage air-raid conditions with realistic 
effect, and air-raid drill, involving the 
whole staff, should be held from time 
to time. It is part of the vital defences 
of the country that A.R.P. should be 
soundly organized in every factory and 
office. It is up to you, as head ef your 
firm, and to your executives to see that 
the organization is complete and will 
work smoothly. 


This Free Service is For 
All Executives 

For further details about imitation 
bombs and any other materials or 
equipment for factory or office A.R.P. 
write to: Industrial Editor, BUSINESS, 
Whitefriars House, Tallis Street, Lon- 
don, E.C.4. 


‘Shuttlecock’ Cuts 





Costs 


rmes 





In factory, office or shop, speed of communica- 
tion is a vital factor that affects profits. This 
type of communication, for example, is a 
letter carrier (made by Lamson Engineering 
Co., Ltd.). It is installed in the distributing 
centre of a big firm of manufacturers, and 
carries documents between the accounts 
department and the order office in the factory. 
Credit orders for sanction are sent up to the 
accounts department by the cgrrier. Before 
this carrier was installed, credit order sanction- 
ing formed a bottle neck in the despatch of goods 
because of the time lapse in cgrrying orders by 
hand to the accounts department. This shuttle- 
cock system has largely cut out the time log 








ses Lights 










2) EL method of signalling, 
whereby the electric lights in all 
Mor part of a factory or office are 
used to- replace usual bell or buzzer 
calling, is now on the market. The 
system is simple, inexpensive and easy 
to instali. 

Operation is briefly this: when a bell 
is rung or a buzzer sounded, the ‘‘Silent 
Bell” system flashes lights on in the 
day time and dims them at night. 
“This light action attracts the necessary 
attention, It eliminates bell or buzzer 

noise in offices while in factories it is 
a safeguard against missing a noise call 
which might easily be lost in the roar 
of machinery. 












Multi-colour Staff Locaters 
Are Available 


For staff location system where the 
number of persons to be called exceeds 
six, there are special multi-coloured 
staff locaters availabls. Otherwise the 
ordinary model is suitable. 

The equipment can be adapted to all 
types of call systems and can also be 
extended to the <elephone. This 
means that you can eliminate entirely 
the noise of telephone bells ringing in 
your office. The system is connected 
to the telephone by means of a separate 
relay switch which is supplied by the 

_G.P.O. and costs 4s per quarter for 
rental. 

“Silent Bell’ equipment is made by 
London firm who will supply readers 
Business with technical details 
pon: request. 
















eel - Glass Partitions For 
= Factory and Office 


SULATED steel and glass parti- 
ons which are sound- and fire-resist- 
ing, suitable for factory, office or 
p use, have recenthy been put on the 
market by a nationally known manufac- 
turing concern. The partitions are of 
latest design and incorporate all impor- 
tant up-to-date featurss. 

The outstanding features of the new 
partitions are: (a) effective sound- 
proofing through insulated panels (with 
the exception of type “R” factory par- 
tition); (b) three-way raceways for con- 
cealed telephone, power and light wiring; 
{€) quick installation; (d) posts have 
floor-levelling bolts and, when ceiling 
height, ceiling pressure bolts for rapid 
adjustment; (e) glazing is simplified by 
a new type*of friction moulding. 
it you have. ony ae of division 














that is unobtri 


NISSEN BUILDINGS LTD., 



















































illustration shows the Under- 
ground type shelter with 
concrete covering and roof of 
one unit removed to show 
construction. 


The “Nissen” Air-Raid Shelter has undoubtedly taken its 
place as the acknowledged economical form of protection 
against aerial attack. It was designed to conform with the 
recommendations of the Home Office Authorities, and - 
Shelters are being installed for some of the principal 
Corporations and Institutions throughout the country 


le 


Models for above or below ground construction are availab 
and can be supplied to hold 10, 25 or 50 persons Į it 
The fullest particulars will gladly be provided on ot p 


I$ 
AIR RAID SHELTER 


RYE HOUSE, HODD 
Telephone: Hoddesdan 3001-2 i 
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Everybody paid in full, correct to the penny, 





on time. No delays and no arguments. © 
thing be fairer? That’s the way it always 
install an efficient waste eliminating, time s 
efficiency making,  GLEDHILL-BROOK  Recerg 

Let us send you particulars 


GLEDHILL òB 


TIME RECORDERS 


3 EMPIRE W ORKS, HUDDERS 
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“THE MARK OF SERVICE 
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acceleration it may quite conceivably 


create trafic obstruction on routes 
traversed by smaller and quicker 
trucks, so to see how the Mammoth- 
Major behaved in that respect a halt was 
called on a stretch of level road near 
the famous Haddon Hall to take a few 
stop-watch figures. 

In addition to the actual results 
obtained, the acceleration tests revealed 
a number of interesting points in which 
the keen operator is always intrigued. 

The major acceleration test on this 
occasion consisted of moving away from 
rest in bottom gear and introducing the 
higher ratios at appropriate engine and 
road speeds to reach the speed of 20 
m.p.h. in the quickest time possible. 

This calls for ample engine flexibility, 
quick and positive clutch action as well 


as perfect manipulation of the gear 


selector mechanism and serves also as 
a check upon the correct grading of the 
gear ratios to suit the torque characteris- 
tics of the engine. The fact that it took 


no longer than 23 3/ 5th seconds to reach 
the required speed gives some idea of 
the lively performance of the big eight- 
wheeler under full load. 









FACTS AT A GLANCE 


Vehicle Tested: A.E.C. Mam- 
moth-Major Eight-Wheeler 
Makers: The Associated Equip- 


ment Co., Ltd., Southall, 
Middlesex 

Capacity : 16 tons. 

Body Length: 22 it. 6in. 


Wheelbase: 17 ft. 9} in. 

Fuel Consumption: 6'3 m.p.g. 

Pay-load Ton Miles Per 
Gallon: 1008 

Max. Gradient Climbed : 1 in 6. 

Annual Tax: (90. 

Chassis Price: {1,810 








were 


Entirely different conditions 
imposed by the next test for rolling 
acceleration on direct drive, for while 
the engine was pulling hard the accelera- 
ter was held down, whereupon the road 
speed was increased from 10 to 20 
m.p.h. in rr 1/5th seconds, proving the 
model to be capable of a really good 
top gear performance, with correspond- 
ing benefit to economical fuel consump- 
tion. 

Readings from the Tapley Perform- 
ance meter showed the maximum puli 
on second, third and fourth gears as 
180, 120 and ĝo lb. per ton respectively; 
while the brakes-—-still in new condition 
before any high spots were worn off— 


: showed an efficiency, of 42 per cent for. 






Out a 16-Tonner 


(Continued from page 20) 


_ forcibly was, 

























less show considerable improvement 
when the shoes and drums had settled 
down after a little use. è 


Fuel Consumption Test Showed 
6:3 m. P. g. 


As our route contour map showed that 
for the next 15 miles we should be 
traversing undulating country before 
climbing up into the mountains, we 
took the opportunity of making three 
separate tests for fuel consumption. 
For this purpose a specially graduated 
test tank was connected with the fuel 
supply and the run continued at a 
uniform speed of zo m.p.h., except 
where the gradients reduced the rate of 
travel. The mean result of the three 
checks produced the figure of 6.3 m.p-g. 
with the equivalent pay-load m.p.g. of 
100.8, which will doubtless appeal to 
operators as representing an amazingly 
high standard of haulage economy for a 
vehicle of this class. As a matter of 
interest it may be mentioned that the 
A.E.C. Mammoth-Major shows the gross 
ton-miles per gallon of fuel at 138.6. 


A Big Point: It’s Easy On 
The Driver 


A thing that impressed me very 
that although I had driven 
the big eight-wheeler hard for nearly 
three hours, the journey thus far had 
occasioned no noticeable fatigue which 
testifies as to the general ease of control 
and the smooth running of the vehicle 
as a whole. 

From the Snake summit there is a 
descent of 44 miles into Glossop where 
good steering and reliable brakes are 
always in great demand, the road being 
tortuous in the extreme. By liberal use 
of third gear to assist retardation we 
were able to make a quick and safe 
descent, using the brakes mainly for 
steadying purposes at the corners and 
on the steeper down grades. 

After a final spell of climbing up to 
the heights of Buxton, we 


at its maximum speed on the “‘over-.~ 
speed’’ fifth gear, when it became ob- 
vious that 35 m.p.h. could be reached 
without stressing the engine or detri- 
ment to the smooth and safe travel 
which throughout the journey had been 
an outstanding feature of the perform- 
ance. On checking up the time and 
distance at the end of our run, we found 
that the whole of the mountain route 
had been covered at an average speed 
of 15 m.p.h., notwithstanding the fact 
that second gear had been engaged for 
over 44 minutes and first gear for 12 
minutes all told. 

The character of Mammoth-Major per- 


formance on this very trying mountain * 


route should leave no doubt whateve: 
as to its ability to stand up to hard and 


continuous work on average trunk roa d 
e where steep gradients are few and far 
a between. : 


were able to _ 
allow the Mammoth-Major a short run > 
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Alive with colour and humour, the 
local or topical touch, and the right 
sales message: causing each passer-by 
to think and talk about the goods they 

dvertise : associating each line with 
the message that sells it best. 


our own Staff under 


saving in time 
aving in cost 


Demonstration of how YOUR sales pro- 
motion problems can be solved, with no obligation but 
a simple “yes” or “no” at the end, call, write or phone— 
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NCE again history has been made 
() x business damaged since my 


last survey. If Bismarck was 

correct, Germany is the master of 
Europe through her fortress at Bo- 
hemia. Our century-old policy of 
maintaining ‘‘the balance of power’’ 
in Europe has gone overboard. 

Politically, therefore, we face a new 
situation, 

What does this mean to business? 


‘Counter’ Orders Did 
Follow Munich Conflab 


A PART from temporarily shattered 
.confidence at home and our new 


,Position in Europe, I believe it will 


mean less than many people imagine. 
The most savage effects of the crisis 
were first felt in retail trade. Even 
bread and meat sales fell piecemeal 
during crisis week. There were pros- 
perous beauty parlours which failed to 
earn a penny for seven days. Yet dur- 
ing the month retail sales increased over 
last year by 0.9 per cent. Partly we 
have to thank the hoarders (food sales 
rose by 4.5 per cent). 

Probably food sales fell again during 
the first week of October, but retail 
trade picked up surprisingly in most 
branches during the last ten days of the 
month. 

So the crisis has damaged home trade 
relatively slightly, and the twelve 
months’ downslide is on the point of 
being arrested. 


Only Pin Money Market In 
S(ales) E(xtinct) Europe 


Beg ioe next our new position 
in Europe. Clearly we may say 
good-bye to most of our trade in the 
south-east. Germany will see to that. 
Being isolated economically, she re- 
quires new markets and new sources of 
raw material so acutely that she cannot 
afford to leave even crumbs from the 
banquet for outsiders. 

- But what does our trade with South- 
Eastern Europe amount to? In the 
first quarter of the year our total sales 
to Austria, Czechoslovakia, Rumania 
and Greece were but £3,600,000. In the 
whole of South-eastern Europe they 
totalled only around £5,000,000, less 
than our present restricted sales to 
Eire alone. 

The third result of the crisis will be 
increased expenditure on rearmament. 
It is impossible to estimate on what 
scale expansion will be undertaken. In 
any case will this expansion mean an 


How will Rearmament Speed-up 


_ Affect Business? 


By 
Cecil Chisholm, M.A. 


immediate 1s. on the income-tax? The 
Times thinks not. But the fear of such 
an increase weighs heavily on business, 
too heavily in my view. For this fear 
is destroying initiative and holding 
back buying. 


A £ Isn’t What 
It Used To Be 


INALLY the crisis has weakened 

sterling considerably but not disas- 
trously. The Stock Exchange is 
pleased, seeing American buyers on 
the horizon. However many stocks 
and shares we may sell to America, our 
main export problem will remain un- 
touched by cheaper sterling. For most 
of our best customers are more or less 
on sterling, while the American market 
represents a small fraction, under 5 per 
cent of our export trade. 

What happens in the next six months 
depends on how far rearmament and 
the American revival can offset the 
drop in building and the lower level 
of export trade. At the end of six 
months’ armament production on the 
present scale we should reach a peak 
of employment which will safeguard the 
worst results of reduced building acti- 
vity at least. The American revival, 
if it is maintained, should do even 
more. The chief problem at home is 
psychological rather than economical. 


Government To Clear Up 
Crisis Creeps This Way 


Gece anxiety and timidity in- 

duced by these new problems 
is the worst of the crisis’s legacies. 
Government could help best by 
making and stating three decisions 
clearly: first, by defining the scale 
of its rearmament plans; second, 
by announcing its policy on in- 
come-tax; third, by a brief, rapid 
and efficient publicity campaign to 
reassure the consumer. 

In fact, our third question—the size 
of the new rearmament plan—is the 
key to the near future. Will it demand 
the highest possible output, even at 
the expense of civil business? Or will 
it be a more modest plan, not cramping 
the style of private business? 





Business Men Want 


To Know 


1. What loss of S.E. Europe 
market means to British 


business 

2. Will the arms speed-up 
increase income tax 
immediately 


3. What mobilisation of 
industry would mean 


Our economist, Mr. Chisholm, 

gives his answers to these prob- 

lems in the article which starts 
on this page 


‘Industry Of The Line’ 
Next H.M. Regiment ? 


HOULD it be decided greatly to in- 

crease the present programme indus- 
try will almost certainly have to be 
mobilized. Mr. Baldwin has demanded 
so much with customary vagueness; 
half of the country’s Press appears to 
support him. 

It is therefore conceivable (but un- 
likely) that in a few months’ time indus- 
try may be mobilized. This would mean 
priority certificates controlling the move- 
ment of all essential raw materials and 
mobilization of many skilled workers and 
transport. It may also mean a Ministry 
of Supply controlling all armament fac- 
tories and a Ministry of National Ser- 
vice, deciding the jobs to be done by 
many workers; a Ministry of Shipping 
controlling all sea transport. And the 
Ministry of Transport itself would con- 
trol all internal transpor$. 

Many readers will recall the working 
of the Ministry of Munitions during 
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1916-18, when its rigid control by prior- 
ity certificates limited the possibilities 
of private industry drastically. How- 
ever, at that time we were producing 
steadily around 2,400 planes per month; 
a considerable portion of our mercantile 
marine had been sunk, and we had 
over 5,000,000 men in the field. 


More From Less In 
Quicker Time To-day 


NY possible new mobilization of 
FA industry would be on much less 
drastic lines. It would have a pool of 
relatively skilled labour to draw on, in- 
cluding the 460,000 additional unem- 
ployed since last year. Further techni- 
cal advances in equipment would enable 
the same production to be reached with 
many fewer workers. 

On the other hand, unemployment 
would be drastically reduced; prices of 
all essential raw materials, of many 
foods, and later of most manufactured 
goods would rise. There would be tem- 
porary shortages of many materials but 
hardly, I think, any long-term scarcity. 
World stocks are too large, our produc- 
tion equipment too extensive, for any 
famine in materials. 

Meantime a rapid revival of business 
cguld be looked for in almost every line 
outside shipbuilding and cheap textiles. 
Consumer and luxury trades would 
boom. 


Programme For Big Guns 
Will Bring New ‘Boom’ 


FTER the trying period of prelimi- 

nary adjustment the manufac- 
turers course would be clear. It would 
be to take the maximum benefit of the 
minor boom presented to him by inten- 
sive rearmament and, where necessary, 
to cut luxury lines for necessities or 
semi-luxuries, 

Is it likely, however, that the Gov- 
ernment will act so vigorously? I 
think not: nothing short of a Conserva- 
tive revolt would allow this sacrifice of 
civil to military needs. There are as 
yet no indications of either drastic re- 
organization of the present machinery 
nor of any plans for the expansion of 
arms and equipment output visibly be- 
yond present plans. 

Should a moderate speed-up of pre- 
sent plans be all that emerges, what 
situation will business face? 


Workers Are ‘Striking’ 
At A.R.P. Profiteering 


LEARLY prices will not shoot up; 
neither will wages. But symp- 
toms of labour unrest will hardly be 


eradicated. Reports of profiteering 
on A.R.P. materials greatly upset 
many of the workers. (Sporadic 


stay-in strikes are one evidence of 
this feeling; unauthorized downing of 
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tools in various factories is another.) 

Taxation will not necessarily rise. In 
other words The Times may be right 
because the total increase in expendi- 
ture will not yet necessitate the raising 
of the {52,000,000 in cash which comes 
from 1s. on the income-tax. There will 
be no scarcity of materials, no bottle- 
necks in transport; employment will 
improve but not on the scale possible 
under a virtual labour mobilization. 

This technique has enabled Hitler to 
find work for not less than 5,000,000 
Germans. We could easily find work 
for 1,000,000 of our own unemployed 
with industry mobilized. But under 
more normal conditions we could not 
expect the armament industry to do 
more than reduce gradually this year's 
460,000 additional unemployed by a 
score or two thousands per month. 

With high wages in the armament in- 
dustries even this more modest pro- 
gramme would offset lower building 
activity; we could hope to better pre- 
crisis conditions in the early spring. If 
the present promise of American revival 
held we might do even better. 


Crisis ‘Czechs’ U.S. Policy 
Of ‘I Want To Be Alone’ 


Far the restoration of American con- 
fidence is the one bright feature of 
the past month. The German action 
in Czechoslovakia has startled the 
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obligation, 


LIVERPOOL 
53 Lord Street. 


GLASGOW 
68 Gerden Street. 


The only 


EDWG RUS UNG 
AGQENGY 


with a real nation-wide Service 


This Agency, with its chain of branch offices throughout 
industrial Britain, brings front-rank London advertising service 
to advertisers—in their own areas, 


Before planning your advertising for 1939 it would pay you 
to get in touch with either our Head Office in Fleet Street or the 
Branch Office nearest to you. The Agency is qualified to handle 
every known form of publicity and advertising from a single 
sales-letter to a big national campaign. An enquiry involves no 


AN DIP IRVEID LAPSO 


& SON, LTD, 
Advertising Service Agents 
130 FLEET STREET, LONDON, E.C.4 


BRADFORD 
12 Leeds Road. 


NEWCASTLE 
25 New Bridge Street. 
EDINBURGH + 
14 Geerge Street. 
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American public out of its isolationist's 
dream. It has rallied all parties round 
the President. His personal prestige = MASTER INDEX — U-K 
stands higher than at any time since 3 

his re-election in 1936. This means that 


his danger from this month’s election BUSINESS REGIONAL 


disappears. 

This means that the utilities will now | ACTIVITY INDICES 
release their bong-hoarded resources for 
overdue capital development. Given 
this sweet reasonableness, nothing can 
stop a big American revival, for the 
money is there awaiting an opportunity MAMI JAS 
of investment. 1936 

By raising commodity prices an 
American revival would benefit almost 
every raw material producing country 
in the world. Incidentally it would 
hearten every British szockbroker and 
every British industrialist. 

The available facts about the situa- 
tion in September are a -ittle confusing. 
Employment held up remarkably well, 
showing an improvemert on the pre- 
vious month. Yet the fall in foreign 
trade was dangerous, noz being entirely 
due to the fall in prices. Worse still, 
very heavy falls were recorded in raw 
materials imported (by weight)—always BIIN TTT It O caup 
an ominous sign for the future in Lan- | 
eashire and Yorkshire. Building plans 
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The New Business Activity Index 


ERTAIN factors in the ceonomic life of the 
nation, formerly were of secondary but now of 
primary importance, are becoming weny recog- 
nized. Primary amongst these are building and motor- 
car industries 
Any up to date index of business activity must recog- 
nize these as well as the fundarsental and accepted 
indicators of economic trends. With this in mind we 
have reconstructed our index af business activity, 
The charts — go last —* issues and in r L. a 
this number are based on the new formula. 
We have retained our former geographical divisions, MIDLANDS E WALES 
with two exceptions: N. England is now treated as a . 


: N, 





unit; the Midlands and Wales are ‘reated as a separate ! HHH see ee 1 E at ae HO a N E GE r a 

unit. pit SS ee ee SS Ge ee ON oe ee a a eo 
On the regional indices the factors used are: "aw 1s * 

Unemployment, always the most important indicator: — oe E — 





Bank clearings, where these are available; Retail sales, 
an invaluable indicator of purchasing power and, con- 
sequently, of industrial activity; Commercial car 
licences which have been shown statistically, as a 
veritable barometer of industrial activity. In addition 
to these factors wherever possible we have incorporated 
the official figures for building plans passed 

Our national index has been completely revised and 
extended, The charts now represent a very wide selec- 
tion of factors which reflect national economic life. All 
factors used in the regional indices have been repeated. 
In addition the following factors have been incor- 
porated: coal, with iron and steel production (now 
as ever the very foundations of ous national company); 
import and export figures. 

Official fieures have been used hroughout 
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Reading the Indices 


For these new indices the averege business activity 
in tach area during 1933 is taken as the base (=100). 
The indices are given by months. 


TEST YOUR ADVERTISING ECONOMICALLY 


IN A PROVED TEST MEDIUM 
"No. 10. LEICESTER EVENING MAIL * 1938 MARKETING BOOKLET FREE ON APPLICATION © 


JOHN COOPE * Advertisement Director * NORTHCLIFFE NEWSPAPERS GROUP LIMITED « Carmelite House, Londen, © C4 “Poene: Central 6000 
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August; it looks as if rearmament and 
building activity would quickly revive 
the industry, if it could be induced to 
reduce prices reasonably. Indications 
are that the motor trade and shipbuild- 


ing trades have received some price — 


concession. 

Let us hope that they will be passed 
on to motor consumers. The prices of 
cars at Olympia hardly suggest this. 
The failure to reduce small-car prices 
is only less remarkable than the aston- 
ishing rises in higher-powered vehicles. 
This policy may be ‘‘safe,’’ but it will 
never bring back the 15 per cent margin 
of sales lost in 1938, nor will it assist 
revival. throughout the country. 














‘La Belle France’ 
In Trouble Again 


N Europe the crisis caused a setback 
to business in every direction. In 


partiqilar it has greatly increased the 


troubles of the French cabinet. Faced 
with a {220,000,000 deficit, continued 
labour troubles and rising costs of pro- 
duction are urgent rearmament re- 
quirements, their position is unenvi- 
able. 

In the Empire, too, rearmament is 
looming on the horizon. Australia is 
already beginning to feel the effects of 
higher wages and shorter hours, and 
rising costs of production. New Zea- 





An impression of an Avery stereotyper at work. 





AVERYS 


for Ê xpert Stercotyping 


In addition to producing stereos from blocks or the 


forme we 


GRAPHY 


specialise in ARTWORK, PHOTO- 
RETOUCHING, TYPESETTING & 


BLOCKMAKING. Avery craftsmen co-operate to 
give you a complete advertising service Day & Night. 


Tija Kough R ayoul lo rival Block 


AVERYS SERVICES LID 


27-41, LOWER MARSH, S.E. I 





Phone WAT erioe 4027 





` 
Mib J 4 » 
P P > - n En > , TS r pr. 
4 a F a e FA TWSA] 
Y - yw A 
- > 


tin i — — 
Pe 


land has re-elected its Labour Govern- 
ment with the same majority and will 
eventually face the same problems as 
Australia. 

In Canada and South Africa the out- 
look is better, since there are no signs 
of costs outrunning the policeman. 

Whatever be the scale of British 
rearmament, whatever the impetus 
of American revival, the main in- 
terest of every business is to assist 
in that restoration of confidence 
which must precede any genuine 
imprevement. The means are to 
hand. They are normal buying 
and more than normal hard selling. 

The wheels won’t get going again 

of their own accord! Nor can I 

buy from you if you don’t buy 

from me. 


Marketing 
TRENDS... 


‘Pack Up’ Your Product 
If You Want More Sales 


ET us probe packaging problems 
| this month. The trend is for packs 
to have a bigger influence on sales 
volume than they did in the past. The 
public is showing more interest in in- 
genuity, attractiveness and usefulness 
of packs; manufacturers are loosening 
purse-strings to put products in fashion- 
able dress. And about time, too. 
Instances of packs having vital influ- 
ence on successful marketing of products 
are many. ‘‘Black Magic’’ chocolates 
(Rowntree & Co., Ltd.), Hodder & 
Stoughton’s black-and-white books, 
Sheriff's ‘‘Lushus’’ Jellies, are three 
recent cases. In the past eighteen 
months many articles in BUSINESS have 
shown the importance of pack design 
on sales. 


Sales By ‘Design’ Is A 
Good Marketing Policy 


ET the value of pack design is still 

underestimated by many British 
manufacturers. They stick to old packs; 
primarily they believe in the value of 
their goods. Which is sound; but not 
“sound” enough. To sell, goods must 
proclaim themselves, and there’s noth- 
ing like a top-notch pack to attract 
attention. 

If you're not convinced, listen to a 
parable. Two merchants set up in busi- 
ness. One sold diamonds in rough, uncut 
form; the other sold imitation stones, 
polished and scintillating. And 99 per 
cent of the great British public bought 
the paste stones. Nough said? Then 
see that your products are not playing 
the uncut diamond in an ingxpert mar- 
ket; design a pack to give the needed 
polish. 
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Fibre packaging case for tea set; Silver 
Award for constructienal ingenuity. Illus- 
tration shows one wall ripped away to reveal 
packing. 

Case accommodates 2t-piece set in compact, 
efficient form ; it supersedes bulky hogsheads 
and wooden cases with straw or wood wool as 
internal packing. Dezgners: Eburite Cor- 

rugated Containers, Ltd. 





Out Of Eye, Out of Mind, 
Is}Modern Selling Adage 


AYBE it isa p ty quality and value 

alone are not enough. But don't 
blame the public forthat. The diversity 
of products on the market is confusing; 
the standard of manufacture is, in so 
many instances, level or thereabouts. 
John Citizen, ignorant mostly as to real 
values, qualities and materials involved, 
is forced to select empirically; more so 
every day as the choice is enlarged. 
Small blame to him, then, if he chooses 
for trial goods which attract his eye, 


Camera Studies: How To 
Make Goods Attractive 


TUDY prize-winning packs of lines 

on the market. They show some of 
the best examples of attractive, well- 
designed and useful packs. Some are 
winners in the Second Annual Awards 
for British Packaging, organized by the 
magazine Shelf Apbeal. 

Maybe you can learn something from 
these packs—a new way to package your 
product, a suggestion for re-styling your 
existing packs, ideas for display schemes, 
etc. 

The packs are prize-winners among 
850 submitted. As many were entered 
under several classifications, something 
like 2,500 separate decisions had to be 
made by the judges. 


These Hints Might Help To 
Increase Your Sales Volume 


OMMENT by tte judges is of inter- 
est. In the lettering section, for 
example, the report says there is ‘‘the 
tendency to outlire lettering unneces- 
sarily, to distort t, turn curves into 
angles, add curlicuas, exaggerate ascen- 
ders and descenders, confuse passable 
lettering with rules, odd-shape back- 
grounds and the like, to set masses of 
copy in gapitals with too little space 
between the lines’”. 
That is a criticism by which you 





— 
might measure your packs. Do they 
satisfy you in this. respect? 
Comment on decorative design is: 
‘Very few entries . . . showed in their 


design any appreciation of the pleasant 


and interesting textures and colours 
made possible by fancy papers.’ There 
is another useful hint. Can you use it? 
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Not just so many words plus so 





many pounds of ink and paper but 






carefully written, eficiently designed 






and scientifically produced sales pro- 









paganda-——such is Bemrose Print. Ask 






for specimens of letterpress, photo- 






litho and photogravure. 


- & SONS LTD 
ICA HOUSE, KINGSWAY, W.C.2. 
MIDLAND PLACE, DERBY. 


DAIMLER HOUSE, PARADISE ST., 
BIRMINGHAM. 







KNIGH GUTTS LT 


PROCESS ENGRAVERS ¢ ARTISTS + PHOTOGRAPHERS + TYPESETTERS 
ELECTROTYPERS «+ STEREOTYPERS + HAM YARD, PICCADILLY 
CIRCUS, LONDON, W.I 


GERRARD 5231 (MANY LINES) 
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eFacts and Figures that will affect you in 1939 
INFORMATION ABOUT THE HOME MARKET 
IN THE NEW “MARKETING SURVEY” 


This Survey is so up-to-date and all-embracing in its analyses as to provide every marketing 
fact and figure for every part of Great Britain that any National Advertiser, Manufacturer, or 
Distributor is ever likely to want. It will prove a mine of ideas to Directors, to Marketing, 
Advertising and Sales Executives, Advertising Agents, and all who are in any way concerned with 


distribution, F 

You can use this MARKE TING SURVEY of the UNITED KINGDOM to expand and gain a firmer. 
grip on your markets, find new sales outlets, and reduce your marketing and selling costs. For its ten 
Sections include, among many other important facts and figures: distribution of population; registered 
workers employed; private families; employment analyses: cars and commercial vehicles licensed: ste Bee 
subscribers; wireless licences; retail outlets for every county: new houses built in each of past 2 years, and 
every standard of living factor that can be resolved into figures, 






















> ae Every detail is easily and quickly 
No Obligation—Post To-day _ found under these headings: 


Messrs. Business Publications, Ltd. i. The National Market as a 6. Purchasing Power Index of 
Whitefriars House, Tallis Street, whole. all Markets. 
London, E.C.4. 2, The Greater London Mar- 7. All Marketing Services and 
ket, by 36 Chief Areas. Supplies. 


Please send me, by return of post and 


entirely without obligation on my part, 3. 563 Markets of over 10,000 8. Marketing Trends, Popula- 


tion Movements, National 











your brochure describing the new Market- Population. income 
Lg Survey of the United Kingdom. 4. — Provincial Mar- 9. Survey of Major Industries. ; 


10. Index of National Manu- 
5. The County Markets. facturers & Distributors, 


Post This Coupon For FREE Brochure 
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EWS of Active Home 


also other orders from the East—A.E.C., 
London, orders totalling over {100,0e0 for 
transport equipment from Brighton Trans- 
port Committee—Hackney are to carry 
out a {256,000 development scheme. 


War Department Has placed orders — 
for 300 searchlight vehicles with Guy « 


Motors, Ltd., following recent order fo 
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over 400 lighter-type Guy Ant cross- — 









Markets 


country machines—Harrinton (Hove), 
Ltd., have received {8,000 order for bus 
bodies from Brighton Council; town has 
also ordered over {10,000 worth of bus 
bodies from Metropolitan-Cammell-Wey- 
mann Motor Bodies, Ltd.—Eastern Coach 
Works, Ltd., Lowestoft, have recently got 
ders fOr 109 single-deck and 48 double- 
le bus bodies—Essex C.C. are to carry 
out traffic signal schemes costing about 
£5,000—Herts. C.C. at a cost of £60,000 
are to Carry out a scheme of road widen- 
ing—Woolwich plan a road and sewer 
scheme costing {16,600—Road and bridge 
construction, costing over £45,000, is to be 
undertaken by Enfield U.D.C.—Malden 
intend to spend about {14,000 on street 
widenings. 


Orders For Vehicles continue to 
flow in to Leyland Motors, Ltd., Leyland 


“> <x 






—— — 
deck 


Lancs.; recent batches total over 100— 
Halifax is buying 36 A.E.C. double-deck 
chassis—Ibbotson Bros. & Co., Sheffield. 


‘have received orders from Bengal-Nagpur 
Railway for 50 engines and tender buffers 
—Salford is buying over £35,000 worth of 
buses—Yorkshire Engine Co., Ltd., Shef- 
field, are making two superheated boilers 
for the Jodhpur ——— Brown, Bayley's 
Steelworks, Ltd., also Sheffield, have 
orders for steel tyres for locos. from 
Bombay, Baroda & Central India Railway, 


Leicestershire’s Sheep, Pig popu- 
lation has increased since 1933, the per- 
centage rise being 6.7 per cent and 4.9 
per cent respectively; cattle. however. 
have declined slightly, the figure being 
0.8 p cent—Scunthorpe works extensions 
to United Steel Co.'s plant is likely to 
involve new capital amounting to about 
£6,000,000—British Steel Constructions, 
Ltd., are building a factory at Redditch; 
work will cover a two-year period—Exten- 
sions to Leicester Royal Infirmary ge | 
£90,000—At cost of {157,000 a new soh 
is to be built at Bestwood by Nottir 
City Council—About 76 houses are $ 
built at a new housing estate at Line 
In the next five years Norwich is to 
over {3,000,000 on road construction 
education. 







About 1,000,000 Yards of cloth are 
being supplied the Government by Lan- 
cashire cotton manufacturing firms—Blyth 
is to have a new general hospital costing 
around £50,000. 

Factory producing wire machinery 
guards and wire baskets has been opened 
by Northern Wire Works at the Team 
Valley Trading Estate, Gateshead—At 
Crook, County Durham, a new timber fac- 
tory will begin production in a few months. 


Latest Industrial Building at Bristol 
includes: offices and warehouse for Marsham 
Tyre Co.; warehouse at Brislington for Colt- 
hurst & Harding, Ltd., paint manufac- 
turers; warehouse for Albion Paper Pro- 
ducts. Other building plans passed include: 
22 semi-bungalows at Eastville: 82 houses 
on the Castelfields estate—Bristol's reventie 
turnover for the past year was £5,940,732 


—For the half-vear Bristol leads in amount l 


of money saved in P.O. Savings Bank with 
£893,000, an increase of 9.8 per cent; Liver 
pool is second with £772,000 


At Cost Of £120,000 Rodney works. 
part of Filton Aeroplane works, is to bê 
extended for more rapid manufacture 
exhaust rings for Bristol ines; - 


sions also being made at premises of Aero 


Engines, Ltd., Kingswood. 
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ADDOGRAPH Pee | 


The Simpiest Portable 
Adding, Listing 
Machine 
Delight/ul 
lo use. 


8 col. to add from 1d. to £00,000 19s. 11d. 
9 col. to add from 1d. to £909,990 19s. 11d 
also for ordinary numbers, decimals, etc 
Hand and electric models with or without wide 
paper carriages. 
No Modern Office can afford to be without one. 





THE BIJOU QUIET PORTABLE 
Its quietness and light touch are real aids to effici- 
ency, While its compactness, lightness, reliability 
and beautiful work make it THE BEST. With 
four-trow standard keyboard, complete in case. 
(Weight 8 Ib., nearly 2 lb. lighter than all other 
4-bank portables.) 
£14 14s. Od., 
3-bank models from 
£9 


9s. * 
complete in case 
ELIMINATE LOSS 
AND 


FRAUD BY USING 
A “SAFEGUARD” 
THE BEST 
CHEQUE 
PROTECTOR 


Used by leading Banks and firms. Do you realize 
that an altered cheque is your own liability? 
Great Bargain. £9 98. each. 


All makes of Cheque Writers at 
half usual prices. Ask for list. 


; BARGAIN 
OFFER 


Fire - resisting and 
Vermin-proof Steel THE 
Office Cupboards, 
finished art green, 
lever lock, dupli- 
cate keys. 

2 ft. high, 
14 in, wide, 
12 in, deep. 








All carriage paid. 
Other sizes in stock. 
Half the price of 
wood. 
“Essential for storing 
Books, Papers. Box 
Files, Letter Trays. 
Other Furniture 
equally cheap. 
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Cash Registers, Coin Changers, Wage Payers, Cashiers, 
and All Business Appliances, Adding Machines and Duplicators 


SAVE TIME—HIRE AN ADDER FOR STOCKTAKING 


THE 
NO-MORE 
ERRO 
LINE GUIDE 
COPY- 
HOLDER 
saves the 
typist’s time 
and your 
notepaper. 
Tap the lever 
and the 


TAPP Tr exes, 


45 /- A big 


Material of Trays. 
Light or Dark Oak 36 /- 31) - 27 /- 
Real Mahogany 45 /- 40/- 35 /- 
Steel, Fnished Art Green 45/- 40, - 35 /- 





guide 


model, 





ROTARY CALCULATORS ALL MAKES 
FROM £10 10s. 


For all calculations 
Multiples 












do so mentally 
Wxloxy 
Tens transmission 
all dials, from 
£29 10s. 
Write for details. 


USE ORDINARY STAMPS & 
SAVE 80°), IN POSTING TIME 


And let your business-getting letters look like 
personal letters with actual postage stamps by 
using the TAPPIT stamp affixer. 
Cheaper and quicker than a’ post marker, all 
stamps fixed, checked and counted in one opera- 
tion. British made and guaranteed. Price £5 6s. 


















UNIQUE 


Calculators, 


line 
moves 
down. 
Price, as 
illustrated. 
21/- 


- a 
And cheaper 
/6 


divides, 
adds and subtracts in 
1/10th time taken to 

















0 in, high, efficiency, — — — = = 
18 in. — £3 All trays lift — — —— — YOUR LETTERS 
18 in. deep. _ Off, are — —— — —, and Records from 
Oft. high, 2ft. wide, | interchangeable, D-5 —— dust and fire by 
us- “5 >. s > oo. <= ee sy 
trated. £4 10 quite clear, = —— Running FILING 
k CABINETS 


Complete 
and fitting 
or desk. 

carriage paid. 


Number of Trays per Set, 
4 Trays. 8 Trays. 2 Trays. 


ane: Holborn 3793, or write for Bargain Lists and Particulars. 


“AYLORS TYPEWRITER SMARKET 


f- 
4 
HS — 


4 
i ed — h 
Pd = 
4 — + 
— 





— * post 
or wa 

All inland oA We. 
Approximate internal 
dimensions 
13} x 9k x QB inches. 





eon sae uD : PT ENE 
For ALL TYPEWRITERS 
MAKES OF | 


Time Recorders, 
HIRED AND REPAIRED 


MAIL OPENED 
IN QUARTER 
ME 
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LITZA OF LEH busy office, no torn 


cheques, etc. 
£2 2s. post free 





THIN EDGE ERASER 


Acts like popas pencil, always ‘clean and 
sharp edged. Best quality nickel plated, 2/6. 
2nd quality nickel plated, 1/2. . 
efills 1/6 per dozen. 


SPECIAL OFFER 
NEARLY NEW 


Ledger Posting, Book-keeping 
and Accounting Machines, 


Loose Leaf, Fanfolds, or Book | 


Writers, with or without 
Adding and Subtracting of all 
makes, at bargain prices. 





NO MORE ERRORS—JUST USE 
THE GUARANTEED ADDOMETER 


Rapid Automatic Addition and Subtraction. Rests 


flat on the books. For English and Foreign money. 


Decimal or Ordinary Figures and Feet 
and Inches. ete. 


FOR POCKET 
OR DESK 
So Simple Any- 
one can Use it. 
In Plush-lined, 
ducoid case. 
Size 
uxx} in. 
77/6 


—5 post free. 
When ordering state for what purpose uired. 
Also a cheaper pocket Adder for ordinary 

and Indian money, in case. 30/- post free. 








AUTOMATIC SELF - SEALING GUM- 
MING PENCIL. Very useful for desk, applies 


"scap size, 
1/6 quid gum to papers. 1/6, post free. 
per tray Similar Article in Bubber to apply moisture to 
extra. stamps and gummed paper, envelope sealing, 


etc, 1/6, post free. 
BARGAINS in FILING CABINETS 
PRESERVE 


4 drawers. 4to, from 
4 drawers, f'cap. from 
£5 10s. 
trays Locks 15/- extra, 
Carriage paid in Grea® Britain. 


TEMPORARY TYPISTS SENT OUT. 








74, CHANCERY LANE (Holborn End), 
Works: Great New St., E.C.4 ` 
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HERE are curious contrasts in 
the reaction of different minds to 

* any idea that is unfamiliar. 
To the man of aa eager, inquiring 
type of mind that wich is novel is al- 


ways attractive. He wants to see it, 
to examine it closely, to get to under- 


stand it. To men of the opposite type 


the novel is repellent. Their minds run 
in long-accustomed grooves: what is 
new and strange makes no appeal. The 
fact is that they do aot wish to be dis- 


— turhed. They think that what is ‘‘good 
= enough” is best. The modern wave of 


progress washes ove“ their heads and 
leaves them submerged. 

Under the relentless pressure of 
events, minds of the former type are 
rapidly dominating business ‘to-day, 
simply because they have realized that 


3 ‘what has been ‘‘gocd enough” in the 


past is entirely inadequate under mod- 
ern conditions. 

~ Tt is this new spirit that makes so 
many converts among business men 
who see The Dictaphone in action for 
the first time. The man of an alert 
and progressive temperament realizes 


that in the dictating machine he is 
offered a new and better way of doing 
an old and essential job. 
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About The Dictaphone system 
there is a convincing simplicity 
and directness that must make a 
powerful appeal to the man who 
realizes that the saving of time 
is the very foundation of the 
modern science of busimess efficiency. 

How does your mind teact to The 
Dictaphone idea? Are you receptive 
of the idea of “getting things done 
better’? Are you one of those who 
realize that old methods, old devices, 
are not good enough for to-day? 

Not only is The Dictaphone a means 
of enabling you to do your work better: 
it is a positive inspiration to enable you 
to get others to do more. In other 
words it gives you a new means cf get- 
ting things done by others which you 
cannot hope to do yourself. It increases 
the value and potency of your execu- 
tive ability. sd 

That is its real secret. There is an 
iron limitation on the amount of work 
which any man;showever energetic, can 
hope to do by_his own efforts. Give 
him, however, a thoroughly efficient 
means of setting others to work to 
carry out the ideas he originates and 
you can set no limit to the field of his 
achievement. 

That is where Thé Dictaphone excels 
—as a means of multiplying executive 
ability. 





“@Also get particulars of the Dicta- 


phone Telecord. It gives you a per- 
fect record of all telephone talks 
and messages, saves time and lessens 
congestion on the lines. 





In a few words of swift dictation the 
executive can instantly set in motion 
every good idea tiat comes to his mind. 
Without haste, without waiting, with- 
out a second’s delay his thought is 
documented. No waiting for a short- 
hand-writer, no laborious writing of 
notes, no trusting to the memory. Just 
æ few spoken words and the idea is safe. 
It may be a letter. It may be a volu- 
minous report. It may be a record of 
an interview, or a telephone talk. It 
may be a dozen words as a reminder. 
Whatever it is, it is caught by The 
Dictaphone instantly, at the very 
moment of its birth, while it is fresh 
in the mind. And the job of carrying 
out the idea is placed clearly and un- 
mistakably before those with whom the 
responsibility lies. 






That is the- n way, not of 
r > F 
r VARRI r 
+ * 
Eg Ja * I "E — 





SPIRATION FOR 
BUSY 









4 


MAN 





By THOMAS DIXON 





writing letters but of conducting Dusi 
ness. The writing of letters is merely 
a sideline in The Dictaphone’s activi- 
ties. It is true that the average short 
hand-writer will handle dictated matter 
with reasonable efficiency, though, of 
course, all the time she spends in taking 
down letters is abso- 
lutely wasted But 
not even the most ex- 
pert shorthand-writer 
could sit for twenty- 
four hours a day by 
the desk of the execu- 
tive, ready at any in- 











fruits of 


stant to catch infalhibly tl 
his executive thinking 

That is what The Dict 
and is doing for many thousands of 
business men their time, savittg 
theirdabour, giving them a new power, 
saving their money. That is why Over 
260,000 business men dictate to The 
Dictaphone. 

Is there no inspirat 


ıphone can do 


savıng 


for vou im the 


story of The Dic taphone? Let us show 
you on your own desk, your Own 
work, free of all cost, how The 
Dictaphone will inspire you ta "do 


things better.” 


THE DICTAPHONE CO., LTD, 
{Thomas Dixon — Managing Director) 
KINGSWAY HOUSE, 
KINGSWAY, LONDON, W.C.2. 
Telephone : Holborn 4161-2 3-4 
And at Manchester, Birmingham, Glasgow 


Liverpool, Leeds, Bristol, Ne w~ castie-on-T ye, 
Dublin, Belfast. 


POST THIS COUPON NOW 


THE DICTAPHONE CO TD 
Kingsway House, Kings 


LONGON, W.C2 


Please send free book “What's an Office, anyway? to 


ADDRESS .......... — 
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MERCEDES 


EUKLID 





Calculating work demands speed and accuracy. All mechanical work from the commencement 

to the result of a calculation is achieved by the Mercedes Euklid Automatic Calculator. Human 

errors are eliminated, no mathematical mistakes and no fatigue to the operator. Whatever 

the demands placed upon it,the machine works with the highest reliability. There is a choice 

of Mercedes Calculating Machines for all purposes, with or without Electric operation, from 

the simplest to the most highly developed model. Reliability - unique design - handy size - 
and robust construction are embodied in the Mercedes Calculating Machines. 


MERCEDES 


BUROMASCHINEN-WERKE A.G. - ZELLA-MEHLIS IN THURINGEN 
GERMANY 


BLOCK & ANDERSON Ltd. - Brunsviga House - 30-31, Farringdon Street, LONDON, E.C. 4 
















THIS CABINET COSTS YOU NOTHING 


—but protects capital invested in 
— — — —— — — — — 


Send now for 
folder "Why?" 
showing how 
Visible Systems 
keep your business 
at your finger-tips 


office 


supplies 
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FACTS at your 
FKFINGER-TIPS 


With Carter-Parratt Visible Systems, vital data is always 
available instantly—key facts are kept constantly before 
you —se-eral seconds are saved every time you reer to 
the file—quick thinking and quick acting are the natural 
result. For Stock Records, Sales Records, Hire Purchase You need this handsome oak cabinet to protect and control 
Accounts, Counting House Records, etc. your stock of typewriter accessories (i.e., carbons, ribbons) etc. 

A small initial purchase of RIKARBON Diamond Carbon Papers 


rvVvrrt and/or RIKARBON Superfine Ribbons will secure the cabinet for you 
Ar a AD 
VISIS ULL Ji "EMS ENTIRELY FREE OF COST 


if you agree that the Cabinet illustrated is likely to prove an 
Write or telephone for full particulars to— asset in your office, why not phone or write us 


CARTER - PARRATT LTD. immediately ? 


(P. |. Carter-Eve, Managing Director) R j K A R 8 0 N L j M iT E D 
317 ABBEY HOUSE, VICTORIA ST., LONDON, S.W.1 


Telephone: ABBEY 3675/6 28 VICTORIA STREET, S.W.| *Abbey 1488 
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CONSTRUCTORS 
ADJUSTEEL SHELVING 


ERDINGTON. BIRMINGHAM. 





NOT ONE MACHINE 
FOR ONE JOB... 


.. but one machine for literally 
thousands of jobs...a versatile 
machine which can adapt itself 
to any office, works, or order 
systems ...a machine which can 
reproduce simply, efficiently and 
speedily from any handwritten, 
typewritten or drawn original 
featuring... 

@5 COLOURS AT ONE IMPRESSION 
@ NO SPECIAL PREPARATION 
CPERFECT REGISTRATION 


ordigrap 


ROTARY REPSODUCER | 


For further particulors, write. ‘bhone or call. 
: FRANK R. FORD, Ltd. 
SYDENHAM ROAD, BIRMINGHAM, 1) 
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CARBON COPIES without 
handling Carbon Papers 







Cash & Credit Sales 
Stores Requisitions 
Delivery Notes 
Repair Orders 
Works Orders 
Goods Inwards Notes 
Invoices 

Purchase Orders 








HANDIPAK PORTABLE REGISTER 


TRU-PAK REGISTER 


Where forms cannot be written at fixed points, 


i hich involve the u 
These are some of the routine phases w SPRON mobility demands the use of a Portable Register. 


S of Manifold Books, the writing of which necessitates the loss Operating on the same principle as the 
E- of considerable time in interleaving carbon paper, etc. standard models, forms requiring carbon copies 
q can be created with greater speed and 
É Egry Manifolding Registers accommodating Continuous convenience. 

S Stationery eliminate all waste effort as the forms to be Small in size, light in weight, and with a 
4 written are automatically interleaved with carbon paper generous loading capacity the Handipak is in 
~ "` andas the written set is discharged a copy is retained in fact a mechanised Manifold Book, and it is 
provided with a receptacle into which file copy 
BY, the machine under lock and key. may be placed for safe custody. 


EGRY Ltd., Warple Way, Acton, W.3__stepherds Bush 3577 neataino 





Let’s phone or write for parti- 
culars and find out. It should 
be interesting at least. 
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KAYE’S ROTAPRINT AGENCY 
CECIL HOUSE, 57 HOLBORN 
VIADUCT, LONDON, E.C.1 

Telephone: CENTRAL 3725 


ADDRESSING MACHINES =” PLICATING & PRIN i ‘MACHINERY GUARDS 


{1} Addressograph-Muitigraph MACHINES { 34) Procter Bros, {Wheworks) 


Ltd. * — i {18} Ad s0graph-Multigraph, Lid. — F 


ADVERTISING AGENTS | l ; 9). Ford ank R., Ltd. . 3 MAGAZINES, NEWSPAPERS, ETC. 
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“ADVERTISING GIFTS & NOVELTIES, = (21)" Smith's Ex ks, Lid. MANIFOLDING REGISTERS 
{4} Calendox, Ltd. —— l C . Cower ii {37 
(5) Magowan & Co., Lid. D ante D j eri 
AUTOGRAPHIC REGISTERS (22) Averys Services, Ltd. 3 OFFICE EQUIPMENT & SUPPLIES 
pik ti i l (23) Knighton & Cutts, Ltd, ($8) Art Metal Construction Co. 
(6) Carter-Davis, Led. . a -daos f i i39} — 
7 Ag — k FACTORY CONSTRUCTION (40) 
V1 —— ENN (24) Commercial Structures, Ltd. 
OFFICE FURNITURE 
BUSINESS BOOKS FACTORY SITES {41} Office Eqtiipment Co. 
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(H HUM. Stationery Office : (25) Lancashire Industrial Devel- 42) Shannon, Ltd, 
opment Council... a ag 


CALCULATING MACHINES | PENCILS 
{10} Mercedes Buromaschine FOLDING MACHINES (43) Venus Pencil Co. 
. Werke, A. G. l B i (26) Addressograph-Multigraph, 


Lid, F aah Cover ¢ PRINTERS 


i44) Bemrose & Sors, Ltd. 


ery, Ltd. 


CONTINUOUS STATIONERY & EQUIP- 

MENT X ; Bramah i x PRINTING M ACHINES 
Carter-Davis, Ltd. 23 : $ ; E . 
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i —— —— 28 (29) Terry, Herbert & Sons, Ltd, (46) — Rotaprint “Agency 
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(30) Weston Electrical Instrument, Ko REET ; 
Co., Lid. .. * 3 VENTILA ; 
i PUBLISHERS Do Ogonatr, 
LOOSE LEAF LEDGERS — (47) Bromwell Publishing € ay 
DICTATING MACHINES : (3t} Ruddock, J. W. & Sons $4 SHOW CARD MACHINES INDEX 
ig * F R G Art Metal © 
{16) Dictaphone Co., Lidi MACHINE ACCOUNTING EQUIPMENT (48) Masson Seeley & Co., Lid... 87 jg z 
, . (323 Art Metal Construction Co... 24 
DIRECT MAIL. ($3) Copeland-Chatterson Co., Ltd, 17 STEEL CHAIRS 
{17} Ruddock, J. W: OHI Sn {. (34a) Kardex — — ee A (49) Leabank Chairs, Lid. 


FOR AIR CONDITIONIN 


This simple electrically worked apparatus keeps the atmosphere at its < 

state of humidity. Acts as a purifier and in hot weather cools the air : 

appreciable degree. Standard type for ordinary size rooms and one for t 
capacity. Power consumption nominal, 


Standard Size £3 : 10:0 A.C. £4 
Treble Size #8: 15:0. ,, E 


OZONAIR LIMIT 
OZONAIR HOUSE, LONGMOORE STR 
Ozonmair, Sowest, London... — 
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the posting is by machine 
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THIS OVERDUE THIS ACCOUNT 
ACCOUNT HAS PURCHASED TO | 
STOPPED BUYING CREDIT LIMIT | 


THIS ACCOUNT 
i OVERDUE 
90 DAYS 
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THIS ACCOUNT 
TO RECEIVE 
COLLECTION LETTER 








Does your mechanised ledger tell its 
own story? Or do you have to 
search for the facts or rely on belated 
listings and abstracts ? 


ings per day ; they eliminate errors ; 
get orders through credit control 
earlier in the morning ; and keep an 
automatic control on overdues, which 


speeds collection and conserves cash 
We have produced an attractive Book- 


let which fully describes the new 
Kardex Vertical Visible ledger. It is 
a revelation in speed and control. 


resources. 


Find out what Kardex Vertical 
Visible can do for you to-day. 


Hundreds of prominent firms have Write for Booklet No. B.116, post 





free. 


adopted Kardex Vertical Visible ledgers 
in conjunction with accounting machine 
entry. They are securing more post- 
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LONDON, E.C.3 


If you use pen- posted 
methods, please mention the fact 
in your enquiry. 


I, LEADENHALL STREET, 
Phone : MANsion House 3921 


Represented in all principal cities. s 
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ATIONAL preparedness is such 
Ne important thing to-day that 


it has brougkt about that great 
rarity—complete ag-eement between all 
political parties as to its absolute 
necessity. 

There are, of coucse, points of differ- 
ence about just how we should achieve 
this state, and while it is not the pur- 
pose of this article to review the prob- 
lem in its fullest sense, that is, its politi- 
cal sense, I shoule like to deal with 


some of those aspeets of its machinery 


and organization which so completely 
broke down in our recent crisis. 

The regular fighting services of the 
country are quite out of our field of 
discussion. Well-run machinery has 
existed for many years to cover these 
services and their activities. 

It is with auxiliary services of every 
kind that we are concerned, and no one 
will deny that the recent crisis pro- 
duced a chaotic state of affairs which, 
apart from other considerations, made 
it indeed a blessing that catastrophe 
was averted—at any rate for the time 
being. 

The outstanding seed of the moment, 
therefore, is that our abilities should be 
bent to the tremendous task of organiz- 
ing the man- and woman-power of the 
nation in such a way that the best use 
is made of the abilities of everyone at 
the most appropriate time. 


TheWWillis There : It 
Needs Harnessing 


The ability, or <he capacity, or the 
patriotism of our people has never 
been called into gaestion, and it need 
not be reiterated -hat every man and 
woman definitely wants to utilize to the 
utmost any and every ability he or she 

es—always provided that such 
abilities are known, identified and clas- 
sified in such a way that the clearest 
possible official instructions can be 
given to the puble as to how best it 
could serve at any given time. 

It should be clearly understood that 
persons possessing more than one 
ability may, in different circumstances, 
be called” upon to serve in different 
ways. — 
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Can Provide a Simple 


and Effective Form of 


National Register 


says 

GRAHAM CUNNINGHAM 
Managing Director 

‘Triplex’ Safety Glass Co., Ltd., 


throw some significant light on the 
matter if we review past history and 
see wħat has already been done in this 
connection. We do not make this re- 
view in any carping spirit; but it is only 
by examining the past that lessons can 
be learnt for future guidance. 

The first lesson to be learnt is the 
attitude of Government Departments 
to Local Authorities. 

Take any example you like where the 
Government instigate local activity— 
Quinquennial Valuation, the operation 
of the Housing Acts of 1935 and, latest 
of course, A.R.P. In each case the 
appropriate Ministry made demands on 
the Local Authority for voluminous in- 
formation. These Ministries must know 
that, as the information is required in 
the same way from nearly 2,000 sepa- 
rate Local Authorities, there should be 
one best way for each Local Body to 
set about collecting the information, 









One would think that a ho Govert with 








method of carrying out its require- 
ments. 

Yes, that is what a business man 
would presuppose. But let us review 
A.R.P. as one example of how the 


Government failed to give this lead— 


any kind of lead—in this most im 
tant matter. = 
Before being too critical, howe 


we ought to concede one factor which 

—— be cited as the Government's 
“or excuse—call it what you 

not giving a lead. It is that, 

the present arrangement, the 

y has got to pay for its own 

, having, a8 it were, to pay 
— 






















































































“HOW shall this be done? 


defence. 


tof the w a but also — — 
of it, and the time taken to do it. 
< Whether or not the Local Body 
should pay its whack is not for me to 
scuss here, But I do suggest that if 
e Local Body must pay, then let it 
iy its own part of a properly standard- 
zed and therefore inexpensive method 
which can be cheaply and quickly put 
into effect. 

-~ ‘Bearing on this point of A.R.P., a 
eading Municipal periodical. (Municipal 
Journal, 11/11/38, page 2474) says: 
ag! ARRP there has been too 
‘much recrimination on past events 
and too littl constructive think- 
ing for the future what Local 
Authorities want is a definite lead 
from Whitehall, and it cannot be 
eia kiar they have had that.” 








ocal Authorities Did Their Best 
l But . 


. The arrangements for A.R.P. were 
deft, as I say, to Local Authorities, with 
no lead at all from Whitehall. The in- 
-evitable result of this was that the 
Local Authorities delegated A. R. P. 
“work to any available Local Depart- 
‘ments, without very much constructive 
thought as to their fitness to under- 
take it. | 
Although Whitehall did certainly 
suggest the appointment. of A-R.P. 
‘officers, still it gave no definite lead, 
so A.R.P. found its way into the hands 

f a fine array of well-meaning local 
_in some areas the Police 
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j De artments, 


the Medical 






is no crisis, and we have the chance to do it 


— in — kar — 


Next month Mr. Cunningham will suggest how it 
could be done, how the Plan might, as it were, be 
slipped into first gear as a vital beginning to a pro - 
gressive co-ordination of industry for national 


Officers. Most have not. Some have 
records or registers. Others have none. 
Some registers are kept on reasonably 
modern card records. But how and 
where some others are kept is some- 


thing to which we will not draw atten- 


tion just now. 
And all this because local people with 


‘their knowledge, or lack of it, were left 


to utilize their own ideas about carrying 
out an important national work. 

This somewhat destructive criticism 
has not been aired in any spirit of con- 
demnation. I have simply indicated 
the position in order to show how im- 
mensely valuable would be the applica- 
tion of modern business systems that 
are already successfully doing similar 
types of work. 

Let us now therefore be constructive. 
Just Aow would Modern Business apply 
Modern Methods to this vital work? 

It goes without saying that a National 
Register, which is happily now not only 
suggested but more or less agreed on, 
properly inaugurated and kept abso- 
Jutely up to date, would be of enormous 
value in an emergency. 

It would enable the nation to mobi- 
lize and utilize its every resource and to 
plan the life of the country so as to 
meet all possible emergencies both in 
man-power and in the distribution of 
essential materials. 


Basis of the System Must be 
DE-centralization 


Who shall make and keep this Regis- 
ter, and what form shall it take? (The 
compulsory versus the voluntary aspect 
is not being considered. This was ably 
argued by Lord Snell and Mr. L., S. 


Amery on Saturday November r9, with- 
The need { 


Lord Sankey in the Chair. 
is therefore agreed by all, parties. We 
are concerned with the applicatio 0. 
Modern Methods of recording for 3] 
— i ae nage } 

to. 7 





: the best ways — — at to meet 
emergency. — 
keep it up to date by recording re- 9.” 


cided on -and it is 


where 








They can more fread 
movals and changes of abilities, capaci- 
ties and availability of personnel. 3 

Centralization under a Ministry is im- 
possible for many reasons, chief of 
which is lack of flexibility for intimate 
local needs. j 

Before we give the answer to question 
two we must decide what the register 
must do. 

First it must show the more obvious | 
details as to name, address and occupa- - 
tion. It should then go on to cove 
personal qualifications and interests i 
so far as they are likely to be useful fe 
any purpose in an emergency, and 
must show the availability of the indi- 
viduals concerned. 

Only in this way can persons be 
mobilized for any particular one of their í 
total number of qualifications, < 
any particular time or times. 


Nation-wide Uniformity is Easy to 
Arrange 


The Register should be uniform 
throughout the country, so that every 
movement and change can be recorded, 
i.e.: in the case of removal from the 
area, the actual record card would be 
transferred to the new area. Each per- 
son could be provided with a postcard 
setting out changes, and this would 
be sent to the Local Authority as 
and when necessary. 

As a nation we are already quite used 
to this sort of procedure. It is applied 
largely to National Health and Unem- 
ployment procedure. We also notify 
Local Authorities (and Rating) and the 
Post Office (for the re-direction of 
letters) when moving. Co-operation in 
this matter would therefore be easy to 
secure, 

Any development in the way of Local 
or National Service éan then be 
promptly dealt with for each indivi- 
dual man and woman. 

The system I have in mind for this 
Register is, to all intents and pur- 
poses, a simple card index record. It 
is what business executives know as a 
document of original entry. It can be 
taken, by the people appointed to col- 
lect the data, : 
necessary, and entered up on the spot. — 


With this system no other lists or ` 


copying or creating special cards is 
necessary, and, once the format of the 
cards is decided on and standardized, 
the cards would be suitable for sorting 
or classifying at a rate of many thou- 
sands per hour. | 

If a standardized — should be de 


to do this—Local Authorities 










from door to dọor if — 
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may seem, to some, 


The 


is to bę a consistently good standard 
of carrying out instructions, I believe 
the most important requirement is that 
personnel be rightly atted in their jobs. 
This applies throaghout the whole 
staff; from the highest sectional or 
departmental executives down to the 


[: any business undertaking, if there 


rank and file in the office or factory. 


Putting such stress on having the 
t kind of people in the right jobs 
like over-empha- 
sizing the obvious. From my experi- 
ence, however, I feel that this factor 
is not appreciated as “obvious” to any- 
thing like the extent it should be. 

Unless people are in positions, and 
doing work for which they are most 
suited, and in which their chief interest 
lies, then they will never grasp an in- 
struction as fully as they ought to do, 
or carry it out with complete efficiency. 

For this reason it is a basic policy of 
ours to exercise every possible care in 
staff selection, both for executive and 
routine positions. 


This is Time Well Invested 


In the case of executive positions 
especially, I consider that time is well 
invested if careful search is made for 
men whose general temperament and 
natural interest, as well as mere 
ability, are in harmony with the type 
of work which they will have to do. 

In businesses where seasonal high 
peaks of intense activity occur—as they 
do in our case at the main holiday 
periods—the management should tackle 
well beforehand any question of extra 
staff that may be required. 

Special care in making such arrange- 
ments in advance will be amply repaid 
by smoother, more efficient work when 
the pressure is at its highest. 

To wait until the rush is on, and then 
to use all speed in engaging staff to 
meet the peak is to invite trouble. 
Months of careful building and develop- 
ment of staff efficiency carried out in 
normal times can easily be ruined by 
such short-sighted and precipitate 
action. 

In our organization it is particularly 
important that instructions should be 
carried out in completest detail and to 
time. And for this reason. The action 


First. Essential in GETTING 
INSTRUCTIONS CARRIED OUT 


~ A Am 4 


vt — * 


says 
DOUGLAS J. BAILEY 
Managing Director, 
Swiss and French Hotel 
Plans Ltd. 


in an interview 


Is to Have 


so to the same extent. A great propor- 
tion of a manufacturer's instructions 
have their effect imside the organiza- 
tion only. For example, an instruction 
issued in regard to a process has its 
effect in the works, it will probably 
not go beyond. Any failure on it will 
show up in the production department 
concerned, or at least in some related 
department. Whatever the fault in- 
volves, therefore, it can almost invari- 
ably be settled by internal adjustment. 
Relationship with customers is not put 
in jeopardy. 

But with us, if an instruction ‘‘mis- 
fires,” the result is practically certain 
to affect customers directly. It will be 
realized, therefore, why we take such 
care in selecting the type of personnel 
who can carry through with instruc- 
tions. 


Responsibilities MUST be Realized 


In addition to. this initial care in 


selection I consider it is highly 
important that subordinates should 
understand the full purport of in- 
structions, i.e., why they are issued 


and the responsibilities they involve. 


This British organization, with executive head - 
quarters in London, was formed in the summer of 
1935 to bring holidays abroad within the reach of 


people of modest means. 


So rapidly has the busi- 


ness expanded that in 3ye ars turnover has increased 20 
times. And whereas, originally, continental holidays 


were provided | y 





ly in Switzerland, this was soon 
e and Belgium. 


Now, further ex- 


pans — plans | are in hand to cover other foreign 
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The Right 
People in the Right Jobs 


that follows almost every instruction we 
issue directly affects the customer. 
In manufacturing concerns this is not 


This point about responsibilities per- 
haps needs a little enlargement. 

Our service is to provide the publit 
with fully-arranged tours abroad. That 
may read like a fairly simple statement. 
But the range of responsibilities in- 
volved in such a service are enormous, 


The Detail Involved is Enormous 


Last summer, for example, we 
arranged foreign holidays for more 
than 20,000 people from this country 

Twenty thousand people, cach and 
every one of them, from the moment 
they left their homes till they re- 
turned again, absolutely dependent 
upon our organization for practically 
everything. They were in our hands 
not only for the times of trains but 
even for the individual seats in those 
trains; not only for hotels, or even 
bedrooms in those hotels, but for the 
actual location and style of those bed- 
rooms, i.e., facing south, balcony or 
no balcony, first floor, top floor, and se 
on. Each and every person depended 
on us unerring to find at all times his 
or her particular luggage among some 
tons of similar baggage and to place it 
in the right train, over exactly the right 
seat and later to deliver it into exactly 
the right hotel bedroom at precisely the 
time it was wanted. 

Equally accurate direction had to be 
maintained over passports, Customs 
clearance, food, excursions, in fact 
over the whole range of personal con- 
venience and happiness of twenty 
thousand different people with likes 
and dislikes, whims and fancies 
sufficiently various to represent the 
entire expanse of human needs and 
peculiarities. 

Obviously, in such circumstances the 
chance on our part of error, oversight, 
or unexpected factor is very great 
indeed. And when it is realized that 
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* eve yen one por ‘error Sold: reflect at 
“phew asa blow to the goodwill exist- 
= ing between ourselves and our touring 
‘customers, it will be understood what 
that word ‘‘responsibility’’ means to 
executives in our company. 

It will be quite clear, therefore, why 
_ it is so essential that the whole reason 
_ for, and the circumstances surround- 
_ ing, instructions should be adequately 
= explained. 

owever carefully organized and con- 
trolled a company may be it is not, of 
course, possible tọ eliminate entirely 
= complaints from customers, 


Complaints Can be Used to Stress 
Responsibility 


But in addition to settling complaints 
— qia in a generous spirit, com- 
ts can be used constructively in 

engtheni ag and improving the com- 
y's methods. They can also be 
einfor se the policy of getting 
ns ca ried out. 

it as part of my work to 
p ersonally with any complaint 
ie A l. In the first place I believe 
o itis much more satisfactory to the 
sakon ap ai tining customer to have his case 
_ dealt with by the head of the company. 
Son n I believe a chief executive 
3 | more about his company from 
fegitimate complaints than he can from 

y other source. 

Pe It is not my purpose here to go into 
* the — of actually meeting com- 
i apia eri _but rather to show how they 

a ed to emphasize the need for strict 
tention te ctions. 

we } a omplaint has been settled 

s hold a post-mortem on the 
low did the complaint arise, 
vi fault was it, or was it a 
ess in the system. 
AT executives are present at these 
examinations, and if by any chance the 
fault was due to a failure to follow out 
_ an instruction then the consequences 
(inconvenience to the customer, cost in 
prestige, and/or cash to the company, 
etc.) are emphasized and constructive 
advice is given with the object of pre- 
venting a recurrence of that failure. 


_ This Is a Better Method than 
Censure 


in think, in any kind of business, it 
is a good thing to parade the actual 
= ©onsequences of a failure to carry out 
instructions. However the fault arose 
I believe this method more impressively 
_ demonstrates it, and the need for its 
` avoidance in the future than any 
amount of mere criticism or censure 
could do. 
. In my opinion criticism and censure 
serve only to discourage subordinates, 
a very unwise thing to do to people 
who have been selected with care and 
whose initiative and responsibility it is 
the object to develop. 
Because, as I have indicated, my 
subordinate executives have a first- 
class ability to carry out instruc- 
tions and because they so fully 
realize their responsibilities in this 
direction l Kg —— find no need to 
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How to Protect Your Heirs 
by 


Paying Estate Duties, in 
Advance, by Instalments 


A Vitally important article for all 

| executives. It explains how to re- 
lieve your heirs of the burden and 
worry of Death Duties. 


See Page 32 


spend much time on _ following-up. 

We have a secondary plan of follow- 
up, however; more with the idea of a 
double check than anything else, be- 
cause, as I have shown, so easy is it 
for customers to be directly affected 
that it is essential to take every possible 
safeguard against this happening. 

We have, therefore, two responsible 
people whose sole work it is to survey 
every department in the organization, 






n eye on the progress of seg 
insti E ined and on every point 
of —— routine. 

This constant supervision acts in a 
double capacity: (a) as an effective 
safeguard | against oversight and (b) as 
an ‘‘urging’’ power to ensure that 
every activity works to scheduled — 
time. 

Those two ‘‘floating’’ ° executive — 
supervisors—we have no special title 
for them, but that is as good as any— 
are important key men. Much of my 
contact with the organization is through 
them. In effect, they save me a good 
deal of personal follow-up which might 
in other circumstances be necessary. 

Finally, I should like to say that I 
agree with Mr. M. M. Gilbert in the 
opinion he expressed in this paper last 
month: that instructions are most 
effectively carried out only when they 
are intelligently given. Employees of 
every grade, I am convinced, work best 
when they are told the “why” as well 
as the “how” of an instruction. 








For the Quieter Hour .. . 





Anxiety for profit or advancement 
almost automatically defeats the making 
of either, unless it operates to cause one 
to make more careful and adequate 


preparation. 





The times of greatest discouragement, 
when it seems that there is no way out 
but disaster, are often the times when 
Fate takes matters in hand and changes 
the course of events in some unexpected 
fashion—sometimes simple, sometimes 
spectacular, 





People who must be told specifically 
what to do and how to do it will always 
receive a definitely specified wage or 
salary. It takes imagination and initia- 
tive to break over the low-salary or 
low-wage fence. 





I think it probable that very few of 
the world’s masterpieces—literature, 
music, art, inventions—were produced 
under ideal conditions. Rather, I sur- 
mise that most of them were produced 
under trying circumstances, either 
physical or mental, and that they owe 
part at least of their vitality to this 
fact. 





There are on the shelves of industry, 
and in the filing cabinets of research 


from ROBERT R. 
Author of “Yours To Venture” 


——— = —— 


UPDEGRAFF 


departments, many new products or 
new substitutes for products that are 
not on the market to-day. But let the 
price of some staple or standard product 
go up beyond a certain point—and out 
will come these new or substitute pro- 
ducts. Their level of value having been 
crossed, they will become competitive. 





Genius is not always a matter of 
doing something unusual, Sometimes it 
amounts only to genius in insisting that 
something unusual is possible to achieve, 
and persisting until someone has pro- 
duced or achieved it. 





Until objectives are turned into a plan 
for action they have little magic. 





The fact that a thing has always been 
done a certain way is almost proof posi- 
tive that it might well be done differently 
and better. 





If you are dead sure of all of your 
ideas, they certainly are not fresh ones, 
and the chances are you have swallowed 
someone else's, 

— 


If business had to advertise AAR 
for what it has to buy, as it does for so 
many of the things it has to sell, people 
would have an entirely rent idea 
about its broad Bis ig the — 
of life. 
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Room for WORK: ‘Silent as if roo ft. 
— ——— fresh as if in open country’, 
That is how the executive who works here 
describes his office. Scientific sound- 
proofing, sealed plate-glass window, air- 
conditioning, ‘daylight’ effect through arti- 
ficial top-lighting are some of the factors 
which make these ideal working conditions 


Public Relations 
as Business- Builder 


NE of the big things for the 
(Etor in management is Public 


Relations. We all know of its 
success in the Post Office in recent 
years. Few people, however, under- 
stand just how to apply it in a business 
firm. 

Of course it covers a very wide field, 
but it is, at the same time, a self-expla- 
natory factor. It migħt be summarized 
as: ‘‘formulating and maintaining good 
policies and keeping all interested 
people (employees, shareholders, custo- 
mers, and the genera! public) informed 
of the aims, objects, and methods of 
the company. 





We heard the head of a concern we 
visited recently utilizing one very 
important factor of Public Relations, 
though he was not aware that he was 
doing anything of the sort. 

This managing director was giving 
his monthly talk to the works staff. 
Here is the point he brought out: 
“Your foremen, your managers and 
your directors do their best to super- 
vise your work in a constructive, help- 
ful way. Always remember, however, 
that you should work—not primarily to 
satisfy your foreman or your manager 
_ —but to satisfy the customer who buys 
Biri hat you have made. 

“Regard your foreman or manager 


es. someofe who is present to help 


and advise, but think of yourselves 


= always as ae responsible to the 


customer.” 
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That is one point of Public Relations 
in operation. It stimulates the staff to 
realize that their true responsibilities 
lie in good service to the public, and 
not merely in doing some unrelated job 
in return for a certain sum of money. 


Use FACTS: 
Not OPINIONS 


management is a 
shun. They are afraid of it: or 
they suspect it. 

That is wrong. Scientific manage- 
ment simply means management based 
on facts—as opposed to opinions. 

When a scientist sets out to study 
a subject he disregards all opinions, 
prejudices, and fancies. He concerns 
himself only with facts. Scientific man- 
agement does the same. 

Unfortunately, most businesses are 
still managed by opinions that are not 
based on facts. Most men believe what 
they want to believe. 





In his Efficiency Magazine last month 
Herbert Casson candidly summed up 
the value of opinions : 

“A man’s opinion on any subject,” 
he said, ‘‘is never better than his infor- 
mation on that subject. If he has never 
studied that subject his opinion on it 
has no value at all. 

“Yet, and here is a strange fact, most 
men place an equal value on all their 
opinions. 

No matter how little a man knows 


TAKE YOUR TIME... 


AF Be Le is an age of speed, 
but a hurry-up age doesn't 
require us to be a hurry-up people. 
I’ve seen motor-car drivers who 
insist on BEING the car—on a 
long hill they lean forward, jaws 
set, muscles strained; they've work- 
ing hard. They think they're 
speeding things up. 

“But we can speed things up 
only with skill, and skill is ac- 
quired slowly and with patience. 
Racing-motors and airplanes aren't 
driven by tense, hurried men, but 
by calm and skilful ones, 

“The fastest and best thinkers 
are painstaking students and care- 
ful observers. So take your time.” 
—Carl Hubbell, in The American Magazine. 





about a subject, you may have noticed 
that he always has an opinion on it, 
sometimes a very strong opinion. 

“Ignorance creates more opinions 
than knowledge does—that is a big 
factor to bear in mind. 

“Opinions are created by fears, 
desires, dislikes, envy, laziness, imagi- 
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The EDITORS 


nation — by all manner of causes. 
“The emptiest brain can be an 
opinion-factory. Unlike any other 


product, an opinion can be created out 
of nothing. 

"The mass of opinions in almost 
every country are purely traditional. 
They are the opinions of the past, 
handed down from father to son. 

“A few of these traditional opinions 
are valuable, but most of them are not. 

‘They are simply not true.” 





To discard opinion and discover the 
facts is not an easy matter. And when 
the facts are found they are usually not 
pleasant to know. 

Consequently, there is a vast amount 
of self-deception, and executives are” 
content to hold fast to opinions that 
have very little value. 

Any business man who does not want 
to keep on fooling himself should now 
and then have a try-out., g 

He should, for instance, take his 
opinion on the amount of Waste in 
his business, and he should then find 
out the facts about it. 

The result of his try-out will not 
please him, but it will add a lot to bis 
profits. 

Ka 


A More Active 
Policy Needed Here 


IX hundred and forty accidents a 
Sew: 192,539 in the year, and 
1,003 of them fatalities. That was 
last year’s toll in the factories of 


Britain; injuries suffered by employ- 
ees at work on their daily jobs. 

And that 192,539 was a 9 per cent 
increase on the industrial accidents of 
the year before. 

Factories in Middlesbrough and New- 
castle districts showed the biggest indi- 
vidual. increases. Nobody seems to 
know why, 





The cost to employers of all these 
injuries by no means stops at the 
£3,500,000 paid in cash as compensa- 
tions. 

The indirect costs are uncomputable. 
The permanent or temporary loss of a 
skilled worker, the re-shuffling of work, 
the fitting-in of a successor, the possi- 
ble delay on orders, damage to plant 
or equipment, the moral effect on the 
injured one’s colleagues, etc., all repre- 
sents costs to the employer. 





Requirements under the new Factory 
Act will not banish accidents. Nearly 
all accidents are caused by ‘‘failure of 
the human element.” It is estimated 
that at least half the above casualties 
were avoidable. 

Clearly the pointer is towards a more 
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_ Friendly talks by 

man who, in a big works, could spend 
his whole time wandering round among 
the operatives at their machines would 
be more effective than “‘regulations.”’ 
But such a plan is useless if spasmodic. 
It neust be a definite and continuous 
policy. Firms that have done this 
report a substantial reduction in 


accidents. 











SA a f i 
"p. ~ 
à 









— Fitness | 
* S, GEN * Li fiż RA 
positive attitude on this matter by the 
management and subordinate execu- 
$$ z tives. ‘‘Safety committees’ are in be- 
_ * ing in many firms. But that is not 
~ enough. Safety committees still con- 
cern themselves too much with devising 
ards and gadgets. What they need to 
do is to get into the consciousness of the 
employees themselves, to change their 

attitude of mind towards accidents. 
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= How Other Executives Save Time 


al Simplify Work é Cut Costs 
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Internal Phone Stops 
Loss of Business 


HE management of one firm 

| received many complaints from 

outside phone-callers who found 

continuous difficulty in getting through 
to the firm’s numbers. 

Inquiries round the firm also re- 

vealed that the salesmen were losing 


Lost Customers 
Brought Back 


> HAT is the average ‘‘life’’ of 
W your customers? In every 
business this factor is differ- 
ent, but it can be worked out. 


In a well-known hardware manu- 
factory it was found to be 6-7 years, 
which represented a customer ‘‘mor- 


tality’’ of 15 per cent per annum. business through their clients’ in- 
R With th f —— ability “ever to be able to get your 
ae ik — Ach * —* of edie number on the phone.” And the loss of 
Ee — eee —— Pe! _ Policy new customers who, trying to make their 
E was esta ished. It included investi- first contact by phone, gave up through 

po — heme a —— ge a skid impatience was, of course, unknown. 
topped out: At first all sorts of rea The firm had a tendine. switch- 


sons were found for this. Sometimes 
it was price, or deliveries, or some fault 
in invoicing, crediting, or even the 
general attitude of subordinates over 
the phone or in correspondence. 


After a year’s run of this policy one 
of the senior executives said: "I never 
before knew so much about the detail- 
workings of our firm. We have been 
able. to remedy dozens of minor faults. 
We have recovered many of our lost 
customers, and I am sure the ‘‘mor- 
tality” rate will show a 50 per cent 
drop in a year from now,”’ 


board, and the management thought 
this ought to be able to handle the 
traffic. Investigation, however, proved 
that no less than 65 per cent of the 
load consisted of purely inter-depart- 
mental calls. These were all necessary 
calls but they sorely taxed the switch- 
board and put up a barrier to 65 per 
cent of in-coming calls. No wonder 
callers complained that, whichever of 
the firm’s numbers they sought, they 
always got the ‘‘engaged’’ signal. 
The remedy was an inter-communi- 
cating phone system installed on a 


A Handy Plate Glass, Hinged, ‘Window’ Desk Top 





— 


A plate glass top is an asset to any desk, but the leather mounted glass pad shown 
here has the advantage of being hinged along the back. This enables the user to 
slip under it any document that he needs for passing or permanent reference. Clear 
visibility is thus obtained without the nuisance of a cluttered-up desk top. You 
can get these | ; desk pads from Novonotions Ltd., 64 Victoria Street, S.W.1 
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rental basis. This at once freed the 
main switchboard, made internal calls 
easier, and speeded-up business all 
round. 
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Fewer—but Vastly 
BETTER—Letters 


G 

N ‘a well-known publishing house it 
|: a firm rule that every letter 

written to a prospective customer 
(i.e., buyer of advertising space) mı 
be approved by a committee of- es 
executives before it is finally typed, 
signed, and dispatched. 

If this sounds like a roundabout 
arrangement, it is not so in actual 
practice. : 

When the space salesmen come in 
each evening they dictate the letters 
they want to send to their clients. A 
rough draft of each letter is typed and 
the salesmen take them in for a short 
conference with the sales manager 
and some other executive who can 
sit in. 

Each letter is discussed and the 
brains of everyone present are directed 
to making each letter as perfectly 
framed as possible. 

From these amended drafts the final 
letters are typed, signed by the original 
dictators and sent off. 

This checking-up is not done in any 
spirit of criticism. It is simply part of 
the management's plan to do every- 
thing to assist the sales force. 

Even the sales manager himself uti- 
lizes the system. He takes his own 
draft letters to his colleagues for their 
help and co-operation. 

The result is: Fewer letters, but 
every one a much more effective sales 
—and prestige—building unit. 


We Look To 
Brains Not Ages AA 


à GE of an applicant for employ- 


f 
a 


ment in the higher grades does 
not have much influence on the 
personnel manager of a well-known 
rayon manufacturing concern in the 
Midlands that we visited recently. ~ 
“What we want to hire is brains, 
coupled with the habit of using them,”’ 
he said. “It is not hard for an ex- 
perienced observer to tell if a man is 
in the habit of using his brains con- 
structively. Fifteen minutes conversa- 
tion on ordinary topics of the day is 
usually all that is required. If such a 
‘‘test’’ conversation proves successful 
then we follow with the more specific | 
detail of talking about the proposed 
job. — NA | p 
‘‘We have a blank on our employ- — 
ment application forms for the inser- _ 
tion of age, but this is only for — 
purposes. We never pre-jutige a man 
on that figure. x 
“We have found that this policy pays 


us well.” H 


te . 


a The ‘primary function of all manu- 

-facturing executives is to assure them- 
selves that the agents of production are 
“adequate and worthy. The right num- 
ber of men’ with ‘the right kind of ex- 
perience are labour agents who are 
engaged upon mechanical agents, that 
is, the plant, machinery and other 
equipment necessary to produce goods 
and wealth. 

To deal first with agent number one: 
Labour. Efficiency of labour is ob- 
tained only when the individual traits 
of workmen can be overcome or adapted 
to best advantage by enthusiasm and 
specialization. Industry to-day recog- 
nizes that the workmen must be 
moulded to fit into the mechanical pro- 
gramme so as to əroduce a smooth 
running co-operative unit. A workman 
who is underpaid and living in strait- 
ened circumstances, one who has an 
over-long distance to travel to work, 
or works in unhygenic surroundings, 
or one who is not provided with 
adequate incentive cannot be expected 
to benefit his empicyer. In fact such 
an employee is usually a retarding 
factor upon his co-workers. 


Plant MUST Work at 

Maximum 

Also, a workman who is continually 

shifted from one job: to another cannot 

mentally settle down to enthusiasm. 

Often he is an ineffective who keeps 

others waiting, hence time, labour and 

apital are wasted. 
Thus we come to what is known in 
i€ “Division of Labour.’ 

sed this means that in 

ain maximum planned 

very workman must be 

Siastic in his work upon 

alizes to an extent that 

ficiency which is needed 

: pect and machinery to 


Eto agent number two: 
he various tools and 


: weld. toe 


appliances at the command of 
workmen must be in constant emp! 


ment to yield the utmost hourly value 


which was paid in procuring then. 
Henry Ford was the pioneer in this 
dictum when he strayed from the time- 
honoured path of allowing one work- 
man to use many tools and introduced 


the modern method of having one type 


s Consultant 


mMbine that it is neces 
“Therefore the cost 


Workmen laid off and 
add to ultimate costs, a 3 
often in the bands c 


om t 
eee 


+ engineers would only produ 
quantity at an exorbitar t 
duction must be planned 


True Control Chart 


Cr shy righ FES 


. . « Width of space for each month is determined by study of past 


average production. 


This method of weighting the chart permits a ‘straight 


to be drawn from zero to the budgeted figure for the year 


ef tool used to the utmost by many 
workmen who in turn integrated a unit 
by the process of disintegration. As 
a chassis was conveyed mechanically 
to the assembly plant the body was 


‘put on by one section of workmen, the 


screws were put in by another, a third 
section tested its stability and the 
fourth drove it away to the stock room, 
and so on, 
The size of a business is a 
private enterprise. 
to say that because an undertaking is 
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Estimated — inventory | Inventory at Begimsing of Period i 
Work Work T T | 
Rew Materials | in Progress | Totalj| Raw Materiel | In Progress 


very. 
important phase in the economics of 
And it is not true 


idle machinery and 
ments. 

A manufacturer 
typewriters cannot at 
notice turn out munitions 
excessive wastage of 
tated by the introduce: 
which must be caicule 


in article must be continas 


5h years’ 
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careful analysis of the co 


the net return on oi 
words there 15 a loss of ut 
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ible attraction that liver has for 

dogs, mongrel or thoroughbred., 
Even cats, usually somewhat aloof and 
indifferent to friendly overtures, are be- 
guiled by an offering of liver. 

But, as in the case of so many obvious 
facts and conditions, full use of the 
popularity of liver has not been made 
by manufacturers of dog and cat foods. 

Nine months ago we decided there 
was room for another dog food, provid- 
ing it was different from the ordinary 
biscuit type. That was when the idea 
of using a liver base occurred to us. 
The idea did not come as a flash of in- 
spiration : it was ‘‘built up.” 


E iie a dog thief knows the irresist- 


Specialized Knowledge Devised 
The Right Product 


In our opinion, as veterinary 
chemists, there was not on the 
market a pure food diet. That was 


our starting point. Experience and 
knowledge showed there was a need for 
such a food. 

Here, then, is the first vital factor 
that has enabled us to launch Livabrex 
with success in a crowded market. For 
“‘crowded”’ it is, with heavily advertised 
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dog foods sold THIS CAMPAIGN SUCCEEDED BECAUSE— 


by powerful and 
well - established 
firms. Yet with- 
in two months 
we have national 
distribution and 
a volume of new 
and repeat orders 
which threatens 
to outstrip our 
present productive capacity. 
And this without adver- 
tising or the backing of a 
“big” name. All the busi- 
ness has been brought in 
by our selling staff of six, 
which includes myself. 
Our search for a balanced 
food lasted for several 
months. We experimented 
with many combinations of 
foodstuffs. There are sev- 
eral reasons why we de- 
cided on Livabrex. Liver, 
for instance, is three times as nutritious 
as ordinary meat, and most cats and 
dogs like it. Other ingredients used are 
wheat, corn flakes, cod liver oil, malt, 
charcoal, iodine, calcium and yeast. All 
these have certain specific nutriment 
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These twin display units constituted the chief sales promotion medium. No Press 





advertising was used, Note, in the packages, the animal-shaped cut-outs ; these were 
Cellophane ‘windowed’ to make the contents visible. 

used as give-aways: see sep 
; — 


The board shapes thus cut out were 


> separate illustration 
» 


A’ 


mer’s NEGLECTED Demans 









n - =" Ey eT os 3 
ACE Ar 
* r D GEMBER. 1935F 
OO begfe ee — Re ew A oe M r Py) 






— ie le eek 
* Ss a 


— 
4 ~ J 


— 


Built a Nation-wide ‘Seller’ 







By In Two Mont. LS 
D. H. SHAW | A l oe 
Managing Director, Shaw's Veterinary Products Ltd. ts i 


There was not available on the market 
a balanced food actually liked by dogs 


The new balanced food therefore had a 


fresh sales angle: a special appeal to 
the dog’s palate 


It had still further novelty by reason 
of the food’s similar appeal to cats 


These logical and novel sales angles, 
backed by attractive packaging and 
presentation, won acceptance by re- 
tailers throughout the country 


values. As a whole, therefore, the food 
contains all essential fats, carbohydrates, 
proteins and vitamins. Fed on such a 
balanced diet as this, dogs and cats 
avoid many of the common ills, such as 
gastritis, hysteria and eczema. 


The Brand Name, As Always, Was 
Important 


Having produced our balanced food 
and knowing it was a tip-top product, 
we now had the problem of presenting 
it to the public. The name, for example, 
was important. By inventing Livabrex 
we were able to convey the vital point 
that it was a food with a liver base. It 
was an easy name to say. It also sug- 
gested that the product was carefully 
manufactured, produced in a manner 
similar to that used for human manu- 
factured foodstuffs. 

It was a name, too, that was totally 
different from those of other dog and 
cat foods on the market—a difference 
we were anxious to emphasize. 

With the pack we were faced with a 
similar need to be different. We decided 
to depart radically from the accepted 
packaging tradition of animal foodstuffs. 
The food we had made was “fit” for 
human consumption.” It was reason- 
able, therefore, that it should be packed 
in a way comparable to packing of 
human food. 

This was done in a cagon with a 
colour scheme of buffeand salmon (for 
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* d mac it still — effective for dis- 
$ 0 
quality, purity and unusualness. 
s ow stands of similar colour designs 
were provided for the packs. Each 
show stand carried an appropriat 
* photograph of dog and puppies or cat 
and kittens, suitable copy and price— 
6d. per carton for dogs, 44d. per carton 
pe- for cats. 


The difference in price is due to size 
of carton, introduced because of the 
relative size of the markets and the fact 
that less prepared food is bought for 
cats. 

As support for the show stands and 
packs we used, as ‘‘give-aways,’’ little 
cut-outs of dogs and cats (see illustra- 
tions). This was a valuable use of mate- 
rial that might otherwise have been 
wasted, as the cut-outs were simply the 
product of the machines used for cutting 
out the transparent window design on 
the cartons. 

We also prepared samples of Livabrex 
for distribution by retailers to customers 
most likely to be interested in the new 
product. 

Armed with the strong sales story of 
the product, the give-away cut-outs and 
the samples, our six-men ‘sales staff be- 
gan a drive on their territories. 


90% Response From Existing 
Retail Dealers 


Now we have been in business since 
1933 as manufacturers of dog and cat 
preparations. In that time we have 
built up connections with roughly 4,000 
retailers—mostly corn merchants, pet 
shops, chemists, etc. 

It was on these accounts that the drive 
first started, and in just over six weeks 
we had go per cent of these dealers stock- 
ing our new product. In addition we 
branched out to an almost new field— 

_ the grocers. 
| Here our success has, too, been en- 

couraging. The reasons for this are: 

n (a) the product is packed and displayed 
in a way that makes it worth showing 
— on counter or in window; (b) the profit 
4 offered—33} per cent, plus discounts 
which can bring the total to 40 per cent 
—is very attractive; (c) the product is 
a good seller; (d) it is of excellent quality 
and, therefore, a sound ‘‘repeat’’ line. 
= These reasons also influenced our suc- 
= cess with the grocery trade. With both 
= chemists afid grocers af important fea- 
ture of the product is its display value. 
_ That has jus our decision to depart 
ackag ging of gk f foods. 
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to take a st The repeat cerca 





has done the rest. 

A int about our success * 
be stressed, in my opinion, is- 
i national distribution and sale 
without any advertis- 
ing in Press y periodicals. Nor have we 
mentioned to dealers any likelihood of 
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2 This should be an encour- 


agement to small firms, like ourselves, 
that cannot afford to advertise. Busi- 
hess can be built up rapidly providing 
your product is right, your terms ade- 
quate and your point-of-sale material 
(carton, show-cards, stands, etc.) com- 
pels attention. 


But do not misunderstand me. Ad- 
vertising, I am convinced, is worth- 
while—providing you can catry out a 
real campaign. That means substantial 


outlay of money. 





How ‘Wrapping’ Can Create a 


? 
¥ 


Gives the Customer an 


RAPPING of goods in trans- 
parent materials has increased 
sales of many lines, but there 
are still ways to use the idea with big 
success. Latest example is the sale of 
small baskets of fruit (6d. and ts. sizes) 
completely enclosed in Cellophane, 
The idea may not seem at first sight 
to be as new as it really is. The baskets 
contain a mixture of fruit—apples, 
bananas, oranges, etc. They hold just 
enough for a light fruit lunch or snack 
for one or two people, the sort of small 
selection a person would buy if he 
troubled to make the necessary indi- 
vidual purchases. In other words, the 
baskets are trouble-saving, and for that 
reason they are selling well. 
But—and here is an interesting point 
—the baskets did not sell well until 


à ~ New Sales Appeal 


Impression of ‘Unity’ 


they were wrapped. Why? Because 
they did not look like a complete unit, 
People thought of them as so many 
odds and ends put into a basket, kind 
of ‘‘odd lots for sale cheap. 


Wrapping changed all that. By being 
enclosed with Cellophane the baskets 
became a product, a self-contained unit 
sold as such. They formed a singile 
impression on the customers’ mind, 
clear-cut and purposeful. Result: sales 
have increased 30 per cent. 


This idea of enclosing together sev- 
eral products which can, naturally, be 
sold together could be adapted by 
many manufacturers. No doubt, too, 
it could be used, as in this case, to 
appeal in a new way and develop a 
special niche in the market 





Not Only Prize-Winning Packs — 


But 


Sales Boosters, Too 
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the Great War, and the absorp- 
of 
wards, produced an enormous crop of 
wage adjustments. 


[ite Great w: of industry during 


tion returned soldiers after- 


Following that, endless legislation 
and a mass of inter-trade agreements 
brought about a situation wherein the 
calculation of wages—in the textile in- 
dustry particularly—became a very 
difficult matter. 

In fact, so complex was the position 
that employers and employed fre- 
quently differed in their interpretation 
of the many tables and rules issued. 
Quite often employees simply could not 
understand how their earnings were 
calculated. So that here, obviously, 
existed one of those dangerous factors 
that good management strains every 
nerve to avoid in industry: I mean a 
point of constant dispute between fac- 
tory and office. 

When it comes to the need for fac- 
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of the Chaos caused by 
Legislation and Trade 


ats Agreements 


ie a ' - 

“ system which has operated successfully 
and economically for 18 years without 
calling for any noticeable alteration. 

The first step was to notify the 
worker exactly how his or her wages 
were calculated and a rate card (see 
lower right-hand corner of this page) 
giving this information was issued to 
every employee. When any change 
takes place a new card is issued by the 
pay-clerk. The employee thus holds an 
official statement by which the weekly 
wage can be verified. 
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Better Chance of Clearing Up 
Any Discrepancy 





; = Two types of wage cards are in use: 
— == (1) for piece workers (weavers), this 


— — card is reproduced under the picture of 
— our mills at the heading of this page, 
EE tory workers tO un- and (2) for time workers (see page 18). 
Jess) derstand the Cost of Foremen distribute these cards in blank 
+ Living Indéx and and they are filled in (as to time 
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PRELETE O \—Ą particular cases be- themselves. After certification by the 
Deau Ma Ims & tosg tend f4 fore they can cal- departmental foreman the cards are 


—— culate what money 
they earn, then it 


is easy to realize 


passed through the manager’s office for 
a final scrutiny before being handed to 
the wages staff for calculation and in- 


— ee — 





how discontent clusion in the pay-roll. 

arises. In this way errors in time and other 
We decided to discrepancies are cleared up before any 
make an at- serious trouble has been caused. 
tempt to banish At the foot of each wage card there 
some of these 


complexities, 

so in remodel- 
ling our system we set out the following 
features as being desirable in a good 
wage system: 


The New System Had These 
6 Objectives 


t. The minimum of clerical work to 
be done by foremen and departmental 
heads; 

2. Ease of segregation and analysis; 

3. Speedy preparation of the pay- 
roll with the minimum of weekly 
inconvenience. 

4. Details of individual wages to be 
compact and easily accessible; 

5. The maximum of clear informa- 
tion to be given to the worker; 

6. The system to be elastic enough 
to cater for a fast-growing business with 
several factories. 

Several stock systems were examined 
but nothing was found to meet all our 
needs, so eventually we drew up the 





Under the old, complex conditions no employee 
could understand HOW his wages were made 


up. First step in our remodellgd system was to 
banish that difficulty by means of this card 


hal 









ees 
eS 
ee 


DEVELOPMENT OF | 
ACCOUNTANCY 


Some of the many advanta 
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The Cope-Chat range embraces a wide seh 

BINDERS - TROLLEYS - TR 
SPEED RAILS - SAFE CABINETS 
FIRE FILES and VERTICAL VISIBLE 


if you use or contemplate using Machine Account- 
ing Equipment of any kind why not send for our 
letest booklet: B. 17. 


Cope-Chat experience goes back 
inception of mechanisation, Fo 
years active co-operation with the 
It’s packed full of interest and will be posted on Companies has given us a spe 
return by request. . knowledge and a r ange of Egu 
which are unsurpassed. 
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is a perforated panel one inch wide with 
space for the worker's number and the 
net amount payable. This panel is com- 
pleted by the clerk making the final 
calculation. After the cards have been 
listed for the pay-roll the perforated 
slip is detached and retained by the 
pay-clerk as a check slip for the wage- 
tin or packet. 

In our case we prefer to use a trans- 
parent envelope, the figures on the 
check-slip being easily read after the 
packet has been made up. 

k After listing, the wage cards—minus 

: the perforated slip—are returned to the 
department for distribution to the 
workers. Each individual thus gets a 
detailed and complete account of his 
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E AA Card for time workers 





l wages for that week enabling him to 
7 satisfy himself that he is receiving his 


hv correct earnings and showing him how 

J the amount has been calculated. 

ee Completed cards are always distri- 
| buted by 4 p.m. the day before the 

oy actual payment is made, thus providing 


ample time for scrutiny by the man 
concerned and for the clearing up of 

any misunderstanding. 

a This feature is really the keynote of 
r the system. The worker feels that he 
l is not simply a number on a mysteri- 

+ ous document referred to as a pay-roll 

S but an individual who has had personal 

attention and is being asked to O.K. 
his own account. 


È; Not only is thë accuracy of calcula- 
pe :- tions ensured but the liaison between 
X pay-staff and workers is strengthened 
i and wranglings over the contents of the 


D.. pay-packet eliminated. 
J Apart from the ease with which work 
on the wages can be distributed, the 
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cards form a very handy means for 
compiling taxation returns, statistics of 
all kinds, and for verifying time clock- 
cards and other details revolving around 
‘wages paid.” 

The piece-worker’s card (white card 
on pfige 16) provides for a “‘carry 
over’ to the next week. Weavers are 
paid at a certain rate for each 10,000 
picks (shuttle journeys across the 
loom), unfinished blocks of picks repre- 
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senting fractions of a rate being carried 
forward. 

A very important feature of the sys- 
tem is its economy in working. Cards 
are bought cut, perforated, and printed 
on the office machine as needed, an in- 
expensive stereo doing many thousands 
of impressions. A careful filing of used 
cards enables a full record of any indi- 
vidual’s earnings being availible at a 
moment's notice. 





IDEAS that Cut Costs . . 


Cuts Filing 
Costs 


VERY business office must answer 
E: lot of unimportant letters, merely 

as a courtesy. Such letters include 
a wide range of inquiries for goods not 
manufactured or sold, letters soliciting 
business, which for policy reasons are 
answered but which need not be re- 
tained to clutter files. 

In one company which has a tremen- 
dous volume of such work the corres- 
pondent marks each letter as dictated 
No Copy.” This is a signal for the 
stenographer not to make or retain a 
carbon of the answer and to destroy the 
original letter. 

Care must be exercised in authorizing 
destruction of letters so that no letter 
will be destroyed which may be needed 
for future reference; but it is an un- 
necessary waste to retain copies of thou- 
sands of letters, none of which will ever 
be needed again. 

s 


Low-Cost Dress 
For House Mag. 


F you issue a ‘‘House’’ magazine— 
[- are thinking of issuing one—and 

need only a small run of a few copies 
you can still turn it out as a really 
smart-looking magazine. 

Get your cover designed—have it 
bright, snappy and yet simple—and 
have a year’s supply properly printed 
on good paper. The “‘inside’’ can then 
be less pretentious, just straightforward 
stuff turned out by the office duplica- 
tor. Stapled each month, or week, into 
its bright covers, your book will look 
quite good. 

The date of issue on the cover can be 
rubber-stamped at the time of publica- 
tion. In this way you can keep costs 
down to the minimum. 


Office Tidy-Up Cut 
Stationery Costs 


WO years ago a large firm in the 
| City moved to fresh offices in one 


of the new structures along the 
Thames Embankment. In the process 
of moving, drawers in the desks of 
typists and clerks were found to con- 
tain enough accumulated stationery of 
all kinds to amount almost to three 
months’ supply. But the bulk of it was 
ruined by being in contact with towels, 
lipstick, chocolate, and all sorts of odds 
and ends. 


Rule was established in the new 
offices that right-hand desk drawers 
were for stationery only and that they 
should be accessible at all times to the 
stationery clerk for inspection. Sta- 
tionery to be issued only on stock 
requisition. 

Private belongings were to be allowed 
in left-hand drawers, of which there was 
but one (good size) to each desk. 

Results have been substantial saving 
in stationery, much more orderly desks, 
and a standard layout for each desk. 


More ‘Elbow Room’ By 
Using Gallery Files 


ALUABLE office space is often 

taken up by records which are not 

in constant reference. In most 
cases, however, a little thought on this 
problem will provide a means of placing 
such files within easy reach but out of 
the way of office work. 

One London company with limited 
floor space has solved the problem by 
building a small gallery above the 
general office. Records that cannot be 
stored away as ‘“‘dead,’’ but must be 
on hand for occasional use, are put ‘‘up 
aloft.” They are held in box files 
which are placed on shelves, as in a 
library. 

A “‘movable’’ ladder supplied by 
a well known manufacturer provides 
access to a walk-way in the gallery so 
that clerks can easily get up and down. 

Although not new, this idea is not 
used as much as it could be. 


Facts At Your 
Finger-Tips 


NE of the most useful novelties for 

C ) snes Christmas Gifts is the ‘‘List 

Finder.” Unlike a good many novel- 

ties which are merely decorative or, at 

the most, useful only occasionally, this 

paws is something that will help the 
usy executive a dozen times a day. 

It is a pad, of real silver finish and with 
rubber feet, that stands on the desk. It 
has an alphabetical index, and all the user 
need do to find his reference is to touch 
the letter required. The appropriate page 
then snaps open like a book, 

For lists of names and addresses, prices, 
formulae, phone numbers and other facts 
this List er solves the prolfiem of the 
‘personal data" desk file. It is obtain- 


able, at ial prices for quantities, from 
Magowan & Co., Ltd., 8 Stationers’ Hall 
Court, E.C.4. ? 
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dependent to seme extent on stores 


organization and equipment is self- 
evident, yet there are many firms who have 
not yet brought this part of their works 


up-to-date. Time, labour, works space, 
and money are wasted because bins, 
Shelves and other receptacles are of 


out-dated design and tepe. They have not 
the necessary qualities -æ function properly 
in a modern, bigh-speet plant. 

What, then, is needed? An answer 
which comes readily is ‘‘Steel Shelving."’ 
It has the necessary qualities of space- 
saving, economy of material and simplicity 
of design. Its heavy gauge construction 
makes it an investmeat with negligible 
depreciation. Cleanliness, flexibility and 
resistance to fire, damp, rot and vermin 
makes it the most satisfactory storage 
medium. As it is built from standard 
components it can be adjusted to meet any 
storage requirements. 


> 
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Initial Outlay is Economic 


Let us look first at that important item— 


cost. Initial cost of ste=l shelving is, for 
instance, less than that of good quality, 
painted wood shelving Moreover, it 


never has to be scrapped because it can be 
dismantled and set up eBewhere as many 
times as you wish. This point is 
emphasized by the fact that steel shelving 
can rarely be bought in the second-hand 
market. 

As compared, for example, with wood, 
the space-saving properties of steel shelving 
are impressive. In an installation of wood 
shelving with in. thick shelves and up- 
rights of corresponding strength, over 20 


per cent of available space is taken up by 
store of 5,000 


wood. 
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wood compartments the wood alone 
occupies a space equal to 1,000 compart- 
ments. With steel, the space taken up by 
the material is negligible. 

Through shelf adjustability, the use 
of various components, and particularly 
by using Pressnap fasteners, steel compart- 
ments can be made the right size to take 
the stock concerned, They can, therefore, 
be kept loaded to capacity. This means 
that need for further expenditure for 
expansion comes much later than in the 
case of old-fashioned types of shelving. 

There are only three main components 
with steel shelving: (1) posts; (2) shelves; 
(3) braces, or sheet backs and sides. With 
these and the many components such as 
dividers, drawers, bin fronts, sloping 
shelves, etc., infinite variations are pos- 
sible and can be made by unskilled labour. 
Screwdriver and spanner are the only tools 
needed. 

The cleanliness factor is important. 
Steel, for instance, does not absorb odours, 
a point of interest in foodstuff storage; nor 
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does it soak up oil, therefore it is ideal for 


storing oiled machine parts and tools. H 
can be kept clean merely by wiping with a 
rag. And, of course, it cannot be set on 
fire, a factor which reduces fire-insurance 
costs. Even if the surface is scorched it 
can easily be reconditioned 


Sections and Pieces Adjustable 


Last month I examined in detail the eap 
shelving made by Constructors Tt, 
Erdington, Birmingham, a frm well- 


known for all this type of equipment 
Their shelving is built on the sectional 


principle whereby separate bays can be 
detached, if need be, and moved elsewhere 
This adjustability of section and of indivi- 
dual pieces is an important factor in 
efficient Operation in a factory When 
another shelf is needed you merely take one 
out from the existing set-up or ‘phone for 
an extra. If there is more stock to go in 
you just squeeze out the Pressnops and 


move the divider along a bit 





These New Office or Factory Sectional 


Steel Partitions 


Substantial, fire- 
resisting and 
sound-insulated, 
these sectional par- 
titions can be 
changed or inter- 
changed, added to 
or reconstructed as 
required. New 
feature is three- 
way concealed wire 
raceways on both 
panel faces to pro- 
vide separate com- 
partments for 
telephone, lighting 
and power wires 


are 


Sound Insulated 


THER interesting new products I 
examined last month included sound 
insulated sectional partitior Once 
installed they form an integral part of an 


office or factory yet they can be changed 
or interchanged, added to or reconstructed 
as desired. They are secure, substantial 
sound-proofed and fire-resisting 

They are manufactured by Art Metal 
Construction Co. and embody interesting 
new features. Three-way concealed wire 


raceways on both panel faces, for example, 


provide separate compartments for tele- 
phone, lighting and power wires, eliminat 
ing surface or conduit wiring 

The partitions are quickly installed 


Supporting posts incorporate floor L velling 
bolts and (with ceiling height partitions) 
ceiling pressure bolts. This gives quick, 
positive post adjustment. Removable 
clamp-on post cover panels conceal all post 
connections. 

Another important feature is the water- 
tight base. Often in cleaning the floor, a 
pail of water will be accidentally upset or 
too much water used. To obviate nuisance 


(Continued on page 45) 
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| ” will be reproduced regularly. @ The retailer-readers of the trade publications will be 
reminded how the ‘Radio Times” reaches three million families of every class and walk of life 





„in every part of the country—one in four of the customers on their books. These traders will 





be urged to back up the nation-wide influence of ‘‘Radio Times” advertisements by displaying 
the goods advertised. @ In their own trade papers, retailers will be reminded how the ‘‘Radio 
Times” is read not once a week, but every day. And, irresistibly, they will recognise that 
"Radio Times” advertisers are their best friends in the trade and that goods advertised in the 
“Radio Times” will always be their best-sellers. @ In each trade paper ‘‘Radio Times” advertise- 
ments will be reproduced in turn. The list of “Radio Times” advertisers will be included in 
each announcement. Your ‘‘Radio Times” advertisements will now be doing double duty — 
influencing one-in-four of the consumers and building confidence throughout the trade. 
Furthermore, this trade campaign will be supplemented, in some cases, by direct mail informa- 
tion from the Advertisement Department of the “Radio Times” to retailers. @ Full details 
can be had on application to the Advertisement Director, B.B.C. Publications, 35 Marylebone 
High Street, London, W.i. | — 


wae thi 
and retailers alike 


‘A recent national research has 
“shown. that from 60% to 80% of 
retailers, in various trades, are 
listeners and readers of the “Radio 





unusual plan will be of service 
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WATCH FOR THE FIRST ADVERTIC 
British Stationer 
Broodcaster a 
Builder >» = 
Cabinet Maker - - 
Chemist and Druggist 
3 — Confectionery journal 
r eee E Confectionery News - 
pee Drapers’ Organiser 
Drapers’ Record 
Electrical Review 
tectrical Trading 
Food - ” 
Food Manufacture 
Footwear Organiser 
Furnishing World - 
Grocer -~ “ 
Grocers’ Gazette > 7 
Hairdresser and Beauty Trade 
Hairdressers’ Weekly journal 
Hardware Trade journal - 
lronmonger * ~ 
Man and his Clothes 
Men's Wear -~ 
Motor Trader -~ 
Motor Commerce 
Music Trades Review - 
Pharmaceutical journal 
Pianomeoker . ~ 
Shoe and Leather Record 
Stationery Trade Review 
Tobacce -~ = - 
Wireless Trader ~ 
Women's Wear News » 


MORE MEDIA TO 




























TILITY companies dealing with 
gas, water, etc., and many big 
2 commercial companies, too, are 
“constantly faced with the problem of 
issuing duplicate invoices to customers, 

- This was so in the case of a well- 
known company which describes how 
the difficulty was met. 

_ The cashier’s desk, where requests for 
duplicate bills and information concern- 
ing accounts are made, is on the ground 
floor, and the book-keeping department 
he second floor of the building. 

To facilitate rapid communication 
betw een the two stations we installed a 
tube carrier system which we have 
operated for the past nine years. How- 
ver, a recent study of its operation 

vealed that: 





Were Drawbacks In The 
Old System 


l — attendant a 














h station had 











































alterations without — expense. 
2. It required an average of over four 
minutes to complete a transaction. 

3. Customers waiting were asked to 
step aside to make room for another 
customer. That the customer was an- 
noyed and impatient was quite appar- 
ent. Private conversation became com- 
mon knowledge to those standing about. 
_ 4 The telephone was used ‘to sup- 
plement the carrier system when more 
detailed information was required from 
the bookkeeping department, or there 
was a phone call to return carrier tubes 
that- may have accumulated at either 
nd. 
«This analysis showed the extreme 
need for improvement, and we therefore 
investigated all forms of communica- 
ion. and purchased equipment which 
nsisted of a microphone, amplifier, 
arphone and loud-speaker unit. 

The. speaker unit is located in the 
ookkeeping department and the micro- 
hone, switch, amplifier and earphone 
in the cashier’s cage. When the clerk 
in the cage wishes to communicate with 








rdinary conversational tone. The>mes- 
ige is transmitted to the speaker unit 
the bookkeeping department.. .The 
tch is then shifted to the left, which 
h nges the circuit, making the speaker 
init a. ana and the return mes- 





2 98: per cent of her messages origi- 
rom the cashier’ s ca Be the cone 












sists A he cs. Dept.’ S Wo 


— THE SECRETARY of a Well Known Company 





e bookkeeping department she turns. 


e switch to the right and speaks re cial Papers to places abroad. 


__ ten. ounces 


the cage a buzzer signal is used. 
When the system had been in — 
tion six months the results were far be- 
yond our expectation. Some of the out- 
siana ag accomplishments are | 
. Our capital investment 1 is only a 
fr action of that in the tube system. 
Average time required for each 


f — tion is 63 seconds. 


for AOR — ahe messagë is re 
turned by merely directing the voice t 


wall. 







the loud-speaker unit mounted on the 


5. Ehminates one telephone entirely, 
the other being free for other traffic. 

6. Low maintenance cost, | 

7. True repreduction of voice. 

8. Increased efficiency. 

g. Low operating cost. ete 

Where the ordinary type of loud: a 
speaker internal telephone system is not... 
applicable for any reason, this simple- .. 
and inexpensive method seems to have a -t 
wide application. : 








Reduce Your Postage Costs 





Use More Second-Class Mails 


For Abroad 


HEN the Post Office extended 
postal facilities abroad and 


: speeded up many of the ordin- 
ary mails by transferring them from sea- 
passage to air-mail it was obvious that 
business firms would not want to pay 
the additional charges on heavy letters 


and packets. Second-class mail, there- 
fore, came into more use, and the Post 
Office have published a pamphlet des- 
cribing the facilities cflered by this 
system. 

second-class mails come under the 
following “headings: Printed Papers; 
Commercial Papers; Sample Packets; 
small Packets. 

The first of these is practically the 
same as the Inland Printed Paper as 
regards regulations and rates. It in- 
cludes drawings, maps, plans, engrav- 
ings, printing proofs, and photographs. 
The regulations permit various altera- 
tions and additions in manuscript to 


_mest of the above. 


Here Is a Point Often Overlooked 


The packets of Printed Papers should 
be packed so thai they permit easy 
examination. This seems obvious, yet 
many business heuses despatch books or 
periodicals rolled so tightly that the 
paper band has to be cut in order to 
make an examination of the contents. 

Receipts, invoices, and statements of 
accounts, which go as Printed Papers in 
the inland service, must go as Commer- 
The foreign 
Prat) Paper rate is $d. for 2 oz. with 

» maximum of 5 Ib. to the British Empire 
— 41b. to other Foreign Countries. 

Commercial Papers include. in addition 
to the items mentioned above, documents, 
copies of deeds, legal papers, bills of 
lading and waybills. They must not 
contain any personal correspondence, but 
letters and post cards that are out-of- 
date and have fulfilled their purpose may 
be included. The rate is 24d, for the first 
and 4d. for each additional 


but are e supplied . 


From R. F. ENGLISH k 


In most cases it is cheaper to send 
receipts and invoices by ordinary mail. 


Genuine trade samples, articles of 
natural history, keys sent singly, 
printers’ blocks, and tubes of serum 


and vaccine rendered harmless- by the 
method of packing may be sent at the ~~ 
Sample Packet rate, but keys and _ 
printers’ blocks cannot be sent for com- 
mercial purposes. 

The Sample Packet rate is 1d. for the 
first 4 0z. and 4d. for each additional 2 oz. 

In most cases, articles liable to Customs | 
Duty are not permissible by this rate. 

Articles up to 21b. in weight may be 
sent by Small Packet rate to most places — 
abroad, but the Post Office Guide should 
be first consulted. The service is intended 
for packets requiring to be forwarded more 
quickly than parcel mail. 

Letters and personal correspondence and | 
valuable articles are not permissible at 
this rate. Small Packets require a small 
green Customs label affixing. The rate is 
5d. for the first ten oz. and trd. for each 
additional 2 oz, 

In all cases the items may be regis- a 
tered if desired. The class of the service.” 
should, in all cases, be written on the. 
top left-hand corner of the address side 
of the packet. Er? 








A Handy Desk Gadget 


ANISH the risk of pins pricking 

the fingers or running under the 

nails of your clerks. An automatic 
ejecting non- -capsizable pin-box, for use 
on office desks, is now available to take: - 
those very small pins which are often _ 
used to keep office documents’ together. 

This little appliance saves. pain and 

time; it also keeps desks — — 
tidy. It is of special 
where typists and ot 
staff use small p 
The boxes- 





























The PRIMUS attachment, as supplied by 
us, fits any typewriter and facilitates the 
smooth flow of continuous forms. lt 


allows the machine at a moment's notice 


to be used for either billing or ordinary 
ATIONERY correspondence work 





y of this danger 
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E as IS. P 


© 30°. FOR HAND-WRITTEN 
up at leas eater RECORDS 
be on i the PRIMUS Autographic 
. Register, for use with Con- 
tinuous Stationery, ensures the 
same speedy, smooth operation 
while a copy automatically 
locked in the machine provides 
your auditor with a check on 
each transaction. 


LTD, 





QUEEN ELIZABETH ST. F.E.I 


Phone. HOP 0204-5-6 
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The Nature. of 
To be 


By J. MORTIMER HAWKINS 
Gall & Co., Ltd. 


Managing Director, Mortimer 


HE importance of proper lighting 

| in business and industry has not 

merely increased as a result of 

modern development: the shape of the 
whole problem has altered. 

To-day, good lighting is something 
very different from just the provision 
of a certain number of electrical points 
and the fixing of ‘‘shades’’ and bulbs. 
The modern approach to the lighting 
question is from the opposite end. 

The first thing to be studied—and 
studied closely, too—is the nature of 
the work to be lighted, so that the 
problem can be reviewed in terms of 
lighting requirements. This is particu- 
larly so in the planning of lighting for a 
factory. 


Human Factors Must Also be 
Understood 


A good lighting engineer must be 
more than a good technician. He must 
acquire a sympathetic understanding of 
every type of individual. The results 
of his investigations depend to a large 
extent on his ability to appreciate the 
point of view concerned. 

The nature of production decides the 
nature of the light; its method of appli- 
cation involves a careful survey of the 
constructional features of the rooms or 
workshops. 

The possible mounting height of a 
fitting may be controlled by a restricted 
ceiling height or, for example, by a 
travelling-crane in a factory. The 
restriction may keep the fittings much 





Done 


| ye Ligh iting Plan masi T Decided m 


Work 


The light 
fitting in this 
directors’ room 
was a good one, 
but it was of the 
wrong type for 
the room. Note 
the glare 


Fig 1. 


Fig 2. With a 
fitting selected for 
the nature of the 
work to be illu- 
minated, the dif- 
ference and im- 
provement is ob- 
vious. The light- 
ing is now both 
clear and restful 


higher than good lighting requirements 
demand. 

Whatever may be the 
features controlling the 
height, it also effects 
between the lighting units. Quite 
apart from any other consideration a 
low ceiling will involve the use of a 
greater number of small-power lamps 


constructional 
mounting 
the. spacing 





Modern Business Methods can 


Provide a National Register 


(Continued from page 8) 


the simplicity of this card system. It is 
the means by which progressive firms 
to-day, control their sales, stocks, 
stores, purchases, mailing lists, hire- 
purchase accounts—anything, in fact, 
which involves a multiplicity of units 
over which a close, intimate — 
required. 


No matter whether a hundred, five 
hundred or five hundred thousand units 
are involved: whether one fact or a 
thousand different facts about each 
have to be kept at the user’s finger- 
tips, this record system literally places 
_them-there. 


Take the case of a sales manager, re- 


~~ 
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in order to maintain even lighting on 
the desk, bench or machine. 

Another factor which it is important 
to consider- when determining the 
efficiency of a lighting installation is 
the colour of the walls and ceiling. 

It is not generally appreciated that 
a wall painted white reflects more than 

(Continued on page 36) 


sponsible for nation-wide sales of a large 
number of commodities. 

For his purposes the country is split 
up into, first of all, branch areas, each 
branch area being split up into terri- 
tories, each territory being under the 
control of one traveller. 

He needs to know, at any time, the 
volume and the exact rise and fall of 
sales (a) for the whole organization, (b) 
for each branch area, (c) for each terri- 
tory. He also needs to analyse sales by 
individual travellers because he has to 
pay his travellers different rates of com- 
mission for different lines sold. 

Then, again, from the same details, 
the accounts manager want® customers’ 
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Here are some of the features of the new Machine- 
Postindex”’ : 


I. 


2. 


NAMES ON ALL CARD. 
RECORDS INSTANTLY 
VISIBLE 


SLOTS HOLDING 4 
GUIDES IN PLACE «i 
\ ~ 


— —— — 


. speedier and safer than ever! 


“MACHINE-POSTINDEX” FILES 
for Mechanized Accounting 





Every facility demanded by 










up-to-date accounting equip- 
ment is provided by the NEW 
““Machine-Postindex.” 


This latest Art Metal product 
has been designed not to alter 
any system of book-keeping, 
but TO GET THE 
HIGHEST POSSIBLE 
STANDARD OF SPEED 
AND EFFICIENCY OUT 
OF ANY KNOWN 
METHOD OF MECHAN- 
IZED OR MANUAL 





“SLOTS FOR 
STAGGERING CARDS 


a 


ROD ENGAGING THE VISIBLE MACHINE POSTING ACCOUNTING. 
WITH SLOTS SYSTEM WITH MANY OUTSTANDING 
ADVANTAGES 


It is impossible to lose or misfile a record card with- 
out INSTANTANEOUS automatic detection. 


ALL index lines are visible at a glance so that 
card-location ts as rapid as possible. 


Convenience plus economy of space: up to 1,500 
cards may be housed in a single tray. 





w ily inser int. 
New records easily inserted at any point | LL AAAAAAAAA | 


] Illustrating a set of ten cards with the guide card for tne follows n 
* The files s always tidy no: matter how much the Note the protruding studs on the metal reinforcements of the guide card. While the 
cards are im use. metal edges of two successive guide cards are touching, these metal studs & 
sufficiently apart for a set of cards to lic in betwe 
poe A 
(“Like guards on parade”). ACHINE -POsTINDE | (“Like guards on parade”). 
— | 





—— 
PAT. No. 426,996 


CONSTRUCTION COMPANY, 201 BUCKINGHAM PALACE ROAD, S.W. 
rt č ta Showrooms: 31 Kingsway, London, W.C.2. (TELEPHONE Sloane 520: -6 lines). 
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DO You PAY FOR 


£ 3 F Š il 
E Increase profit - earning me 
A WITH SHANNON OFFICE SYSTEMS 


Save the time employees spend away is increasing the profit earning time 


from their desks—time wasted walk- of progressive firms throughout 


Britain. Let Shannon cut time waste 


FREE! 


Write for our 28-page 
Booklet, ‘‘Lost Motion” 
—the Office Planning and 
Equipment Specialists’ 
case for a profit earning 


ing in search of inaccessible informa- 


tion. Install an office system that for you. 


provides the facts and figures of 
your business immediately to hand. 
Furnish your offices with Shannon 


TION 
Equipment—planned by experts to ist * 





office. Sent free to 
* * s Nais d . 
provide maximum utility. Shannon # Executives and without 
obligation. 





hannon 





OFFICE EFFICIENCY 


2 THE SHANNON 


LIMITED 





ii 
J imperial House, 15, 17, & 19 Kingsway, London, W.C.2. 

R BIRMINGHAM œ BRISTOL + MANCHESTER œ LIVERPOOL «+ NEWCASTLE-ON-TYNE 
J Gis 











IT IS NOT TOO LATE TO ORDER YOUR ADVERTISING GIFT 
FROM CALENDOX LTD. | 


Ca'endars, Blotters, Pencils, Desk Pads, 
Phone Index, Ash Trays. 


Write for Quantity List, 


CALEKDOX Limited, 91 Petty France, London, $.W.1 













Non-skid Desk Pad 
Most Useful for Telephone Calle! 








J of 10,000 jobs in hand, 
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FR: 
records and ledgers made up coveriig 
the sales by each traveller. 

Now this system has a special card 
as an integral part of the invoice set. 
On this card, therefore, is automatically 
‘‘carboned"’ all the above statistical 
matter—and other information as well 
—for the complete guidance of the sales 





manager, accounts manager, and any 
other executive. ° 
Then, again, suppose a sales execu- 


tive wants to send a direct mail shot 
to every prospect in every one of the 
3,400 trades that operate in the British 
Isles. In the matter of a few minutes 
he can segregate (a) by trade, (b) by 
size of firm, (c) by type of activity, (d) 
by individual commodities . . . in fact, 
on a 6-inch by 4-inch card he can 
select from more than 19,000 primary 
classifications. 

Or if a production executive has 
10,000 employees, 100 departments, 100 
machines in each department and 100 
different operations in process for each 
this same sys- 
tem will tell him at any time exactly 
how he stands with regard to costs. 

By the same method of analysis and 
classification he can get, just whenever 
he wants it, the progressive or the final 
cost of any job or any single operation. 

The same applies to subjects like the 
recording of street accidents. This sys- 
tem classifies separate street accidents 
according to time, place, type of vehicle 
involved, age and kind of pedestrian in- 
volved. From this data the authorities 
find out the “‘black spots” ‘and get in- 
formation for traffic control. 


Government Already Proving the 
System’s Efficacy 


Some departments of the Government 
have also proved the efficacy of this 
system, as, I believe, it has recently 
been adopted as the standard means for 
registering all regular soldiers and air- 
men, as well as the auxiliary fighting 
forces. 

To get back to the proposed Register : 
In addition to details of personnel the 
record could also be extended to apply 
to plant, machinery, vehicles, and ser- 
vices. It could be made up in such a 
way, also, as to incorporate facts which 
could be extracted from this master- 
control record for any other purposes 
required. 

Personal and family details of men 
and women are recorded in many ways 
and are required for many purposes. 
Here is a means whereby a master 
record could be created so that any 
classification could be speedily segre- 
gated by means of the sorting facilities 
which is an integral part of this par- 
ticular record card. 

If for any reason it should be decided 
that centralization is necessary for the 
Register, there are machine-operated 
card systems to consider besides this 
more simple method. 

These machines are of great use 
where accountancy and othef kinds of 
really big tabulations are concerned and 
where the operations can be centralized. 
It is doubtful, howeyer, 1f the best 
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& anfoly, 
CONTINUOUS STATIONERY 


. 

Continuous Stationery enables you to eliminate the waste 
operations normally associated with the typing of Multiple 
Forms—interleaving of carbon paper, etc.—and reduces 
typing costs by 25 to 70 per cent. 

It is worth noting that because Fanfold Limited make all 
types of continucus stationery they are in a position to render 
unbiased counsel and to advise as to which type of form is 
best suited for a particular need. 


For hand-written records use the new 


FANFOLD MULTI-FILER 
AUTOGRAPHIC REGISTER 


(same may be had incorporating Cash Till) the only Register 
that files ORIGINAL copy under lock and key, and ensures 
effective co trol over Stock, Cash and Staff and protects you 
against losses due to lost forms, altered records, forgotten 
charges and other errors. It definitely takes the gamble and 
guess-work out of business records, 


FANFOLD LIMITED : NORTH CIRCULAR ROAD : LONDON, N.W.2 


Telephone: GLAdstone 5477 (4 lines) 


| | | TO ADVERTISING MANAGERS, SALES MANAGERS & COMPANY 
e1 
Second-Hand EXECUTIVES WHO WISH TO GAIN AND HOLD THE ATTENTION 


OFFICE OF DEALERS, POTENTIAL CUSTOMERS AND PRESENT GLIENTS 
FURNITURE _ "FINGER TIP CONTROL" 
Half the price of new ‘i 


—and twice as good ! 











Largest stock in England — including 
Desks, Filing Cabinets (Wood and 
Steel), Plan Cabinets, Safes, Type- 





writers Adding Machines. etc.. etc Here is a useful and practical publicity feature which will give you 
j r * goodwill at unusually low cost. 

; Its value to you lies in its ability to keep your name and product 

Send particulars of your require ments permanently before the customer, while its low cost allows economi- 


cal d'stribut'on to thousands of your clients, forming an advertising 

campvign in itself. 

Its value to the user is that it allows of instant reference to lists of 
Office Equipment Co. names, addresses, prices, formulas and other data; provides space 

for 1380 "phone numbers. 

It springs open at a touch to any letter. 


113 HIGH HOLBORN, LONDON, W.C.I Real silver finish, with rubber feet, 
(Opposite Holborn Tube Station). Plone : HOLborn 8235 È 2564 Price 5/- each. Large reduction for quantities 


and 7% VICTORIA STREET, S.W.I Manufactured by MAGOWAN & CO. LTD. 


8 STATIONERS’ HALL COURT, LONDON, E.C4 
City 4056 












REDS of the nation’ s 
usine iss organizations 
ow using “ALACRA, the 
y of continuous form 






ing. Their experiences 
prove these important econ- 
omies = 

A ad oe . 
1. Lower Record-Writing Costs 
2. Definite Time Savings 
3. Greater Output With. Less ratios 


> 


Sa Phy 4. Better Quality of Work 
s ALACRA business forms are distinctive 
E- in quality, appearance and precision of 
A. printing. They are used for invoices, pur- 
j: f chase orders, receiving, production and 
Rt shipping forms—'n fact, for all multiple copy | 
am records made on typewriters, billing, account- 
eZ ing, tabulating machines, andteieprinters. Also =, 
1g for any type of handwritten business form used. . 
A in conjunction with ALACRA Registrators. The 
b, ALACRA Business. Form 


man in your locality willbe — 
glad to bring you the infers, 
esting details. Write ! : 
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RETARY 

ORGETS ! 

| anned pages — 

100 articular place —* a an 
every item © impor tie — 


a flic 
man’s * crow or many 





finds any All-Time Secretary 
Temembersf The r and ever. 









@ NO TIME LIKE THE PRESENT— 

e NO PRESENT LIKE 

THE TIME! 

ONE BRAMAH 

: ies MASTER KEY 

can replace your entire bunch 
9 











(illustration shows key with 
high-grade Swiss watch) 


BRAMAH "cunts 










BRIDGE HOUSE 
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O Phenonitnel Acceptance O 


0 * ALA CRA . 


ALAC RA 


Regd. Trade-mark 
SUPPLIED ONLY BY 


SMITH & SON, L'o. O 


= © BUSINESS FORMS DEPARTMENT 


LAMBETH. LONDON, S.E. 


STRAND HOUSE, PORTUGAL ST, LONDON, wi 


FOR EVERY MAN 





lasses of 
t the many € 
manent record which you can 
Csi time Secretary arei- 
e 


he All 

keep TENTS —— 
NSURANSN | PASSPORTS 
EMPLOYM NT BANI | 

BIRTHDAYS nee 

BI ARRIAGES LOANS is 
CHILDREN SERVAN cans 
ANNIVERSARIES 5 Rath NTS s 
COPIES OR RING PAYMENTS etc., etc 
iss LIFETIME ! 


Rich tan graine 


an 
Gold blocked —— ge 15/6. 


& state initials 
required in CAPITALS. 


Mark envelope «Gift Dept.’ 


G (70 4RoseNAD CRESCENT 
LONDON.’ 


A FREE SERVICE 


Subscribers are entitled to free advice on 
any problem — in their own businesses 
under the following heads : 












Whitefriars House, Tallis Street, E.C.4 





— 










Management (budget- Transport {internal - 
ing, costing, statistics, and external, costing, 
stocks, personnel con- maintenance, etc). 
trol, ete.), 
Office Cauipment (the Lighting (to reduce 
‘ ee costs and increase 
us: of every kind of ficiency 
appliance, system and efhcrency). 
method), d 
i Insurance (business 
Machine Acctg. (any and personal cover, 
special problems) Factory Act, ete.). 
Service Department 
BUSINESS 
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features of these types of machines 
could be utilized for the National Regis- 
ter because of the apparent necessity for 
de-centralization and the lack of need 
for tabulation. 

Business, therefore, can indicate what 
should be done and how it can most 
economically and effectively be done. 

In short, modern business methods 
would be applied, and *that high 
standard of order and procedure which 
is the hall mark of the successful busi- 
ness undertaking of to-day would fulfil 
our national need so that ‘‘gearing-up”' 
from peace to war would be a simple, 
effortless, and frictionless operation. 


Better NEWS Campaigns 
Would Boost Wool Sales 


NE of the outstanding features of 
0 Woman's Fair, recently held 

at Olympia, was the successful 
stage it provided for publicizing dress 
and textile materials generally. 

Textile interests in this country, with 
the exception perhaps of the rayon 
section, are not, however, utilizing any- 
thing like the full scope of sales promo- 
tion ideas that are open to them. 

Take, for example, the ‘“‘nbbon 
weeks” and the ‘‘velvet weeks’’ so 
successfully popularized in the United 


States, mainly by the use of skilfully 
planned news campaigns in a wide 


range of newspapers and magazines. 

The sales of these products have been 
increased enormously by well-handled 
propaganda of that kind. 

In Britain, wool is a product that 
offers an even better story, particularly 
just at this time of the year. Such 
great technical and style advances have 
been made by the woollen manufac- 
turers that their story is well worth the 
best schemes of specialized editorial 
propaganda: that is news, as rigidly 
distinct from mere puffs. 


SRUSTWORTHINESS in financial 
matters can be covered by insurance. 

But trustworthiness in the matter of get- 
ting work done to the highest standards is 
often more important. You cannot buy 
‘‘cover’’ for this. You can secure it only 


by patient selection and by careful nurtur- 
ing and encouragement from that point 
onwards, 













ENU 
PENCILS 


VENUS PENCILS are 
incomparably smooth and 
— Pe gar 

of quality never varies. 


MADE IN ENGLAND 
KNOWN THROUGHOUT THE WORLD 


If you will state the nature of 
your work and choose tico 
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Minds Its A.R.P.’s, Too 


front-line warfare to the factory 

back-door and shock troops are 
overtime workers, there is a new con- 
sideration in factory building for every 
board of directors to-day—A.R.P. It 
must be part of any planned factory 
now. Every manufacturer, from the 
one-man workshop to the international 
combine, is ‘‘in the army now’’ (defence 
division at least). 


N ion the aeroplane has brought 


Floor Carries Sandbagging of 
200 lbs. Per Sq. Ft. 


That being so, look over one of the 
first of British factories constructed 
with A.R.P. in mind. It has been 
built by W. J. Bush & Co., Ltd., 
London, famous manufacturers of 
fruit flavours. The basement is gas- 
proof; the new building will make an 
ideal casualty clearing centre; the roof 
and concrete floors are a foot thick and 
can carry sandbagging up to 200 lb. per 
sq. ft.; there is an ambulance-room, 
bath, showers, etc. 

Such “‘precautions,’’ 


however, have 





in no way interfered with the indus- 
trial efficiency of the building. The 
prime object has been, of course, to 
build a factory that is a model in up- 
to-date time- and labour-saving design 


and layout. That result has been 
obtained. 

For proof, let us make an inspec- 
tion tour of the factory and offices. 
There arg many ideas and features 
which are of interest and could be 


adapted with success by other manu- 
“The buildin 
g æn be readily washed 


By C. Be DAY 
From an Interview With 
W. J. BUSH & CoO., LTD. 


and kept clean. Walls are constructed 
of washable materials; the factory is 
supplied with washed and filtered air. 
Sharp corners and closed -drains have 
been avoided. All entrances and exits 
are above ground level to avoid dust 
and dirt being carried or blown into 
the building; doorways are air-locked. 

The factory is divided into five main 
parts: (1) cold storage basement, (2) 
main factory hall, (3) packing room, 
(4) workmen's accommodation, (5) con- 
trol laboratory and offices; and ambu- 
lance room. 

As rooms in which fruit is handled 
should be cool, those used for manu- 
facturing face north, with east and 
west windows. The laboratory, offices 
and workmen's quarters are at the 
south end. 

The building has a flat roof, of mate- 


Laboratory (top) is fronted 
with gallery which enables con- 
trol staff constantly to overlook 
factory work. This implements 
policy of laboratory tests and 
control of every stage of manu- 
facture, ensures good works 
management 


Factory (bottom) ts planned for 
flexibility in plant layout. 
Illustration shows: (1) most 
equipment ts mobile, therefore 
can easily be set up to meet 
changing production needs ; 
(2) ducting forms an elevated 
gangway, making access to ser- 
vice pipes easy ; (3) windows 
of glass bricks transmit a high 
proportion of light with mini- 
mum of heat transference 


rials similar to those of the main floor; 
additional floors identical in type may 
be added as the occasion arises. Win- 
dows in the main building are of glass 
bricks, which transmit a high propor- 
tion of light with minimum of heat 
transference. 

The cold storage basement is lined 
with asphalt. It can be considered as 
an entirely water-tight tank, lined with 
brick to a thickness of 27 inches. The 
inside brick has high insulating pro- 
perties. 

The floor of the main factory is 


Here’s a New ‘Flow Production’ 


Factory that 





screeded andl 
These tiles are 


covered with 


asphalt, 
finished in red tiles. 
surrounded by a white porcelain gutter 


washing water. The 
gutter is open,. which stops accumula- 
tion of fermentable material. “The, out 
lets are continuously disintected. 

The lower half of the walls is covered 
with white glazed tiles. These are easy 
to keep clean. Surrounding the upper 
half on three sides are the air duct and 
general service pipes. The ducting is 
placed to form an elevated gangway 
round the building. It ıs, therefore, 
easy to get at any Service pipe 

Service pipes, consisting of steam, 
water, return «water, vacuum, com- 
pressed air and electricity, are provided 
with outlets at various points around 
the room. This simplifies rearrange- 
ment of plant r 


to carry away’ 


whenever necessary. 
Such provision, combined with the fact 
that most equipment ts motile, makes 
for very flexible working. 

Sterile filtered products aye conveyed 
from the main hall through openings 
in the wall into the packing room. 

From a factory such as thus the aim 
is to send out products free from yeast 
and bacterial contamination. The per- 
sonnel therefore are provided with 
special clothes and given every facility 
for personal cleanliness. For instance, 
a shower-bath and a tiled dressing-room 
are provided. All the men engaged im 
the factory are medically examined at 
intervals. 

At every stage, from raw materials 
to finished products, control is main- 
tained by strict laboratory tests. The 
laboratory is, therefore, fronted with a 
gallery, so that the control staf may 
constantly overlook factory work. 


Gas-Proof Basement Provides 
First-Class Shelter 


In the event of hostilities the building 
would be used to accommodate the 
staff. The basement is as near gas- 
proof as it is possible to construct. The 
ammonia could be drained out of the 


refrigerator plant and the expansion: 


coils connected with the water sapply. 
This would afford means of keeping the 
basement cool and fit for human 
habitation. 

The floor óf the basement is two feet 
above that of adjacent buildings, thus 
reducing risk of flooding from burst 
water-mains, ¢tc. The ground floor 
would make an ideal casualty clearing- 
station; fhe laboratory and offices could 
be occupied by doctors and staff, since 
bath and all conveniences are provided. 
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Kre Your Factory Floors 


‘Covered’ Against 
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Excessive Costs 


LOORS are a factor in efficient 
F production yet their effects are fre- 
quently overlooked or under- 
estimated. This is true under most 
factory conditions, especially as mod- 
ern methods of production make a much 
heavier démand on floors as compared 
with that of a decade or more ago. 
Internal transport provides ‘an in- 
stance of this. To-day, trucking of 
every kind’ is in general use. Heavier 
loads are being carried at faster speeds 
and more frequently; there is a greater 
volume of traffic. All this means that 
many floors, built years ago, are no 
longer capable of standing up,, to 
to-day’s wear and strain. They de- 


teriorate, crack, hecome potholed. The » 
trucks and other transport equipment 


Passing over them all day long are, 
therefore, 
‘stresses and strains; Repair bills 
mount; the life of vehicles is shortened; 
the cost of transport is increased 
considerably. 


These ‘Concealed’ Costs are Some- 
times Heavy 


Over a short period the effects are 
not always easily perceived. Nonethe- 


subjected to» unnecessary — 
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i Efficient flooring is a factor 
-influencing profit and loss 
account, a point overlo pod 
by many firms, Every 
. _ should be subject to satini l 
"a` check-up, even modern, al> 
most indestructible floors such s 
as illustrated here 


Amoñg the various excellent types 
of flooring materials available to-day 
there is, for instance, a new combina- 
tion of concrete and steel flooring on 
the market. This product is made for 
a number of different kinds of flooring 
requirements, There is one type for 


dock and wharf flooring; there are steel 


less, in the course of a year the ‘in- . 


creased costs are substantial. 

This cost factor about floors is 
obvious. There are others, too, which, 
though not so apparent, are important, 
The question of fatigue, for example, is 
involved. Men pushing or hauling 
trucks over bad surfaces use up more 
energy in their job than they do when 
operating over good surfaces. They 
get fatigued more quickly, Not only 
is this detrimental to health but it 
leads to more accidents, carelessness, 
misunderstandings and so on. All 
these are against efficiency and con- 
tribute to rising costs. 

There is, too, the factor of cleanli- 
ness to consider. <A deteriorated floor 
is usually unavoidably dirtier’ than a 
sound floor. Dust gathers in cracks 
and potholes; it flies up and settles on 
goods, machinery and people. Unim- 
portant as this may seem, the dust is 
harinful. It can affect the vigour and 
liveliness of the staff; it can soil goods 
and induce extra wear on any kind of 
machine. 

One of the most noticeable points 
about new factories is the thought and 
attention given to flooring. Concrete, 
steel, rubber, tile, wood, and many 
other materials are being used effec- 
tively, sometimes by themselves, some- 
times in combination. 
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floors of factories, warehouses, 


clàd flags and anchor steel plates for 
etc. 
The flags are made of compressed 
concrete with a special steel face. 
They. are supplied in one overall size, 
about 12 by 12 in. and in two thick- 
nesses—1.3/160 in. and 2 in. They are 
dustless, practically impervious to oil 
and water and resist abrasive wear. 
Anchor steel plates are stampings 
made from 10 gauge steel and are of 
overall size similar to the flags. Each 
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plate is bent at the sides to a depth of 
§ in. On surface and sides 53 lips are 
stamped out and these form anchors 
going in eight different directions. 
Thus when laid the plates are securely 
anchored to the concrete bedding 
material and an immovable, all-steel 
floor is provided, 

There may, of course, be certain 
reasons why you need some specialized 
type of flooring. If that is the case 
you would obviously keep a check on 
the condition of your floors. But in 
most instances, especially where a firm 
occupies an old building, there is no 
periodic check. That is a mistake. 
Just as you check up machines, light- 
ing efficiency, sales systems, labour 
organization and so on, so should the 
condition of floors be checked. 





Executives Are Guided In 
A.R.P. Plans By An Expert 


O realize the significance of A.R.P. 
| work in factory and office it is 
necessary to understand the coun- 
try-wide problems involved. Unless this 
is so there is danger that firms will make 
grave mistakes in building up A.R.P. 
organization. In particular it should 
be the job of all top executives to 
look at the problem from a wider view- 
point than that which directly con- 
cerns the wellbeing of their companies 
and staffs. 

For that reason executives should 
study other than official publications on 
the subject. A good start could be made 
by reading A.R.P., by J. B. S. Haldane, 


— — 


F.R.S. (Victor Gollancz, Ltd., 7s. 6d.). 
Mr. Haldane needs no introduction as a 
scientist and as an authority on A. RP. 

Although the book is written ‘‘for the 
ordinary citizen,’’ there is no doubt it 
is a work of value to business men. In 
it there is plenty of criticism of the Goy- 
ernment’s A.R.P. schemes; but it is 
constructive criticism. The author 
gives a detailed scheme of complete pro- 
tection, of what should be done to get 
workable A.R.P. organization. Much 
of what he said against th? existing 
A.R.P. plans has been proved in the re- 
cent crisis, which shows that his criti- 
cisms are just. e 
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CS PLANNED FACTORY ` 


Every month, increasing numbers of Manufacturers 

are changing to C. S. PLANNED FACTORIES. These 

scientifically designed buildings, like the one shown above 

that we recently erected for Messrs. John Bell, Hills & Lucas 

Ltd., the Manufacturing Chemists, are as much a part of the 

manufacturing process as the plant within them. Production facilities 

are planned to the last inch, making possible new high speeds of out- 

put and reducing overheads to a minimum. The Complete Service that goes 

with C. S. Factories takes care of all those complicated details connected with 
site selection and dealings with local authorities. If you are considering changing 


to new premises you too might find C. S. ideas helpful; building suggestions and 





estimates will gladly be submitted without obligation. 
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Too often the business man’s family 
has to face a forced sale of some 
of the property to meet the 
demand of death duties levied 
on small as well as large estates. 
This increases the losses. As 
described here, the heirs can be 
completely relieved of this burden 
of duties as well as of all fear of 
a forced sale. 


e 

Every business man’s affairs are 
different, and while it is easy to 
make provision as outlined here, 

all the circumstances have to be 

RA considered carefully by an expert 
ms if the best individual policy is to 
r; be drawn up. The charges of 

| different insurance companies 
— vary greatly for this kind of 
| -= cover. It is the work of the 
independent expert, therefore, to 
pick the most profitable market. 


any reader of BUSINESS 
would like information on his 
own case, please send details 
of the amount of Estate Duty 
Pere for which you think you are 
= liable, together with exact 

— date of birth, and expert 
advice will be sent you— 
without cost or obligation. 
Address your inquiry to 
BUSINESS Insurance Con- 
sultant, c/o The Editor, 
friars House, Tallis St., 


the inevitable time when he must 
pass on from this world. But to 
DE the business man who, by his industry, 
J gets together a certain amount of 
OR portant the point is highly 
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in cash and, say, a small shop, estate 
duty will take its claim. So do not be 
under the delusion that only the big 
estate is liable. 

Estate duty is levied on the capital 
value of all property, real and per- 
sonal, which passes at death In 
addition, legacy and succession duties 
have to be paid. 

The affairs of most — men, 
however, are more or less “tied up,” 
so there is always the danger that, in 
the event of sudden emergency, a 
forced sale of the estate might have to 
be made by the heirs in order to meet 
the duties. 

In such event the losses are generally 
catastrophic. 

Estate duty forms a First Charge, and 
must be paid before legal possession of 
the estate can be obtained. And the 
State charges interest at 3 per cent 
from the date of death while the 
estate duty remains unpaid. 


How to Make Your 
Provisions Now 


Thé best and most economical way 
of meeting this heavy taxation burden 
is by Life Assurance. 

This method spreads the cost over a 
period of years by means of a nominal 
annual payment. It would take many 
years of saving to accumulate the large 
amount required, and even then, in case 
of early death, the full amount would 


not be forthcoming. Life Assurance, 
however, provides the necessary 
amount at any time it may be 


It is really the logical way 
of making provision—the happening 


or the same event causes both policy 
= moneys and death duties to become pay-and/or children. 


Advance, By Instalments 


By “BUSINESS” INSURANCE CONSULTANT 


able and they “automatically cancel one 
another out. Absence of Assurance 
almost invariably means a forced sale, 
which in turn means a loss. 

The policies effected to pay off estate 


-duties should be ear-marked specially 


for that particular purpose and no 
other. This avoids any confusion with 
other policies which may be taken out 
for such purposes as protection for 
dependants, pension for old age, or 
educational benefit for children. 


Payment Can be Direct to 
Inland Revenue 


This is quite easy to arrange 
policy can contain a clause wey 
the insurance company will pay direct 
to the revenue authorities the full 
policy values, or as much as may be 
necessary for payment of the duties, 
without waiting for probate or letters 
of administration and without in any 
way affecting the rights of the policy- 
holder during life. 


Here is an Important Point: 
Aggregation 

In the case of large estates, to effect 
a life policy in the normal way may so 
increase the total value of the estate 
as to make it liable to a much higher 
rate of duty. But this may be 
avoided by effecting the policy under 
the Married Women’s Property Act, 
1882. 

A policy taken out in this way must 
never have belonged to the deceased, 
neither must he have had any interest 
in it. It must have been all the time 
for the absolute benefit of a wife 
By this means estate 


This is The Present Scale of Estate Duties 
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You can’t afford © guess 
at lighting vatues you 
must measure light. The 
Weston Model E703 
Lightometer enables you 
to check interior illumina- 
tion ata glance. Accurate 
and reliable, this imexpen- 
sive pocket size instrument 
is as easy to read as a 
watch. Fts scale is marked both in foot candles and with 
the correct lighting values needed for various locations and 
types of work. It is supplied to give readings of 0-50/0-500 
F.C, or alternatively 0-50/0-250 F.C. Please write for details. 


or as required. Many models in vario 


MODEL E703 forms—trolley, wall-fixing, etc. From 50 


4 ge j Hi ł O M D * D R (U.K. only). Pat. home and abroad 
a a a R te > Sole Makers 


HERBERT TERRY & SONS LTD., 


WESTON ELECTRICAL INSTRUMENT CO. LTD., E EE —— 


CAMBRIDGE ROAD, ENFIELD, MIDDLESEX. Birmingham : 210 Corporation 
‘Phone: Enfield 34 Gline). 8 $§ JATT SEND THIS ee 


Please send particulars of Anglepois: 


‘Grams: Pivoted, Enfield. 
eg fi HERBERT TERRY & SONS LTD., REDDITCH 








Designed for correct lighting—comfort in 
office, f. ctory, studio, home, etc NO 
fiddling nuts to tighten or catch fingers 
Move it sideways, slantwise, upside dow! 
—all the time it throws a powerful beam 
of light—making a 25-watt bulb work like 
a 60—this means a big saving in light bills | 





Chromium-plated arms, solid base 
less TERRY SPRINGS. Base and shade in 


pleasing ‘‘Krinkle” enamel. In charming 
colours—red, green, orange, blue 




























How PLANNED Machinery— 


Guarding will 





benefit YOU 





The perplexing problem of — —— can now be solved 


not only to 
also economically. 


Realizing that it is desirable while co 
tions, to provide machinery-guarding 


mplying with Factory Act specifica- 


ive 100% satisfaction of Home Office requirements but | 


will not encroach on valuable 


floor-space, Procter Bros. Ltd. have evolved a system combining both 


these cssential factors. 


Backed by years and years of practical experience in making machinery- 
safeguarding equipment to meet the peculiar needs of hundreds of 


industries, we are able to plan installations for any plant, at a minimum 
cost. Whether it is necessary to wireguard a simple electric motor, or 
to fence a number of prime-movers, it will pay you to let our expert 
advise you on your problems and point out where you can obviate 


unnecessary expense or waste. 


Procter Bros. (WIREWORKS) Ltd. 








CALL LANE LEEDS 





BY THIS METHOD YOU CAN 
COMPLY WITH THE REQUIRE- 
MENTS OF THE FACTORY 
ACT, ALSO A.R.P. LIGHTING 
PRECAUTIONS, AND AT THE 
SAME TIME SAVE ON YOUR 
LIGHTING BILL. 


LOCALITE TYPE 


MADE IN ENGLAND 


20'- each 


- The “Localite’’ Arm directs concentra- 


ted light on the job in hand from any 
desired angle. Nolightis wasted, so that 
maximum kilowatt demand and cur- 
rentconsumption are definitely lowered 


WALTER GRAFTON & SON LTD. 


DEPT. 13b. LONDON, S.E.9 
Phone : Eltham 2121! (5 lines) 





GOING TO TURN OVER 


NEW LEAVES IN 1939? 


Or are you going to keep on turning 
over ‘‘dead’’ leaves in cumbersome 
old-fashioned bound books and ledgers? 


ROBIN Looseleaf Books—the up-to- 
date, economical, extra-easy record 
keeping method—are saving time and 
trouble in scores of businesses. Would 
you like to try one on a week's 
approval? 


SPECIAL OFFER 
Robin book size 5” x 8", comprising 
looseleaf binder bound full maroon 
buckram, A—Z index, and 200 leaves 
(state whether feint, cash, or double 
ledger ruling required) 


or bound full pigskin wo IZ) 


J. W. RUDDOCK & SONS 
Looseleaf Book Manufacturers 


LINCOLN 
andat 3 Old Jewry LONDON, E.C.2 
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duty is allowed to be charged only on 
the individual amounts at the gradu- 
ated rate for that separate estate. 

Take, for example, an estate of 
£100,000 liable to duty at 20 per cent, 
The policy for £20,000 required for the 
duty would, if added to the estate, give 
a total of {120,000 and the fotal would 
be then liable to duty at 22 per cent. 
The policy, however, could be arranged 
under the Married Women's Property 
Act, so that it would be considered as 
a sepirate estate liable to duty at only 
8&8 per cent, whilst the main estate 
would remain unaffected and be liable 
as onginally to 20 per cent duty. 


Getting the State to Meet 
14%, of the Cost 

According to present regulations a 
rebate of income tax up to one-half the 
standard rate, 1.e., 2s. od. in the £, is 
allowed within certain limitations in 
respect of premiums payable on life 
assurance policies. This is almost 14 
per cent. In effect, therefore, in the 
case of those who use life assurance to 
provide for the payment of their estate 
duties, the State contributes 14 per cent 
towards the cost of the duties. 

Here is an example: A man aged 45 
next birthday has considerable property 
consisting of land, buildings, and securi- 
ties, and he knows that at his decease 
there will be estate duty to. be paid of 
about 10,000. Two alternatives are 
open to him; 

(1) He can leave his heirs to be 
faced. with a forced sale and its 
attendant risk of a loss, quite apart 
from the inevitable shrinkage of the 
estate, or 

(2) He can arrange a death duty 
policy of £10,000 for an annual 
premium of {270 (or say £23 1s. 6d. 
monthly by banker's order), off 
which he can claim income tax re- 
bate at 2s. od in the /, say £37— 
making the net annual cost /233. 

The insurance company undertakes 
that, on his death, they will pay the 
full amount of {10,000 direct to the 
revenue authorities without waiting 
for any grant of probate 

The advantage of this protection 
must be obvious. It is easy to 
arrange by regular savings out of in 
come and no forced or other 
difheulty can arise. 
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Leabank Chairs 
preserve the natu- 
ral upright posture 
that Is healthiest 
and therefore most 
efficient for work- 
ers of both sexes. 
Models include 
low-priced factory 
series. 
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MANY FACTORY MMM, Mat: al fn aa 
AND OFFI 


CE LEABANK CHAIRS LTD. 
MODELS 


Write for free "st 






I3 Imperial Buildings, 
56Kingsway, London, VW.C.2 
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| new axe an “edge” over the | — settled canditi 
old ‘types (1) handle is insulated to | | ttied conditions 
withstand © minimum shock of 20,000 | | imperative that any new n 
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bottom end, therefore handle. 10¢ | | . Since 1931 more 

T "and 200. factory € 


Although - fewer textile 
bon-textile factories. . 


3. Over 200 idle t mills have been 
factories for other products. 


Sound-Proof Partitions {. Employment for more than. 25,000 work people 
| ae | 3 provided by enterprise duced by «he | 


(Continued jrom page 19) Industrial Dev clopmen 


water Tunning eneath the partition Wein re eur allie ee Gs , a ee ae ee 
— he other. thasa sectional ou are cordially invited to. è the facts and facilities f 
jet stripping under the | yourself. * i 
O K hich provides a good water- n a, E a a 
ue tight’ ‘en E ar Inquiries for information ane 
Four diff erent. pes of partitions are locations are welcomed and tre 
manufactured, - popular is type : 
D-—1iġ witi lated flush panels 
12 in. thick Ided posts and 
cornices. The © table for a 
variety of purpose ns are carried 
in stock for immediate delivery. Glass or 
steel panels are optional and the partition 
is available either ceiling or cornice height. 
Type K is fall ceiling-height with com- 
pletely concealed _ posts and 3in. thick | 
insulated panels. Type M has visible posts; |} 
“presents a flush wall appearance, and has 
3 in, thick insulated panels. Type R is an 
economically priced factory. partition with 
panels and fillers of st AB ckness steel 
: (no insulation) and H able either 
ceiling or cornice-heigh: $ - 
„Al partitions (except, 
nd- insulated — 


dressing cubicles, lava k * s, — Write for illustrated list No. 29/V105 to the VALOR CO. LTD., 
aires’ and — ices; etc. Being Birmingham: Bromford, Erdington. — 120 Victoria — 8. J 
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AN INFALLIBL - CHECK ON TIME } 
“THE NATIONAL TIME CONTROL SYST 
ORDINARY RECORDING SYSTEMS, PORTA 
RECORDERS, TIME SAVERS, MASTER CONTROL 


NATIONAL TIME RECORDER Co., 


of partitions. TL il GOA AQ. INAS. STREET, ST AMFORD 


N Company. 20 
a London, S. WwW 
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So per cent of — ight that falls on it, windows, etc., are considered as black 
while sea-green, which is a popular walls when calculating a lighting layr | 
choice for office walls, reflects less than out. | 
40 per cent. | < Many offices dad works would betiefit 

I have often visited. factories where in bard cash-if they were to fit light. 
the walls are painted: in two colours—~...coloured roller blinds to their windows 
the upper part white or cream and the -and so stop the transmission of light — 
lower in a darker ur; maybe green: from inside to outside. The most suit- 
or blue. — able blinds are those of a colour having 

In these instances much of the a high reflection value <A» cream- 
reflected light is lost. Light that “coloured blind will reflect many mo 
would. otherwise help to soften: times the amount of light than a green 
shadows and add to the illumination nd will. | 
on any adjacent. g gways is simply 
absorbed by. the dark colour of a 
lower part of the walls. This is” 




























No Bias in The Selection 
of Fittings 


| hen these and other similar con- 
_ siderations have «been reviewed the 
“dighting engineer can decide on the 
positioning of the electrical points and 
the types of fittings to be used. | 
“Jt should be remembered that an 
ependent lighting organization has 
entire. ‘market from which to choose 
Bi: 18 not restricted to any one 





In addition to co ributing fo the ` 
total illumination available, a white 
wall will reduce glare by contrast. 7 
To realize this it à is — necessary to 











a d “then, for comparison, — 
a ight “surface. So long as the match: 
ds the only light in the room it wi 
yuse more glare and. much less illumi 
nation when in front of the dark sur- 
-face and less glare and more illumina- 
tion when it is held against the light 
surface, although the light output of 
the match is unaltered. $ 


Į te l accompanying a 
Fig. y is of a director's office in which 
was installed a highly efficient fitting, 
but of the wrong type for the room. 
The manufacturer's representative who 
: . gold this fitting selected the best one 
These Ligh osses + Can þe his firm produced, but the efficiency of 
Rei uced his selection was misapplied... 
Syke Fig. 2 shows the same room and the 
Again, windows ‘and glass partitions, result of a proper application of light. 
fanlights and laylights, while helping Both pictures are time exposures. 
greatly in the provision of natural light, There is no “touching up,’ so the 
are a source of big loss at night unless results are truly comparable. Notice 
great care is taken T the harsh shadow under the telephone 
Because light which falls’on a glass in Fig. r and how in Fig. 2 this shadow 
surface is transmitted and not reflected, has been eliminated. 


-FREE ADVICE 












on ———— and/or Factory Lighting 


A Check- -upi on your present lighting may show where money- 
saving improvements ould be made... 


“BUSINESS” LIGHTING BUREAU! 


exists to give readers this free service. At your request an 
independent, qualified lighting surveyor’ will call, examine your 
entire lighting system and submit his recommendations : 














Alternatively, if you write, giving all the relevant details you | 
can, the Bureau will give you free advice by correspondence 


i. The Bureau has no tie-up with manufacturers of electrical appliances ; its 
advice is therefore unbiased. Direct correspondence to ‘BUSINESS’ 
Lighting Bureau, c/o The Editor, Whitefriars House, Tallis St, E.C.g. 


3. While this Service is free, cost of travelling must. “necessarily Pe charged 
where the — travels beyond 10 miles: of Charing aad ee 
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Facts Prove a Grad 


OVEMBER has answered most 
No the questions raised by Octo- 
7 ber, most of them to the benefit 
of British business. The government 
order is ‘Business as usual.’’ There is 
to be no mobilization of industry for the 
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a . 
arms fpeed-up; no Ministry of Supply 
is to hamper anybody with priority 
orders. The Anglo-American treaty is 
at last si _Eyen more important, 
the American revival has finally mate- 
rialized. The financial genius of M. 
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ual Revival is Beginning 









~ 


By 
Cecil Chisholm, M.A. 


Reynaud promises to avoid that French 
debacle which would have been a dis- 
aster to Europe. 

Surely this is the best batch of news 
we have enjoyed this year. But less 
reassuring is the new German strategy 
of loan and barter which is emerging 
in every capital visited by the zestful 
salesman, Herr Funk. 

There remains the question of next 
year’s income tax. The government’s 
vague generalizations to not preclude 
an increase still leaves us completely in 
the air on that subject. On Monday 
last The Times made its own plea for 
a clear Government lead on the subject. 
Perhaps the voice of The Times will 
penetrate to Downing Street. For the 
sake of business one hopes so. 


Is Big Kick Coming 
To Big Business ? 


HE government's refusal to act 

drastically on the supply of arms 
pleases many business men. But is this 
complaisance justified? The leaders of 
the F.B.I. have got what they wanted + 
a committee of business men will advise 
the government. This is to the good; 
but it means, incidentally, that in any 
failure of production in any new crisis, 
business, and big business in particular, 
may be the scapegoat. Further, the 
failure to institute a Ministry of Supply, 
in the face of the advice of the experts, 
has left a feeling of anxiety and ten- 
sion in the public mind. This is re- 
flected not merely in Throgmorton 
Street and in popular newspapers but 
in order books. 


This Air Fleet 
May Never Fly 


HE Premier may have acted wisely 

in refusing a Ministry of Supply. 
Conceivably 6,000 first-line ‘planes and 
a fleet of 35,000 fighting machines can 
be produced in two or three years with- 
out unified control, but all the evidence 
of the last war is against it. The six- 
months’ inconvenience caused by bring- 
ing an efficient supply control into oper- 
ation may prove an expensive economy. 
Four ministries will be convened, in- 
stead of one; the expert job, both of 
co-ordinating the work and of installing 
mass-production control, will be done 
largely by civil servants. But it really 
requires trained business administrators, 
as the Ministry of Munitions proved. 
One small part-time committee may 
provide a useful excuse for the Minis- 
tries, because it will hardly organize the 
biggest mass-production jog ever at- 
tempted in this country 
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Uncle Sam Cuts Down l 
MASTER INDEX 


Several Percentages 


ITH the Anglo-American treaty 
we are on safer ground. It is true 


that we import from more than twice BUSINESS REGIONAL 


what we export to, U.S.A. It is true 
als that in the past quarter Eire ACTIVITY INDICES 
bought as much from us as the United 
tates. The point is that no market 
s capable of as great expansion as is 
he American. In 1936 we exported 
£49,000,000 of goods to that country, 
{17,000,000 duty free. The new agree- 
ment gives a reduction of 40 per cent 
or more on £3,400,000 of these goods, 
of 30 to 40 per cent on 3,600,000 
forth, of 20 to 30 per cent on 
2,600,000 worth and cf under 20 per 
nt on only £1,409,000. These are 
nuine concessions. 

No less important is the maintenance 
of the whisky duty at the reduced rate 
of 50 per cent, for whisky is our largest 
‘xport to America, 1936 sales reaching 
{5,000,000. 
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hanks To Youngsters, 
Mother’s ‘Doing Well’ 


HE reduction of duties on many 
classes of cotton goods to 30 per 
‘ent will, at least, help Lancashire a 
ittle. The big reductions on woollen 
ods will definitely do good to York- 
ire. Small industries up and down 
e country will benefit from the many 
ther reductions and stabilizations. We 
ave to thank both Canada and Aus- 
Mralia for assisting so courageously in 
Rhe loosening of trade barriers. 
The treaty comes at a happy 
noment, for at last the American re- 
wival is on a solid basis. Thanks to Trt ie on re 
he Federal Housing Act which in- 
creased mortgages on new houses from 
Bo per cent to 90 per cent, to the Tax 
Act which rescinded the prohibitive 
leadly tax on reserves, to the spending 
programme which is getting into swing, 
American business has been improving 
nore or less steadily now for five 
months. At last the private builder is 
t work again; motor production is 
main reaching 100,000 cars per week; | | 
ail sales are up. In fact, American —— — — 
ustry is on its feet again. 


ll Work, No Profit, 
No Good To Sam 
HE only fly in the ointment is the 
lack of profits; profitless prosperity 
gain becoming a catchword Al. 
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Reading the Indices 


or these new indices the average business activity 
each area during 1985 is taken as the base {=100) 
e indices are given by months, 


Note: the exceptionally steep rise in the index for 
idjands and Wales is due to unusually heavy bailding i Jy y 
tivity throughont the area, especially with regard to i y . : w 
mstruction under the shadow factories scheme. This 
wh regional figure naturally pushes up the leve of the 


cu TEST YOUR ADVERTISING ECONOMICALLY 
IN A PROVED TEST MEDIUM 
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LMOST overnight France has been 
(a A month ago M. Daladier 

to be planless and purposeless. 
ter five days of intensive study, 
Reynaud has pr oduced the most 
f analysis of a state’s finances 
penned. He proposes to save 
če from bankruptcy by loosening 
0th. prices and credit. At the same 
ime the doctrinaire application of the 
4p-hour week of five days is to be modi- 
‘fied by allowing overtime and various 
spreads of hOurs. It is > inconceivable 





































TIHE boys were chipping 
Columbus about his pro- 
d West to East trip, telling 
ie’ world was flat. So 
s said: “Now listen, 
wre all so ready to say 
‘imp sible, r w bet a 





367 not 
one of the’ “lads wala — i So 
Columbus, just broke the shell 
lightly at the end to form a 


‘Jt is to be hoped that at the last 
moment. French 
— M. ere to — his plan into 
"OF 3) to revitalize - , 


for 12 years, remains to be seen. 





























agic problem. 
| 2 per cent tax on all wa 
comes, oand remuneratons, with 
leductigns, is a dragonian degree 
‘rencifmen, despite the relatively 
ent 30 per cent increase in income 





common sense ] 














years is Rac peas in — C 
proves that, as I suggested las 
Germany means to have every 
of the cakes available to her in 
Eastern Europe. 

Whether Bulgaria will ac cept. 
offer, with its su ggestion of prices fis 





any case, it seems likely that she will 
go far to meet it.” However, it should 
be remembered that South-Eastern 
Europe was Germany's particular 
foreign trade empire before the war. 
She has always done a great deal of 
her ex-allies’ business. 





If you have a marketing problem to solve consult the marketing experts 
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and perhaps eventually Near Eastern { 
technique. A 


power. of these particular areas, will 
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6, 000,000 to Turkey 
purchase óf wheat , 
ggests that unilateral E 
d out of our foreign 
me. Meanwhile, the 
profits from this new. 
adding a. £12,000,000. 0) 
an to a £16, o00,000 British 
; ‘pocketing impressive politi-~ 
cal: concessions from: France. — 
We may expect a tremendous { 
struggle for South-Eastern, Balkan, 
















business under the new totalitarian 
This new contest, if it 


succeeds, in increasing the purchasing 







fit everybody. 
ving gn the power of the new 
nto wotk during the past few 
can turn to the home posi- 
te ith ago it was impossible 
to. say hoe long we should continue in 
the trough of the present depression. — 
For almost three months business had 
remained at a dead level, apart from 
the crisis flurry. Now there are signs 
that a slow improvement has set in. 
That business should improve within 12 
months of the business cycle turning 
downward is almost unexampled. Ob- 





flat base on which the egg could 


stand peat steadily... . 
* * 


me goes to show how 
simple any problem is——whe 
you know how to solve it. An 
those who know how to solve 
marketing problems are needed 
more than ever in the world o 
commerce to-day. Only by yea 
of practical experience can suc 
knowledge be acquired, and s 
the wise advertiser always con’ 
sults the marketing experts 
‘before launching his campaign. 
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this unexpected relief. 


Trade Wind Is Fair: 
‘Sales’ Should Go Up 


HE evidence of a slight improve- 

ment is everywhere. October is 
always a ticklish month with employ- 
ment, ya there was no deterioration 
this time. Export trade showed a defi- 
nite improvement. More important 
still, there are signs that a re-stocking 
movement has commenced, even textile 
sales being slightly better. 

Although the October figures for shop 
sales are not yet available, there is 
every evidence that what was lost in 
the first half of the month was regained 
in the second half. Even in the ship- 
ping trade the slight rise in tramp 
freights in September is a sign of better 
things. Given a continuance of Ameri- 
can revival, freights will rise again as 
certainly as. the sales of cotton piece 
goods. 

Best news of ail comes from the 
building field. After a 25 per cent drop 
in September building ‘plans have 
jumped back, almost to last year’s 
figure. 








































U.S. Upturn will 
Boost Our Trade 


T is true that all business is on a 

lower level than at a year ago. The 
shipbuilding slump continues. The 
North-East coast anc the West of Scot- 
land shipbuilding centres are only saved 
from acute misery by naval orders; but, 
again, an American revival would 
quickly begin to stiffen freights and 
to encourage building. 

In other words, the fact that we are 
in the trough of depression will not pre- 
vent us getting out of it, if the essential 
underlying impulses to better business 
are there. We have many of them to 
hand—cheap money, empty shelves in 
many warehouses and intensive build- 
ing activity, for example. 

The one danger signal is high costs. 
Shipbuilding has slumped, not because 
there are no orders possible (particu- 
larly in the passenger trade) but be- 
cause shipbuilding costs are too high. 
The same thing applies to the whole 
range of heavy exports. 


ritish Steel Prices 
ust Come Down A Lot 


ARTLY our rigid wage structure is 
to blame, partly our effective mon- 
opolies in some of the basic industries. 
British steel is still 25 per cent. above 
the average of industrial prices; British 
steel prices are among the highest in the 
world. Expensive raw materials offer 
in a reasonable excuse for high British 
™ prices to date, but they offer no excuse 
X for continued high prices in 1939. 


gos Confidence is still the essential 
of the situation. Bus men 

ous about income tax, 

_ anxious about the place of rearma- 

, ments, aMxious about the political 


situation. I repeat that the govern- | 
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decisions clearly—first by announc- 
ing its policy on income tax; 
secondly by a brief, rapid and 
efficient publicity campaign to re- 
assure the consumer on the arma- 





ment and the political situations. 

For the rest the reduction of 
costs in every department is the 
first necessity, and a cautious ex- 
pansion of sales wherever possible, 
the second. 
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GUIDING FACTORS 
IN THE TREND— 


All comparisons are with 
Similar month in last and 


previous month in this year 
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STEEL OUTPUT 
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‘Ashton, nr. Manchester, has patented. a 
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to any machine. ete — — oe 


ication of 


port vehicles By" the Birkenhead 
n—Other northern cities plan- i 
ning big renewals and extensions of trans- 
ort equipment include Liverpeol and 


Manchester; the former is spending over 


£40,000, the latter over {42,00 


field is to build over 600 new houses at — 
. Stonebroom: work to start at once— 
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| Report now ready. _ | 
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„and a gee factors, vocation- A 
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DON . York House, Kingsway, WC? 
“EDINBURGH 2: 126, George St; 
MANCHEST ER 13 26, York St.; 
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one ied produced an order 
for a suit by 10.15 the following 
morning ! 


Our layout suggestion will put 
ch. under no obligation 
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routes of production-control (summar- 
ized in the preceding paragraphs) and 
graphics. The first is indispensable 
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-is needed in large scale production 
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